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One Motor Car to 
every 25 persons 


And every car needs good brake lining 


Do you realize that in 1917 there will be one car to every 25 
persons in the United States? 

There will be 2,000,000 brand new cars—and 1,600,000 one 
year old cars. 

Think of the tremendous demand for brake lining! Because of 
the millions of replacements necessary, this will be the biggest 
year in your brake lining business. 





Prepare now for 
that demand. 


Sell the best 
brake lining made 
—Thermoid. 


Three Reasons for Thermoid’s 
Superiority 


There are three big reasons 
why Thermoid is superior to 
any other brake lining. 


1. It has 50% more material than 
any woven brake lining. (This means 
long service.) 


2. It is Grapnalized. (This ex- 
clusive manufacturing process makes 
Thermoid Brake Lining impervious to 
weather, water, gasoline, oil and 
dust.) 


3. It is hydraulic compressed. (This 
insures durability and uniform wear. 
The coefficient of friction for 
Thermoid is just right.) 


HYDRAULIC COMPRESsep 
Brake Lining-100% 


‘tomers’ wishes. 


These make 
strong selling ar- 
guments for you. 
They are backed 
up by facts and 
scientific tests. 


National Advertising for 
Thermoid 


Effective national advertising 
in the biggest national weeklies 
will increase the already strong 
demand for Thermoid Brake 
Lining. Anticipate your cus- 
Stock enough 
Thermoid. 


The Thermoid Guarantee 


Remember, this guarantee 
goes with every inch of this 
wonderful brake lining. 


“Thermoid will make 
good—or we will.’’ 


Order Thermoid Brake Lin- 
ing now. There’s money in it 
for you. 


Thermoid Rubber Company 


TRENTON, NEW JERSEY 


New York Detroit 
Los Angeles 


Pittsburg 
Chicago 


Philadelphia 
Boston 


San Francisco Indianapolis 


London Berlin Paris 
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The Profit from Loss 


Is Experience 


The merchant who pushes Winchester goods, does 
not have to worry about his financial standing at the 
end of the fiscal year, for the goods are half sold 


before the customer enters his store, and no refunds 


are demanded by dissatisfied customers. 


Winchester products have been advertised all over 


‘the world, for so many years, that their trustworthi- 


ness under all conditions and in all climates, have 


been universally and permanently established. 


The dealer can safely and unreservedly recommend 
Winchester guns and ammunition to his trade, with 


the comforting knowledge that the satisfied customer 


will surely come back for further advice and service. 


It certainly pays to push quality goods having a 
well established and generally recognized reputation 


for reliability. 


WINCHESTER 
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Stewart No. 1 
BALL BEARING 


Horse Clipping 
Machine 


Dealers: 


All indications point to an un- 
precedented call for Stewart Clip- 
ping machines this season. 


Be ready to make your display the 
first day of spring weather. 
Write us for display materials. 


It is advisable for several reasons 
to place your order early this season. 


It will be no mistake to have them 
come in with your earliest ship- 
ments. 


‘‘\ word to the wise, etc.” 


Weight, Boxed, 36 Pounds 
PRICE, F. O. B. CHICAGO, $7.80 


AS gears all cut from the solid steel bar, enclosed and 

protected from dust and dirt, where they run in oil. 

All wearing parts are filehard. Runs easy, without noise, 

and clips fast. Six feet of high grade Flexible Shaft and 

the famous Stewart one-nut tension Clipping Knife. The 

most extensively used of all clipping machines. It always 
pleases. 


Chicago Flexible Shaft Company 


606 North La Salle Street, CHICAGO, U. S. A. 
New York Branch: 16 and 18 Reade Street 
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The Stewart Handy Worker 


FOR THE FARM, SHOP, GARAGE AND HOME 


The 
Six-In-One - | 
Tool Weight: 


Comprises a_ two- 85 pounds net 
speed drill press, ; 100 pounds boxed 
grinding outfit, 

powerful vise and 

pipe vise, heavy Price: 
anvil, metal cutter, / 

and a sturdy three- Complete with all 
speed machine with ; P tools, grinding 
clamp spindle for | wheel and attach 
attaching and oper- ‘ ments shown 
ating emery wheels, , 


scratch brushes, i 50 
buffing wheels, etc. a . 
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GRINDING POWERFUL VISE 
Tool and knife sharpening: axe, scythe and sickle grind- Vise jaws are 4 inches wide and faced with steel. They 
ing; grinding necessary in auto and farm implement open up to 4% inches and are operated by hand wheel 
repairing, etc. 




















DRILLING PIPE VISE 
Square shank drills fit into a socket in upper spindle. The all-steel, pipe vise is of special design and very strong 
Work is fed to the drill by turning hand wheel as 

illustrated. 


The Stewart Handy Worker is one of the most useful and best selling 


devices we have ever placed on the market. The field for its sale is almost unlimited 
and dealers that stock and display the Handy Worker are well repaid in profits. 


Chicago Flexible Shaft Company 


606 North La Salle Street, Chicago, U. S. A. New York Branch: 16 and 18 Reade St. 
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This Is the Year to Sell 
Dealers Sheep Shearing Machines 


And Here Is the Machine to Sell 








Stewart No. 9 Ball Bearing 
Sheep Shearing Machine 


THE MACHINE TO BUY 


This machine is the result of twenty years’ experience and 
experiments in making a hand-power shearing machine that 
will turn easy and shear fast. 


The gears are made of the same tool steel as in the Stewart 
No. 1 horse clipping machine and are enclosed in the same 
manner ; however, the balance wheel is larger, as more power 
is needed for shearing. 


All universal joints of the shaft are ball bearing and the 
shear head itself is also ball bearing, with the result that great 
power and speed are acquired with little exertion. 


ts \ The shear used on this ma- 
chine is the new Stewart No. 7 
7 ball bearing head. It is in 
\ keeping with the rest of the 

machine—a great step in ad- 
\ vance of any mechanism 
heretofore used. 


zi ving of time and gain 

he sa ‘ § t & . Showing the Ball 

in wool will soon pay for this Bearings in the 
- : P Joints and _ Solid 

machine on as small a flock as goin ont et the 

ten sheep. Will take care Stewart No. 9 


“gilt Sheep Shearing 
O1 500. Machine 





; wile - 





DEALERS 


i s The No. 9 Shearing Machine will get 15% more 
i wool than can be secured by hand shearing, to say 
nothing of the saving of time and better treatment 
of the sheep. 





/ The 15% increase in the clip of even a small band 
of sheep will more than pay for a Stewart No. 9 
~ 4 Machine. 
| ij ’ 
= Any sane owner of a dozen or more sheep cannot 
o J help but be interested. 








Weight, boxed, 50 lbs. 


Price, including Stewart No. 7 Ball Bearing 
Shear Head, 4 combs and 4 cutters, 


$ 50 This Machine is Guaranteed to Make 
l 1- Gocd or Money Will be Refunded 





Chicago Flexible Shaft Company 


606 North La Salle Street, CHICAGO, U. S. A. 
New York Branch: 16 and 18 Reade Street 
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Dealers Make Money with this Grinder— 
GET ONE 


The New Stewart No. 2 Automatic | 
Grinder is designed for dealer or consumer 

use and does excellent work in sharpening 
horse clipping and sheep shearing ma- 
chine knives. 


The knives are placed in holders and as 
the action is automatic all that is neces- / 
sary is to turn the crank. 





The New Stewart No. 2 Automatic Grinder A clamp plate is furnished for the occa- 
Rane Sepa eee sional renewing of the emery surface. 





The sharpening of a few pairs will pay for the grinder. 
This grinder will last a lifetime and it will pay you big profits. 


Why not get one now and put up a sign notifying your customers to 
bring in their horse clipping and sheep shearing knives and get them 
sharpened for spring work? 


Order the New Stewart No. 2 Automatic Grinder from vour jobber 
or from us. 





Fetlock Clippers and Toilet Clippers | 
} FOR HOME USE 


; Our very large facilities 
Ant for manufacturing clipping A-1 
Fetlock Clipper tools gives us an opportunity Toilet Clipper 
of making Fetlock and home 
Toilet Clippers to excellent MMA 
advantage as to quality and Warr * 
price. 


The A-1 Fetlock and A-1 
Toilet Clippers of our make 
will please you in every re- 
spect and give you an oppor- 
tunity of increasing. your 
profits on this line of goods. 


Being of Stewart manu- 
facture, you don’t have to 
delay to investigate or test a 
sample pair. 


WWVVVVVVV NYY 
Pra FA 





Order some A-1 Clippers from your jobber or from us and if you are 
not pleased just tell us and you will get your money back. 


Chicago Flexible Shaft Company 


606 North La Salle Street, CHICAGO, U. S. A. 
New York Branch: 16 and 18 Reade Street 
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Showing Equal 
Amounts of 
Nails Packed 
Loose in Kegs 
and by the New 
Process in 
Boxes. 

Why pile nail 
kegs 15 feet 
high, when you 
can have the 
same amount 5 
feet high? 

One man can 
pile more nails 
in boxes than 
three men by 
us'ng kegs. 








Wire Nails in Packages—the Coming Method te 


A Prediction! 


The day of the nail keg is nearly 
over. The handling of nails in bulk 
will soon be a thing of the past. 


This advertisement has for its 
only objects the acquainting of the 
hardware trade with a newer, bet- 
ter, more convenient way of selling 
nails. 


Nothing is offered for sale to you 
—nothing is desired beyond ex- 
plaining to you why packed nails 
are coming to the front and why 
they make it easier for you to sell 
nails at a better profit. 


i, 


The Disadvantages of Loose Packed Nails 


The old method of buying, handling and selling nails in kegs had many disadvantages. 
The nails occupied too great a space in proportion to their value. They were bulky to handle 
and bulky to store. In selling amounts less than a keg they were messy and difficult to weigh 
and wrap. Sizes became mixed, clothing and hands were torn and bruised, nails were lost 


and scattered. The cost of weighing and wrapping took a good share of the profit on small 


OTTO GAMPER 


Electro-Magnetic Nail Packing Machine 


sales. 





Nails Packed 

Loose in Kegs 

and in Box and 
Packages 














The Machine That Packs 
Nails Automatically 


Just so that you will know how the new 
method of packing nails is made possible, we 
show here one type of the machines that do 
the work. 

‘This is an electro-magnetic nail-packing 
machine invented by Mr. O. Gamper in 
Zirich, Switzerland, and over two hundred 
machines of this type are used in Europe. 


They automatically parallel the nails, then 


feed them into the waiting cartons. 


Such a machine does not add to the over- 
head of the manufacturer because its cost 


is offset by its saving of packing material, 
freight and manual labor. 


The Blectro-magnetic nail packing machine from 0. 
Gamper, Ziirich (Switzerland). (Patented in U. 8. 
A., Canada and all the foreign countries). 


’ The Advantages of Packaged Nails 


The new method gives you packages of nails in various convenient sizes. They cost less in 
carload lots than nails bought in kegs. The packages may be handled like bricks. They may be 
easily packed on shelves in compact form where the labels quickly identify sizes and quantities in 
each package. There is no wasting of stock, no mistake in sizes and no loss of time in weighing 


or wrapping. This gives more room for other goods and means better profits. ; 


366 West 57th St. New York 


Here are a few American manufacturers already using this machine. If you can't buy nails in 
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packages. write to me and to your manufacturer, stating the annual volume that you would buy put 


up in this way and you will get the benefit of this method. 


Jones & Laughlin, Pittsburgh, Pa. Pittsburgh Steel Co., Pittsburgh, Pa. Atlantic Steel Co., Atlanta, Ga. 
Norton Iron Works, Ashland, Ky. Igoe Brothers, Newark, N. J. Steel Co. of Canada, Ltd., Montreal, Que. 


Ys 


The Standard 10-lb. carton con 
tains all nails from %-in. to 6-in. 
length and is especially made to suit 


The Standard 25- 4 the convenience of the hardware 
bb. fib: hi P uf store. All common nails from 2 to 

re shipping 6-in. in length can be packed in one 
box—contains all ' sized carton 3-in. x 4%-in. x 6%-in 
nails from \-in. - 
to 12-in. length, 
tspecially made to 
suit the contrac- 
tor’s convenience. 

10-lb. carton 
in fibre shipping 
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A Mer¢éer that Inter. 


-JnterstateSron and Steel Go, Chicago ! 
and will greatly Increase Range and ft 




















Better for Everybody 


“THE merging of two growing companies operating 
four great modern plants into one compact organ- 

ization brings with it important economies, both to 

the companies concerned and to all their customers. 


The rise of the Interstate Iron & Steel Company from a modest 
little bar mill to an important place in the independent iron and steel 
world is already too well known to demand further comment. 

Its growth has been a true measure of the services it has rendered 
to the iron and steel using industries—especially in the west. 

Meanwhile, the Grand Crossing Tack Company has back of it a 
record of more than thirty years of exceptional value-giving to the 
nail and wire-using trades.. 
























So much is this true that 
the name “Grand Cross- 
ing” stands and has always 
stood for a distinct quality, 
in all of its many products. 

This quality is due, not 
only to the high standards, 

‘religiously made by the 
management, but also to 
the fact that the company 
has for the past 15 years 
made its own steel in a 
singularly well-equipped 
open hearth plant and 
blooming mill on the bank 
of the Calumet River at 
118th Street, Chicago. 





118th Street Stee! Plant at top. Grand Crossing wire products plant below 








The Name Gave a Wrong Impression 










Products of the The word “Tack” in the firm name misled 
Grand Crossing Plants many to. the belief that tacks were the principal 
Wire Rods products of the plant, instead of being a minor 
Wire, bright and galvanized incident, as is actually the case. 
Wire Nails and Spikes _The column at the left shows the wide range 
Cement-coated Nails of Grand Crossing products; and these will be 


widened in scope in the near future. 


Woven Wire Fencin intent ‘ 
. All inquiries for materials listed on this page 


Barbed Wire Fencing 







Rivets, Tacks should be addressed to. the 

Small Cut Nails 

Burrs and Small Washers ae Juterstate 
Staples, bright and galvanized : Grou and Steel Co. 








“Grand Crossing Works _E. 79th St. & So. Chicago Ave., Chicago 
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ests every Hardware Man 
Buys the“Grand Crossing Tack Co. 
lonnage of the Grand Crossing line. 




















Four Great Plants 


A HE properties of the consolidation include the fol- 


lowing four plants: 


118th Street Open Hearth Steel Plant, producing ingots 
and billets for the Grand Crossing works, as well as for the 
market. 


Grand Crossing Works, at 79th Street and East Chicago 
Avenue, producing wire rods, wire fencing, nails, rivets, tacks, 
and other wire products. 


‘ East Chicago (Ind.) Works, producing soft steel and wrought 
iron bars and shapes, railroad tie plates, etc. 
Marion (Ohio) Works producing rail-carbon steel bars and 
shapes. 


The combined capacity of these four plants approximates 300,000 tons a year, 


or nearly 1000 tons a day. 


Concentration Will 
Improve the Service 


of Both Branches 


Increased buying power 
for raw materials, the re- 
duction of overhead costs 
and many other economies 
that come with consolida- 
tion will be passed on to 
our customers. 

Mixed carlot shipments 
will be facilitated by the 
greater diversification of 
the combined line. 


Sales efficiency will also be increased by our 





East Chicago Works at top. Marion (Ohio) works below 





ability to maintain a larger corps of traveling Interstate Products 
representatives and to concentrate the efforts of Soft Steel 


each man into a smaller territory. Bars, Bands, Tire, Channels, Chan- 


nelled Flats, Conerete Reinforcing 


Heavy Iron and Steel Products Bars, Agricultural-Shapes, Nut Bars. 


Wrought Iron 


The heavy iron and steel products from the ars, Bendasillilie, Anaiis, Tees 


Int i is f Channels, Nut®™-Bar, Agricultural 
erstate plants are listed on this page. All Channels, Tae Tic Pie Rall 
Inquiry for these products should be addressed to Angle Bars. 
Rail Carbon Steel 
JIuterstate Bars, Angles, Tees, Channels, Chan- 
led Flats, Agricultural Shapes, 
Fron and Steel Co. oo Ta 








General Offices: - - First National Bank Building, Chicago 
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Anvils—Semi Steel 
Ash Pit Doors—Grey Iron 
Blacksmith Drills 
Bench Screws 
Corn Shellers—Hand 
Clamps 
Clevises—Malleable 
Cement Workers’ Tools 
Floor Scra 
Forg ombination Vise 
Grinders— Hand and Foot Power 
Grist Mills 
Grit Motors 
SAD IRONS— Gate Hinges 
Common Jack Screws 
Potts Pattern Mauls 
Gas and Gasolene Mail Boxes 
Electric and Charcoal Milk Testers 


Fruit and Lard Press, Sausage Stuffers, 
Stock Waterers, and many other 
Hardware specialties. 


Type and Size 
for Service 


SEND FOR CATALOGUES. 


Rock Island Mfg. Co. 


ROCK ISLAND, ILLINOIS. 
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In Five Months Time 


This is but one of thousands of instances where a Schick Paper Baler has paid for itself ? 
just a few months’ time. In some cases it takes only a few months—others say a year. But 
sooner or later, every Schick pays for itself. 

A Schick repays its cost in more ways than one: first of all, in real cash; second, in the saving 
of space ; third, in keeping the premises cleaner; fourth, in protection against fire 

Being all steel and absolutely fire- 
proof, it completely eliminates that 
bugbear of' fire departments every- 
where—piles of loose waste paper 


akin HARDWARE AGE 


Fire department officials all over \ Connatistetian @ 


the country endorse and recommend Iron Age The Hardware 
the Schick because of its fire pre- Berdwere Reporter 
vention value. 239 Wes 39 Street. New Yorn 
Every store——every wholesale December 16, 1916. 
house, factory, warehouse and 





. ‘ ° ‘ Davenport Mfg. Comp 
every commercial, public ard insti- paveanead, lave. 2 


tutional building should be provided Attention Mr. W. H. Martin, Mgr. 


~~ - 


with a Gent lemen: - 


In reply to your letter of recent date we 

are pleased to state that the Schick Baler purchased 

ro bout five 

Snvhe time. Since then we have been enjoying ont, 
ly net profit of from $15.00 to $20.00. 
Trade Mark Reg. U. 8S. Pat. Office fo ce boy 
collects and bales the paper. We find the paper bales 

are so compact they are easily piled on one another 
PAPER BALER which conserves floor space. During our two years ex- 
perience the baler has never been out of order and has 
-the baler that is used in Uncle Sam's always given perfect satisfaction. 
Postoffices. 

Wishing you the success your efforts should 

All steel—simply built-—strong and bring forth, we are, 
durable—easy to operate. Prevents 
risk of fire putting you out of busi- Very traly yours, 
ness—takes up less space than piles of 
waste. Pays for itself because baled 
waste brings higher prices than un- 
baled. Made in 6 sizes—the right size 
for everybody. Good for baling paper 
rags, cloth, leather, tin or any kind of GFT sD. 
scrap 











GET THIS FREE BOOK THAT TELLS YOU 
HOW TO MAKE MONEY IN WASTE PAPER 


Write today for iull details about the Schick. Ask us to send 
sur interesting booklet ‘“‘How to Make Money in Waste Paper 

It tells you how to sort, bale and market waste to the best auvan- 
tage. Get this book now—you 

can’t afford to be without it. 

Use the coupon 


WANTED 


Jobbers and Salesmen 


We fiave a very exceptional offer 
to make specialty salesmen and es 
tablished jobbers in unassigned terri 
tory. Onur prices, terms and plan «f 
co-operation will interest you. Write 
for full particulars Use the coupon 


Davenport Mfg. Co., 
Dept. H, Davenport, Towa 
Gentlemen 
Send me booklet How to Make Money in W 
T’aper ind full j;articulars about Shick Balers 


I am a prospective Buyer 
I am a prospective Jobber 


: 
i 
‘ 
’ [am a prospective Salesniar 
Davenport Mfg.Co. § + 
: 
4 
i 


Dept. H 
Davenport, lowa 


eee 





State 
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AUTOMATIC 
HARDWARE SCALE 


Pita. Piatt. 


PRE a: 0a hed 
Against Loss 


incurred by giving overweight 


Automatically shows 


Weight, Price and Value 


when goods are placed on 
the Platform 


Capacity: 110 lbs. 


Write for Information 


Detroit Automatic Scale Company 


DETROIT, MICHIGAN 


Yt, 
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I WANT YOU TO SELL MY 
FRIEND HERE A“5 STROKES” 
PIGSKIN STROP LIKE MINE 


IT IS THE BEST STROP I 
EVER PUT A RAZOR ON 


HAT is the reason Koken’s “5 Strokes” 
Line of Pigskin Strops in 1915 
quadrupled the sales of 1914, and in 


1916 increased seven times. 


They repeat because— 
THEY SATISFY YOUR CUSTOMERS 
and THEY SHOW YOU A FINE PROFIT 
THE IDEAL LINE FOR THE RETAIL TRADE 


Priced to sell from 75c¢ to $2.00 


HANDSOME OAK 
FREE DISPLAY CASE FREE 
Cut out corner coupon and send in 
today for particulars about the hand-- 
some oak display case given FREE to 
dealers carrying the 5-Strokes Line. 














Inclade This Line in Your Spring Purchases 
IF YOUR JOBBER HASN'T THE 5-STROKES 
LINE IN STOCK, WRITE US AND WE WILL 
SUPPLY YOU THROUGH HIM. 

KOKEN BARBERS’ SUPPLY CO. 

ST. LOUIS = U. S. A. 


om secure FREE r 
OAK DISPLAY CASE. 


CUT OUT THIS COUPON 


couror tooay 


MAIL Turse 
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Measure Your Rope With 
The Gant Rope Meter 


Hardware dealers who want efficiency in their stores 
spend $5.00 for a Gant rope meter. That brings them a sav- 
ing in money, time and energy; money—because there are no 
over-measures nor complaints from under-measures; time— 
because the dealer simply pulls the rope thru the meter, and 
every foot is registered accurately as fast as the rope is drawn 
thru; energy—because the dealers aren't obliged to race all 
over their stores looking for yard sticks or tape measures 
every time they have a rope, moulding, weatherstrip, brake- 
lining or chain customer. 

You need a Gant in your store. 

This machine consists of a heavy steel casting with a 
wooden base. It will measure accurately, to the fraction of 
a foot, rope from !/, to |-inch in diameter, and larger sizes are 
made to order for measuring larger ropes. 

The machine weighs only three and one-quarter pounds, 
and is shipped complete with screws for attaching to wall or 
counter if such position is desired. 

Your jobber handles it, or, if he doesn’t, he will as soon 
as you ask him for it. 


Manufactured by 


THE E. M. GANT MFG. CO., Ethridge, Tenn. 


John E. Chumbley & Company 


1008 Stahlan Bldg. :: Nashville, Tenn. 
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1A New N.C. R. Invention 


As important to you as your 
telephone or cash register 


It’s a new credit file that safeguards your credit 
business—-in a better, easier, safer, quicker 
way than you thought possible. 

) 


It is so simple that anyone can operate it. 


It is so speedy that all entries are made in the 
presence of the customer, who leaves with a 


statement of the purchase—plus a record of the 
balance carried forward. 


It is so convenient that you can set it on any 
size counter, table or desk. The exact balance 
due from any customer is instantly available, and 
the file can be operated with one hand while the 
other holds the telephone receiver. 


It is so complete that a true record of the whole 
credit business is always available in short order. 


The National Cash Register Company 


Dayton, Ohio 


And this knowledge alone is worth more than 
the cost of the file. 


It is so safe that records ‘once filed in its locked 
compartment cannot be lost or destroyed. 
Records can be seen, but not tampered with. 


A few weeks’ use will pay for it.. 


There's nothing else like it, and it can be 
seen at the N CR office near you, or a 
letter to us will bring you complete 
information. 


See this new file or find out 
how it will stopyour losses, 
please your customers, 
and relieve you of 
work and _ worry. 
Use the coupon. ; 


The 

National 

Cash 

Register Co. 

Dayton, Ohio | 

Please send full in- 

formation about your 
new Credit File. 

We have about__ 


Chargeand C.O.D. accounts 


Address 
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Ware 


Wich | Meet 


You may be a hardware merchant or manufacturer and in need 
of aclerk or salesman. You may be a clerk or traveling salesman 
and want a better position or a new line of goods to sell. 

You feel that somewhere there is a firm or an individual able to 
supply that want. But the problem is how to locate the party. 


The Business Exchange 
—of Hardware Age is the One Point at Which they all meet. 


It offers you an inexpensive means of communicating your want 
to a great audience of over 17,000 dealers, jobbers and manufac- 
turers of hardware throughout the United States. 

Write for information and find out how moderate our prices are. 

Business Exchange 


Hardware Age 


239 West 39th St., New York 
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“NEW YORK SHOW” 


No Exhibit Will Be More Interesting Than 


The “American Flyer” Line 


OF 


Miniature Railroads 


Room 602 FEBRUARY and MARCH Hotel Breslin 
H. F. MACK 


American Flyer Mfg. Co., 2219-2239 s. Halsted st, Chicago 
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CHATILLON 
SCALES 
CUTLERY & 
HARDWARE 

















Meeting CHATILLON 


Meeting Chatillon is like ending the quest of Diogenes; 
but instead of an honest man you find honest scales. 


Chatillon Scales are popular and keep their friends for 
life because they meet all of the requirements of accuracy, 
construction and appearance. 





Chatillon Scales sell as well as they weigh, and there 
is a model for every conceivable use to which a spring 
scale may be put. 





Meeting Chatillon should be one of your ambitions as 
an up-to-date hardware man. It means profit to you first 
of all, but, more important, sound business built upon 
integrity. 


JOHN CHATILLON & SONS 


85 to 93 Cliff Street, New York City 


(Scale Makers Since 1835) 


Sole Distributors of Foster Bros. & Chatillon Co. Products 


Ask for New No. 17 Catalogue 
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Why 
“The Pittsburg 
Idea” 


applied in derision 
adopted with pride 





A name 









We are a wholesale Hardware House which is owned and con- 
trolled by retail hardware merchants. Our members do not buy from 
us at cut rate prices. Their splendid profits are the legitimate job- 
bing returns from their wholesale investment. 

There are many reasons why progressive retail hardware mer- 
chants should be purchasing stockholders in this company. 

The first reason is that we are no longer an experiment. Our 
records beat the accomplishments of any wholesale hardware concern 
in the United States. Every statement made in this advertisement 
can be verified fully. Our books are open to interested prospective 


subscribers. 

We now have an accumulated surplus equal to 36% of our paid-in capital. New 
stockholders share the advantages of this surplus. Any reputable Banker in Pittsburgh will 
advise you that our stock is more than a good buy. 

Ten of our retail hardware merchant stockholders (and we have no other class of stock- 
holders) bought $125,000.00 worth of goods from us last year. Some of these ten top 
notchers live over five hundred miles from Pittsburgh. 

On Dec. |st we increased our warehouse facilities by adding 20% to our space. The 
main lines of Pennsylvania, Wabash, B. & O. and New York Central Railroads run right into 
our building. That is one of the reasons that all our orders are shipped within 48 hours of 
the time they are received. Most of them go out within ten hours. 

We have been doing business for over six years and have never failed to take advan- 
tage of a cash discount. The manufacturers like this because it is so different and they have 
responded with prices, courtesies and compliments. 

Now get this. It cost the average jobber 18% to do business last year. Our cost was 
just 534%. This is a record, The difference between our expenses and those of the aver- 
age hardware jobber is a big profit in itself. 

Our business for 1916 was 50% greater than our business in 1915. We are growing 
rapidly and our increased volume of business is decreasing the percentage of our expense 
just as our larger buying power is securing for us bed-rock prices. 

We want every live wire hardware merchant within five hundred miles of Pittsburgh, the 
dead ones we don’t want. 

If you are looking for an investment that will bring cash returns plus an elimination of 
most of the trials and worries which beset a buyer make a little journey to Pittsburgh. 


The American 
Hardware and 


Supply Company 


43 Terminal Way 
Pittsburgh Fa. 


TRADE MARK 


Registered April 6, 1915 


Registered April 6, 1915 
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Revolving Cases 


At your fingers’ end. Time saver and system pro- 
moter. Every Hardware Store should have one 
or more of our Cases with sizes of bolts or 
screws printed on the front of the drawers, and 
for Auto, Bicycle and Motorcycle parts, our cases 
with blank drawer fronts provided with label 
holders. We make these cases square with square 
drawers as well as octagonal. Sold by leading 
jobbers. Catalog on application. 


Wi 7H BNO 


ms 
Ze 


Manufactured by 
American Bolt and Screw Case 
Company 
Dayton 33 Ohio 

















HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


Send for Catalog No. 24. 
DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 
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$ 
“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio regard- 
ing a “Help Want” advertisement they inserted a short time ago in 


THE EMPLOYMENT EXCHANGE 
of HARDWARE AGE 


Their ad called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initial expenditure of $1.00 the cost of the ad. 





. 
The Employment Exchange is producing 
results like this because it receives the attention 
of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 
ment. Write for further information. 


HARDWARE AGE 239 West 39th Street, NEW YORK CITY 
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Establish a 
Sharpening Depot 


You undoubtedly sell many 
safety razors, pocket knives, jack 
razors, scissors and other cutlery 
in your neighborhood and there is 
no reason why you should not cash 
in on the requirements of owners in 
getting these instruments sharp- 
ened. You can do it with a 


HATFIELD 
Sharpening Machine 


Men who use safety razors must have 


the blades touched up frequently. The 
ladies must have their scissors and house 
knives sharpened occasionally and the 
owners of pocket knives are another class 
of prospects. Barbers—scissors, shears, 
clippers are good, steady customers. 


Write for Our ‘Plan 


We want every hardware dealer to 
know how to get one of these sharpening 
machines, how to run it and how to build 
up with it a steady prosperous trade 
yielding $8 to $12 per day. 

We have a plan telling how to develop 


this business. It is yours for the asking. 
Where shall we send it? 


Hyfield Mfg. Company 
21 Walker St. New York 
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Approved and 
Improved 


Scales for you, for the 
butchers, for the grocers, for 
the factories, mills and for 
every other purpose. 


The large variety of scales 
we make alone would justify 
you to get in touch with us if 
you are not as yet handling 
our scales aside from the fact 
that Jacobs Bros. scales are 
approved by the laws 
throughout the country be- 
cause they are superior in 
accuracy, durability and ap- 
pearance. Immediate deliv- 
ery is another big factor. 

Write for our No. 118 
catalogue to-day. 


The Jacobs Bros. Co., Inc. 


78 Warren St. New York City 
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Goods WellDisplayed 
sell twice as readily as those arranged on ordinary 
shelving with its sticks and props which partially 


hide them. Piqua 
Adjustable Shelf Brackets 


give 30% more display space and give the goods a 
fair “show.” They are beautiful in appearance and 
_ strong enough for any stock. 

Put up in a jiffy. Use them yourself—sell them 
to others. Adaptable for Groceries, Dry Goods, 
Shoes and other lines, as well as Hardware. 

Send for Catalog IT. 


PIQUA BRACKET CO. 


PIQUA, OHIO 











It Pays For Itself In 
The Sales It Makes 
and The Time It Saves 


#_ HERRICK 


Ball Bearing 
Tool Rack 


All 


and steel. 


malleable iron 
Guaranteed 
Re- 
volves easily when fully 
Holds 15% 
doz. agricultural tools 


on its feet. 


against breakage. 
loaded. 
—steady 


Mere de&cription can- 


Put 





not do it justice. 
one on the job. 


The F. A. Herrick Co. 


1361 W. Bancroft Street Toledo, Ohio 
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Hardware Merchants: 






You are losing from 25 to 50% 
in profits every day if your store 
is not equipped with WAR- 
REN’S STANDARD HARD- 
WARE FIXTURES. We can 
prove this statement by the ex- 
perience of thousands of hard- 





ware merchants whose stores we 





have equipped during the past 
25 years. Write us today for 
our beautiful new Standard B 
Catalogue and let us start you 
on the road to make more money 
in the hardware business. 


J. D. WARREN MFG. CO. 


| 
| 
Masonic Temple, Chicago | 


































Just What 
He Wants— 


An Ash Can Truck that removes the one 
disagreeable feature of Hubby’s every-day 
duty. 

Two hooks hold the bottom of the can 
while a malleable iron handle grips the top 
of the can—no muss, fuss or delay. 

splendid opportunity 
for progressive merchants. 
Good profit. Write for Bul- 
letin B-12. 


THE GEO. P. CLARK CO. 
WINDSOR LOCKS CONN. 
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HE Kangaroo Manufacturing Co. 

are putting on the market only 

high-grade toys, toys that have 
selling and talking points over any 
other cars of similar design. 


The Kangaroo Hand-Car is the only 
car that gives the child the new and 
interesting sensation of a horse-back 
ride. This new motion delights the 
youngster. It is also a scientific ex- 
erciser, as it brings into play every 
muscle in the body. In a very short 
time the child has developed a chest 
like a prize fighter. It is recommended 
for both boys and girls. Attention is 
called to the use of ball-bearings in 
the rear axle, which makes it a very 
light-running car. It is the only car, 
selling at its price, that has this feature. 
The Kangaroo Coaster is the modern 
adaptation of the child’s use of an old 
skate, a board and a box. It has a 
folding seat, a brake, a warning bell, 
and complete steering apparatus. It 
is attractively decorated in red and 


yellow. 





We have an attractive offer to make 
the jobber. It would give us pleasure 
to answer any inquiries. Mr. Retailer, 
if your jobber does not carry a stock 
of these toys, send us his name, or 


cend your order direct to us. 





Don't fail to see this line at the New 


York and Chicago Toy Shows. 


KANGAROO 


MANUFACTURING COMPANY 


25 East Washington Street 
Chicago, Ill., U. S. A. 
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Hardware Agents Wanted 


We manufacture everything from 
dependable hand fire extinguishers to 
large chemical engines and chemical 
tanks for fire department service. 


There’s good profit in 
being our agent. 
We carry the 
stock. Write 
us for cata- 
log and spe- 
cial hardware 


HARDWARE JOBBERS 


bolnte of uperiorityo yr all other Balers 

of su over a er Baler 

2 pee ate easily shown in our illustrated 
reula’ 


The No. 30 “SUPERIOR” Baler ts the 
Baler to order, for it is the merchant's 
favorite size, most economical Baler in 
the use of wire, is built the proper height 
for the ease and convenience of the oper 
— has ‘‘U’’ shaped compression clamp 
mcircling entire Baler and contains more 
baling space _—] Balers sold at higher 
prices. The 1. capacity in which we 
manufacture the Balers enables us to give 
such good quality for the money. The . 
above statements are verified by thousands 
and thousands of satisfied cus rs. 
Order from your jobber, or if he is unable 
to supply you write us for name of job- 
ber who can supply you and information 


discounts. 


0. J. Childs Co., Utica, N.Y. 


cogeating service bulletin as to how to obtain highest prices for 
paper. 


G. WENZELMANN 


Prop. Galesburg Paper Press Factory, Drawer 49, Galesburg, Ill. 











F you do not order 
le of our Eclipse 
Nail Bins and one of 
our Eclipse Bolt Cases 
you will surely regret it 


There is no other device 
ever invented so perfect 
in every particular. Try 
one of each. If you do 
not like it you can re 
turn it 


Send your order at 
once to 


Eclipse Mfg. Co. 


Wellston, O., U.S.A. 








C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 


Tool Case No. 76 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 


Tool Cases. 


C. E. Jennings & Co., 71-73 Murray St., New York 








Bestrac 


Sells Whips 














GREEN’S HARDWARE 
SHELF BOXES 
Price list sent on request 


THE A. H. GREEN CO. 
101 WARREN ST. NEW YORK 




















It holds from % to 1% gross of whips and dis- 
plays them so prominently that customers can't help 
noticing them. It’s made right—holds the whips 
the inte end ~~ them perfectly straight—just 
as they come from the factory. The whips can’t fall 
out—they are ar right before people’s eyes. 

‘Seeing is buying!’’ The 

Best Portable Revolving 
WHIPRACK and DISPLAY STAND 
bas proven time and again that ‘‘whips so well dis- 
played are half sold.’ It also has a revolving shelf 
for displaying oils, grease, soap, Ln age poners. 
linaments, gall cure, combs, brushes, etc. is 
mameled black and ‘attractively painted xin’ ‘cult 


and clam together. 7 never wear out. 
Adjustable from 8 ft. to ft. 10 ins. high. 
bey boxed, 145 Ibs. Write us for Cata- 
logue D 
Sold by ye Bit ser 


JOHN H. T& Bene 
Galva, titinole, U. Ss. 


e 
a agg Made entirely of steel and fron, bolted 











When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 


ties to advance themselves. 


Do you want the ambitious 


kind—the kind that can do things? 
50 words at one dollar per insertion will put you in touch 


with such men. 


Opportunity 


Exchange 


THE HARDWARE AGE 
Dept. 239 West 39th Street :: 








Tool Case Ne. 85 











Department 1 


Builders’ Hardware; Wire Cloth; Mechanics’ 
Tools; Metal Working Machinery; Heavy 
Hardware, ete. 
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How We Help You to Sell 
Stanley Garage Hardware 


N successful retail merchandising the 
most important factors are Reliability, 
Publicity and Salesmanship. 


Stanley Garage Hardware itself meets the first 

requirement—Reliability. The Stanley Works 

is ready to supply you with effective means of 
advertising and with information for the assistance of your 
salesmen. 


These practical Sales Helps have been prepared to assist you 
in increasing your business in Stanley Garage Hardware: 


Window Display Materiai— Cardboard Model Garage, Display Card 
and Signs. 

Mounted Sample of the Stanley Garage Door Hold 

Moving Picture Slides. 

Newspaper Advertisements for your use. 

Printed Matter— Attractive Booklets and Folders for distribution to 


our customers: also “The Man Behind the Counter,” an in- 
y ? ’ 
structive booklet for your salesmen and clerks. 


Stanley Works Advertising— Reaching architects, contractors, 
motorists, garage owners and builders. 


The Stanley Works is making considerable effort to bring 
purchasers of Stanley Garage Hardware into your store. 
You will not receive the full benefit of this effort, however, 
unless you cooperate by 

using the various selling 

helps described on the 

three following pages. 


Read them through care- 
fully. 


This sign, 20 by 814 inches in size, is attractively printed in three 
colors, and is provided with both a ring for hanging and an 
easel to allow of its standing on the counter or in the window 
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How we help you 


sell Stanley Garage Hardware—page 2 
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Window Display, 40 inches long by 28 inches high, beautifully lithographed in nine colors, 


Window Displays 


HE above Window Display Cut-Out will make an effective centerpiece 


for a window trimmed with Stanley Garage Hardware. 


1457 and the Stanley Garage Door Holder 


Stanley Garage Hinges No. 


If you have 


No. 1774 in stock, or will order them, this display will be sent you on request. 


This display is made of heavy card- 
board and is supported by two easels, 
so that itcan be adjusted in a moment and will 
not tip over. It is carefully packed in a corruga- 
ted board container, so that after once using it 


you can conveniently put it away until you wish to 
use it again. The Stanley Garage Hardware 
Display Sign (shown on the preceding page) will 
assist you also in calling your customers’ attention 
to the fact that you are a dealer in this well 
advertised line. 


Mounted Sample of 
Stanley Garage Door Holder 1774 


HIS is a valuable aid to your salesmen in demonstrating the Stanley 


» Garage Door Holder. 


It shows how firmly the door is held open 


and how easily it can be closed, how easy this holder is to apply and how 







This is the actual Stanley. Garage Door Holder 1774, but 
shortened for convenience and with the chain omitted. A 


there is nothing about it to 
get out of order. 


It wili be 
sent on re- 
quest to all 
dealers sell- 
ing the 
Stanley 
Garage 
Door 


Holder. 





pull on the handle releases the arm and permits the door to 


close, 


Measurements of wood case, 15 by 64% by 4% ins. 


Be sure to read carefully the next two pages. 
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How We Heip You Sell Stanley Garage Hardware—page 3 

















Motion Picture Slides 


, VERYONE goes to “the movies,” 

and ’most any fine evening you 

can tell a motion picture theatre 

several blocks away by the row of 
motor cars outside. 

What better means could you employ 
to inform garage owners, present and 
prospective, that you carry Stanley Garage 
Hardware? 





The Stanley Works has two attractive 
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“It's the little things that count” 


The Stanley Garage 
Door Holder 
No. 1774 


I: does not cost you much, but 
both as a convenience and as a 
preventive sort of accident insur- 
ance, it is invaluable to you, as an 
automobile owner. 

The Door Holder is an arm of 
steel that automatically locks the 
garage door open, so that the wind 
cannot slam it against your car and 
damage the lamps, fenders or paint. 

This is but one item in our line of 
Stanley Garage Hardware, which in- 
cludes Bolts, Latches and Ball Bearing 
Hinges, all especially designed for 
garage use, 

Let us show you why your garage 
doors will work better and look bet- 
ter if equipped with this hardware. 

We have in stock a line of auto- 
mobile accessories which will make 
your car work better and look bet- 
ter, too, 


Your name and address go here. 














One of the newspaper advertisements with 


which we will supply you. 


The next page is the most important one of all 


slides to offer you, one of which is shown 
in the accompanying illustration. 


Newspaper Advertisements 
For Your Use 


A N attractive series of one, two and three- 
column advertisements has been pre- 
pared for you to use in your local newspapers. 


If you wish to link your business with the 
Stanley national advertising, the surest way to 
do it is to place these advertisements in the 
principal newspaper of your town. 


You will be sent the electrotypes only of the 
illustrations for the advertisements you select. 
For each illustration suggested “copy” will be 
furnished you so that you may change or add to 
your advertisement as you wish before it is set in 
type by your newspaper. 


v 


Printed Matter 


Distribution of circulars is a form of advertis- 
ing that costs the retailer practically nothing, and 
for that very reason, perhaps, many fail to 
appreciate fully this simple and effective means 
of keeping their various lines before their trade. 


The more enterprising merchants, who over- 
look no opportunities, never allow a package or 
a local letter to go out of their stores without a 
customer—getting enclosure of some sort. 


The Stanley Works will supply you with 
well designed folders, illustrating and describing 
Stanley Garage Hardware. These folders, with 
your name prominently printed on the front 
cover, will attract the attention of all garage 
owners and builders who see them. 
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The Stanley Works’ Advertising. 


HE Stanley Works’ publicity is making use of many magazines. IT]lus- 

trated above are the various publications employed. They are read regu- 
larly by owners of automobiles, architects, contractors, builders, those who 
contemplate building garages, and home owners who are interested in im- 
proving and beautifying their property. 





“The Man Behind the Counter’ 


HIS is an attractively illustrated booklet, printed 

in large, clear type, for the instruction of your 
sales force in the “talking points” of Stanley Garage 
Hardware. 





It describes a store meeting at which Stanley 
Garage Hardware is the subject of discussion, and 
the conversational style of the “story’’ makes it easy 
as well as profitable reading. Each of your Builders’ 
Hardware men should have a copy of “The Man 


Behind the Counter,” and keep it for reference. 




















N receipt of the coupon below we will send you a book entitled “Selling More Stanley Garage 

Hardware.” It describes, more fully than can be done here, the complete series of selling helps, 
some of which are illustrated on this and the three preceding pages. Included with this book is a blank 
on which you can order whatever Stanley Garage Hardware selling helps you can profitably use. 

Cut out and fill in your toupon now, pin it to one of your business letterheads and mail it today to 



























New Britain Conn., U.S. A. 
New York: Chicago : 

100 Lafayette Street 73 East Lake Street 

Fill in this coupon now Pin it to a sheet of your business stationery. Mail it today. 
THE STANLEY WORKS I isi tes 1917 

New Britain, Conn. Attention: Service Department 
Please send me a copy of ‘‘Selling Stanley Garage Hardware” 

Your name : Your firm's name 
Street address — . ~ — City State 


? ° If you do sot stock Stanley Garage Hardware, mark a cross in the square 
I nportant at the side and fill in the last line. Please send me full information and 
prices on Stanley Garage Hardware. We buy most of our builders’ hardware 


















from (name of jobber) 
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GREYHOUND 
HAND MADE 
SAWS 


IMITATED 


BUT NEVER 


DUPLICATED © 


Send for New Catalogue and Trade Pric 


QUALITY 
OUR PRIDE 
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BO i BISHOP g CO] 


MAKERS OF FINE HAND MADE HAND SAWS 


LAWRENCEBURG, INDIANA. 
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Here's an awfully good set = 
























































To sell correctly sets of 
taps and dies, it is important 
that hardware dealers know 
the uses to which the differ- 
ent styles are best adapted. 

For general repair work 
we recommend our Little 
Giant sets—particularly No. 
5, because it meets so many 
average requirements. 






—the Lightning full mount- 
ed—for use in shops and 
other places where different 
sizes of dies must be used by 
different men simultaneous- 
ly. There is a separate stock 
for each die. Of course 
Lightning sets are made in 
many styles covering all sizes 
and with single stock or full 
mounted. 












LITTLE GIANT DIE 








Remember the trade names of our various sets shown here. Each style 
has a large following of skilled mechanics—the differences in quality are 
not great, but individual experience dictates a preference. 












No. 1240—5 Sizes. '%4-20; 
46-18; %-16; Fe-14; Y-13— 
$11.25. 


Taper Taps; Dies; Separate 
Stock for each Die; Adjustable 
Tap Wrench, No. 5 (11%” 
long). Weight 16 lbs. 


No. 5—7 Sizes. 14-20; %e-18; 
Yies Holds Yarlds 4-15 
4-10-—$16 
“Taper taeet ‘Little Giant Dies; 
2%” dia. Collets; Stock 23” long, 
and Adjustable Tap Wrench No. 
6 (15” long). Weight 20 lbs. 


Greenfield Vap and[D)ieGorporation 


WELLS BROTHERS COMPANY, Div. WILEY & RUSSELL MFG. CO ,Diy. A.J.SMART MFG. CO., Div. 




















F 


iii} 


| 


i 


ebruary 3, 1917 


int 


i wl 


ui 


uly W 


GREENRIVER 








Since so much automobile re- 
pair work requiring S.A.E. 
Standard Threads is being done 
in shops where U. S. Standard 
Threads are also used, a combina- 
tion set is frequently invaluable. 
For such work we recommend 
our Green River Combination 
Set, containing in one case an 
assortment of each standard, thus 
avoiding unnecessary duplications 
of stocks and tap wrenches. 

arious combination sets in- 
sure the most convenient assort- 
ment for each customer. 


GREEN? 
RIVER DIE 


Send for our complete catalog No 
well as reamers, gages, threading machines, etc 


Remember our dominating policy of jobber and deale 
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Watch our campaign of advertising to standardize the trad 


No. 1468—5 Sizes. U. S. 
Standard 14-20; %-18; %-16; 
Yg- 14; fa 13 and S.A.E. Stand- 
ard \4- 6; 46-24; 34-24; Ye-20; 
VY- 20-—$1 7.00. 

Stock 18” long; Adjustable 
Tap Wrench No. 5 (1114” long); 
Bit Brace one Holder. 


Seats 


pili 
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GTD 
Round Adjustable 


For work expressly on auto- 
mobile repairs and construction 
where S.A.E. Standard Threads 
are used, our automobile screw 
plates in leather rolls or wooden 
boxes are most convenient equip- 
ment. 

Several assortments varying 
in size from little repair sets for 
Ford cars up to complete garage 
repair sets give a wide range of 
selection. 


..D. taps and dies, as 
otection and s 
ark G 


. 1470 —— 7 qoizes. Y,-28; 
5 ; 4-24; he: a V-20; 
%e-18; %- “18-—$13 
Plug uae * la yy Oe 
Dies, 114” outside diameter; 
Stock No. | 1853 (14” long). 
Weight 3% lbs. 


U.S. A. 


Greenfield, Mass., 


NEW YORK: 28 Warren St. CHICAGO: 13 South Clinton St. LONDON: Queen Victoria St, 
In Canada WELLS BROTHERS COMPANY of Canada, Limited, Galt, Ont 
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Angular Braces 
Automatic Drills 
Bench Grinders 

Bit Extensions 

Bit Braces 

Butt Gauges 
Clapboard Markers 
Combination Squares 
Countersinks 
Gimlet Bits 

Hand Drills 

Levels 

Mitre Boxes 

Nail Sets 

Plumb Bobs 

Saw Sets 
Screw-Drivers 

Try Squares 





/ 
4 


Year 


for 


This year promises to be a record 
breaker for the building trades. How is 


_ your stock of Carpenters’ Tools? Put new 


life into your tool department with a good 
assortment of Goodell-Pratt Tools. 


Tool sales mean good profits. Goodell- 
Pratt Tool sales mean satisfied customers. 


For nearly fifty years the Stratton Line of 
Levels has been unsurpassed in its quality. 
Your customers know that the Goodell All 
Steel Mitre Box is unbreakable. Every other 
Goodell-Pratt tool is made with just the same 
good old-fashioned honesty and care. 


Goodell-Pratt Company 


Soclsmtths 
Greenfield Mass., U.S. A. 





February 3, 1917 


Big 









it 




















Automobile — 


Accessories? ~ 


Almost every good hardware store 
will handle Automobile Accessories this 
year. How about your accessories depart- 
ment? Of course you want Tires and Brake 
Lining, Spark Plugs and Spot Lights, but don’t 
forget the Tools. 


Men who pay thousands. of dollars for 
good automobiles don’t try to save pennies in 
buying tools. They want tools that are as good 
as their cars. Tools that can be depended on 
in emergencies. 


We make a first class line of automobile 
tools as well as complete sets of tools for auto- 
mobiles or motorcycles. They are good selling 
items, and better still, they are giving satisfac- 
tion to users. 


Goodell-Pratt Company 
Soctimitths. 
Greenfield Mass., U.S. A. 
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* Bearing Scrapers 


Brass Hammers 
Breast Drills 
Calipers ° 

Chain Drills 

Chisel Sets 

Circular Glass Cutters 
Hack Saws 

Hand Drills 

Motor Sets 

Rim Wrenches 
Screw-Drivers 
Screw Pitch Gauges 
Socket Wrenches 
Thickness Gauges 
Valve Grinders 
Vises 

Washer Cutters 
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Give your other custo]1 
mechanics 


DISSTON 


A recent canvass of hardware stores in more than a third 
of the states in the Union again verified the fact that the vast 
majority of mechanics demand the Disston Brand when pur- 
chasing saws. The conclusion is obvious. 


Progressive hardware dealers are making an asset of this 
unimpeachable endorsement of quality by recommending, when 
the choice is put up to them by their other customers, the brand 
accepted as best by the mechanics. 


The advantages to the dealer are numerous. Ease and 
quickness of sale is one which is immediately apparent. “This 
is the saw most of the carpenters use,’’ is a great deal quicker 
and cheaper than long technical comparisons with samples of 
two or three brands on the counter getting thoroughly finger- 
marked. 


The customer's satisfaction in knowing that the tool he 


Henry Disston 
Philadelphia, 
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mers the benefit of the 
judgment 


SAWS 


uses is the one the “professionals’’ use is another factor; and so 
is the success he has in using it. Both of them build up a con- 
fidence in the dealer which leads him back to the store when he 
needs other tools or material. 


Then, again, the dealer needs Disston Saws for his 
mechanic trade. If he serves the rest of his trade with Disstons 
too, he does not need to carry limited assortments of several 
brands, but can have a much wider variety of one brand. A\ll 
dealers are familiar with the diversity of demands regarding 
teeth, length, etc., and the advantage of the broader assortment 
will be readily appreciated. 


Profit by the mechanics’ preference for Disston Saws. Send 
for our Booklet of Sales Helps, which shows a few of the ways 
in which we help the dealers in their sales of Disston Saws and 


Tools. 


& Sons, Inc. 
sx. 
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The Machinist 


Toolmakers and machinists are among your 
best customers. Besides buying for their 
homes the same things that other men do, 
they use daily many dollars’ worth of fine 
tools. They want the best—that’s why they 
ask for Starrett Tools. 


Where can they buy these measuring in- 
struments—on/y through the hardware store. 
It will pay you then to carry a complete 
line of these precision instruments to meet 
every measuring requirement. 


The Starrett line includes steel rules, cali- 
pers, combination sets, height gages, depth 
gages, surface gages, dial test indicators, etc. 


These valuable customers may be 
drawn into your store by fre- 
quent window displays 
of Starrett 

Tools. 


February 3, 1917 


The Carpenter 


The carpenter is another 

mechanic who needs meas- 

uring tools for reducing 
time required to lay out work. 
Because of the convenient com- 
bination of many features in a 
single tool which saves carrying 
around a large nnmber, he prefers 
Starrett Tools. 





A complete line of such Starrett Tools as 
the combination square, builder's combi- 
nation tool, steel tapes, try-squares, scratch 
gages, scrapers, stair gages, trammels, ex- 
tension dividers, nail sets, countersinks, 
etc. will greatly aid the carpenter in select- 
ing the tools he needs. 


Link up our advertising with your selling 
by advertising in your newspapers, street 


cars, etc. 


There are 2100 sizes and styles of these tools which cover every 
measuring requirement. 

Write today for our free catalog No. 21 A. which describes all 
these fine instruments. 


The L:S- Starrett Co’-Athol’ Mass: 
CWorld’s Greatest “Toolmakers 
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The Automobile 


is making many valuable customers for you, 
and repair shops, service stations, manu- 
facturers and owners all have need of Star- 
rett Tools. 


Owners and drivers buy many accessories 
from you, they must buy tools through the 
hardwarestore. Hangup signs and displays 
to attract them. Don’t wait until they come 
to you hoping to find what they want. 


A good stock of machinist’s tools will cover 
: all needs of 
repair and pro- 

duction work. 

Other tools 

which sell ra- 

pidly are: hack 

saws, wire 

gages, thread 

gages, drill and 

tap gages, 

pliers, ratchet 

wrenches, etc. 


We are now advertising to these men. 
Follow up this advertising by suggesting 
tools when they come in and by advertising 
to the shops and garages in your vicinity. 


HARDWARE 


Farm or 


Home 


The farmer and 

home owner also 

are good prospects 

for Starrett Tools. 

About the house the owner has frequent 
use for hack saws, combination ‘squares, 
expansion pliers, steel pocket tapes, etc. 
while the farmer in addition to the above 
can use speed indicators, leveling instru- 
ments, transits, ratchet wrenches, etc. 


Don't forget that thee two customers are 
interested in Starrett Tools. 


Not only can Starrett Tools be used by all 
sorts of mechanics, but surveyors power- 
plant engineers, electricians, jewelers, opti- 
cians, manual training students, and schools 
and business offices all have need of them 


The Starrett Sales service is always ready 
to cooperate with you. 


There are 2100 sizes and styles of these tools which cover every 
measuring requirement. 


Write today for our free catalog No. 21 A which describes all 


these fine instruments. 


The L:S: Starrett Co-Athol’ Mass: 
ssoze CWorld’s Greatest “Toolmakers 
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ATKINS 


Conscientiously made of the highest grade SILVER 
STEEL, to meet the demand for quality tools. Over sixty years 
have been spent in improving—employing the ideas of experts 
and profiting by actual service experience. The entire line is 
at the highest point of development. It’s the best for your trade. 


*“‘*THE SILVER STEEL SAW PEOPLE’’ 


Request our Dealer Co-operative 
Plan. It means money to you. 


E.C. ATKINS & 


ESTABLISHED 1857 
Home Office and Factory: Indianapolis, Ind. 
Branches in all 


Atlanta Memphis New Orleans 
Chicago Minneapolis New York City 
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They mean increased profit for you. Our hearty sales assist- 
ance is yours for the asking. This includes the working of 
prospects in your own territory, furnishing them with direct 


matter and referring them to you for fine tools. Our window 
trim and display signs assist them in finding you. 


“THE SILVER STEEL SAW PEOPLE”’’ 


All ATKINS SILVER STEEL SAWS 
are furnished with either Straight 
or Skew Backs as required. 


They are carefully fitted with fully 
seasoned Atkins Perfection Handles, 
or the old style Straight Across 


Complete Catalog of Saws, Tools, 
etc., sent on request. ASK FOR IT. 


COMPANY, Inc. 


ATKINS ALWAYS AHEAD! 


Canadian Factory: Hamilton, Ont. 
Large Distributing Centers 
Portland : Seattle Sydney, N. S. W. 


Vancouver, B.C. Paris, France 
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Active Building 
in 1917 Means 
Profit for Hardware 
Dealers 






Building during the present year promises to 
be very active. Hardware dealers every- 
where will take advantage of this activity and 
increase their profits by the sale of building 
materials, particularly the finishing hard- 
ware. The use of high-grade goods is in- 
creasing; people appreciate that they get 
better value, longer wear and greater satis- 
faction by selecting hardware that corre- 
sponds in grade with the building. 
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Hardware and Locks 


form the most complete line offered to the 
American trade, well-known goods that are 
accepted as standard by architects and build- 
ers everywhere. The locks supply strength, 
security and easy-working mechanism: the 
designs. are tasteful and correct. 


You know the building outlook in your 
community and the possibilities for 1917. 
Personal touch with the architects, contract- 
ors and those who are to build will win for 
you a good share of the business. We will 
co-operate if we can be of service. 


SARGENT & COMPANY 


Manufacturers 


NEW HAVEN, CONN. 


NEW YORK BOSTON CHICAGO 
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Are You Selling the 
Building Trade Sargent 
Automatic-Set 

Bench Planes? 





SARGENT 


While you push builders’ hardware you should likewise be selling 
builders’ tools. 


Sargent Automatic-Set Bench Planes are best by trial and by the rec- 
ommendation of America’s best mechanics. They will do work requiring 
a finer degree of accuracy than any other plane on the market. 


These Planes are made in six sizes, as follows, with both smooth and 
corrugated bottoms: 


Smooth 

Bottom Corrugated 

No. 707 No. 707 C Smooth Plane, 7 inches long, 15 inch Cutter 
No. 708 No. 708 C s ec. dies vis “Ti bis 
No. 710 No. 710 C ag oe a. _ “ 
No. 714 No.714C Jack .. i oe “ 
No. 718 No.718C Fore _ “ 2% “ 
No. 722 No. 722C Jointer a oe... “ 2% e 


The great interest in these Planes on the part of tool-users shows that 
the advantages and points of superiority—solidity, compactness, simplicity, 
ease of adjustment and, most of all, the automatic-set feature—are apparent 
to mechanics who read our advertisements in their trade papers. 


You who sell the best tool trade in your sections need these Planes to 
sell with other tools of the highest grade. 


SARGENT & COMPANY 


Manufacturers 
NEW HAVEN, CONN. NEW YORK BOSTON CHICAGO 
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PUSH| 





Make tools an important part of your spring drive. They 
mean a good profit in themselves and lead to big busi- 


ness on other things. 


The general fixture at the 
top showing hack - saws, 
braces and drills is especially 
good for the center of a win- 
dow display. 

The brace fixture at the bot 
tom is not only effective for 
window use but can often be 
used for inside store display 
on a shelf on top of a cab 
inet. Other fixtures not 


shown are a life-like metal 
hand that will hold any sin- 
gle tool and fixtures for lines 
of hand drills and bench 
drills. 





The man who buys tools of you 
is going to buy builder’s hardware, 
paint, farm equipment, mill supplies 
and other kinds of hardware that run 
into money. 


Use tools as spring leaders and get the big business 
that goes with them. 

Let us help you push tools with our selling service 
and we will help your whole business grow and 
grow fast. 

We furnish co-operating dealers with handsome window 
display fixtures that are as handsome as any that can be 
bought—with window suggestions that apply to your 
whole business—with advertising matter that features 
your whole store and with merchandise selling suggestions 
that are worth thousands of dollars to any live dealer who 
takes advantage of them. 


Send for book describing our Dealer Service and we will 
include with it our handbook “How to Sell Tools” and 
sample copies of our monthly dealer paper, the “Star,” 
that is jammed full of selling ideas and suggestions. 


MILLERS 


“Tool Maker to the 
MILLERS FALLS, 
New York Office: 


MILLERS FALLS 
LS 




























































WITH THE MILLERS}! 


ON ——— 
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FALLS DEALER SERVICE 





For over half a century the Millers Falls brand has 
been recognized as the standard of excellence in bit 
braces, drills and all kinds of boring tools—in hack 


saws and blades, in mitre boxes and 
many kindred tools. 


The fact that most of these universally-used tools 
and their improvements were Millers Falls inven- 
tions is striking proof of the inventive ability 
which has enabled Millers Falls to lead the way in 
meeting these mechanical needs. 

Mechanics themselves who judge tools by using them— 
and dealers who reflect the judgment of their mechanic 
customers are strong in their appreciation of the superior 
quality of the Millers Falls line. 

Millers Falls Tools have a reputation that makes them a 
great line to sell even without our Selling Service. To- 
gether they make a combination that means a big tool 
selling success. 


Whether you sell few tools or many—buy direct or 
through a jobber—you ought to know about the Millers 
Falls Service proposition to dealers. Write us today. 


FALLS CO. 


Master Mechanic” 
MASSACHUSETTS 
28 Warren Street 






MILLERS FALLS 
peeing oS 





b 








The Hand Drill 980 
shown at the top ts a big 
seller because it takes 
drills up to % and is 
practically a hand drill 
and breast drill combined 
The Bit Brace 732 shown 
below is a very popular 
number because t# is a 
boxed ratchet and ball 
bearing type of brace with 
the limit of Millers Falls 
quality in material, 






















































































Ee 












HARDWARE AGE February 3, 1917°" 





The Pexto Brace Display shown above is 13 x 36% inches. Shows 
six of the many styles of Pexto Braces including the Samson. 


You Don’t Sell Pexto Tools— 
Your Customers Buy Them 


Put Pexto Display Stands in your store and 
the man-in-front-of-the-counter, not the man- 
behind-the-counter, makes the sale. 


Tools, instead of being hidden away in draw- 
ers, are out where all can see. 


Every popular style of.the particular line dis- 
played is attractively shown, with prices. 


Customers don’t have to stand around until 
busy clerks get a chance to wait on them, then 
continue to wait while goods are being shown. 


Clerks don’t have to take time to find the tools 
wanted, get them out of drawers, stand idle 
while the customer is making his choice, look up 
prices and in other ways waste hours and effort. 


Pexto Displays do everything but make 
change. 
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The Most Efficient Way to 
Handle Tools Bish a 


Thousands of hardware dealers 
have abandoned old-fashioned 
methods of showing Braces, Pliers, 
Snips, Screw-Drivers and Pruning 
Shears and are using Pexto Display 
Stands. 












In the window, these handsome 
fixtures brighten up the trim and 
attract trade. Inside the store on b5:¥e-ntpiny 
counter or wall, they perform the frisssit-: 
functions of show-case, salesman and 


catalog. 













All are made of metal and strik- 
ingly finished in four colors— 
orange, blue, black and white. 







Under each tool, space is provided 
for price, and lists of prices are to be 
found on the back, classified so as Display "'?" 
to be easily read. A booklet de- #%,.",ui 
scribing the line of tools displayed vi: 


is attached to each stand. 











Every Pexto Display is mounted 
with the best sellers of this well- 
known brand of tools. 











Ask your jobber today about these dis- 
plays. If he can’t supply you, write us. We'll 
be glad to tell you what other hardware 
dealers think about them. pexto Praning 


ThePeck, Stow & Wilcox Company 


Shows 14 of 24 
Mfrs. Mechanics’ Hand ‘Tools, 
Tinsmiths’ and Sheet Metal 
Workers’ Tools and Machines, 
Builders’ and General Hardware. 


styles of Pexto 
Southington, Conn. Cleveland, Ohio 


Pruning Shears. 
Address all correspondence to 210 W. Center St., Southington, Conn. 
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Read this half-page 

advertisement, THEN 

: Ta the opposite page, be- 
—.. ' ie cause you will want to 
“Pm Sure of — try the Docking Saw 
This Saw 1 ~~ offered on it. — 


Show your man a Si-monds; 
look him in the eye; speak 


your conviction that you 
couldn’t treat him handsomer! 


That attitude sells saws, and 


inspire it! Because there’s 80-odd 
years of consistent performance to 
back up your every claim for Si- 
monds. 

It pays to be sure of your ground— 
and it’s comforting! 

You can’t be positive with uncer- 
tainty in your heart, 

Get behind “The Saw You're Sure 
Of!” 





Simonds Manufacturing Co. 
“The Saw Makers’’ 
FITCHBURG, MASS, 


Five Factories Eleven Branches 
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NEW ORLEANS, LA. 


A 30-Inch Saw 


With an Iron 
Handle— 






v 





a 
” vs ~ +» 
Bs “ip al 


Bridge Builders, Scale Builders, Farms, Lumber Yards, Lumber 
Docks, and to Carpenters for cutting framing timbers or for any 
work too heavy for a regular hand saw, but not enough for a cross- 
cut. Full breasted blade, teeth 4% points to the inch, 18-gauge, 
taper ground. 


Put something new up to yourtrade. That’s what keeps them in- 
terested in your store. This Docking Saw will interest them. Send 
along your order at once for a few saws. List price $24.00 per 
dozen. Regular Dealer’s Discount. 


SIMONDS MANUFACTURING COMPANY 


“The Saw Makers” - - Established 1832 . 
17th’Street & Western Avenue, CHICAGO FITCHBURG, MASS. __ St. RemiSt. & Acorn Ave., MONTREAL, QUE. 
NEW YORK CITY SAN FRANCISCO, CAL. MEMPHIS, TENN. ST. JOHN, N. B. 
PORTLAND, ORE. VANCOUVER, B. C. SEATTLE, WASH. LOCKPORT, N. Y. 





SIMONDS 
Docking Saw No. 348 


sells Readily to 


LONDON, ENGLAND 





51 
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This Year 


Yesterday, today, tomorrow and all this 














year you have sold, are selling and will 
sell Billings & Spencer wrenches—because 
they are the standard and against the 
standard there can be few complaints. 
The age affords none better. 


But yesterday, today, tomorrow and all 
this year you could have sold, might be 
selling or can sell more Billings & Spen- 
cer wrenches by using this display board 
which tells your customers at a glance just 
what wrenches they want and where they 
are. It saves time, which means efficiency, 
and to the efficient salesman the best 
trade comes—for efficiency is, first of all, 
reliability. 


It saves space because your wrenches 
all hang before you on the board, and you 
don’t have to search thru drawers and 
shelves and boxes to find a Number | 204 
heavy Cap Screw Wrench only to dis- 
cover that you are out of them. 


This means that it will save temper, 
although temper is something that Bill- 
ings & Spencer Wrenches never lose, year 
in, year out, season after season. 


There is a way to get this display board 
free. You can find it out by writing. 



































Wu 
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And Next 


Next year the quality of B. & S. goods 
will be just as high, prices will be just as 
fair and deliveries on orders will be just 
as prompt as they have always been in 
the past. 


Next year you will be selling Billings 
& Spencer tools. You either know now 
or will learn by then that for quality and 
profit there is more pleasure to be gained 
from handling a B. & S. tool, either as a 
dealer or craftsman, than from any other 


brand. 


Billings & Spencer products have 
always been the standard of the American 
hardware trade. The quality of material, 
workmanship and manufacturing organi- 
zation behind the B. & S. name combine 
to make this not only possible but natural. 


As a result, hardWare dealers who han- 
dle B. & S. goods do it because they know 
what is “behind the line.”” They take a 
pride in selling only those goods which 
have merit, and in B. & S. they find the 
combination of qualities other than which 
there is none more high. 


Progress today is made by a competi- 
tion of merit against merit—the stronger 
quality always winning. Next year you 
will be progressing because you will be 
selling B. & S. Tools, a line whose merit 
has made its fight and—won. 


Hartford, Conn. 
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“ROBERTSON’S” 


(Siloer Medal Panama-Pacific Exposition) 


Ciel ke PV ERIELIOA Rem: Be ee 




















They Sell Because They Satisfy 


Robertson “Horseshoe Magnet” Hammers get There is a demand for a class of hammers of this 
first call among Bill-Posters, Undertakers and standard. Are you meeting this demand now with 


: : -Hangers, 4 line that is seHing at a profit to you? oe 
Casket Trimmers, Upholsterers, Paper-Hang Write us for our illustrated price-list and it will 


Box-Makers, Window Dressers, etc. They are in- prove that you should stock the Robertson “Horse- 
valuable for general use in the house and shop. Each shoe Magnet” Hammers. 

hammer is a fine steel forging. The magnet is strong Silver Medal awarded at the Panama-Pacific 
and durable. Exposition. 


ARTHUR R. ROBERTSON, Sole Mir, 144 Oliver St., Boston, Mass. 


Owner of the ‘‘Horseshoe Magnet”? Trade Marks 
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TOOLS : 


AAA 
INETEEN SEVENTEEN bids fair to equal and probably 


exceed the past year in the sales of machinists’ tools. 
Many new men will enter machine shops this.year and 
thousands of experienced men will buy more tools for their kits. 
Men who entered during the last year have learned the value of 
Brown & Sharpe Tools in their work and when new tools are needed 


B. & S. Tools will henceforth be their choice. 











During sixty-six years our small tool business has progressed steadily, 
which is, in itself, an excellent testimonial of cordial, fair treatment 
to dealers and of consistent high quality tools that have made many 
thousand satisfied customers. 


Because it pays to sell goods you can recommend, it pays to sell 
Brown & Sharpe Tools. 


We Protect the Dealer 
OUR CATALOG AT YOUR REQUEST 


Brown & Sharpe Mfg. Co. 


PROVIDENCE, R. I. U. S. A. 
COA 


Srl 











athe RRO Natale km Fal ty eth ia thre tie She oleh CN esos Rane ae oe SE ie nase 


Raa 


vey Sten 


ee ed 


Se pee be eet faeces 


KoRn RRS AST SES ARIAT: 





HARDWARE AGE February 3, 1917 





























FULL 
LENGTHS 





NET 
WEIGHTS 


















and wide distribution. 
SILVER LAKE SASH CORD is pos- 


itively guaranteed for 20 years, in 
support of which the name is indel- 
ibly stamped on every foot. Once 
it is adjusted and weighted down, 
nothing will stretch it. Won't fray, 
roughen, break or catch on the pul- 
ley. Non-inflammable. Is being 
specified by architects of note every- 
where. Look for our name on every 
foot of our cord. 


Sold by Net Weight Only and Guaranteed 
100 Feet in Each Hank 












Silver 
Lake Sash 
Cord and 
Clothes 


Lines 


| a|HESE are the Standard Braided Cotton Cords on which the gov- 
T ernment base their specifications, and public attention is con- 
= stantly being drawn to their merits by an advertising of strength 


SILVER LAKE CLOTHES LINE is 
the only one of the kind that does 
not roughen the clothes or the hands. 
No splinters, coloring, bad spots. 
The clothes are never stained and 
the clothes-pins hold tenaciously. 
Changes of weather do not affect it 
in any way. Long lasting. The 
trade mark label our Metal Name 
Plate on every line protects. 


All Lines Guaranteed 
Full Length 








Every reasonable dealer must see the advantages of the SILVER 
LAKE line over all others. Profitable they must be. Quick sellers 


they can't help being. Write for prices and samples. And remember 
that among our products that you ought to sell are: 


Rope, Railroad Bell Cord, Trolley 
Cord, Masons’ Lines, Other Sash 
Cords _and Other Clothes} Lines. 


Silver Lake Company 


FIRST MANUFACTURERS OF BRAIDED CORDA 


AI ABE nee SEAL . <a 
Newtonville, Mass. 

, 0b tEn, 

WE ARE MAKING THE NAME 


“SILVER LAKE” 


MEAN 


GOOD CORD 
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NTIL further notice we 
will continue to main- 
tain the list prices 

adopted in 1905 and shown 
in our Catalogue No. 10. 


PEW AROZACES 
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THE IRWIN AUGER 
| BIT COMPANY 


WILMINGTON, OHIO U. S. A. 
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Progressive Hardware 
O Merchants Use Brass 
BELTIN Bound Price Cards 


ARTICLE Np.3 


styles of stiff cardboard, covered on 

both sides with Crane's Bond Paper 
and are designed to resist long, hard usage. 
Progressive merchants everywhere have re- 
placed old slip-shod, irregular cards with 
these neat and systematic price cards. 


The printed headings at the top of the 
cards underneath “‘Article’’ allow for ne<es- 
sary descriptive matter, followed by the 
aumber or size, retail price, special or quan- 
tity price, cost and list-price of the goods. 


"Toxics Price Cards are made in nine 


; 
i 
i 
€ 
= 
& 
4 
a 
4 
4 
7 
“ 


Size Price 

No. Inches c 

‘100 4x8 with Column Headings...... -20 
101 4x16 with Column Headings...... i 
102 4x13 with Column Headings...... a 
103 with Column Headings...... ‘ 
104 with Column Headings...... ‘ 
105 without Headings........... , 
with Column Headings...... , 
107 with Column Headings...... ‘ 
108 without Headings .......... ; 


All these Price Cards are furnished with 
blank space at the top for the name of arti- 
cl, for which Hardware Age Price Card 


Pasters can be used. 


Si ee ae 


The Price Card Pasters (on gummed 
paper), with names of more than 200 Hard- 
ware Articles, and with Column Heading 


and Side Headings 


HARDWARE AGE BOOK DEPARTMENT 


239 West Thirty-ninth Street New York City 
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A WINNER 


Picked from our Big Line—we make =.= | 
over fifty styles of Screw Drivers. {soe wspay poke Deets a 


THE RELIANCE 
SCREW DRIVER 
















A fine tool at a popular price 


ie ; 
~ es 
iL. pmsouw Tel? GUARANTEE ns nn a sama 
GH GRADE ReLiABie rom. twa wie NOI 
creme ac 












The No. 35 Assortment shoun 
above is a quick seller. 










It comprises the following RELIANCE Screw 
Drivers put up in display rack as shown. 








4 each 4-inch 4 each 5-inch 4 each 6-inch 





The display rack shown above is substantially 
made of hardwood in mission oak finish with 
attractive white, violet and gold labels. 


IT SELLS THE GOODS 














JOBBERS—Send for further information about 
this attractive number. 


The Bridgeport Hardware Mfg. Corp. 
BRIDGEPORT, CONN., U.S. A. 
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Kilborn & Bishop 
Forged 
Hardware 


Should be on your order 
book for 1917. 


The K. & B. Brand on a 
tool means that it is made 
of the best materials by ex- 
pert workmen. 


feed GaP nae Eas ANI bs Tin TR LA a PMNS ie SRE ne Laas 


IT OS 


Our complete line is shown 
in our latest catalog. 


Write for a copy! 


We manufacture: 

Expansive Bits, ~“Counter- 
sinks, Saw _ Sets, Pliers, 
Combination Pliers, Fence 
Pliers, Drills, Hand Vises, 
Chisels, Box Openers, Crate 
Opener Hatchets, Magnet 
Hammers, Tack Hammers, 
Tack Pullers, Adjustable 
Wrenches, General  Pur- 
pose Wrenches,’ Repair 
Chain Links, etc. 


K. & B. Tools are Profit- 
able to Sell. 


Kilborn &BishopCo. 


New Haven, Conn. 


Phinney noth Aa at 280g ns 
oes < pitas Pag 
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TELLS weet ons : 


WELLS PIPE WRENCHES have been 
improved right up to the point of 
perfectness. The Frame, Jaws and 
Yoke are heavier and stronger. 
The two ferrules on the wood 
handles prevent their splitting 
and falling off—the angles at 
\ which the jaws and teeth are 
‘A&A cut insure a positive grip 
with a quick release. The 
finish on WELLS PIPE 
WRENCHES is superior 
= _ —_— se on all parts. 
= MR. ——”©6h—C CCl To hand a WELLS 
= DEALER, aye PIPE WRENCH 
- . > over your count- 
er is a pleasure. 
It means a sale 
and a satisfied 
customer, 
it sells it- 
self and 
serves 
a life- 
time. 


| 


wewant 
you to 
= become 
= acquainted 
= with bothour - 
— product and 
= ourselves. We 
= have numerous 
articles that will 
= increase your sales 
= and if you will write 
us we will be glad to 
= send our catalogs and 
= literature upon request. 


= THE GUARANTEE that 

= is placed on our goods is lib- 

= eral. We want only satisfied 
customersand users of our line. 


Catalog H. A. No. 8. 


F.E.WELLS & 
SON CO. 


Greenfield, Ma ssachusetts 


U. S. A. 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


Copyright. 
Walworth Mfg. Co. 


© ‘ 
O Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 


have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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Your Best Customer 


In the selecting of material used in 
the construction of most buildings in 
your town, the final decision rests to 
a certain extent with the contractor 
and carpenter handling the job. 

He knows from practical experi- 
ence what the various kinds of build- 
ing material and hardware will do, 
because such knowledge is part of his 
stock in trade. 


Richards-Wilcox 
; Products 


Most contractors and carpenters know the advan- 
tages in using R-W sliding door hangers, track and 
hardware, because whatever the requirements, hang- 
ers and track to suit can be found in the R-W Line. 

It pays to handle a line of hardware that is popu- 
lar, complete and stands up. 
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QUALITY 


S to be found in its highest 
il degree in NICHOLSON 
FILES. This is a fact that is well 
known and fully appreciated by 


most file users. 


It is our reputation for Quality that 
has secured for us the business of 


many of the largest users of files 
throughout the world. 


Order your files by name and 
specify NICHOLSON FILES if 
you wish the best that money can 
buy. 

A copy of our catalog and book- ¢ 
let ‘File Filosophy”’ will interest 
you. 


NICHOLSON FILE CO. 
PROVIDENCE, R.L, U.S. A. 
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Just to Show You 


To demonstrate one feature of superiority of our 
wrenches, we took a finished head and etched away the 


surface so that the formation of the metal after our forg- 
ing process is revealed. It is evident that metal thus 







formed gives maximum 


resistance to every work- 
ing strain. That's 
just one feature 


of 








| WRENCHES 


We know that wrenches seem to be simple, uninteresting tools 






when you just call them Wrenches, but when they are Coes 





Wrenches we want every retail salesman in the country to realize 





that there are interesting, convincing arguments to learn. The point 





is, of course, that when you have learned them you can sell more 





wrenches. 










Have you our literature describing Coes Wrenches—their con- 


struction and the uses for each type? We will gladly send our cata- 






log. Just write for it. 









COES WRENCH COMPANY 


WORCESTER MASSACHUSETTS 


. . C. McCARTY & CO. OHN H. GRAHAM & CO. 
Agents: S, Murray Street sate Chambers Sucet New York 
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WHEN ORDERING 


STILLSON WRENCHES 


_ Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO 1s 


Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 


Sell Them by the Set 


These sets-of-seventeen contain just the right size augers the 
carpenter needs most, arranged in convenient order. When he 
wants a “No. 9" he has it—in a second; no groping around the 
tool-bag or digging into jumbled boxes, wasting time and temper: 


Explain this advantage to the bit-buyers who come to you. They'll 
most likely need the whole set before long anyway, so they may as well 
buy the seventeen at a throw and get the case in the bargain. 


Forstner Bits are the only bits not dependent on a center or a level 
to guide them. They cut from the outer rim—every bit of surface does a 
fair share of the cutting. The absence of jagged ends insures clean holes 
and a smoother, polished, unruffled surface. More selling points that 
will “‘take’’ with your trade. 


Take this into account, too: a handsome display cabinet will come 
to you with your first order for a set of seventeen Forstner Bits. Write 
us or deal with your jobber, as you please. 


The Progressive Mfg. Company 


Torrington, Conn. 
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Stanley Tools 





BAILEY IRON PLANES 


‘‘Bailey’’ Iron Planes have been in use for nearly fifty 


years and are the recognized standard for Planes of this 
type. 


While retaining all the original features, many valu- 
able improvements in construction have been added from 
time to time. Only the finest materials and the best work- 


manship are used in their manufacture. 


Always insist that your order be filled with 
Planes made by THE STANLEY RULE & 
LEVEL CO., which carry with them a GUAR- 
ANTEE backed by a Company that has been 
manufacturing Carpenters’ and Mechanics’ 
tools for over half a century. 


STANLEY Rue & Levet Ca. 
New Britain, Conn. U.S.A. 
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TYPES OF 
Cannon Ball 


Garage Door Hanging 


The hanging of Garage Doors presents problems peculiar to that par- 
ticular type of building and requires special treatment. 


The three Cannon Ball Garage Door Hangings: 


Curve— 
Right Angle— 


Parallel Installations— 


These three successfully meet every conceivable door condition, giv- 
ing ease of operation; maximum room for bringing in and taking out 
the car as well as permanently satisfactory operation. 


“Parallel’’ Cannon Ball 
Garage Door Hanging 


“Curve” Cannon Ball 
Garage Door Hanging 


“Right Angle’? Cannon Ball 
Garage Door Hanging 











Permits the use of a rolling door 
where the opening is nearly as 
wide as the building itself. The 
door lays back against the wall 
when open—away from wind 
and accident and requiring only 
the corresponding space to its 
own thickness. 





Suitable for use where the open- 
ing is placed to the extreme side 
of the garage. Brings the door 
back inside against the side wall 
—a perfect working arrange- 
ment for this type of garages. 


Write Today for Complete Details of CANNON BALL GARAGE DOOR HANGINGS 


FREE on request! 


Hunt, Helm, Ferris & Company 
71 Hunt Street, Harvard, Ill. 


Suitable for garages where the 
doors cover the entire front of 
the garage. Permits of their be- 
ing hung either inside or outside 
of the building. Parallel lines of 
track are so arranged that the 
doors can pass by one another. 
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For the Trade That 
Demands the Best 


No other grinder will satisfy the requirements of 
the exacting mechanic as fully as the 


AMERICAN 


SELF-OILING 


GRINDER 


Made in Milwaukee U.S.A. 


A complete line of high-grade grinders—perfectly balanced, 
quiet and smooth running and durable,—there is an American 
Grinder for every demand. You can satisfy your customers 
and build a profit-paying business by introducing the Ameri- 
can to your trade, with its exclusive fea- 
tures—the continuous bath in oil, the American No. 6 Tliting Grinder 
unbreakable malleable clamp, 
etc. Write for printed mat- : a 
ter and prices. Sam- er "ies tame 
ple machine sent for f 3 : 
your inspection, if you “i 
desire. 


John H. Graham 
& Co. 
Selling Agents 
New York 


Inquiries from 
American Grinder Foreign Trade 
Nos. 1, 2,3 and 4 ~ Solicitea. 
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New Plant of American Grinder Manufacturing Co., Milwaukee, Wis. 
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Made in all sizes Samson Cord is 
from : 32 to Samson Awning Line, Size No. 5 the product of 
1 4%" diameter, in over 40 years 
all colors, for all experience. All 


purposes. Samson Spot Clothes Line cord bearing the 


trademark of 
Sash Cord Samson and the 
Samson Sash Cord, Size No. 8 


Clothes Lines : Lion is made of 
Solid Braided SSS) extra quality 

Rope AY Stock, carefully 
Awning Lines ae a inspected and 
Shade Cord a. Me | guaranteed free 
Garden Lines ey from all imper- 
Chalk Lines z x" Samson Dumb Water = fections of braid 


> “A Z Rope, Size No. 20 ‘ 
Cotton Twines or finish. 





IMA TATA 


TRADE MARK REG. U.S. PATENT OFFICE 


Known to Architects, Builders and all users of sash 
cord as the most durable and economical material 
for hanging windows. The extra quality yarn used 
and the smooth even braid and finish prevent abras- 


ion and prolong wear. 


All our cord, including our low-priced PHOENIX 
SASH CORD, is guaranteed full length and net 
weights. 





SEND FOR CATALOGUE AND SAMPLES 





Samson Cordage Works, Boston, Mass. 
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Attractive 


The more you know about Butterfield 
Auto Screw Plates the more attractive 
they become. 


They keep moving. There's the secret 
of their success. They are needed by 
every man who keeps his own car, and 
the number is increasing a million a year. 


Your customers are thoroly “‘sold’’ before 
they even see the Butterfield. Just demonstrate 
how easily that spark plug is re-threaded. A 
dollar saved right there! Look over the whole 
machine and you will find dollar bills hanging 
to it everywhere. 


Remember that these taps and dies cut per- 
fect threads at a single cut; and that each one 
was selected to thread a particular nut or bolt that 
helps hold your customer's car together. But- 


terfield sets are 100% useful. 


Let us quote you, and be sure to get our cata- 
logs. 


Butterfield & Company, Inc. 
Derby Line Vt. 


BRANCH STORES: 
62 Reade Street, New York City 56 Cadillac ea Detroit, Mich. 
11 So. Clinton St., Chicago, Il. 
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a 
| AN ENTIRELY NEW TOOL. 


OF PARTICULAR INTEREST TO 
THE HARDWARE MERCHANT 








seems hardly possible in this mechanical age tnat a real need for 
a suitable tool could go entirely unanswered, and yet just this has 


been the case. 


Your customers have never had anything but makeshift tools for removing broken 
set screws, cap screws, etc. As a result it’s been one of the nastiest jobs in the shop— 
requiring two or three hour's work, fussy, mean work, with the real, profit-making work 
tied up in the meantime awaiting completion of repairs. 


That's why practically every garage man and machinist in your city will be glad to 
hear that you now have 


EZY-OUT SCREW EXTRACTORS 


EZY-OUT Screw Extractors remove all sorts of broken screws quick/y and easily— 
EZY-OUT is the first tool expressly designed for this work, it has a real need and a 
gripping selling talk behind it. 


A set of EZY-OUTS, sufficiently varied in size to care for the needg of almost every 
machine shop, comes packed in a neat wooden box to retail at $1.75 per set. 


A Splendid “Leader” 


lf you want a splendid “leader,” the newness and effectiveness of EZY-OUT SETS 


fills the bill to perfection, and they will prove to be a steady 
seller and money maker for you into the bargain. 





Look for a Big Demand 
For EZY-OUT Sets From 


Send for all the details, and please mention Hardware 


Age that we may immediately put you in touch with All Machinists 

the full proposition and help you to get the cream of er al 

the early business on this set of tools. Blacksmiths 
Plumbers 


and mechanics of all types. 


EZY-OUT SETS WILL BE 


The Cleveland Twist Drill Co. STD Tt LEAEING 


NEW YORK CLEVELAND CHICAGO 

















































HARDWARE AGE 


February 3, 1917 


Morrill’s Products 
A Sale Security From Any Angle 


“worn o 








REG. U. S. PAT. OFF. 


Apex, the Morrill Trade Mark, 
rests on a firm foundation, the 
same as any relationship you 
may have with Morrill Products. 
Looking at it from any angle, 
Morrill specialties are the logical 
ones for you to stock. They are 
a sales security because they rest 
upon the sound and profitable 
base of good construction, sound 
advertising, satisfactory service 
and fair prices:and profits. 


Morrill Sawsets, Bench Stops, 
Nail Pullets, Box Openers, Hand 
Punches, Lead Seal Presses and 
Liquid Soap Dispensers have al- 
ways been the standards in their 
respective fields, and, as such, 
command the confidence of the 
public. 


Send for our catalog and 
prices. 


CHAS. MORRILL 


102 Lafayette St. 


New York 
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-the metal that laughs 


at weather — 


Why be satisfied with substitutes when the best is avail- 
able? Why sell bronze, brass, near-copper screen cloth when 
you can sell that made of real copper?—the most practicable 
material. 

You don’t hear of the telephone and telegraph companies 
buying alloys to use for wires which must stand stress and 
strain in fair weather and foul. 


No! They buy unalloyed copper, the same metal from 
which 















is woven. The wire for which is made by John A. Roebling’s Sons Co. 
They control the process for drawing and tempering the same. It is 
resilient and high in tensile strength. 

Jersey Copper Screen Cloth is attractive in appearance—furnished 


in dark or bright finish. 


NOTE—Copper Wire Cloth Weh iti i i 
e have a proposition worth your attention. t ? 

Sore-seaver Wise Cloth prop y attention. Want to hear about it 

proved by various de- 

partments of the UNITED 


romereen gate: The New Jersey Wire Cloth Co. 


Sregating many  thou- 










Sow Served Wire. Clots Main Office Trenton, N. J. 
contract ha go pci 223-227 Arch Street, Philadelphia 
a 93-95 Pearl St., Boston -— 210 Fulton St., New York 
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Ori; a letters of reference should 
not inclosed with replies to 
edvertisements appearing in these 
columns, as they are frequently mis. 





WANTEvL—sume guvu 
specialties for. Chicago and | 
territory. Can carry stock. 
buy or handle on commission. 

are Harpware 
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Business Opportunities 





"“NUw .. MAN who, because 
ibility and experience, will 
capable manager, sales di- 
r salesman for a concern re- 
é a man of breadth and ca 


ty 
This man is thoroughly trained in 
Hardware, Sp orting 


Goods, Ammu- h 


FOR SALE—Stock of hardware 
and plumbing material; located ip 
Eastern New York; will se ll or 
the building with dwelling. Only 

eas in town located in a large 
dai section, nearest business of 
the "kind is ten miles. Have L 
ere fi years; poor health rea 





An excellent 


OF EXPERIENCE : 

position with manu- 
facturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retailétrade. Best 
of references; age 38, and well ac- 
uainted. Address “B. R.,” care 
arpware Acz, New York. 


ge. 

0 will, up a bee 

7 : inventory $5, Ad. 
in touch with ce Haspw. 

che Yasdwere ¢ FOR SALE ,” cari Agpwans Acs, 
on commissio: 
what territory 
ences. Address 





adjust himself to systems and rin- yoed xy. hardware 
; He i i 


ciples ear proven. 000 inhal 

health, saage eg ny for work and wlgville. Bet lo 

is pabsolutely rel 0 in fine f 

a ’ HERE IS THE PLACE FOR| The man in ne is now em- pout $11 

integrity, en- Ad UR_ MESSAGE, FOR_ !IT{ployed, but wishes to — a so Best ass om 
. 


in the hard- career is offered 
SITU ATI ON Ss «»” care Hagowans Acz, i sos 
WANTED 


a) ~STEADY POSITION 
and steam fitter. Cap- 
fguring from and esti- 
= will 























experience. 
Harpware Acz, 


1 BUSINESS 
| OPPORTUNITIES 


inti 2: 

in every section wef the United 
States. Address “R. W. S.,” 
Harpware Acg. New York. 








EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE, with live 
sales organization, desires to repre- 
sent > ew of gland a few sere 

: manufacturers of hardware and spe- 
road lines cialties. Address “C. R.,” care Harp-| Ware in a coun 


P in Central Illinois. 
Sor nl ’, ~~ Yar a lished 25 years and wi 


ough inve tion, Clea 
references 2 « 1 
and experie 


dvertise it in the Classified 
= | Columns of Hardware Age 


¢ health re 
“7, Ps 
MA 


York. | 
housdhe Advertising on this page brings results. 

hand¥ Hardware Age is the world’s greatest hardware paper. 
otal 17,000 copies weekly represents an interested reading list of over 50,600 


hardwaremen. 


light hard 
to: excep 














GR Ne ae CR 1 
ns 


WANTED—5 
ware store in 
Southwest, a 


IS 


Its circulation of 


If you want a new position, 
If you want a new salesman, 
If you want to sell your present business, 


CTiantaiis ee rhs 


ee an RS nS a 


If you want to buy a new one, Haspwass Aas, 


There is no place in the world like the Business Exchange and the 
Employment Exchange of Hardware Age for reaching established 


hardwaremen. gf 
11 invoice about 
22,000 last year. 
ill health. Ad- 
Davison, 


n stock of ber’ 


Acz, New York. 





Rates are at the top of the classified page. Get your advertisement in now. 

YOU HAVE OF 

NEWSPAPERS 

THAT YoU qd 

OBTAIN A PC 

IF YOU WANT TO GO AFTER| facture of cutlery and 4 years in| paved streets, Loo 
buying and selling same for job cm etc.; $10,000 ‘stock ‘of hard- OR 
bing house, wishes position gs de-| war stoves, furniture.|T 


partment manager or in responsil} csnesy last eer. 
position in ioree retail or. wheal 8 zle| $33,000 br business last x 

0 3. Sg 
Wacte pte Wer York. 


ADE MAN 
POSITION 
4 IMPOSSIBLE 


use. Address “G. T.,” 


VE U 
WOPTH WHILE “BERTH " ware Ace, New York 
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Money Makers 


for 


Hardware Dealers \ 








Coal Chute 


MAJESTIC 
Building Specialties 


The Majestic Line is featured by every progressive hardware 
dealer, because it is a money maker. 


J ee 2 ee Se eee 


T,vorwvoe Ww 


It is staple and enjoys a brisk demand throughout the year. Every 
new building means the sale of at least one of the Majestic specialties 
for some hardware dealer. 

This year, because of the unusual building activities, is going to be 
a banner year for Majestic dealers. 


Are you getting your share of this worth-while business? 


The Majestic Line is complete—consisting of Coal Chutes, 
Underground and Built-In Garbage Receivers, Milk and Package 
Receivers, Rubbish Burners, Duplex One-Register Store Heating 
Systems, Street and Park Refuse Cans, Metal Plant Boxes, Pipe and 
Pipeless Furnaces, Hose Reels, etc. 


Known to Consumers Because Nationally Advertised 


Our advertisements appear regularly in such magazines as Saturday Even- 
ing Post, Literary Digest, Country Life in America, Keith’s, House and Garden, 
House Beautiful, Architectural Record, Cosmopolitan, American Magazine, 
Christian Herald, etc. 


Write for Catalog, Terms and Full Information. 


Package Receiver 


The Majestic Company ——a. 
710 ERIE STREET aN 
HUNTINGTON, INDIANA 


Underground Garbage Receiver 
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UNITED STATES 


Main Office and Works: WILLIAMSPORT 









During the past year most all manufac- 
turers were more or less unsatisfactory in 





i 
} 
} 













Hi their service. This was due to the unpre- 
FL: cedented conditions—especially where raw 
i materials were concerned—of general busi- 
ai ness; but, during 1917, we want it under- 
t: stood that we are making our service to 
a every one of you hardware dealers the 
olf real goal of our effort. 

ae We fully expect to give you not only 
a our standard service—the service of nor- 
rh mal times, but an’ increase—the very best 
nt. service we have ever been able to render. 






You know that that is what has made 
United States Sand Paper famous. You 
know that for serviceability and complete- 
ness of line there is no brand of abrasives 
more famous than the United States 
Brand. 

What a great field there is for the use 
of abrasive papers! Even the men who 
have been entirely in this line of business 
would have a hard time enumerating 50% 
of the services abrasive papers render. 
Carpenters, artisans, farmers, motorists, 
house servants all the industries—in fact, 
everyone has a need (now and then at 
least) for good abrasive paper. 

This is our pointer to you, dealers; 
there is a great amount of business in 
abrasive paper trade if you go after it 
with United States Brand. 


GOOD SERVICE 


INSIST ON U. S. BRAND 
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MAIN OFFICE »° FACTORY } WILLIAMSPORT, PA 


TRADE MARK 


ISAND PAPER CO. 


PENNSYLVANIA 


The United States Sand Paper Company 
are manufacturers of 


U. S. Brand Flint Paper 

Mechanics Brand Flint Paper 

Extra Flint Paper—in Rolls 

Flint Belt Cloth—in Rolls 

Finishing Papers 

Garnet Paper 

Garnet Paper—in Rolls 

Garnet Paper—in Endless Belts 

Garnet Cloth—in Rolls 

Garnet Cloth—in Endless Belts 

Garnet Combination Paper and Cloth 

Emery Paper 

Extra Coated Emery Paper—in Rolls 

Emery Cloth 

Emery Cloth, in Endless Belts, Heavy 
Coated 

Emery Cloth—in Rolls 

Carbalox Artificial Abrasive Paper and 
Cloth 

Herculundum Artificial Abrasive Cloth. 
_Dises and Circles of the various Abra- 
sives. 


MAKES FRIENDS 


FROM YOUR JOBBER 
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Are You or 
Aren't You? 


One of the theories of advertising is 
tr cae that as a rule the reader isn't interested 
Toh oe Se veog sce P| — in descriptions of a manufacturer's 
ty eae ny plant—he wants to know about the 
bay ee a : <0 goods. Probably that’s right—most of 
ae a AS ses (Se wa the time—but we are going to take a 
iia Coe le ee chance on breaking the rule because 

: : the fact that we have a new plant 


means so much to our dealers who sell 


KATZ 
Spring Hinges 


We've just moved into the seven story 
building we show here, and with the improved 
facilities it gives us can render even better 
service and assure prompt shipments. That is 
why we thought you'd be interested in the 
new home of “‘Katz’’ Spring Hinges. 





























Lawson Manufacturing 
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Here’s a Complete Line 
of Spring Hinges— 


With a Complete Variety 
of Finishes 


- 

Rs 
i‘ 
AL 




















There are so many places where spring hinges are 
useful that we know more sales can be created if the 
hardware dealer and his salesmen know the line we 
make. 


So we show here a few of our most used designs, call- 
ing attention to the great variety of finishes in which 
each may be obtained. 


Look them over—they include “Katz” Single Acting 
Hinges—Double Acting Hinges—Surface Floor Spring 
Hinges—Single Acting Hinges for Lavatories, Hinge 
Blanks—Door Strikes—Showcase Hinges—Screen Door 
Hinges—Door Springs, etc. 














All of these are neat, well-made products, are profit- 
able to you and will be popular with your trade. 


To get the most out of this line you should have our 
catalog and literature. Send for it today. We want 
you to have it. 






Superior and Franklin Streets 


Company, CHICAGO, U.S. A. 
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Every Union Tool off 
And Warrantedit 


Follow Up this Line oe 





OR an agency furnishing reliable high-grade 
tools, retailing at the lowest prices compatible 
with material and workmanship, you can do 

no better than to establish an agency for Union Tools. 


Satisfied customers and regular purchasers are the result 
of handling Union Tools, because the grade of these 
products is high and the guarantee behind them is a 
real Suarantee. We warrant every tool to give complete 
satisfaction in the use for which it is intended. 





Ss en eS 


Find out the details of our agency terms. They will 
meet with your approval. 


Calipers, Dividers, Tap Wrenches, Nail Sets, Center 
Punches, Tempered Stee! Rules, Combination Squares, 
Hack Saw Frames, Key Seat Rule Blocks, Thread 
Gauges, Thickness Gauges. 


Complete line of tool holders for Turning, Planing, 
Boring, Shaping, Slotting, Cutting-Off, Side Cutting, 
Threading, Key Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Machine Products. 
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LEVER HANDLES 


have an artistic value and an individuality which commend them to people of discriminating taste. 
They are especially desirable for doors with narrow stiles, French windows and cabinets, and can 
be used instead of knobs on any Corbin escutcheons. We illustrate a few selections from a large 
assortment. Full particulars on request. 


P. & F. CORBIN 


The American Hardware Corporation Successor 
NEW BRITAIN, CONN. 
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JUST A FEW 


Out of a large assortment of door handles to be used with high-grade locks for 
entrance doors. They are right in line with modern ideas, and sure to please. 
The most popular trim for residence work. Folder K-82 shows the entire 
assortment. Sold by the best hardware dealers. 


P. & F. CORBIN 


The American Hardware Corporation Successor 


NEW BRITAIN, CONN., U.S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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Cylinder and Bit Key Lock Sets 
Many Designs and Finishes 
Wrought Steel and Bronze Metal 
We Make Prompt Shipments 


We also make both large and small Grey Iron Castings machine molded and 
sand blast cleaned, Stove Pipe Dampers, Damper Clips, Oil Stoves, Hot Plates, 
Furnace Lamps, Stebbins Molasses Gates, Oil Can Faucets, Bungs, Etc., Etc. 


The Taylor & Boggis Foundry Company 
Geyelayd, OHIO 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 


AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 


There are much wider varia- 
tions of quality in the class of 
Galvanized - After - Weaving 

4 wire screen cloth than in any it 
« WIRI other grade. il 


bce SCREEN 
R CLOTH 


WIRE 


ma 
Se SCREEN | 
/%3 


ae 
For many years OPAL has | 
been the standard by which 
all others are judged. 





ORDER THROUGH YOUR JOBBER 


New: York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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Wickwire 
Brothers 


Inc. 


Cortland 
New York 


There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value rene highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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MULTIPLE-ELECTRO-ZINCED AFTER WEAVING 


It Dominates 


: ' Because 





{ It is the Best Galvanized 
Wire Cloth at any Price 








' American Wire Fabrics Co. 
Chicago 


‘i Factories: 


Mt. Wolf, Pa. Niles, Mich. 


Clinton, Ia: 
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TRIPLEX SPRING HINGE 


TRIPLEX 


(THREE LEAF) 


SPRING HINGE 


(3) 


TRIPLEX TYPE SPRING HINGE 


WHEN you desire this type 
of Spring Hinge, specify 
the name “TRIPLEX” and you 
are assured of both this Type and 
Quality. 

The body (center leaf) is formed 
of one piece of metal. The unique 
formation gives a maximum of 
strength and rigidity. 


<> 
ing) 
<> 


The name “Triplex” (three leaf) has its origin from the funda- 
mental principle of construction, and hence it is to be remembered 
that the name “Triplex” Hinge indicates a type of hinge, namely 
“Three Leaf’ Hinge. We, therefore, suggest that where double 
action spring hinges of the “Three Leaf” type are required that 
they be specified by the name “TRIPLEX,” thereby being assured 
of this type of spring hinge, as well as this quality of spring hinge. 











Chicago Spring Bult Company. 
CHICAGO NEW YORK 
SEND FOR CATALOGUE K-32 
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The Quality of 
BuffumTools 













stands out in every line and 
stands out more during every 
month of hard service. 


Every Tool Fully 


Guaranteed 

























Appreciated by the work- 
man for performance—by the 
man who pays for the length 
of good service they give— 
by the dealer for the sure 
sales opportunity they offer. 








The Buffum Tool Co. 


Louisiana, Mo., U. S.°A. 








“‘ High grade tools for high 
grade workmen” 







REG. U. S. PATENT OFFICE 






Sell Buffum Tools and 


have pleased customers 
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HARDWARE 


Insist on Ludlow Saylor products, and place your order 
with your jobber today. 

In the past you have frequently held off buying until 
the Spring was upon us. 


DON’T DO IT. 


This year the unprecedented conditions will not permit 
of late buying. As Manufacturers, we are the first 
to feel conditions, and you can take our word for it, 
there will be a shortage of wire cloth. 

The live, wide-awake dealer who realizes this condition 
will reap the benefit by having a complete stock for 
his customers this Spring. 

Do not delay a single day. Send in your 
order at once to your Jobber, specifying 
lLudlow-Saylor Window Screen Cloths 
Ludlow-Saylor Poultry Netting's 
Ludlow-Saylor Hardware Cloths 
Don’t overlook Fly Trap possibilities. 


_Ludlow-Saylor Wire Co. 


St. Louis 


AE 


February 3, 1917 
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WHITLOCK 
CORDAGE 


A Complete Line of Manila and Sisal Products 


“Sos 
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Rope, Drilling Cables, Transmission Rope, Lath 
Yarn, Ring Yarn, Hay Rope, Hide Rope and other 
“hard-fibre”’ cordage. 





A Message to Jobbers and 
Dealers in Cordage 


With our “Whitlock” Manila—guaranteed All-Manila— 
unsurpassed, if indeed equalled, by any other brand on the 
market, and our “Atlantic”’ Manila at one cent per lb. less— 
a splendid, high grade rope, fully as good as most of the so- 
called “Pure Manila’’ Ropes on the market—we have a unique 
cordage proposition, as our line enables jobbers and dealers 
to meet the most difficult competition, whether based on quality 
or price. 


SSSSSSSSssss 


SSSSSSSS 


Write for full information, samples, and interesting printed 
matter. 


WHITLOCK CORDAGE COMPANY 
Dept. C, 46 South Street NEW YORK 
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NOT “WHAT BIT’—BUT WHAT 
LEBANON HIGH SPEED AUGER BIT 


Electrician’s Bit Plumber’s Bit 
No. 109 No. 105 


LEBANON 

























A. Cabinet Bit i} 
? No. 308 


Cross Section 
of 
“Z” TWIST 











“a 


AUGER BITS 


Send for Catalog 
And For Full Information 
Concerning the Entire 
Lebanon Line, Including the d ,. 
“Z’ Twist Car, Telephone and "Fy 


Cabinet. Bits 
Machine Bit No. 500 High Speed Bit No. 108 


LEBANON MACHINE COMPANY 
LEBANON, NEW HAMPSHIRE 


New York Chicago San Francisco Salt Lake City 
Representatives Representative Representatives Representatives 
A. Z. Boyd Co. E. B. Standart Dunham, Carrigan E. C. Coffin Co. 
89-12 








126 Chambers St. 59 West Lake St. & Hayden Co. 303 Atlas Bldg. 
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“Perfect Handle” 
Tools 


The Most Distinctive 


and 
Best for their Purpose 





Back in 1850 we began making 
Drop Forgings by machinery. 
When we went into Tools they 
were constructed according to 
sound mechanical principles, and 
today we have the best and most 
distinctive line of Drop Forged 
Tools in the world. No tools have 
made for themselves such a ster- 
ling reputation in such a short 


time. 





The H. D. SMITH & CO. 
PLANTSVILLE, CONN. 


U. S. A. 
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A Line that Dominates 
A Quality that “Pulls” 






































Business can be built by you, 
soundly and profitably, if you han- 
dle the line of The Stowell Com- 
pany. Do you sell it? 


Are you handling for your farm- 
ers and builders the No. 5 Wilburn 
Round Track door hanger? It has 
a ready sale because it has both 
lateral and vertical adjustment and 
can’t jump the track. 


Are you selling the shoemakers 
of your territory Atlas ‘“‘Never- 
Break’’ Shoe Lasts and Stands? 
They are made of MALLEABLE 
IRON and are the dominant brand 


in today’s market. 


Have you displayed our tackle 
blocks or pushed them among your 
farming and building and mining 
trade? Not wood blocks, but 











Do You Sell It? 


THE STOWELL COMPANY 


South Milwaukee, Wis. 





MALLEABLE IRON with cast steel 


hooks and roller bushed wheels. 


And then there is the Hanson vise 
which every mechanic or tool-user 
as well as every householder in your 
entire field should know. Have you 
pushed it? Five Tools in One— 
Anvil, Vise, Drill Press, Pipe Vise, 
Saw Clamp. Sold the world over. 


Beside this there is our superior 
line of malleable sprocket chain, our 
guaranteed malleable and grey iron 
castings and hardware specialties in 
wide variety but all of one leading 
quality. 


Look into it if you haven't scld 
our line. It offers opportunity of 
profit to you. 


Send for our catalogs. 































































Bi 


98 HARDWARE AGE February 8, 1917 

















iy Screen 
a Fernald 

toe ihedeh- ik nate tert Catch 
Barn Door Latch ~# be readily opened 


from either side. No more hook and 








Fills the big want for a Barn Door 














a Si a. 




















eye nuisance. Notice the teller cine 
Latch that won’t ever let the door ing. Consider the wpa eer” see 
rebound open when slammed. The No wonder it sells at ae pace you 
double-lipped strike plate prevents this profit in it, oe warm weather 
positively. Plates are on edge of door, stock this before 
i so they can’t be removed with a screw comes. 
i driver when door is locked. Notice 
Wa the convenient place for padlock. 
f° Latch is all-steel and will outlast 
Ve most barns. Sells—fast—at 35¢, 
i . complete with screws. 
































Fernald 


Screen Door Sets 
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For Half-Length Screens. 

lu - addition to No. 12 il 
“4 fated, We also make 'No. 
simae™ half-length Screeng— 
styles rine Principle. Both 
} nn Shed in neat black 





in 
twelve sets to the 


box 
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Famous “Ten-Ten” 


Watershed Track 


and Hangers 


ANOTHER INSTANCE OF A-P SUPREMACY 


The “Ten-Ten” door track is bird, ice, snow, dirt, rust, 
rain and weight proof. It is simple in design and strong, 
being made from one steel blank without rivets or welds. 
Because of the cylindrical wheel tread and watershed 
extension, the tandem-type hangers operate with least 
possible friction. No service too hard. No door too large 
or too heavy. The only perfect watershed providing the 
swingout feature by the frictionless tilting of the hanger 
wheels on the rounded tread of the track. Allows 4% 
feet swingout on a 9 foot opening. 





<€@That Old Trade Mark Stands for 


“Satisfaction in Hardware” 


No. *“* Ten-Ten” No. ‘“Ten-Twelve’’ Ad- 
Adjustable In Justable, In and Out 
and Out —Up and Down 


The Gigantic Prees used for maki: 
Famous 1010 Track ~ 


Since our first monthly shipment of 55,000 feet of 
No. “Ten-Ten” track, each month has witnessed an 
increase until we have been obliged to increase our 

ity to an annua! output of over four million feet. 
€ now operate one of the largest power presses in 
the world. This wonderful press, especially constructed 
under the supervision of our engineers, is built of the 
highest grade steel and can produce 1500 feet per hour. 
It is one of the huge pre behind the “Ten-Ten” 
track. This track weighs 2% 1b. per foot. Compare 
it with others. 
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BOLT. 
CLIPPERS | 


LARGE and SMALL 








Ten Inch 
Fourteen Inch 
Eighteen Inch 

Twenty-four Inch 
Thirty Inch 
Thirty-six Inch 
Forty-two Inch 





The users of 

these labor-sav- 

ing tools con- 
No. 10 stantly increase 
in numbers. 


TRADE 


O. K. 


CUTTER 


Exact Size 





H. K. PORTER 
6 Ashland Street 
Everett, Mass. 
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ORIGINATORS 


SASH CHAIN 


We originated sash chain more than 40 
years ago. 


“Giant Metal,” “Red Metal” and Steel 


Sash Chains never have been equalled for 
_ Tensile Strength and Durability. 


The standard for over 40 years. 


Used by the United States Government for 
over 40 years. 


All leading architects specify our chains 
when quality is desired. : 


While we have many imitators we have no 
equals, and when our competitors claim 
that their chain is “as good as Smith & 
Egge’s,” we consider it a great compli- 
ment. 


Capacity 35 Miles. per Day 


“ THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN. 
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Extra Profit for 


Hardware Dealers 
Without Investment— 





Experienced, aggressive 
Hardware Concerns can cash 
in on these extra profits with- 
out making any stock snvest- 
ment whatever. The demand 
exists. 








Self-Releasing Fire Exit Device 


has already been firmly established—. ‘The famous 
Won Buprin Line has created and developed the field. 


With the prince Data Book on file for 
quick reference in your interviews with 
local architects, you will be splendidly 
prepared to capture competitive busi- 
ness—and make a generous profit— 
without investing a dollar of your 
capital. 


Write today for the Prince Data 
Book and full particulars. 











Vonnegut Hardware Co. 


INDIANAPOLIS :: INDIANA,U.S.A. 
Menulecturers & Distributors 
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Stock Drop-Forged Tools 


of “‘Grand Prize’’ Calibre 
backed by the Williams’ Guaranty 


“Vulcan” Chain Pipe 
Vise; 3 sizes, accommo- 
dating 1%” to 8” pipe. 


—————— 


( ) Wf 


em, TOOL HOLDERS 
Headless Cam 


; Hex.Head Cam Op 
B 


, hs 
The Youngest « \ They were christened 
“Grand Prize”’ 2 “Superior Character” 


by their — wo ™ 
Holders 


P.P.LE. 


~~ 59 Richards Strest BROOKLYN, LY. GTY 


A comprehensive pamphlet in both Spanish and Russian may be secured 
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HEREVER there’s a 
building ANKYRA sales 
opportunities await you. 


Within sight of your own store—and 
as far afield as you care to deliver— 
there are thousands of dwellings, of- 
fices, stores, apartments, etc., in which 
internationally advertised ANKYRA 
ANKOR BOLTS could be sold easily. 
Every dwelling is “live” sales territory 
for at least twenty-five ANKYRAS. 
Then consider the office buildings, ho- 
tels, etc., where from 5,000 to 30,000 
are used. 


ANKYRA utility and usefulness is so 
wide—so large—that the sales possi- 
bilities are almost unlimited. 

Any ordinary kitchen or bathroom demon- 
strates the extent to which ANKYRA Bolts 
can be used. They always make satisfied 
customers and repeat sales. 

An instance—ANKYRA Bolts make mould- 
ings, grounds permanently tight. They can 
be applied eassly and quickly to hollow tile, 
stucco, concrete, lath and plaster, artificial 
board wall, hollow sheet or expanded metal. 
Send now for the ANKYRA sales plan, 
samples, bolts and discounts. Better write 
us NOW. 


Ankyra Manufacturing Co. 


150 Berkley Street, Wayne Junction § 


PHILADELPHIA 
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Broadness 
of 
Vision 





The days of sitting in the 
office continually and simply 
relying upon one’s self for 
merchandising ideas has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing, and suggest- 
ing live ideas for improve- 
ment. 





Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 
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AMERICAN 
ScrREW 
Company 





Largest 
Stock 





_ WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
































SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 









Write for price lists and discounts. 









Bridgeport Screw Company 


RIDGEPORT, CONN. 
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No. 10 Ball Bearing. No. 110 Cone Bearing other. 


Order now from your jobber and be ready for spring 
business. 


Send for our 30-page catalog illustrating 34 different 


styles. 


Grand Rapids Hardware Co. 


520 Eleventh St. Grand Rapids, Mich. No, 5 Ball Bearing. No, 105 Cone Bearing 





“Grand Rapids All Steel” 
Sash Pulleys 


Recognized as the Standard Stee! 
Sash Pulley of the Worid 
















Their time and labor 
saving features have 
made them the most 


popular and_ widely 
used. The demand is 


greater than for any 


Axle, cone and ball bearing. Any finish. 


Samples Free 

















“S-T-E-R-L-N-G’ 










HACK SAW BLADES 


You will notice the word “STERLING” is long-drawn-out—lasts 
clear across the page. The Hack Saw Blade this ad tells about is 
long-drawn-out, that is, it lasts, and during its life, it cuts rapidly 
and true. There is a reason for it—good material, plus good work- 
manship, spells it. 





Can you beat the combination? If you can, please advise the 
manufacturer. 


DIAMOND SAW & STAMPING WORKS 


BUFFALO, N. Y., U. S. A. 
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Cuts 


i 
Best 





Sells 
Best 








files and rasps. 


tomers. 


Hardware Dealers Know Rex 


Everybody that knows anything about hardware knows Rex files; 
but they don't all improve on this acquaintance. 

Live-wire dealers are pushing the sale of Rex files among the many 
natural customers for files—blacksmiths, carpenters, plumbers, garage- 
men, mechanics—almost everyone who handles tools—for they all use 


Get in with the rank and file—file the name of Rex files even 
deeper than it is now in the approving memory of your satisfied cus- 


The Rex File & Saw Company 


Newcomerstown, Ohio 
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Perspective Showing Application of 
Slip Joint Panels 


metal ceilings that make them big sellers. 


ing business. 





Metal Shingles 











Repressed Beads and Die Cut Nail Holes are other features of our 


You should know all about our strong talking points. You will then 
realize how easy it is to sell our metal ceilings. 


Write today for our complete metal ceiling catalog and for the 
special assistance we give you in building up a profitable metal ceil- 


Now is the time to go after this 
business—so write today. 





TheSlip Joint Plate 


An added feature in our metal ceilings is 
shown in the accompanying illustratien—the 
slip joint plate. 

Easily and quickly applied—sheets interlock 
and seams are not noticeable—no cross fur- 
ring strips required—nail holes are not ex- 
posed—more all around satisfaction for your 
customer. 


You can sell slip joint 
metal ceiling piates 
where it would be im- 
possible to sell any 
other. 


Slip Joint Plate 


<= Milwaukee Artistic Metal Ceiling Company 
“TEIOCK Milwaukee, Wisconsin 


Branch at Kansas City, Mo 





A NEW FEATURE 


TR 


No. 2400 


 tammes 





“TITEREKS 
Metal Spanish Tile 
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PARKER EXPANSIIN LTS 


““Can’t Turn in the Hole.” 
Bearing 


Bottoms it TyDe 
Bee, Tiching Machine Bolt 
¥ 





Sing} 
Bolt tt Ching 
.— 
























A LINE OF EXPANSION BOLTS THAT GETS AND HOLDS THE TRADE 


We have an interesting proposition for jobbers and dealers. And all you need to do to get it is to write “interested” on 
your letter head and mail it to our nearest office. 


— Y NY 2 
ee a 


Sheet Metal Screws Damper Quadrants 


HUMMER 


wieeacea anise TRACK AND HANGERS 
The Quality Product 

















One-piece heavy track. 
Bird and storm-proof. 
Supported every 12 
inches. Hangers are 
roller bearing. They 
cannot jump the track. 
Wheels always cen- 
tered. Lag screws, 
end brackets furnished 
complete. 








Easy to install. 


The track is furnished in lengths of 6, 8 and 10 feet. Very little storage space is 
required, since the pieces nest readily. 


Contractors are quick to see the many desirable points in these goods and a trial order 
means a volume of business for you. Write us today for prices and complete information. 


STRONG PRACTICAL DURABLE 
J. E. PORTER CO., 7091 Fremont St., Ottawa, Ill. 


— 
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You make me lau 


when you say “ Waste is just Waste’ 


There’s as much difference between a pure waste and 
a’poor waste as between a pearl and a piece of putty. 


“ROYAL” WASTE 


is a scientifically manufactured, carefully refined, Standardized 
article. It is amazingly absorbent and soaks up more grease fog 
and dirt than any other waste on the market. Carefully refined 
of dirt, dust and splinters. Baled in light clean burlap, with 
new steel bands. 
Guaranteed for 
QUALITY—as per sample 
“TARE” (wrappings)—6% or refund 
WEIGHT—even, as ordered 


Ask your jobber or write for Royal Sampling Catalogue No. 22 show- 
ing the 12 grades (6 white, 6 colored) of Cotton Waste; or ask for 
samples of Wool Waste. 


ROYAL MANUFACTURING Ce 


RAHWAY, N. J. 
Chicago Office - Peoples Gas Bldg. St. Louis Office - Railway Exchange Bldg. 
New York Office - 2 Rector Street San Francisco Office - Wells Fargo Bldg. 
Pittsburgh Office -- Oliver Bldg. 
LOOK FOR THE BRAND ON EACH STEEL BAND 
ae eS ES Oe 
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DYKE’S NEW MOTOR MANUAL 


Treats Motorcycle, Marine and Stationary Internal Combustion Types of Engines 





TABLE OF CONTENTS 


Motorcycles—Types, drive, engines, firing 
order, valve timing, electric lighting and 
starting, magnetos, troubles, remedies, every- 


HIS new manual is 
gotten upin Mr. Dyke’s 





6é ” 

DYKES : , 
excellent “‘tell at a glance | oe ees | thing moe wa ns Sly ced 
i i M Mari larine Engines an lotor s—Every 
style. Everything being so Stationary Engines subject you can think of, from constyuction 
L__Simplified__j of the hull to explanation of all types of en- 





clearly illustrated that it is 
hardly necessary to refer 


to the text. The book is 


written in plain English 


gines, gasoline, kerosene, oil; repairing; rules 
of navigation, meaning of marine terms, etc. 


Stationary Engines —Gasoline, kerosene, 
oil; construction, operation, care; Diesel, 
gas producers, railroad motor cars. 


Aero Engines, Air Crafts, Steam Engines 
(for automobiles)—These subjects are only 
briefly treated, but the principle is clearly 
explained. A submarine is also explained. 


and has 500 specially pre- 
pared diagrams. It is a 1.0. esotncher, _Digest of Troubles, Repairing—Covering 
Wem waichthe bymen Siem. Shae aimusena 
or student will find a 
simple explanation of his problems, while the repair man or 
mechanic will find it invaluable as a reference book and time saver. 

















If you want to know anything about any type of gasoline, kerosene or oil engine, this is the book to get 


DAVID WILLIAMS COMPANY, 239 West 39th St., New York City 
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BATTLE ANE NOIT 


99% 


CATTLE AXE NO 16 


BATTLE AXE NO IS 





MANUFACTURERS OF * 
MECHANIC, TOOL GRINDERS 
) SICKLE & DISC GRINDERS 
VALVE GRINDING MACHINES. | 
y KNIFE & SHEAR GRINDERS 
f PRIVATE BRAND GOODS & | 
HARDWARE. SPECIALTIES 
5 MADE TO ORDER 


B. L. FRY MFG. 





HIGHEST 
QUALITY 


© ei 


REVERSIOLE NO 
reMT ICAL Pasition 





LOWEST 


PRICE 


CO. 


ATTACHMENT 




















MAIN OFFICE 


ST. LOUIS, U.S.A. 


NEW YORK OFFICE 
WOOLWORTH BLDG. 





FARM BOY NO! 
AS A TOO. GAINDE: 

















LITTLE GIANT pa ae 
NUTCRACKER Pao peers AUTOMATIC DISC GRINDER 


ms 


Ba 


POWER GRINDER N°2 
SELT POWER GRINDER NE! 5 A DISC GRINDER 





POWERGRNDER NO? © 
ASA SICKLE GRIWDEa 





AUTOMATIC VALVE GRINDER = FRY’ CHISEL - PLAIN BIT GUIDE 


FARM BOY N° 3 


FARM BOY N? 2 








Are Needed by Every 
Garage Worker 





‘Ygcahing 


Needed because of the protection they give the entire 
body from dirt, grease, oil, mud—anything that may be 
encountered in automobile repairing. 





Protexalls are the very best friend of the garage worker—made for 
him of heavy government dyed khaki—the kind that wears. Pro- 
texalls are large, roomy, comfortable, have a really “friendly feel- 
ing.” Cut with our special spring back, eliminating pull at any 
point. Made with four-button box fly, so they can be worked 
without other clothing. Seven big pockets—just the ones that are 
necessary—all the needed tools right with you. It is the logical, 
time-saving, money-saving, temper-saving mechanic’s suit. Packed in individual 
boxes, always assuring a clean, untouched suit. 





DEALERS—The Protexall proposition means much to you for 1917. There is 
a big demand for just such a garment as Protexall. Handled by all leading jobbers. 


The Protexall Co. Abingdon, Ill. 
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In the retarding of corrosion, the remarkable influence 
of Copper when properly alloyed with steel has become 
a recognized and well established fact. 


KEYSTONE COPPER STEEL 


Sheets and Terne Plates 


are better for both buyer and user. It is performance that 
proves quality. KEYSTONE Copper Steel products give the 
greatest measure of service under actual weather conditions. 


Suogtied in Black and Galvanized Sheets, ring Se Plates, Bright Tin Plates, Corrugated and Formed 
Roofing and Siding Products, Stove and Range Sheets, Special Sheets, Etc. Send for Keystone booklets. 


American Sheet and Tin Plate Company 


Genera Orrices: Frick Building, Prrrspurca, Pa. 




















DISTRICT SALES OFFICES 
Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
Export Representatives: Uwnirep States Steet Propucts_(ompany, New York City 

Pacific Coast Representatives: Unitep States Srezt Propucts Company, San Francisco, Los Angeles, Portland, Seattle 










































Basic Open Hearth 
ROOFING 
S&S SIDING 





Products of aplant that owns and controls 
all its raw materials from the Iron Ore up 








INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works Indiana Harbor, Ind. and Chi Heights, IIL 
Branch Offices- ST.LOUIS-ST. PAUL: MILWAUKEE- DENVER-DALLAS 
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The Last Wordtin 
Efficient Grinder 
Construction 


is constantly maintained in the CARBO- 
RUNDUM NIAGARA LINE. The greatly 
increased demand for these grinders during 
1916 necessitated the doubling of our manu- 
facturing facilities. There's a reason for their 
ever growing popularity,and it is best exempli- 
fied in the grinders themselves; their sturdy, 
attractive appearance creates an irresistible im- 
pression of worth. @ Their presence in the store 
proves conclusively that the best is none too 
good for your trade. Adopt the Niagara 
Line now and share in the big 1917 
profit dividend. 


The Carborundum Company 
Niagara Falls, N. Y. 
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‘Superior 
Builders 
Hardware 


The Line to Sell for Profit 


The “Superior” line of door-guards, door- 
checks, door-holders, spring hinges and 
screen checks is endorsed alike by hard- 
ware dealers, architects, contractors and 
builders as a line of quality, practicability 
and profit. 


If you have not been handling these 
sp you had best stock them immediately. 

ou can sell to a great and growing trade 
wherever your store may be situated. 
Everyone, house builders and householders 
together, represents a potential customer 
for these goods. 








Give “Superior” goods a chance on your 
shelves and they will show you soon their 
right to the name they bear. 





Catalogs and prices are ready to be sent 
upon your application. 


Superior Spring Hinge Co. 
136 W. Lake Street, CHICAGO, ILL. 








New York Office - - 16 Reade Street 
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STIMPSON- EYELETS] 


vanous RIVETS =—— = NAILS EXTENSIVE 


METALS 
LARGE SPECIAL 


STOCK wos 4 con TO ORDER 
©] WASHERS & cROMMETS <= 


117 FRANKLIN AVENUE BROOKLYN. NEW-YORK 








Leather Goods for The 


Electrical Worker and WHITAKER -GLESSNER 


COMPANY 


pnoitehte ti in ev- Manufacturers 
ery seam and rivet 


—Made of the best BILLETS, SLABS, 


of leather. 


Specify KLEIN'S | ° SHEET BARS, 
oe BLUE ANNEALED 


We manufacture 


; ees SHEETS, BLACK 
all Leather Tool oi | rose — and GALVANIZED 

, SHEETS AND 
Write for catalog 17 just off the press. FORMED ROOF- 


INGS. 


M.KLEIN & SONS 
Canvas Bag 


PORTSMOUTH PORTSMOUTH 
Mathias Klein & Sons, Tool Mfrs. WORKS: - OHIO 


Canal Station 21—Chicago 

















“YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and bein 
accurately machined all over can be used in any position as a jig for specia 
work on drill press, shaper, etc. 


Holds work rigid on any 
anglewith use of the 
special grooved block. 
The swivel base is easily and firmly locked and released in any position 
y a short movement of lever at the side. 


An entirely new feature in vises quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber wil! supply you. 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 
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ESTABLISHED 1863 


Twelve Medals of 
Award at 
INTERNATIONAL 
Expositions 


<n 








BLACK DIAMOND FILE WORKS 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY 


Owned and Operated by Nicholson File Co. 


MAR, 
INCORPORATED 1895 
Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 





Philadelphia, Pa. 








Which Flod Would 
You Rather Carry? 






If you had to haul mortar for a living 
you certainly wouldn’t want to carry a hod 
that dripped water all over your shoulder. 


You would choose a Never Drip Steel 
Hod with its one-piece ends. You would 
go whistling on your way while the other 
fellow sulked. 


There are lots of hod carriers in your 
town who are bearing the discomforts of 
carrying leaky hods simply because they 
a not been shown the sensible and better 

ind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


Che Cleveland Wire Spring Co. 
Cleveland Ohio 











_CALIPERS 


és 





Spring and firm 
joint Calipers in 
all required styles 
and sizes. All 
very accurate, 
quick acting and 
of the best quality 
material. 








Catalog No. 31 
contains full par- 
ticulars. 





ATHOL MACHINE CO. 


ATHOL MASSACHUSETTS 












tightening studs. 


PATENTED JAN. 2, 1906 


| The Charles Parker Company 


| Parker's Double Swivel Vise 


appeals to Tool Makers instantly. Operator is saved the usual 
bother of removing the work from the vise jaws. 
swiveled on base or turned in barrel, without even touching the 
Vise Screw or Lever, and is held in position by a turn of the 


Made with Parker’s Solid Steel Bar Slide Strengthener—a 
Patented Feature found on no other vise. 
Faces are removable and renewable. 


Always a big seller. Send for No. 5 Vise Catalog. 


It can be 


The Tool Steel Jaw 


N. Y¥. Salesroom, 32 Warren St. 
Factories - Meriden, Conn. 
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Adjustable 


| Reamers 


Give a greater range at 
a lesser cost. Made with 
the same careful accur- 
acy as the other “Morse’”’ 
tools and sure to give the 
same high average pro- 
duction. 








Morse Twist Dnill & 
Machine Co. 


New Bedford 


Massachusetts 








Aluminum Solder 
KIT 





CONTAINING 


1 lb. White Star guaranteed Aluminum 
Solder. 


1 Set of tools and complete directions. 
Complete in box, $2.50 


Are you on our Mailing List 


Welding Equipment 
Welding Supplies 
Brass Foundry Products 


The Ideal Bronze Co. 


CLEVELAND, OHIO 





















Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers— Money Savers 


There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
tection. 10 per cent. discount on 
orders for 2 doz. cards—Send for 
descriptive circular showing rul- 
ing and use of cards. 










Hardware Age Book Dept. 
239 W. Thirty-ninth Street, New York 
































The“ Trow & Holden” 


BUSH-HAMMER 


A Time- Tested Tool 












There’s just as much satisfaction in selling a 
good tool as in using one. 

“Trow & Holden” Tools give the greatest satis- 
faction to the Stone Worker. Therefore, to sell 
them means that you, too, gain satisfaction—plus 
profit. 

Our No. 5 Catalogue should be on your “Ready 
Reference” Shelf. Have you a Copy? 


TROW & HOLDEN CO. 


Barre, Vermont 


STONE WORKING TOOLS and SUPPLIES 


Southern Sales Agents, The Tool Company, 
58 Marietta Street, Atlanta, Ga. 

Pacific Coast Sales Agents, Eccles & Smith Co. 

San Francisco, Los Angeles, Cal., Portland, Ore. 
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The Fowler Nail 
Co. 


ESTABLISHED 1865 


Horse, Mule and 
Ox Shoe Nails 


BRANDS 


* Vulcan”’ 
**Reliance”’ 
**Shamrock”’ 
“Crown”’ 


Seymour, Connecticut, U.S. A, 
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“STAR” 


FIRE RETARDING 


VENTILATORS 


PATENTED 


are simply designed and constructed from the 
best materials by expert workmen. They pro- 
vide good ventilation, ample light and 


Prevent the Spread of Flames 
Made in Galvanized Steel, Galvanized Iron or Sheet 
Copper. 

1,000,000 im actual use. Descriptive Booklet and 
Scale of Prices sent upon application to Dept. “B-14.” 
Manufacturers of 
Merchant’s Old Method Roofing Tin, 
Evans’ “Almetl” Fire Doors 


Merchant & Evans Co. 


PHILADELPHIA, PA. 


New York Wheeling 
Baltimore Chicago 
Atlanta St. Louis 
Cleveland =e Kansas City 






































DIETZGEN 
Measuring Tapes 


will increase your trade 
and build your sales 


ELLING a Dietzgen tape means 
that your customer buys satisfaction 
and will return to you on account of 

the confidence you have implanted in him. 


Our broad advertising creates a good 
demand—our absolute guarantee protects 
both you and your customers, 


Send for Tape Catalog “‘H”’ 


Eugene Dietzgen Co. 


Manufacturers 


Chicago New York San Francisco 


New Orleans 





































Bargain Clothes 
Line Sells to the 


Average Class 


We mean just this: 99% of your 
business comes from the “common 
people,” so called. They demand 
low-in-price articles. 


As far as good material and careful 
workmanship are concerned you'll 
not find a better article than our 
Bargain Clothes Line. Best of 
all, it gets hot on the trail of com- 
petition. 


Early orders get early trade. Lay 
in your supply at once. 


ESTES MILLS 


FALL RIVER - - MASS. 
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TUBULAR AND CLINCH RIVETS 








Making Duplicate Keys 
A Better and Quicker Way 


Every hardware dealer and hardware jobber will 
be interested in 


The Precision Key Machine 


It does away with the slow, wasteful, and inac- 
curate hand filing of pin-cylinder lock keys. This 
machine will duplicate alt makes of paracentric 
keys automatically, quickly and with absolute 
accuracy. Flat steel keys can also be cut. 
With the Precision Key Machine anyone can cut 
keys that fit—no particular skill is required, just 
turn the crank. 


Write for details and prices. 


Precision Key Machine Co. 
ALLENTOWN PA. 
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Noahs Pitch _ 


will stop that leak 


In roof, gutter, chimney, flue, skylight 
or cornice 


Get Acquainted With It, Mr. Dealer, At Our 
Expense. Simply send your name and address. 
We'll forward free a liberal six-ounce can of 
this special plastic com- 
pound. A favorite Carey 
staple. Demand for it is 
growing. An easy seller. 
Satisfaction guaranteed.” 
Comes in big-mouthed 
cans. One pound and up. 


The Philip Carey Co. 
222 Wayne Avenue 
Cincinnati, Ohio 

















horisontal and 


gevrent covers and cove time, The foot numbers are in the most convenient position, 
beth vertical measuring. 


























Other exclusive features, such as KECO finish (to guard i 
Adjustable Centers, etc., insure satisfied couaes for the 


) Patent 
ae ae 















Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 

NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 

516-20 S. Dearbern St. 817 Locust St. 48-50 Second St. 5 Netre Dame St. W. 

Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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ARE MADE OF SOLI 





Wrought Ear. 
We are the leading sup- 
ply house in America for 
this class of goods. 





Highest quality, finest 
finish, largest stock of all 
sizes and kinds to be 


B. B. Turnbuckle. 
found anywhere. 


Send for our catalog 
showing a complete line 
of TINNERS’ and 
ROOFERS’ SUP- 


/ Guard Drop Handle. PLIES. 


BERGER BROS. CO. 


Office: 229-231 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 110-114 Bread St. 
PHILADELPHIA 











BIFURCATED RIVETS 


Established a Eighteen Eighty-four 


Matin Office and Factory 
JUDSON L. THOMSON MFG. CO. f 
Waltham, Massachusetts 


Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setting Machines. 
Write for Catalog and Prices OUTSIDE PRONG RIVETS 














Order STANLEY No. 3000 
“Twinrold” Self -Tightening 


1911, and Nov. 1, 1912 


BOX STRAPPING 
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It is coiled double. 
It is self- tightening. 
Nails can’t slip in driving. 


100 Lafayette St., New York. 73 EB. Lake St., Chic 
See pages 29, 30, 31, 32. ; 














An Aid to Better 
Hardware Advertising 


\ , YE have a book ready to mail 
you (on receipt of $2.00) that 
is going to put an end to your 
advertising problems. You probably 
don’t like to write ads yourself and you 
may not feel justified in hiring someone 
to write them for you. But why worry 
over advertising when 


Hardware Advertising 


By William Borsodi 
























can be obtained so easily ? It’s a collec- 
tion of selling phrases, descriptions, and 
illustrated ads as used by successful ad- 
vertisers. It will be a big help to you, 
and it’s yours for Two Dollars. 


Hardware Age Book Department 


239 West 39th Street New York City 






































Swaine Points 


Fred J, Swaine Mfg, Co, 


Seventh and O'Fallon Sts. 


















In each Swaine 
Power Punching 
Press are com- 
bined strength, 
stability and 
convenience of 
operation. 


You can use this 
Press for heavy 
work, such as cut- 
ting bars, and 
heavy sheet 
metal, or in 
any of the 
punching 
and forming 
operations 
in themanu- 
facture of 
hardware. 







Built to turn 


out good work 


consistently. 
Write us. 


ST. LOUIS 































No Contagion 


high grade merchandise. 


is more sure than your own 
belief that you can turn out 
Put that belief into your ad- 


vertisement in Hardware Age, and our readers will not 


fail to “‘catch”’ it. 
business for you. 


HARDWARE AGE 
239 West 39th St., New York City 


Right there is the beginning of 
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Get this Free 
Book on Storm 
\ Sash Hangers 
and Fasteners 


} It tells all about this | i 
» season’s new Phenix 











Specialties, the han- —_— gL 
diest, simplest; easi- ec 
est applied on the 
market. Phenix © i 
Storm Sash Hangers K: f 
and Fasteners deliv- 
er the service that your trade » } 
will appreciate. Revolutionary °* . 
improvements in design this year. oe ° 
Write today for catalog, dis- 
counts and Free Sample Offer. cc 


PHENIX MFG.CO., 032 Center Street, Milwaukee, Wis. 








Cold Weather Brings a Lot of 
“Hurry Up” Repair 
Work 


There is good profit in these jobs, 
so don’t let them all go to your 
competitor. Use the best tools, 
which will enable you to do your 
work better and faster. C. & L, 
Fire Pots and Torches are the 
BEST. They are heat producers, 
No.1 using Baanigd little fuel, and that ig 
CE-TRON why they are so popular with me- 
—— chonics. Jobbers supply at factory 
price. Send for catalog—it’s free, 


Clayton & Lambert Mfg. Co. 


DETROIT, MICH., U.S. A. 


oe © 





No. 1 Fire Pot 
List Price, Bach, 
$13.60 


Discount, —— 








s 











If it’s DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 
teed, 


Booklet A 












Page-Storms Drop Forge Co. 


CHICOPEE, MASS. 


ARMSTRONG TOOLS 


Tools bearing the name of the Armstrong Mfg. Co. 


are superior made tools. Perfect in construction, ac- 
curate and dependable. 





The name of Armstrong has ever stood for the best 
in service, quality and workmanship. 
Tools With an Enviable Guarantee 


Send for our catalog of Genuine Armstrong Stocks 
and Dies, Water, Gas and Steam Fitters’ Tools and 
Pipe Threading Machines. 


THE ARMSTRONG MFG. CO. 


290 Knowlton Street 





Bridgeport, Conn. 














National Fence 


U. S. Fence 


, American Fence 
ry 
wo Ne Ellwood Fence 


Royal Fence Union Lock Fence 
Anthony Fence Banner Fence 


For Farm and every other form of en- 
closure. These fences are well and favorably 
known all over the world and are the most 
effective, substantial and enduring fences 
made. For sale by dealers everywhere. 

Also, American Steel Gates in all stand- 
ard widths and varieties. 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. 8. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 





San Francisco Los Angeles Portland Seattle 





444-446-448 FAIRMOUNT AVENUE 








The Harold McCalla Co. 


IRON AND STEEL 


Of Every Description 
PLAIN AND GALVANIZED BARS, HOOPS, BANDS. 


PL. COATED AND GALVANIZED; 
BARB AND TWISTED WIRE, PAINTED AND GAL- 
VANIZED. HAND POWER PUNCHES AND SHEARS. 


Shipments from STOCK or mill 


LARGE STOCK OF GALVANIZED BARS, BANDS, 
HOOPS, SHAPES, ETC. 


Philadelphia 








Look for the full name 


Russell Jennings 


stamped on the roun 


Auger Bits 


[he ginal double twist auger bit patente 1 


Mr. Russell Jennings 


Russell Jennings Mfg. Co. 
Chester, Conn. 





Prompt Shipment on Receipt of 
Your Order 


Bars, Co Bottoms, Copper; Burns, Oop- 
Sie ea eta Sem es Baves 





Fe 








Ba 
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ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 


Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


The most durable hinge of its type; holds the door 
open when swung to 9o degrees., The spring-action can 
a be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 

nail, 


BOMMER BROTHERS, Mfrs., Brooklyn, N.Y. 


OMMED 














Screen Guard Brackets 


Highly Polished Brass 
for % inch Rods 
No. 6735 
For Single Rod 
No. 6734 
For Double Rods 
No. 6733 
For Triple Rods 


Prices on Application 


BERBECKER & ROWLAND 
MFG. CO. 
Waterville, Conn. 


JULIUS BERBECKER & 
SONS CO. 
208 North Fifth Avenue 
Chicago, Ill. 
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INVISIBLE 


Mr. Dealer 
TAKE A SURE ROAD TO 


BIGGER PROFITS 


via 66 99 of Invis- 
the SOSS LIN E ible Hinges 
They have all the good qualities of the old- 
fashioned hinge. 
Will carry any door up to 1000 Ibs. 
Can be used in all manner of openings from 
jewel case covers to bronze entrance doors. 
Carpenters or anyone who can bore a hole can 
install Soss Invisible Hinges. 
Samples, Specifications and Prices upon request 


THE SOSS MFG. COMPANY 
435 Atlantic Avenue, Brooklyn, N. Y. 
BRANCH OFFICES 
CHICAGO, 160 North sth Avenue 
LOS ANGELES, 224 Central Building 
SAN FRANCISCO, 164 Hansford Bldg 
MINNEAPOLIS, 3416 2d Avenue, South 


yy DETROIT, 922 David Whitney Building S: 
CANADIAN REPRESENTATIVES = WS : 

J. E. Beauchamp & Company ® | > . 

ee > ' 


/ Montreal, Canada 
2) ) 
Yi} 
| \ 
Wi nin 
] iN 
HH \ 


No.l04 


(Patented) 


THE CHAMPION 
hee Floor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 
GENEVA, OHIO 
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“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


ViTik 


— Screw Wood Screw Machine 
Type Bolt 


STAR ba BOLT COMPANY 
120 W. Lake Street, CHICAGO 147-149)Cedar St., NEW YORK 


SATISFY 


your customers 
DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


How is your stock? 
Made in Jersey City, N. J.,’ by the 


JOSEPH DIXON CRUCIBLE COMPANY 
KOs ESTABLISHED 1827 dOs 


0-36 

















MORTON’S CABLE 
SASH CHAINS 


Have in many instances withstood 25 years’ 
continuous service. They are the one best 
substitute for sash cord, as they can’t fray, 
stretch or rot, and are easiest to apply. 

3e sure your windows are equipped with 
MORTON’S CHAINS, as they mean a big 


reduction in this end of your maintenance 
expense. 


THOMAS MORTON 
245 Centre Street New York, N. Y. 














Sell Satisfaction 


F. Dieckmann Elbows sell solely on merit. Made all 
angles, all designs, square, round, plain, corrugated. 
The Ferdinand 
Dieckmann Co. 
Cincinnati, Ohio 





















“WALL OILERS” 


positively insure you against kicks 
and comebacks. Each is carefully 
made of the best materials and full 
guaranteed for 5 years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 
Styles and sizes for every possible 
requirement—all the same high qual- 
ity in design. material and workman- 
"Gee pei backed by our guarantee. 
prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 





















ily! Pliers 


make two sales grow where one 
grew before because” they mean 
more profits’ to; the dealer 
and better work to 
mechanic. 








Dentyne knurled handles of the latest 
scientific shape give a firm grip. 


Smith & Hemenway Co., Inc. 
98 Chambers Street New York City 





6 Maxin 


Maximum Quality 


at 
Minimum Cost— 


Sums up the facts concerning Bur-Nor 
All Steel Hatchets. You get 50% more 
strength and service for less money than 
you can with any other line. It will pay 
you to get our prices. 


BURGESS-NORTON MFG. CO. 
GENEVA - - - ILLINOIS 
































WRIGHT’S 
PATENT 


Expansive Bits 


Small size bores % to 1% 
in. Large size bores % 
to 3 in. Have greatest 
strength and ease of bor- 
ing. Cutter accurately 



















adjusted and absolutely 
pos not slip. 


CLARK 


Expansive Bits. Smal) 
size bores to 1% in. 
are size bores to 3 
Well known every- 
chore, 
Manufactured by 


The Conn Valley 
Mfg. Co. 





Centerbrook, Conn. 
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Grover File Handles 


Fit the tangs of all files perfectly; never 
split, and the strong pressed steel ferrules may 
be used over and over again. Mechanics want 
them. Write for prices. 


THE GROVER FILE CO. 
NASHUA, N. H. 











indestructible Electric Screw Driver Indestructible Screw Drivers 
For Electricians’ use the head ie countersunk and a non-conducting Made in variety of cytes for machinists, 
leather button is fastened in hea d leaving a flush finish. Blade, Shan cabinet makers, etc 


and Head forged from one solid piece of steel. 


THE QHAPIN STEPHENS - G0. 


UNION FACTORY 


PINE MEADOW, CONN., U. &. A. 
No. 1414 











“Syracuse Norol” 


NAIL SETS 





have square knurled bodies to prevent rolling and the same degen 7 agen quality with which the trade is 
acquainted in the round pattern. Sure to prove popular with mechanics who prefer a square nail set. No stock is 
complete without them. 


SYRACUSE TWIST DRILL CO. 934 Grape Street, Syracuse, N. Y. 











ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 


Newark, N. J. 





PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 








Are made from the highest grade boxwood, well seasoned, accurately graduated 
and securely assembled. e name itself foreruns your selling arguments. 
SAGINAW, MICH 


BOXWOOD RULES HE LQFAINfPULE CO. ou voice snton, tne 


Send For Cataloeue Windsor, Can. 








JEFFERY’S MARINE GLUE 


Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 

Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams of 
merchant vessels. 

Use No. 7 Soft Quality or Waterproof Liquid Glue for filling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flying boats. 


No canoeist should be without an Emergency Can of our Special Canoe Glué. 
For Sale by all Hardware and Sporting Goods Dealers. 


Send f Free Booklet, 
carey ger. wee? L. W. FERDINAND & CO. 52 Kresland Steet 

















The 


44-Caliber Men 






Improved 
not 22’s—are the sort who give and ‘. 
get positions through our Want Sec- em 
tion. Do you wish to establish con- pa enkis Scriber” 


nections with these top notch firms enn a nes 
_and individuals? They are worth ae 


knowing—and having. Of mutual The handiest cool a carpenter has in 


benefit is his kit. 
. He uses it almost constantly. 
The Want Section Mr. Dealer—Have you any in stock? 


If not, better get in touch with your 


HARDW ARE AGE jobber, or write us direct. 
239 W. 39th St. New York F. BRAIS & COMPANY 


1349 E. 90th Street CLEVELAND, OHIO 
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ELEVATORS 


Dumbwaiters, Electric, Power, 
and Hand Elevators. 


Sidney Elevator Mfg.Co. 


SIDNEY, - OHIO 


uby Wheel Glass Cutter. ] 


A warranted, high grade cutter. Conveniently 
packed | n red cartons. Write for prices. 


THE FLETCHER TERRY COMPANY 


N. Y. Office: J. Palmer White, 102 Chambers St. Forestville, Conn, 








Manufactured by Specialists and guaranteed. 
Send for Cataleg and dealers’ discounts 


SEDGWICK MACHINE WORKS 





“VICTOR”? BOLT CLIPPER 
Send for Oatalos 


ROBERTS MFG. CO., Somerville BOST 





THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing Knives 
Established 1827 Winsted, Conn. 





GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 











}) PADLOCKS 


Locker Locks Cabinet Locks 
Night Latches 


The Slaymaker Lock Mfg. Corporation 
Lancaster, Pa., U. S. A. 





~ @OHN HASSALL iwc. 
Rivets. 
EScUTCHEON Pins 
SPEGIAL Wire NAILs 


Crav ano Oaxcano Sreeers 
BROOKLYN. NY 


qHjo a se ———) 


Iw Ace Morass 





























Established 1856 Incorporated 1906 


Putnam Chalk Lines 


In Balls or Hanks 
Masons’ Lines, Picture Wire, Gilt Nails. 


The Turner & Stanton Co., Norwich, Ct, 





We Manufacture 


Masons’, Blectricians’, 

Tool Bags, Automobile, A 

Punch and duiset Rol 

Horses’ Feed 

mocks, Carpenters’ Aprons, Grass 
Catchers and other specialties. 


Send for Catalogue. 


Excelsior Bag & Mfg. Co., Inc. 


TROY, N. Y. 








Cloth Containers 
for all kinds of Tool Sets 


Send us your special patterns and 
we will submit duplicates of our 
construction. 


Ask for Catalog “Tool Rolls” Dep’t T. 
The Troy Carriage S Sun Shade Co. 


‘*tTroy, Oh 





ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position 
by any carpenter. 

Send for Catalog No. 24 


ENERGY ELEVATOR CO. 








214-216-218 New St. Philadelphia, Pa. 














Do you want a better position? 


Look over the Help Wanted Advertisements in the Opportunity 
Exchange of HARDWARE AGE. You will find many good openings 
listed there, but if you don’t find what you want, just ask for it, by 
means of a 25-word Situation Wanted Advertisement which we will 
insert for you for soc per time. 


HARDWARE AGE, 


239 West 39th Street, N. Y. 











OE 
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escheat 


Department 2 


Refrigerators and Freezers; Washing Ma- 

chines and Wringers; Enamel, Aluminum 

and Earthen Ware; Gasoline and Electrical 

Household Appliances; Kitchen Utensils; 

Stoves and Ranges and Household 
Miscellany. 





ANNUAL SPRING BUYING, NUMBER 


Us 


y 
U RR NR Cmca 


White Mountain 


lee Cream Kreezers 





THE WHITE MOUNTAIN 
FREEZER COMPANY. .> 
NASHUA, NEW HAMPSHIRE, SA 


a, ) 
| Bol ae | 
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DEXTER 


w“DOUBLE TUB” 


For Gasoline Engine or Electric Motor 











Here’s the double-barrel power washer that puts 
soiled clothes out on the line in one-two-three 
order. 

It is a rapid-fire weapon for home washing that 
turns blue Monday bright pink. 

It washes—rinses—wrings by power—all at the 
same time. 

Costs little more than ordinary, single-tub bench 
machine—cuts washing time in two. 

Write today for exclusive agency proposition. 


THE DUCHESS POWER WASHER 


Complete with Electric Motor or with Pulley 
for use with Gasoline Engine 
Duchess is a marvel of compactness and efficiency. _ 
It requires little room—cleans soiled clothes to per- 
fection and is built to withstand long service in home 
laundry work. 
Note the following features of marked superiority: 


Heavy quarter sawed tubs 

Channel steel supports ° 
Swinging wringer with safety release 
Folding steel shelf for rinse tub 
Smoothness of design. 


The complete Dexter line comprises about forty 
different models covering every desirable 
type of washing machine. An unusually 
attractive proposition is offered for exclu- 
sive retail agents. Ask us for further in- 
formation. 


we DEXTER HAND POWER WASHER 


With Power Attachment FREE. 


Take special notice of the double levers—they cause this machine 
to run 1/3 easier than ordinary hand power washers. 

The spiral cut gears—the frictionless ball bearings—the perfect 
balance and mechanical design—all combine to make the Dexter run 
light as a feather—smooth as oil. 

The price is lower than you might expect on such a machine. The 
special features make it a quick seller and a steady repeater. Most 
Dexter dealers get a dollar or two extra profit on account of the 
power pulley. A post card inquiry will bring you the details of our 
exclusive agency proposition. 


The DEXTER Co. 
FAIRFIELD IOWA 


Warehouses at Toledo, Peoria and San Francisco 
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The Goods 
To Sell , And 











5 


When you put a line of goods into your stock, you want to install a brand that 
will not only sell at the start, but which will develop and progress—keeping abreast 
of popular demand and needs. 

That is why you install the American Ring Company’s bathroom fixtures. 

Bathroom fixtures are needed by everyone. The sale of one attractive piece 
leads to the sale of others of the same pattern to that customer. 

By pushing our bathroom fixtures at the outset you obtain an ever-increasing 
trade among increasingly satisfied customers. 

Our line is the satisfactory line to-day. Its high quality and the completeness 
of its patterns makes it the one line to carry in order to meet the varying tastes of 
your entire trade. 


— = saps tonne taie cain 
ecbrcsqees Seta” adit, Saale 3 3 awa oat 


a Sheree eat 


American Ring Company 
Waterbury, Conn., U. S. A. 
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The Way 
To Sell Them 


To sell goods well you must display them well. ‘Having them on your shelves”’ 
is not pushing them among the trade. 


The woman may not realize that she wants these attractive fixtures until she 
sees them. It is to create the desire for them that you should have frequent and 
attractive displays. 


Stock this line, display it, push it and watch it develop for you as it has for so 
many other hardware dealers. 


The demand for bathroom fixtures is universal. Your field is unlimited. You 
can approach its limits nearest with the American Ring Company line. 


American Ring Company 
Waterbury, Conn., U. S. A. 
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PAINTS 
STAINS 
ENAMELS 


10°; 


GOOD VALUE THESE DAYS AT 15 CENTS OR TWO-FOR-A-QUARTER 


AConataestieaaiie and Paint 


DI-MEL-INE is a complete, compact, oa bog of 
size 
ople 
llon or a quart will buy 
It knows 
being used mostly for indoor work about 
the home and bought steadily from January to January 


quick-selling Home Paint Specialties in one hand 
of each color. It is not put up in larger cans. 
who would never want a 


many cans of DI-MEL-INE during a year. 
no “season,” 


again. 


$10.80 Gross. 


Pe 


90 Cents 
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PREPARED PAINT 
11 Col 


VARNISH STAIN 
ors 6 Col 
Full Half-Pints 


ors 
Full Hailf-Pinots 


a 


‘we 


DI-MEL-INE means a Full Half-Pint of good Pre. 
red Paint, Varnish Stain, Screen Enamel, etc., or a 
ull Quarter-Pint of White Enamel for a dime, or 15¢ 

at the most. Doesn’t that mean BIG VALUE in these 

days of high prices for everything? Although intro- 
duced and always featured as a 10 Cent spec 

DI-MEL-INE compares favorably to-day with oan 

costing the dealer much more and retailing at a min- 

imum of 15 cents. 


Doz., Any and All Colors 
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Full Half-Pints 


Dealers’ Spring Assortment 
{2% Gross—360 Cans. 29 Colors. 


This is the original DI-MEL-INE Assortment without a change. 
It has made good with the Hardware trade for over four years. 
This Assortment has started hundreds of Hardware retailers on 
the road to popular-price sales and profits. It gives you a com- 
plete “Little Paint Department.” There’s an average of only a 
dozen cans of a color—a moderate quantity for any Hardware 
store. This Assortment will make a fine display on your coun- 
ters, tables, shelves, or in the store window. With the goods 
you get Enameloid Display Color Chart 9” x 12”, with easel and 
brass chain hanger; outdoor metal signs, show cards and a set of 
eight window posters. Packed in two cases; shipping weight 


275 Ib. 
Costs You $25.21 Complete 


(Net Cash Price F. O. B. N. Y.) 








Color List 


eee oy | PAINT, 
oak G reen, Red, Brown, Olive Green, Colonial Yellow, 
Sky Blue, Gloss Black (11 Colors). 
VaRNisti STAIN, Dark Oak, Light Oak, 
not, i, Meboeney. Rosewood (6 Colors) . 
SCREEN E EL, Black, Green (2 Colors). 
STOVEPIPE ENAMEL, Iron Black. 
FURNITURE VARNISH. 
(Above in Full HALF-PINT Cans, oh Cots 
BNAMEL PAINT, White, Bright Red, 
, Dark Green, Dull Black, Jet Bick ors Colors 
(Full QUARTER- PINT Cans. ) 
GOLD PAINT. 
ALUMINUM PAINT. 
(Full BIGHTH-PINT Cans.) 





Flat White, Gloss White, Pea Green, 


A Hardware Merchant’s Experience 


“We put in a stock of DI-MEL-INE in a full assort- 
ment of colors about 10 months ago. It has been the 
best selling paint specialty we ever had. Our stock is 
clean; we accumulate no old, dead or undesirable stock 
and they have no unsalable numbers. We have opened 
a can and tried the quality, and, from the best of ur 
knowledge, we cannot see any difference between it a 

higher priced paint. We are sure that if you will put it 
in that you will like the line and that it will prove to be 
a ready selling line with you, and we believe you will 
turn your stock quicker than with any other line of 
small paint you might put in.” (Name on request.) 








Booklet “The Five and Ten Trade in Hardware” 
It’s free to you. Use the coupon in southeast corner. 


profitable popular si trade. 


150-170 Second iliac 


=> 2s:.lU OiSelUlU SOllUCU Sl Seat 


contains many points about the 


'BROOKLYN-NEW YORK 


a ee 
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/DI-MEL-INE 


STAINS 
ENAMELS 


PAINTS { Os ! 
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GOOD VALUE THESE DAYS AT 15 CENTS OR TWO-FOR-A-QUARTER 


-Up” Line at a Popular Price 


DI-MEL-INE combines the right balance of quality 
and quantity to retail at a popular price—that means 
value. It has never failed to give satisfaction to users, 
who come back for more. It is put up in the same size 
of cans as heretofore, with liquid measure plainly speci- 
fied on the labels. There is no attempt to get around 
increased costs by means of odd-sized, non-standard 
cans, nor the use of weights instead of the U. S. Gal- 
lon, the only proper unit of measure for liquids. 


DI-MEL-INE sales and profits thrive on “Clean-Up and 
Paint-Up” campaigns. It is just the line that you need 
to meet the competition of the popular-price specialty 
stores that are nibbling at your trade and profits. There 
is a lot of this business being done in your town. This 
is an opportunity to get your share. DI-MEL-INE is 
a distinctive specialty line that will help your regular 
paint trade—will hold business that is going to other 
stores. 


Full Size, Full Measure, U. S. Standard Cans 
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ENAMEL PAINT 
te, 6 Colors 
Full Quarter-Pints 


ALUMINUM PAINT 
Full Eighth-Pints 


GOLD PAINT 
Full Eighth-Pints 


Jobbers’ Assortment 


1 Gross—144 Cans. 29 Colors. 


The outfit that jobbers have used with success to start retailers 
toward getting the profit-dimes out of DI-MEL-INE. This 
Assortment is complete; it comprises every one of the 29 
DI-MEL-INE items and there’s no more than six cans of any 
one color. It’s a small quantity—almost too little for a regular 
Hardware store, but a good entering wedge for getting into the 
popular-priced end of the paint specialty trade. For a try-out, 
where space is limited, or for a general store, it is just the right 
thing. Celluloid Color Show Card with easel and hanger; out- 
door metal sign, show cards and a set of eight posters. Packed 
in one case, shipping weight 100 Ibs. 


Costs You $10.08 Complete 


(Net Cash Price, F. O. B. N. Y.) 


Full Half-Pints 





Is the factory price of DI-MEL-INE Open Stock, less 2% Freight Allowance and 2% cash 10 days, F.O.B. 
New York. Jobbers quote a slight advance at distant points to cover freights. For introductory pur- 
poses, and because they av e less in cost, the two regular Assortments, as above, are offered at $10.50 

r gross either to new or old customers. Special discounts are granted on orders of 5 Gross or 10 Gross 
9 one shipment. Write for quotations. Open stock price applies to average assorted orders for a number 
of colors. An extra charge will be made for certain high-cost items if ordered separately or in unusual 


UE= 3 al kam BY=¥- 1 (=) aoe Oke) Blele) a! 


SPECIAL! 
Montauk Paint Mfg. Co., Brooklyn-New York 


Western Trade Supplied by 
C] Ship Dealers’ Assortment DI-MEL-INB, 


TOWNLEY 


METAL & HARDWARE CO. 
KANSAS CITY, MO. 


ENTIRE LINE $10.80 Gross 


F. O. B. KANSAS CITY 
Assortments and open stock of colors 
carried in warehouse at all times. 
Prompt shipment. 


$10.80 


Per Gross 


$25.21 


Ship Jobbers’ Assortment DI-MEL-INE, $10.08 


Ship.. Grass DI-MEL-INE Screen, 


17HA2/8 
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The Coming of Spring Brings 
Seasonal Changes in Your 
Hardware Store 


You will have some stoves to move back to the store-rooms— 
and in the store-rooms are fencing, incubators, refrigerators and a 
lot of other heavy merchandise for which the big market exists 
during spring and summer. All of it will have to be moved out 
now for the inspection of the spring trade. 


Jos Umber onlaignnea-oaeor nese meme eae 





A Baltzly Stove Truck is just the aid which you need in your 
hauling. Inexpensive to buy, it is so well-built that it lasts at least 
a quarter of a century. It will move all heavy goods with greater 
ease and rapidity than that of two men. 


Another change you'll make, 
unless you've made it before, is 
that of putting in a full line of 
our Crystal Coffee Mills. You 
know the arguments which sell 
a coffee mill. Crystal Coffee 
Mills don’t need half of them. 
In fact, their advantages are so 
evident that, on exhibition, they 
fairly sell themselves. 
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It is not a jump which we 
make from stove trucks to cof- 
fee mills. The gap is filled with 
700 items in mops, toys, garden 
sets, woodenware and miscella- 
neous house furnishings of every 
description. In fact, if you will 
send for the Arcade Index you 
will see what an extensive line of 
high grade hardware we manu- 
facture. 


Bix Age 


SSR ot 


Arcade Manufacturing Company 


420 Arcade Avenue 


Freeport Illinois 


———————— 
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GLOBE STOVES 


Lona-lived as a mountain of iron—in service 





Beautiful as a work of art—in appearance 





Convenient as your right hand—in action 





Economical as a miser—in use 





Profitable as a gold mine—in selling 





For those whose interest leads them to seek more 
particular information, we have prepared a beauti- 
fully illustrated book about GLOBE STOVES 


which will go forward to you upon request 


THE GLOBE STOVE & RANGE CoO. 
Master Stove Builders 
KOKOMO . INDIANA 





HARDWARE AGE February 3, 1917 


ee 


ae 


Ronin eneaiceee 
eo: ae Peay NAc GO 


es tn Ra 


panatareitied 


ba hs is sel 2 Nth 


ir ah 


4. ALENGMAN, Chairman of Boara Cail EDWARD W. SYKES, Secy 
HARRY AENGMAN Je Pres & Trees S , C.0.BRITTON,Ssles Mor 
LEWIS C MATTHEWS Vice -Pres — DANIEL MATTHEWS. Supt 
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ENGMAN-MATTHEWS RANGE COMPANY 


(WO GENERATIONS OF MALL EABLE RANGE BUILDERS’ 


SOUTH BEND.INDIANA,U.S.A. 
January 15th, 1917. 
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To The Sales Department, 
Engman-Matthews Range Co., 


1 
Gent lemen: 


& 


All my life I have sold ranges. For twenty 
years I have sold them through dealers. I 
always have contended that dealers should 
get assistance from the manufacturer in 
selling ranges. 


oe 
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I practically originated this activity. 

Our distinct and original method of canvass- 
ing is the culmination of this policy which 
sells ranges for the dealer. It sold 
thousands of ranges for dealers last year. 
It is going to sell thousands more for our 
dealers this year. 


} 
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THE RANGE ETERNAL is the best range on the 
market. We help dealers sell it for a hand- 
some profit. After all, isn't that the most 
important point in merchandising? 


Eternally 


HAE/FL WE SELL RANGE ETERNALS FOR OUR DEALERS. 
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ENGMAN-MATTHEWS RANGE Co. 
SOUTH BEripD « - - INDIANA 


‘vo Genorations of Malleable igs Builder 












February 3, 1917 HARDWARE AGE 135 


gua NTA 


Shell Get It! 


That fly is as good as gone when she starts after it witha 


SANITARY FLEXIBLE) 
RUBBER FLY SWATTER 


It makes fly killing a sport—and it is equally good for killing mos- 
quitos, moths, bugs, beetles, etc. 

It is harmless to furniture or the finest fabric. It is sanitary—dquickly 
washed under a faucet. 

Half a million of these Sanitary 
swatters practically sold themselves 
during the introductory season and 
the way they dominated the market 
wherever offered proved that for at- 
tractiveness, utility and good value, 
they have no competition. 

At the popular retail price of 10c, 
ten Sanitary swatters sell to one of 
any other kind. 

Make the Sanitary swatter one of 
your leaders and the repeat orders 
will come without asking—and you 
will soon find that a general supply mg) 
is needed to meet the demand. — 

Adequate manufacturing facilities | ; 
permit us to quote with a liberal mar- 
BS gin for both jobber and dealer and we 

saw do more than could be expected in 
promoting retail sales. . 
Write to us so that we may send 
Wy free sample and explain our proposi- 
tion, 
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A. W. Drake Mfg. Co. 


Form:rly Standard Vending Machin= Co. 
Hazleton, Pa. 
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PENN Shaving Service Set 
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The Penn Dollar 
Safety has made 
good—all over the 
country. 


The razor is right 
—natural shaving 
angle—right weight— 
smooth guard—silver plated. 

The blades are right— 
quality steel—hand finished 
—separately honed and 
tested. 

Penn Blades are fine pieces 
of cutlery—too good to 
throw away after reasonable 
use. Hence, the Penn Shav- 
ing Service Set, so that men 
can strop their Penn blades 
and get longer service out of 
each blade—more_ shaves, 
better shaves and less cost. 


No. 20 


$250 


The set consists of: 
I1PENN Safety 
Razor 


2 Extra pkgs. of 
PENN Blades 


. 1 Honing Strop 
1 Stropping Handle 


All the tools for Shaving 
Satisfaction day in and day 
out. 

Complete money - saving 
service for your customers. 

At least 250 shaves for 
$2.50. 

Offer this proposition to 
the next man who walks into 
your store. 

He has been ready for it 
for years. 


PENN Razors, Blades and Shaving Service Sets 
are Guaranteed to Satisfy—or Your Money Back. 


Dealer’s Profit is Paid on Any Article Returned. 


A. C. PENN, Incorporated 


100 Lafayette Street, New York 
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Adjustable Lamp 
The Wallace Lamp R e t a j ] S ever wanted. Sold on 


is a real Hardware a guarantee of Sat- 
Specialty. isfaction or your 
Money Back. 

about the house are The Wallace Two- 
apparent at sight. Arm Extension 
Every customer ina Bracket is another 
hardware store is a , \ sale-on-sight spe- 
possible purchaser. ae cialty. 

It has been so wide- | Every housewife 
ly advertised na- \ @ : needs a —Two-Arm 
tionally that people Extension Bracket. 
recognize it if they \ Ae Screwed into any 
see it anywhere =— light-socket it gives 
about the store. the use of two sock- 
Moreover, the advertising has ets—for light and current at 
told people that they could buy the same time. 

it in hardware stores. Women are using many elec- 
You should know it and show trical devices and they want a 
it. The rest is light ontheir work 
easy. It hangs or at the same time. 
clamps anywhere The Wallace 
and “stays put.” Two-Arm Exten- 
It throws light at sion Bracket is 
any angle—wher- the answer. 


WALLACE TWO-ARM 
EXTENSION BRACKET 
Retails $2.00 


A. C. PENN, Incorporated 


100 Lafayette Street, New York 


WT THT Whi 
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The variety of uses 


IAA A 
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Closed—For Carrying . . As Flashlight 
Open—As Lam; 


ULTRALITE 


Vest Pocket 
Telescoping Portable 
Electric Lamp 


Ultralite is not It is catalogued 
merely a “flash- Retails: in the Boy Scouts 


— but a real Without Battery - $1.25 book, “Scouting,” 
amp. 


a Pint dy nm 


— 


Nag ergs apne wis 
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and is particular- 
ly adaptable to use of 
Boy Scouts. 


Can be used as a Batteries 
flashlight when you 25c to 35c each 


want to hold it in your 


hand and focus the 
light. tra demand from the 


5 OR Aah raise 
Baal tianeeepene 


< 


This makes an ex- 


30y Scout organiza- 
It also stands on its ’ 


own base and makes a 
lamp by which to 
work or read. Dealers sell it as a 


tions all over the 
country. 


aa ns 


Especially adapt- lamp and not a mere 
able for campers, mo- | “flashlight.” This in- 


torists = many uses creases ‘the market 
é 10use. 
bout the noune and the profit. 


ee ee ee 
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Can not only be car- 
ried to any part of the 


house, but placed so 
as to throw the light Money Back if not 


‘ala 3 
where you want it, Satisfied —dealer’s 


leaving both hands profit paid on any re- 
free. turned Lamp. 


The Ultralite is sold 
on a guarantee of 


Risers. 
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A. C. PENN, Incorporated 


100 Lafayette Street, New York 
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THE FRANK MILLER C? 


3498 351 W 26 S! 
NEW YorK.U S.A 


FRANK MILLER’S METAL POLISH 


Doesn't settle—doesn’t pack— 
non-inflammable. 

Three features which set Frank 
Miller’s Metal Polish above any- 
thing else in the field. 

Three features which are mak- 


~ il) 
all ¥ 
- ee 
FRA ANK MILLER’S | 
HAIR | 
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FRANK MILLER’S 
MOHAIR TOP 
DRESSING 


Will make automobile 
tops like new—soft and 
silky. Stays right in all 
kinds of weather. 


FRANK MILLER’S 
AUTOMOBILE 
BODY POLISH 
Gives a lasting water- 

proof luster. Leaves a 

hard, dry surface which 

will not catch dust. For 
use with cloth or with 
sprayer. 


S 


RANK MILLER 1 - 7) 


—Automobile~ 
ony POLIS 


ing Frank Miller’s Metal Polish 
the fastest seller and repeater in 
its line. 

A quality product at a fair 
price, made by a concern that has 
produced polishes since 1838. 


FRANK MILLER’S 
BRIGHT 
DRESSING 


Dresses up leather 
Doesn’t turn gray when 
wet. The kind of dress- 
ing used by the _ big 
leather people. 


Since 1838 Frank Mil- 
ler products have stood 
for quality service. To- 
day they are specified 
in government work and 
in the large industries of 
the country. The name 
Frank Miller is a 79- 
year-old guarantee 


A. C. PENN, Incorporated 


100 Lafayette Street, 


New York 


MN 
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LAST CALL FOR THE 
ALADDIN BREAKFAST 


N the March 17th issue of The Saturday 

Evening Post we are going to run a full 

page advertisement on the Aladdin break- 
fast utensils. 


per re nt a Niort tenor Micah tac at areeentin pean ae TE 


It is going to feature the Aladdin sheet tea 
kettle with inset, the new Aladdin perco- 
lator, the Aladdin sheet griddle with bail, 
corn cake pans and the new measure cup 
with lip. They are the Aladdin utensils 
that make breakfast getting a delight to 
thousands of American housewives. 
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A big number of our dealers are preparing 
now to cash in on this first big Aladdin 
drive. 


They have taken inventory and have or- 
dered a new and increased supply of the 
Aladdin breakfast numbers—to meet a de- 
mand which their experience has shown 
will be created by advertising of this calibre. 


It is not too late yet for you to do the same 
thing. You know from experience that 
strong and forceful advertising in such 
magazines as The Saturday Evening Post, 
Good Housekeeping, The Woman’s Home 
Companion, etc., creates a real demand. 
And Aladdin is going to be put across in a 
big way in these magazines thiS year. 


But don’t forget the Aladdin breakfast 
utensils. Your customers will want to be 
served bright and early—so now is the 
time to send in your orders. 





You know our reputation for prompt de- 
liveries. 





Aladdin electros sell goods. 
Write for yours today. 


THE CLEVELAND METAL Propucts CoMPANY 
Cleveland Ohio 
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The Russwin opens right 
up for quick, thorough 
cleaning. No bother dig- 
ging out grooves and 
holes. The case is hinged 
in the middle; roll lifts 
out readily. Inside of 
cutter can be kept as 
clean as the outside—and 
as easily —a fact that 
every housewife will 
appreciate, 








This Food Cutter cuts 
clean—cuts the work of 
meal-getting-cuts lightly 
and easily 3 lbs. of food 
a minute! It’s a great 
relief to the busy house- 
wife who's always strug- 
gled with the old-style 
“meat grinders.” Russwin 
cutters are self-sharpen- 
ing, always keen for 
work. 
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EASY TO CLEAN 


This cutter is so easy to clean, you'll find it easy to sell. For the difficulty of cleaning 
most food-cutters has tended to discourage their regular use in the household. 
Housewives readily appreciate also, the cleanliness of the 
Russwin cutter when in operation. The gutter below the case 
carries all dripping juices to the dish, eliminating all untidiness 
with its necessary tiresome “cleaning up.” 
You'll want the credit --and the profit --of introducing this 
cutter. For it'll win many thanks, besides many dollars. 


We'll furnish you a supply of RUSSWIN COOK BOOKS for cross-counter distri- 
bution. They'll help you sell RUSSWINS because they tie up the cutters with 
many tempting dishes and complete description of the RUSSWIN easy cleaning 
features. Write us for complete informati 





RUSSELL & ERWIN MFG. COMPANY 


The American Hardw Cc 
NEW BRITAIN, - CONN. 
NEW YORK SAN FRANCISCO CHICAGO LONDON, ENG. 

















PULL LLL LULU URL LUELLA TLE LILUGELOG ECU POCO OHTA TILIA UDH ELON LITA EE 











“a 


¢ . 


BI LG ice iy 








rt) 


FW 
tay VAT 











HARDWARE AGE February 3, 1917 








Your Opportunity 


It’s the PEERLESS Freezer for you 
who want to handle the freezer that is 


right up-to-the-minute in every particular. 


Just note these features: Gearing all 
enclosed in ball-like frame; the Tall, Slim 


Can; Fewest Parts of any standard freezer 





made; the Dasher scientifically con- 
structed so as to give the cream the 


same rolling motion like the old “French 


i —" 


Pot” which gives the cream a smooth- 


ness unequalled by any beating method ; 


| 


and the Speed—3 minutes for Freezing. 








Prompt Delivery 


You don’t need to wait 
for PEERLESS Freez- 
ers. We have always 
made a specialty of 
prompt shipment of 
accepted orders. 
There's a big rush on. 
“As easy to Grind Order today of your 
AsaWatchtoWind’ jobber and have the 
freezers in stock. 


eg eae ee 
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The Peerless Freezer Co. 
Winchendon, Mass. 


J.C. McCARTY & CO., Eastern Selling Agents 
29 Murray St., New York 
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Fan With Two 
Speeds 


YOUR STORE 
Lay amen 


A Whirlwind Seller! 


Bigger Value Than Ever 


The New Model C Polar Cub Electric 
Fan will still sell for the low price of $5 
which made the Polar Cub the sensation 
of the fan industry. But in value it is far 
ahead of previous years. 

It now has two speeds and stop \t 
high speed it gives a much stronger breeze 
than ever before 

The frame is die-cast, thus eliminating 57 
different parts. It cannot possibly get out 
of alignment. Bearings are an integral part 
of the die-casting. The guard is spot-welded 
and is positively unbreakable 

The fan is adjustable to ahny 
be thrown in any direction The b 
for attaching to the wall if desired 
insulated Equipped with 8-foot cor 
Blade diameter 6 in. —height 
weight 3 Ib. 5 oz 

Backed by a powerful campaign of national ad 
vertising throughout the selling season. Big space 
in The Saturday Evenin Post er's and ther 
magazines, 


$1.25 Profit on 
Every Fan 


Trade discour 
Less than 6 
Six fans an 
Terms 
Haven 
Fans packed 6 and 1 
request we turnis 
store display material 
Order Eariy—We have larg: 
production facilities, but despite t 
will exceed the supply 
So place your order now. If fi 
is wanted, write us. 


AC -Gilbert 


400 Fox St., New Haven, Conn. 


inadian Kepresgntative. Menzies ( ronte 
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STEEL and CAST 


ENAMELED WARES 


THE KIND THAT’S BOUGHT 
WHEN THE BEST IS SOUGHT 


THE VOLLRATH CO. 


SHEBOYGAN, WIS. 
NEW YORK CHICAGO 
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You know what you pay 
when you place the order, 
not when you get the bill 


—if you buy from OUR DRUMMER cata- 
logue—the book that guarantees its prices in 
wartime. 


The big Spring Number of this catalogue, . 
which soon will be in the mails, will continue 
our regular policy of naming plain-figure net 
prices on all our goods and guaranteeing them 
against all advances during the thirty days 
the catalogue is in force. 


Moreover, this catalogue will enable you to 
have the goods to sell without paying too 
much for them. With it you can steer safely 
between the two extremes of not getting 
enough merchandise and of paying so much 
for it that your profit will be shattered. 


We have the goods subject to YOUR order. 
And our prices are at the lowest level con- 
sistent with standard qualities. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 


nnn CASAC 
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Our Catalogue No.7, dated 1915 


and 
Supplement No. 1, dated January,1916, 


illustrates 
over 4400 articles of 
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WIRE HARDWARE 
WIRE KITCHEN WARE 
WIRE  SPECIALHES 


Send for a Copy 


THE WIRE GOODS COMPANY 


WORCESTER, MASSACHUSETTS 
U.S.A. 
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There’s Money in Brushes 


—for the dealer who carries and shows a good assort- 
ment. 


Every Store, Household, Garage, Public Building 
and Factory in your community has some place where 
brushes could be used to good advantage. 


If you get the reputation of having the Right Brushes 
to meet the demands of this trade, you will have a 
profitable addition to your business the year ’round. 


Osborn Brushes are Right Brushes 
Right in Design—Right in Quality—Right in Price 
A few of the items on which Dealers in every sec- 


tion of the country are enjoying steady and profitable 
business are shown in the lists and illustrations. 


Write our nearest office for full information. 


PUBLIC BUILDINGS 
Radiator Brushes 
Sanitary or Closet Brushes 
Cuspidor Brushes 
Bottle Brushes 
Wire Cleaning Brushes 
Scrubbing Brushes 
Dusting Brushes 


Floor Sweeping Brushes, etc. 


STORES 
Floor Sweeping Brushes 
Counter Dusters 
Window Brushes 
Window Cleaners 
Floor Scrubs 
Butcher Block Brushes, etc. 


GARAGES 
Floor Sweeping Brushes 
Dusting Brushes 
Tire Roughing Brushes 
Wheel Cleaning Brushes 
Auto Washing Brushes 
Paint and Varnish Brushes 
Spark Plug Brushes 
Wire Cleaning Brushes, etc. 


HOMES 


Floor Brushes 

Dusting Brushes 

Window Brushes 

Sanitary or Closet Brushes 
Bottle Brushes 

Sink or Kitchen Brushes 
Shoe Brushes, ete. 


THE Oseorn Manuracturine Co. 


New York 
395 Broadway 


__ Milwaukee 
255 So. Water St. 


CLEVELAND 
5401 Hamilton Ave. 155 Ne ep St. 
San Francisco 


Detroit 
672 Atwater St. East 61 First St. 
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The washer your customers want and will buy Yy 

—most modern, efficient and satisfactory made. Y 

Made to suit all requirements —8 great models. Y 
lectric or Belt Power. Single Tub Washers, 

Bench Models and the popular Automatic "Twins. 

More exclusive features—more sales points— than 


any other washer, and the best equipment obtain- 
able. 


MOST COMPLETE DEALER CO-OPERATION 


Our Sales Campaign insures 


our business. It's new, original 


complete in every detail. len ads in your local papers— 


Model No. 4, Electric, 


illustrated letters toyour 








a 1 
display 


Single Tub, Reversible tising motion 


Wringer, Folding 
Bench 


by our expert demonstrators—adver- 


picture films— weather forecast follow-up 


books and a hand- 





cards to your prosp two 


some picture to be given free—and a dozen other great 
features. A/i/ at our expense, for your benefit, 
Write for complete information now. 


Y 


y 
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Protect-A-Lite Inner Gas Globe 


Approved Used Inside 
by Under- Inverted 
writers’ La- Glass 


boratories Globes 


No broken globes! No loss! Makes every gas 
light safe. Packed one dozen to carton. 


Columbus Sanitary Fly Trap 


The Safest and Strongly 
Quickest Way Built of 
to get rid of High-Grade 
Flies Materials 


Every trap guaranteed not to pull apart. The best 
appearing and most efficient trap on the market. 
The price is right. 





Sanitary Tooth Brush Holder 


Will hold four tooth brushes, a tube of tooth paste, 
a box of tooth powder and a bottle of mouth wash. 
Made from one piece of sheet steel. Beautifully 
enameled in 
either. satin 
white or glass 
white. Nothing 
like it on the 
market. Every 
home a prospec- 
tive customer. 


A Real Shoe 
Scraper 


Made from one 
piece of heavy 
sheet steel. An ar- 
ticle of merit at a 
low price. Finished 
in black Japan. 
Screws furnished 
for either wood or 
cement steps. 








ALL THE ABOVE GOODS CARRIED IN STOCK FOR IMMEDIATE SHIPMENT 


The Safety Wire Gas Globe 


Co., - - Columbus, Ohio 
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Alaska 















Good Business 
In It for You 









Every woman is interested in the special features of the 


ALASKA freezer. 


Show her the Open Spoon Dasher with floats like the slotted 
mixing spoon that freezes the cream to a velvet in the shortest 










time. 










Show her the Covered Gearing, the Tall Slim Can, the Ice 
Guard that keeps all ice and salt out of the can. 





Show her the shallow oval socket in the bottom on the can 
that is so easily cleaned in contrast to the deep, square socket of 
other makes. 


Show her how smoothly and easily the ALASKA is oper- 
ated, how simple it is in its construction and how readily the , 
freezer can be put together by anyone in from 10 to 20 seconds. 








You have then sold her the best freezer on earth, and you 
will have many other sales coming to you from the good words 


she will tell her friends about ALASKA superiority. 






We help you make known these points to your customers by 
advertising in nearly all its forms—window displays, show cards, 
circulars, etc. 









Take a tip from us: It’s high time to get your order in. Busi- 
ness is good. 





Write us for terms and prices to-day. 


The Alaska Freezer Co. 


Winchencon, Mass. 
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You Can Sul Carry Our Full L capiel 
Brackets and Spoons on Y our 5 and 10 


The Atlas Line gives hardware dealers the chance of 


( ent ( ounter competition with the Five and Ten-Cent Stores. Not 
only can the Atlas utility goods be a sold,—but the 
y 


dealer can sell them at a real profit wort of considera- 


tion. 

We manufacture brackets and hooks which, although 
they are the lowest-priced on the market, are yet the 
strongest, with a good finish and attractive appearance. 

Our 5 and 10-cent fly swatters cannot be duplicated for 
quality or utility. 

If you have never considered competing with the Five 
and Ten-Cent Stores this is your opportunity to begin 
with an exceptional line of goods. Send for our cata- 
log and let us acquaint you with the most durable, de- 
pendable and best quality goods for the money that can 
be had. A postal card with return address would be 


sufficient. 


THE ATLAS MPG. CQ. 


123 WATER STREET NEW HAVEN, CONN. 
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CARY’S UNIVERSAL 
BOX STRAPPING 


A continuous metal strap with a series of raised 
bosses along the edges to protect nail heads, also 
to stiffen the edges of the strap. 


MADE IN 4 WIDTHS FROM AN EXTRA 
QUALITY SOFT ANNEALED STEEL 
OF GREAT TENSILE STRENGTH 
THROUGH WHICH NAILS CAN BE 
READILY DRIVEN. 


This strapping is put up in handy reels of 300 
feet, each reel equipped with our patent metal 
hanger. 20 reels packed in a case. 


CARY’S PLAIN SOFT 
ANNEALED BANDS 


Made in many widths and gauges—put up in ribbon 
wound coils of 600 feet-—packed 10 coils to a case. FOR 
fill ALL PRACTICAL PURPOSES OF BINDING 
PACKING CASES, THESE BANDS ARE FAR 


it 


ven i fee 
ALSO SOFT ANNEALED HOOPS—STRIPS 
AND BANDS IN 

MANY GAUGES 

AND LENGTHS, 

PACKED IN 

Patents Pending in United States and BUNDLES. 


Foreign Countries 


CARY’S EVERLASTING’ 
FLEXIBLE STEEL MATS 


Made in 12 stock sizes—also in rolls 

50 feet long in different widths. 

The only mat on the market that is 

both of strong construction and hand- 

some appearance. 

MADE FROM BEST QUALITY GALVANIZED STEEL. 

The United States Government has contracted for our mat to be used in all its buildings throug! 
out the United States. 


























Send for Complete Catalog 


Manufacturers also of Flat and Twisted Wire Box Strapping, Box 
Fasteners, Clasps, Seals, Crate Hinges and Hasps, Corrug rated 


Joint Fasteners, etc. 
Saw Edge Plain Edge 


CARY MANUFACTURING CO.“ atsuits4”* 
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E-51. Vacuum Dasher. E-42. Peg Dasher. 


The Best Way for the Housewife— 
The Profitable Way for You ! 


Of all household tasks the women find wash- 
ing the hardest, most monotonous and most un- 
welcome. But it is really a simple matter to 
wash clothes if the right equipment is provided 
and the dealers who demonstrate Voss Washers 
to their customers can readily sell them, because 
the Voss Washers are the simplest and most con- 
venient washers on the market today. 


Voss 
sea Stmshine Washer Washers 


For large or small families; for hand, gas en- 
gine or electric power, there is a Voss Washer 
built to give long service and satisfaction to the 
customer. Special talking points distinguish each 
type of washer. 


We have folders, catalogues, etc., to aid you in 
selling these machines. Write today for our 40- 
page catalogue and price list. 


Made with Vacuum or Peg Type Washer 


Voss Bros. Mfg. Co. 


Davenport, Iowa 
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Order 


Your 
Profits 
Early 


If you are thinking one jump ahead of 
today, Hardware Dealer, you know that 
a patented automatic ice-cream freezer 
can’t help but sell itself to your house- 
furnishing trade next summer. 

Stock and push the Auto Vacuum 
Freezer during 1917. It means big 
profits and quick turnover for you, Mr. 
Dealer. We help you increase your 
sales by our big national advertising ; 
our window posters, pamphlets, recipe 
books, hangers, sales ideas, etc. All of 
ry help you make more Auto Vacuum 
sales. 


HARDWARE AGE 


Last year we were hampered in mak- 
ing deliveries by conditions in the mar- 
ket for raw materials. Therefore, our 
advice to you is that you get your orders 
in now so that you may be sure of having 
the goods with which to meet next 
season’s certain demand for this widely 
advertised freezer. 


There is too much profit on this line 
and the market is too large to make it 
practical for you to neglect our propo- 
sition. 


’ 
‘ui 
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Auto Vacuum Freezer Co. 


The ae wathemet ecaciamcane 





27 West Broadway New York 
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Full Size M-2-8 


Full Size Plate 2-8 





EAULILESS CASI 








FAULTLESS 


Improved New Idea 


Clock-spring steel socket 
will fit more snugly into 
your bed post than any 
other, because the ten- 
sion of the spring is to- 
ward the post. Slots in 
each cross arm allow the 
caster to turn easily. This 
caster is made to fit all 
sizes of tubing up to 
three inches in diameter. 











SPECIAL NOTICE 


FAULTLESS CASTERS were awarded the 
GOLD MEDAL at St. Louis in 1904 and at San 
Francisco in 1915, because of their ““EXCEP- 
TIONALLY HIGH QUALITY.” 

















FAULTLESS 


Plate Casters 


are durable because of 
their construction. Made 
with all kinds and sizes 
of wheels. Packed in 
boxes with neat labels for 
your convenience. 


Manufactured by 


Faultless Caster Co. 
Evansville, Indiana 
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oIAMOND 


VELVET 


CASTOR® 






Noiseless! 


“Silence is golden." That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 
stand a heavy strain. 


They Sell as Easily 
as They Roll 


And that is saying a whole lot. 
Tell your customers how easy- 
















running and noiseless the Dia- - 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 
vet Caster. It will appeal to 










you. We will send that sample 






on request. ‘ 
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centers here. 
a oo oa 
metal against metal. 
. 3. Hub shape bearing distributes friction. 
Meriden, Conn. 4. Vulcanized cotton bearing. 













t 
a | 
i 
4) 
ai 
} 
ae i 
ck 
hi 
4 
aig 
3 
a2 
44 
a 
ai 
i 
i 
ay 
# 
af 
A 
a) 


rain Pian IR wih brn ie aa 
9 ae apo 


eevee 
% 





SEN connie Sr won, Sannin mead Nlipaas godpman a 
ss t 8 SEM fan ce pia sa 


iD. Me 
= sacs apne ne oa 


te 
oe 2H 

















HARDWARE AGE February 3, 1917 






We Will Continue Our 
30 Days Approval Plan 


Everybody was startled when we promised to 
make good dealers’ losses provided they would 
get busy with the AutoStrop Razor and lend it 
on trial over the counter. 


We Put It Up to the Razor 


This was more than a year ago. During all 1916 we 
convinced the trade that we could and did stand back of 


this proposition to the limit. Not a dealer in the country 
will deny this statement—thousands of dealers will sup- 


port it. 


We enter 1917 not only determined to continue the offer 
but to give every dealer and jobber who buys razors from 
us a legal contract binding ourselves to guarantee them 
against all possible loss. 


Write for this agreement to-day—we' ll answer to-morrow 
—and the benefit to you will start without delay. 


“IN A FEW WORDS” 
Loan an AutoStrop Safety 


Razor to any customer whom 
you consider honest and we will 
stand back of you. Returned 
razors we will exchange and lost . 
razors we will replace. 





AutoStrop pabety Razor Company 





345 Fifth Avenue - : - NEW YORK 
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are handling the Universal 


Line of Casters. Why? 


Because jobbers can depend upon its completeness 


to supply their every dealer demand. 


Because quality, construction and material have 


created a large dealer demand. 


Because the trade relies on our constant efforts at 


improvement to supply their ever-changing needs. 
> ? 


Because our manufacturing facilities insure prompt 


. q shipments. 


Our new caster catalog will be ready shortly—tie 
most comprehensive line of casters ever offered by any 


manufaéturer. Write us for a copy if interested 














Universal 
Caster & Foundry Co 


General Office and Factory: 


574 Ferry Street, Newark, N. J. 








ON 
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AS EVERY dealer knows, the Oneida 
( 


Yommunity, starting in business over sixty years 
ago, holds rank as the foremost maker of plated tableware 
in the world. 

Owing to its exquisitely pure designs and extra quality, 
Community Plate is found on the tables of prominent 
women all over the world—the Duchess of Rutland, the 
Countess Cadogan, Mrs. O. H. P. Belmont and many others. 

Community Plate is a silverware that should be repre 
sented in every prominent dealer's store. 
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Guaranteed for 50 years’ service. 


ONEIDA COMMUNITY, itp... ONEIDA, 
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Sales Manager to Traveler: 


“I see that you are only selling So-and-So in Blank-town a 
very small quantity of goods?” 


Traveler: 
“That is true. He is a ‘shopper,’ and apparently thinks that, 
by dividing his little business among a number of houses, he 
will keep in better touch with the market, and perhaps, occa- 
sional save a cent in buying which he spends more time in do- 
ing than he does in making a dollar in selling.” 


Sales Manager: 


“It is probable that he sometimes saves the cent in seldom 
makes the dollar. You know our rule: Give the best you 
have to those who are loyal to us, and to the other only when 
we must. The ‘shopper’ isn’t of much use to anyone. If we 
lose his business, we'll never know it.” 


This is the attitude of most Sales Managers, and is worthy of 
consideration by the “shoppers.” We take care of our loyal custom- 
ers, and give them the best we have at all times, in service, quality 
and price. 


Get on the Band Wagon! 


“The Largest and Oldest Manufacturer of Tacks and Small 
Nails in the World!"" WHY? 


Atlas Tack Company 


FAIRHAVEN, MASS., U. S. A. 
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Jo @_ Execrric Vac 


TORRINGTON 
ELECTRIC 

































































is a vacuum sweeper that 
cleans, a cleaner that sweeps. 
Its suction gets the trodden- 
in dirt. Its full sized carpet 
sweeper brush sweeps up 
the surface litter. The life 
of the vacuum cleaner is de- 
termined by the life of the 
motor. In the electric is 
_ found the best motor made 


»—GENERAL ELECTRIC. 


LADY TORRINGTON 


Light, easy running, highly 
efficient; measures up to the 
standard set by our famous 
500-mile wear test to which 
all TORRINGTON VACS 
are put. A positively guar- 
anteed, nationally adver- 
tised hand power vacuum 
sweeper. 


NATIONAL SWEEPER COMPANY 


58 NORWOOD STREET TORRINGTON, CONN. 





























Your Store and 
Black Silk Advertismng— 


Tie our advertising with your store. Quality is the greatest business 


asset any business house can have. 


It is our aim to improve the good 


polish that Black Silk already is. Our slogan, ‘The Best at Any Cost.” 


Only the highest quality will bear our name. 


Tell the public that you are selling Black Silk Stove Polish. It will 
bring the trade to your store and you will sell them other articles. Get 
your share of our advertising influence. Others are doing this; why 


not you? 


We will furnish you electrotypes free for use in connection with your 
newspaper advertising. 


STOVE POLIS 
METAL POLI 
IRON ENAME. 


H 


SH 
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—— Buy thru your jobber —— 


ARE < 
STOVE = POLisn 
worRKs 






STOVE POLISH 
METAL POLISH 
IRON ENAMEL 
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Just the Knife 


that a customer asked for this 
morning. 





We are manufacturers of differ- 
ent shaped knives required in vari- 
ous trades. They bear the name 


of 


“R. Murphy” 


Get our catalog and you can quickly supply 
the shoe maker, the paper hanger, the oyster 
man, the manual training schools, the carpet 
manufacturer and many others, who require a 
particular kind of fine cutlery. 


Our catalog comes with a welcome. Drop 
us a line as you read. 


Robert Murphy’s Sons Co. 
AYER Established 1850 MASS. 
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Preferred Stock 


In the Cleaning Device Market 
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Notwithstanding the flood of cleaning de- 
vices which have been offered the public in 
the last decade, Bissell machines have easily 
maintained the supremacy established during 
40 years. 


YY 


4, 
y 


The Bissell Carpet Sweeper is just as popu- 
lar as the day it was introduced. It is just as 
much valued by intelligent housekeepers as in 
the days when it was the only “sweeper” in ex- 
istence. 

Bissell Vacuum Sweepers, introduced more 
recently, have been a phenomenal success. 
They are efficient, convenient, and built for a 
lifetime of use. They are worthy of the 
famous name 


BISSELL’S 


Therefore these two Bissell machines are pre- 
ferred stock with all experienced merchants. You 
ow from experience how the name is valued by 
the purchaser, how the price is standardized by con- 
Stant advertising, how the profit is always assured. 


i 


Bissell’s 
Carpet Sweeper 


Bissell’s 
Vacuum Sweeper 


You know that for these reasons the Bissell out- 
sells all competing machines. That it keeps you 
clear of the price wars which continually rage in the 
cleaning device market—wars which rob the retailer 
of his legitimate profits. 

Because of these exclusive advantages most deal- 
ers specialize on the Bissell line. 

The Bissell line has been manufactured for over 
forty years in a factory devoted entirely to the mak- 
ing of cleaning devices. If you need further infor- 
mation, address 


BISSELL CARPET SWEEPER COMPANY, GRAND RAPIDS, MICH. 


Oldest and Largest Exclusive Manufacturers of Carpet Sweeping Devices in the World 


Made in Canada, too 


New York (25 Warren Street) Paris 


Agencies Everywhere 
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More Profits for Farmers Who Raise Hogs 


Here's the sausage and lard making outfit for the farmer who raises hogs. If he has been 
selling his porkers on the hoof, he can more than double his income by doing his own slaughter- 
ing. Tell him this. Proceeds of one hog will pay for the ‘Enterprise’ outfit. 




















“Enterprise” 
Sausage Stuffer and Lard Press 


Always gives satisfactory service. 
Only press with patented corrugated 
spout. No air can enter casing. Cylin- 
der is bored true—can’t jam or crack. 
Nine sizes and styles—2 to 8 quarts, 
japanned or tinned. 


4 quart size, japanned, $7.00 
6 quart size, japanned, 8.00 


“Enterprise” Meat-and-Food Chopper 


Not only useful in cutting meat for sausage 
exactly right, but can also be used by the house- 
wife in making dainty and palatable dishes for 
the table. She can utilize the leftovers from 
one meal and transform them into delectable 
delicacies for the next. We make 72 sizes and 
styles of choppers. 


Family size, $2.00 
Large size, 3.00 


By handling the “Enterprise” 
line you can meet all competition 
and make a substantial profit. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 
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This seamless tea kettle, like each of its 
brother items in the Real Solid line, is a sani- 
tary utensil, light in weight, spun in one solid 
piece, easy to clean, proof against rust and 
rough handling. Being an excellent conductor 
of heat, it brings the water to a boil in record 
time. 


Order now. 


The Buckeye Aluminum ventions 
Wooster, Ohio 
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<Kewe>  Box-Strapping 


As a hardware dealer there is no That Holds 


better way of increasing your trade 
and your prosperity than by stock- 


ing a line of Acme Steel Goods. 
Your 


Box-strapping of such good quai- 
ity that it binds your customers to 


you as a reliable dealer is also made C t 
by the Acme Steel Goods Company. us omers ; pee com. 
Doormats that look well, wear EMBOSSED” 


well, sell well welcome you to the 


—_ which come with selling Doormats That Wel- 


We are always pleased to quote 


prices and send catalogs. come You to Prosperi ty 


ROLLS UP LIKE A RUG 


Also Manufacturers of Corrugated Fasteners— 
Light Strip Steel and Shipping Room Supplies 


3 plod Goods Co 


a A 
ee) £2 Hind FY de04-2040 0 ARCHER. AVENVE CHICAGO, TLL. 


ALL STEEL GALVANIZED 
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Pete says: The Greatest Value i in the 
Carborundum Line 
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The 

Carborundum 

Company 

Niagara Falls, N.Y 

a, ‘ Please send me prepaid, with- 
ood out charge .one No. 330 stone 
fe together with literature and prices. 
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ECONOMY FIBRE REFRIGERATORS 


A TESTED AND PROVEN PRODUCT 


WILL STAND ALL CLIMATIC CHANGES 
WITHOUT GETTING OUT OF ORDER 




















No Outing complete without this outfit; keeps 
food and drink warm or cold, as desired. Auto 
Fibre Refrigerator. 


ON EXHIBITION 





znd Floor Klingman Exhibition Bldg., 1917 SPECIALS Include Water Coolers, etc. 
Grand Rapids, Mich. ° 

4th Floor Western Furniture Exposition Unquestionably the most satisfactory and 

aa Bldg. Giengo, Th. Ge : efficient Refrigerator on the market to-day. 
mae Quality boxes at popular prices. This is what 

4th Floor Penobscot Building, Detroit, the people want. Place your orders early. 
Mich. : A 4 

Economy Furniture & Carpet Co. St. Avoid disappointment. Ask for Catalog and 
Louis, Mo. prices. 


MANUFACTURED BY 


TRAVERSE CITY REFRIGERATOR COMPANY, Traverse City, Michigan 














GET BUSY! 


STOCK OUR LINE 


Heel Plates, Shoe. Lasts and Stands ‘1. 
COBLER SETS 






Family 
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A POSTAL WILL BRING OUR LATEST CATALOG No. 15 


STAR HEEL PLATE CO Hamburg Place, near Avenue L 


LOUIS SACKS, Proprietor i NEWARK, N. J., U. S. A. 
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The Purpose 
of 


Hardware 
Age 


is to Serve 


The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. . 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


lf you want information regarding where 
to get certain lines, write us. 


lf you want suggestions on merchandising 
your stocks, write us. 


Don't hesitate because you think the re- 
quest too small to bother us about. We 
want to serve you in both the big and lit- 
tle things. 


And if there is any subject you think 
would be of interest, not alone to you per- 
sonally, but to the trade in general, sug- 
gest it to us. 

This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things you want to know. 


Hardware Age 


239 West 39th Street 
New York 
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—and More 








Quick sales 


‘ty 
repeated turning ot 
the stock—keeping the capital busy— 
is only one of the good things that 
thousands of progressive merchants 

have found in the 
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Self Heating 
rom 


More than 850,000 now giving 
satisfactory service. 


Royal Irons are never found in the 
dead merchandise morgues; the turn- 
over is easy and fast, because every 
buyer is a Royal missionary among 
her neighbors, and we help you intro- 
duce them. 


Moreover, each sale yields a better margin of 
profit than most slower moving specialties. 
And, better still, the Royal has proved itself 
one of the surest leaders in’ developing 
new business—it wins women to up-to-date 
methods—starts them on the right road. 


A Starter for More Sales 


Women who begin with a Royal Iron are easier 
prospects for every sort of labor-saving device for 
the home—for the Royal satisfies—it saves more 
work than it is expected to save—the Royal makes 
good! 

Can you think of a better combination—quick 
sales—liberal margin of profit—and all the qualities 
that lead the way to more sales of other goods! 

And, on top of all this, you get the most liberal 
and direct advertising co-operation—ask about this 
proposition. 


Royal Iron Manufacturing Co. 
552 Wayne Street Big Prairie, Ohio 


Makers of Self-Heating Irons for Over Fourteen 
Years 
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WEST BEND - 


Fountain Percolator 


WRITE FOR CATALOG 





Complete line of Extra Heavy 
Seamless, High Grade 
Aluminum Cooking 
Utensils 
MANUFACTURED BY 


WEST BEND ALUMINUM CO. 





wIs. 











Horse-Shoe Brand 
Clothes Wringers 


Superior in Quality 
Superior in Workmanship 
Superior in Every Detail 
All wringers manufactured by us are 
furnished with a warranty tag, which bears 


the time of warranty. We stand back of 
every warranty. 





Have you received a copy of our latest 
catalogand price list? If not drop usa line. 


The American Wringer Co. 
99 Chambers Street, Mm Tet. 








It’s the Turn Over 
that makes your Profits 








AAmerican Beauty’ Iron 


THE BEST IRON MADE 








With its 
Easy Selling Qualities | 
Simplicity of Construction 
Attractive Appearance 
High - Class Features 


MAKES THE TURN OVER EASY 


We make a varied line of Electrical 
Household & Industrial Appliances. 
It would be a pleasure to send you 
a price list describing the same. 





American Electrical Heater Co. 
Detroit, U.S. A. 















































YOU CAN SECURE 


industrious, capable clerks, salesmen or managers, by 
advertising for them in the Opportunity Exchange of 
ent receives the earnest 
consideration of many ambitious men who aspire to more 
responsible positions. $1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


239 West 39th Street, NEW YORK 
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: No. 232, % In. 


No. 234, 1% In. 





ELASTIC TIP CO. 





te 


> 


Special Washer. 


na 


No. 231, % In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rubber 
head from pulling off. Write for full information 


370 Atlantic Ave., Boston, Mass. 


























Bringing 


women to 


With no extra overhead, no dangerous risk, 
no added store room, and little cost you can 
increase your sales, your profits, and thé’ ope 
of your business—by putting in Pyrex. This 
transparent oven-ware makes a strong direct 
appeal to every woman. 

Every woman is conscious of her need for a 
better baking ware—something to bake and 
serve in, like Pyrex. And we never stop re- 
minding her that she needs and wants Pyrex. 

Follow the lead of progressive hardware 


men everywhere and increase your sales with 


Pyrex. 





TRADE MARK AEB 


Pyrex Sales Division 
CORNING GLASS WORKS, 108 Tioga Ave. 
Established 1868 CORNING, N. Y., U.S. A. 





Transparent 


OVEN-WARE 


Has the name on every piece 
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Madein three sizes, 10, 14 and 22 Qts. 





The Eagle Woodenware Mfg. Co., 


SOLE MANUFACTURERS 


A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 


tomers should use an 


EAGLE MOP WRINGER 


and Boreas Combined, for washing and mopping their floors. 
Witt its use, mo is done in a healthy standing position. 
Does away with wringing a dirty, filthy mop by hand. Hot 
Soa Lye water can be used, the bands never come in contact 
with the water. Floors quickly made immaculate with very 
little effort. 
ow your customers an EAGLE MOP WRINGER—explain 
to them what a labor-saving device it is—its Sanitary features, 
and a Sale IS POSSIB every few minutes. 
made of COYPRESS—‘‘The Wood Bternal,”’ will never rot. 
Endorsed by thousands of users and by the same number of 


Hamilton, 


Ohio 
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PATENTED 


Steady Coat and Hat 
AND 


Ceiling Hooks 


The Coils Make A Firm All-Around Brace, In- 
suring Steadiness and Strength 
The Threads are undercut, insuring the 
Hooks remaining in place after once being 
screwed into the wood. You cannot pull 
CUT % SIZE them out. 
The Sharp gimlet points do not require atool to start them. 


C. T. WILLIAMSON WIRE NOVELTY CO. ° * *" 


58 BADGER AVENUE, NEWARK, 















13 WINDOW LOCK 


(Unlucky for Burglars) 





mig eee ge Lucky for Dealers 


for These Reasons 


@ Pays liberal profits 
Easy to Sell @ Sells rapidly at the low price of 20c 


@ Is simply and well constructed 
q@ Fits all windows and locks both sashes 
@ This lock is durable 


@ Can be made a staple in any hard- 
ware store 


The Lancaster Glass Co. Safe-Tee Novelty Co., Inc., 


Lancaster, Ohio 1038 Fifth Ave., New York. 


Easy to Handle 


These are two reasons why you should 
send for our catalog. When you have 
our prices you will find a third reason in 
the size of your profits. 














AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 






THE NEY MFG. CO., Canton, Ohio 








What Do You Make That A Tell us, and we will gladly offer sugges- 


tions as to efficient methods of securing 


Hardware Store Can Sell? the co-operation of hardware merchants. 
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“COLD HANDLE” FRY PANS AND SKILLETS 


Made in the 
“L. & G.” 
QUALITY, 

both in FINISH 
and WEIGHT. 





LALANCE & GROSJEAN MFG. CO. 


NEW YORE CHICAGO BOSTON 

















. 


A Big Money-Maker 


Nai ] l 1 ppe rs American Safety Hair Cutter 


Here by. yong sensation, the most a 
seller of the day, because it means a new era o 

Sell Themselves freedom for men. What the safety razor means in 
nag, comfort, time saving, convenience and econ- 
the new American Safety Hair Cutter means 

_ Every one of ete th man’s ten fingernails air- cutting. No longer is it necessary to have a 
is a nuisance, and he’s eager to buy the athe cut men’s hair. Men in all walks of life 
device that minimizes their botheration. A everywhere are buying this new necessity, and it is 
counter-card of nail-clippers sells him every being consistently advertised in leading publications. 
time. Women buy it to cut their children’s ) 4» or to cut 


“Gem’”’ 25c ‘“‘Ansonia’’ 10c the hair of the men in the family. 


“Gem” is the most famous manicure in- You'll Find It-Easy 
strument in the world. It is compact and and Profitable to Sell 
powerful and complete. “Ansonia” sells at ; : 
less than half the price but does excellent Because its economy and convenience make it so 
work, and is very compact and handy. popular and because men have long wanted just such 
Write { ‘ 4 an article, you'll find it easy to sell and the greatest 

f rite tor + on at ete profit-bringer in your store. Your clerks can easily 
of “Gem” and a card of demonstrate this article and it will bring people into 

Ansonia. your store on account of its novelty and make more 
money for you. The entire outfit, consisting of 
comb, holder and blades, sells at retail for $3, allow- 


z , ing you a large margin af profit. Blades retail at 
The H. C. Cook Co. Kg, 6oc a dozen. 
’ WRITE FOR PARTICULARS AND PRICES. 
Ansonia SAMPLE SENT PROSPECTIVE DEALERS ON RE. 


CEIPT OF $2. INVESTIGATE TODAY 


Conn. 


American Safety Hair Cutter Corp’n 
967 Liberty Avenue, Room 233, Pittsburgh, Pa. 
































WINDOW PULL-DOWN POLES fitters. tones, mee 


Made from selected timber, finished in our celebrated French 
Polish, which is the most durable and lasting finish made. 


ES ee 





Furnished in Ash, Natural, Antique or Flemish Oak, Imitation Mahogany or any special finish desired, 
Plain Bronze, Bronze. 
Plated or Kahala Bronze Hooks attached if desired. Specially designed Poles also furnished. 


WRITE US, STATING WHAT YOU DESIRE 


The Piqua Handle & Manufacturing Co. - - Piqua, Ohio 
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Before placing your Spring order 
be sure to send for our Catalog 


Showing the Largest and Best Line of 


Cobbler Outfits, Lasts and Stands 


Riveting Machines, Corn Shellers, Grist Mills, Etc. 
IN THE WORLD 
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“Economy” Cobbler 


‘Ideal’ Riveter 
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‘Universal’ Shoe Cleaner “Little Giant’’ Corn Sheller ‘ “R & H” Corn Sheller “Rapid” Grist Mill 


THE ROOT-HEATH MANUFACTURING CO., PLYMOUTH, OHIO 


New York Office: 90-92 West Broadway. D. N. Winner, Manager 





“Arawana” 
Hammocks 


Swing Into Line for Profits 


/ / / i \ \N\ 











A Vacuum Bottle 
That You Can Sell 


Farmers 

To Laborers 
Travelers 
Sportsmen 
School Children 
Invalids 


Picnic Parties— 


Practically everyone, because practically everyone 
is in the market for a good vacuum bottle for one use 
or a hundred uses. 

This bottle keeps liquids hot 24 hours and cold 72 
hours. Every bottle is guaranteed, and brings a profit The most profitable and complete line of hammocks 
well worth the consideration of any hardware dealer. and hammock equipment on to-day’s market. Stock 

Send for our catalogs. it and you will realize the truth of our claims. 





Send for our catalogs and we'll anticipate your orders. 


Simplex Vacuum Mfg. Co. THE I. E. PALMER COMPANY 
1729-39 Philip Street, Philadelphia, Pa. Middletown Connecticut 
































317000 on one. central station's 


go WOOVER 


SUCTION 
SWEEPER 





Oct. 28, 1916 





You can do it, too! 
Let us tell you how The Denver Gas & 





Electric Light Co., and others are landing the big profits. 
No obligation. Glad to do it. Just write. 


The Hoover Suction Sweeper Co. 


Box 601, New Berlin, Oh 























Over 500,000 of our machines have been 
sold to date. A third of a century of ex- 
perience. Live-Wire Dealer helps—exclu- 
sive agency plan. Investigate these modern 
washers. 


Motor High Speed Washer 


It runs easier loaded than others do empty. 


Turbine Vacuum Washer 


It has turbine blades and dome-shaped dolly. 


Motor Power Washer 
It has countershaft with belt shift to tight 
or loose pulley. 





All the latest improvements—superior construction. 
Fully guaranteed. Sold through leading jobbers 
throughout U. S. and Canada. Write for pamphlet— 
and interesting proposition. 


Michigan Washing Machine Company 
Muskegon, Michigan, U. S. A. — 















a 
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Here's one of the far-famed One-Minute 
Washers, guaranteed unconditionally and with- 
out fail. Peg Dolly type—equipped with eectric 
motor—has long bench with castered legs—fold- 
ing rack—all the earmarks of a reliable ma- 






x, chine. Ask for details on No. 15% 
One Minute Manufacturing Co 
NEWTON - - IOWA 











THE OSCILLATOR 


Vacuum Washer 














“Ash the Woman Who Uses One’’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency mérely 
means making one niotion do what it took two to do 
before—making one*hour yield up results that two 
gave you before. The “Oscillator” gives this service 
to its users. Wouldn’t this efficiency please your 
trade? Let us tell you how to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Proposition 


Kiel Manufacturing Co. 


Albert Lea, Minnesota 
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THERE IS 50% 


more profit in selling 


The White Mop 
Wringers Ame 


than on the aver- Ve 
age goods in your 
Store, because 
you can turn your 










‘oki The most durable and AGENTS 
mone uC. a iest working dryer 
yq y gs on a nate “age WANTED 
White Mop Wringer Co. 
FULTONVILLE, N. Y. Worcester, Mass. 


The Victor Dryer Company 





Successors to 
The an 
R. W. Robinson Co. SST 
Manufacturers of ~ 
THE VICTOR oH 3 





IMPROVED ROLLER BEARING CLOTHES DRYERS 








FIBRE 


Has proven to be the most practi- 
cal product for 


CHAIR SEATS 


Will not injure clothes as a sheet metal seat. 
Does not split or warp as veneer seats do. 
Insures a better profit for the dealer. 





Send for catalog. Free samples to rated parties. 


United Chair Seat & Novelty Co. 


51 East 10th Street, New York 





Asbestos Starting Rings 
for Blue Flame Oil Stoves 


Best Workmanship 
Lowest Prices 
Catalog on Request 





Manufactured by 
G. P. ATWOOD & CO. 


284 Pearl Street Manchester, N. H. 














Selling So E Z Separators 
Opens a New Line of Profit 


Every home needs and can afford a So EZ Separator. 
It takes the cream from the milk as well as a big sepa- 
rator. 


Two sizes for ie 
quart and pint a 
bottles. Works / ® i 
instantly. Any- he 
body can use it. “Peg 

Write for de- oe. 
tails. 7 





Handy Mfg. Company 
209 Schultz Bldg. Columbus, Ohio. 











Baldwin Dry Air Refrigerators 


150 Styles 
Ash, Oak and Soft- 
wood cases. 


Lined with Metal, 
White Enamel, Opa- 
lite Glass and Porce- 
lain. 


35 years’ experience back 
of every one. 


Baldwin 
Refrigerator 
Company 
Burlington, Vt. 











Style L Cabinet made of wood in beautiful mission 
finish with samples attached to the front. 


Glass Heads 
Steel Points 
This assortment 
including 

Window Poster 
$10 

F. O. B. Phila. 





This $15 assortment (150--10c Pkts.) on your counter will sell 


Moore Push-Pins 
Moore Push-less Hangers 





Meeore Push-Pin Co., 116 Berkley Street Philadesphia, Pa. 








SMELTO 


A man’s broom, heavy and 
durable, for smelters, mines, 
weerey, stipe and industries of 
al 


Note the heavy wire bands and 
over-size Haroma Handle— 
counter-sunk — made from se- 
lected broom corn fibre and split 
rattan. 


This long wearing broom 
shipped to all Uv. S. 
Freight prepaid on 3 dozens. 
Price $9 dozen. 





Lee Broom & Duster Co. 
LINCOLN - NEBRASKA 
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Bells and Toys 


Hand, Door, Cow, Team, House, 
Call, Tea, Sleigh Bells, etc. 


Sterling Toy Builder 


the new construction toy; also 
a large line of Iron and Floor 
Toys. 

Send for 
prices. 


catalogue and 


The N. N. Hill Brass Co. 


East Hampton, Conn. 












An “Acme” 
Won't Cut 
the Carpet 


A large, smooth, hardened steel ball re 
volving on opposed ball bearings within a 
cup-shaped shel! allows the ‘‘Acme'’ Caster 


to roll freely in any direction. No axles 
horns or rivets to tear carpets and rugs or 
to mark the floor 

Brass, nickeled, and galvanized finishes. 


PRICE THEM 
THE SCHATZ MFG. CO. 
POUGHKEEPSIE, N. Y. 
Agents: J. C. McCARTY & CO., 29 Murray St., N. ¥. C. 











Parker Wire Goods Company 
Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 


-@> 


SOLIDHED THUMB TACKS SOLIDHED 
Marking Tacks for Solidhed Tack Co. Brass Numbered Tacks 
Writing on with Pen or 38 Mur:av Street for Window Screens, 
Pencil. New York Etc., 








O. LINDEMANN & CO. 


Established 1863 
New York 


‘hill 


Manufacturers of 


BIRD 
CAGES 


35-37 Wooster Street 


SESSIONS CLOCKS 


MARBLEIZED 
Oak Mantel Office 
and Mission Clocks 
Manufactured by 


THE SESSIONS CLOCK CO. 


Main Office N. Y¥. Salesrooms 
Forestville, Conn. 37 Maiden Lane 











| BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 
M. S. BROOKS & SONS 
CHESTER, CONN. 











is PEERLESS FAUCETS 


BEST BLOCK TIN KEY oemen 
MAPLE WOOD BODY HIGHLY POLISHED 


VINE AFE STAMPED te THE WOOD with 





MARK MALTESE CROSS eee eur) 
: > BEWARE OF IMMITATIONS 
= SUCH AS FAUCETS SHMLAR IN SMAPE WITH KET 
1] MASE OF LEAR IRON.OROTHER INFERIOR METALS, TINNED OF NICKEL ED. 


HA SOMMER FAUCET C 











When you want 


efficient help or results remember that one 
dollar will pay for a fifty word advertise- 
ment in * rtunity Exchange Col- 
umns” of HARDWARE AGE. They are 
results producers. 


HARDWARE AGE 
239 West 39th Street New York City 











The KING Gas Machine A SUPERIOR LIGHT with less gas 
for Lighting Stores u by u 2 = 

- Rag Mantiles 
for gasoline 

lamps. 3-4 
The KING =f, tidy | ky 
¢ KINGS doz + post- 
ee *#"* g® paid, 90 cents. 
KING;LIGHT jco. 

PEORIA, ILL. 

Migs. of Gas Machines and Lamps 











THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 











/ 








The Empire Double Edge 
Grape Fruit Knife No. 10 





to cut cleanly and quickly around the edge, dividing the fruit in segments ready for eating. ‘ ; : 
round end which prevents cutting the outer skin. The popularity of grape fruit is growing so rapidly that this knife 
for time-saving and handiness is a necessity. Sold throughout the United States by the Jobbing Trade 


THE EMPIRE KNIFE COMPANY, Winsted, Conn., Sole Mfrs. 





Patented Nov. 30, 1915 
The blade of this knife is made from finely tempered, high quality, cutlery steel, curved so as to remove the center and 


An added feature is the 
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Most Liberal Mop and Polish Offer 
Ever Made to Dealers— 
Note the Free Goods 


Here in a nutshell is our 1917 proposition on 
the Polly Prim Self-feeding Mop and Polly Prim 
Polish. This proposition gives you your choice of 
two liberal introductory assortments, either of 
which offers you an exceptional opportunity to 
build a big business on the most improved mop and 
the finest polish ever offered the housewife. 








Introductory Assortment. Introductory Assortment. 
No. 3 No. 4 
Cost Sell Cost Se" 
ae a ONE eset ieee $2.00 $3.00 3% GOB. 26C. GIBC: ois ei iisvees 31.00 $1.50 
ee eee 4.00 6.00 ae OG kre eee Fesue 2.00 3.00 
eS e Fe Pee 8.00 12.00 ee eo eee re 4.00 6.00 
i Gos. 81.00 O1MOiics...ckcccee Free 12.00 wy y eng TM ss ioc haxedees Free 6.00 
1 dos. $1.50 Mops..:......... 12.00 18.00 % doz. $1.50 Mops........... 6.50 9.00 
1 6-ft. Metal Stand.....$5.00 Free 1 6-ft. Metal Stand.. . 95.00 Free 
3-pe. lifé size Window 3-pe. life size Window 
6 cee OCT ae 45 Free IODIBY sis ddedcdocccces .45 Free 
50 Post Card Invitations. .05 Free 25 Post Card Invitations .05 Free 
Gu, e $26.00 951.00 $13.50 $25.50 
ARANTEED I to give FREE a large 
. This enables you to give FREE a large This enables you g 
PRODUCTS f $1.00 can of Polly Prim Polish with each $1.00 can of Polly ha Polish with each 





Polly Prim Mop sold, Polly Prim Mop sold 


Polly Prim — 
1917 Proposition 


Order either one of these two assortments today. 
Polly Prim Self-feeding Mop has advantages which 
no other mop on the market has. And Polly Prim 
Polish gives such extra good results that it is used 
by the leading piano and furniture makers through- 
out the world. 


ORDER TODAY 


Our advertising will move the goods for you. Fast 
turnover with practically 100 per cent profit—that’s 
what you get on Polly Prim. Order direct from this 
ad, or if you wish, write us for further description 


of the goods, etc. Address 


POLLY PRIM SALES CO. 


Dept. C, Cunard Building 


CHICAGO 
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STA-LIT 


Lantern Assortment 
This Three-Piece Life Size Six Color Window Trim Furnished FREE 


ONG EE TS EO NLS RL LEER TRO SRT ATS AIS GIL OTA TER AEE E 
. NS NE NCS rr Mae diac wc, MARES : ee oe Re tee * “ 
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A Simple, Highly Attractive Window Trim Furnished Free 
With Each Assortment—Try /t—. 


Here is the simplest, most attractive window display we could 
devise. A boy can unpack.the assortment of STA-LIT lanterns, 
take the five boxes in which the 24} dozen come and set up the win- 
dow in ten minutes. Try one assortment and a “Needle in the 
Haystack Window Trim.’ The investment is small and the profit 
sure. We want you to know the quality of Sta-Lit lanterns. If 
there is any doubt in your mind, you have the privilege of return- 
ing them for any reason or no reason. 









This is merely a small assortment representative of the Sta-Lit line 
—we want you to know just how good each Sta-Lit lantern is. 
These are but a few samples—representing a very small invest- 
ment—what we really want are your re-orders. 


WARREN STAMPING COMPANY 


FACTORY, WARREN, OHIO 
Address All Correspondenee to JAMES H. CUMMING, Sales Manager, Cunard Bids _hicere 
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If You Are Building a New Store or 
Remodeling Your Old One 


It will pay you to investigate the line of 


“Duluth” SECTIONAL 
Hardware Store Fixtures 


Any arrangement of SECTIONAL Cabinets or Bases can be made 
to fit every purse and every stock of merchandise. Whether your 
store is large or small, we can equip it at a small investment. 








Here is one combination—just as an example—If it does not fit 
your needs write us for our Catalog No. 10C. 


Combination No. 615 


This combination of “Duluth” SECTIONAL Hardware Store Fixtures is 
composed of six Cabinets, four Cabinet End Panels, three Bases and'two Base 
End Panels, forming one continuous arrangement of fixtures. It is 25 ft. 
3% in. long and 12 ft. 3% in. high and is arranged for Right Hand Side of 
the store as you enter the front. It can be arranged, however, for the Left 
Hand Side of the store if desired, or the units may be rearranged or addi- 
tional units added to give greater length or height. All exposed parts are 
made of Southern White Oak and finished in a beautiful and durable medium 
oak shade, varnished and hand rubbed. 


° Same as Combination Shown above 
Net Price Shipping weight approximately 4085 Ibs. $390.40 


F. O. B. Duluth, Minnesota 

















Duluth Show Case Company, Duluth, Minnesota 





February 3, 1917 


HARDWARE AGE 
























HARDWARE AGE 


FOUNDED 1855 





Published every Saturday by the DAVID WILLIAMS COMPANY, 239 W. 39th Sr, New York 


W.H. Taylor, President & Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M. C. Robbins, General Manager 


Yearly Subscription Price : United States and Possessions, also Mexico and Cuba, $2.00; Canada $3.00; Foreign $5.00 
Subscription remittances should be made by Check, Post Office Money Order, 
Express Money Order, or Bank Draft, payable to HARDWARE AGE, New York 
GEORGE H. GRIFFITHS, Wanager 
Associate Editors, FE. H. Darville, New York; L. S. Soule, Chicago 
BRANCH OFFICES 


ROY F. SOULE, Fditer 


Chicago, Otis Building Boston, Equitable Building Cleveland, Guardian Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., Park Building San Francisco, 320 Market Street 


Entered at the New York Post Office as Second Class Matter 





HARDWARE AGE is a member of Audit Bureau of Circulations, 
the recognized authority on expert ci-culation examinations 











Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 










Contaiits - 


SPECIAL ARTICLES REGULAR DEPARTMENTS 
Domination—By Elbert Hubbard........... 179 Mr. Make-It-Right—By The Assistant Manager 
Where Harness Is Hardware—By L. S. Soule. 180 Silver-Plated Pointers—By The Assistant Man- 
The Wrong Kind of “Domination"—By H. T. Wir WRG Mite ceeececec sc. cceseeee, 

dine as a's ova WS e we ew eee 183 oh 
eR MINI Ss oc a das we eee cles oes 
Selling Paint by Demonstration—By Fred C. Washington News—By W. L. Crounse...... 
Norton ......2 602 e secre eeereccccees 184 Publicity for the Retailer—By Burt J. Paris. 
Selling Fishing Tackle hy the Aid of Pictures Trade Conditions and Prices...... 
ee OS AS errs arr 189 New Goods and Novelties. . . . 
pp reer eres 


The Personal Element in Selling Automobile 


Accessories—By T. E. Leonard. ........ 193 Motor Accessories ....... 
H the Fl in Hard Cc Sell 
GeemeBy LS. Segle.......sccue-.. +. 096 CURRENT NEWS AND MISCELLANEOUS 
A Woman's Place in a Hardware Store—By Observations of a Salesman—By Joseph H. 
ND Sn ae. e Udiva's hale-ate alae 6 0% fs 199 MET Sa iie> 6 80 ae kansGile deans on cael 


Chicago Club Gives Luncheon to R. F. Soule. 


Australian Requests Accessory Catalog 


Cash, Cameras and Kodaks—By T. M. Cadey 201 


Peles ee, Bath in the Luxury Class—By H. 202 Broom Holder as Rope Clip............... 
Gotti SARS OE gy ot abd deg alles itt Pee Janney, Semple, Hill & Co."Established Since 
etting Attention for Pocket Cutlery—By ne aa a Lillie 6 anes Skank a0 0 4 
NN Ee er yr) 204 a MCME 0 gm yee 
Things Worth Knowing About Rubber Belting Bridge & Beach Elect Officers............. 
HT OEE MOONE. oo wccccesetdipeceete 206 Sydney Firm Wants Hardware Business... .. 
What Automobile Delivery Has Done for Our Booth of the New York Hardware Boosters. 
Business—By John W. Heckler.......... 209 Pittsburzh Association Elects Officers....... 
Reading Their Way to Tool Purchases—By B. Toledo Dealers Banquet............ ee 
ee ee 212 Display of Basebell Bats. ...... Resa: 
ee ere 214 Five and Ten-Cent Counters........... 
Irwin Auger Bit Company Representatives | at 
Playing Paint Prospects for Profits—By John Convention 
Lawrence COC PC ORC OR eH eH OOO REE E OEE OS 215 AH R: - ~ Sek ea A ae 
ils oul. ab als ale od aoe 
Posters That Have Proved Profitable....... 217 One Method of Handling Wire Cloth ....... 
How to Get Results from Manufacturers’ Uniform Discount on Remington U.M.C. Am- 
Helps—By A. V. Stanley............... 220 SE ne y 
Hardware Age Svstem of Accounting—Second Chart of Price Advances. ... 
Installment—With Supplement—By T. W. Unique Drawer for Screws. 
oss 6s i naw h eo misls cas caterer 222 A Record of Accomplishment. 


Gail Gee Mies... . nos scesve. My Cee 


Weste Cc Ss ful - 
- 5 age wcccssiul with Motor New Officers of the Warner Hasdwase Com- 


MN Sa ana cra & io ve ine'e 02 RRSP Thy 225 
Refrigerators That Will Swell 1917 Profits Pn By” eit Corporation. 
Rat z ardware Merchants............... 228 National Convention to Meet in St. Louis 
The Diary of Dawson Rlack—Twentv-seventh Coming Conventions eh 
Section—By Harold M. Whitehead....... 234 “Bese” aad Renete . ‘Le Sa Sane we 
Mountain States Hardware and Implement As- Cash Boxes Easily Handled..............-. 


sociation Meets in Denver..............- 236 Cincinnati Club and Guild Going t to Conven- 


The H. I. P. Club Holds Annual Meeting.... 241  —§ tiom .. 2... eee eee eens 





187 


227 
232 
244 
247 
250 
256 
259 
260 


195 
195 
198 


198 
210 
213 
219 
219 
219 
219 
22! 
224 


226 




















HARDWARE AGE February *, 1917 


Re ee a ete Bet” 
a AEE Lh 


SAAR) Bh RN 
‘Cdeaensvenree 


Sa gna entianc sc osopions emrwith conan heme 
2 isa enogare ein” “ea eeeieee St" evar we annenan 
ivan ~ - 





‘oh pe om 


ee 


: 
; 
4 
i 


YOURS 


FOR THE ASKING 


The new 1917 “‘National’’ Catalogue deserves a place 
in every modern hardware store. Everything listed in it 
is sold direct to you by the factory that makes the goods. 

You are enabled to offer your trade uncommonly 
good Builders’ Hardware at uncommonly good prices. 

The business of contractors, architects, and building 
men will come to you without unusual effort if you have 
the “National” line to offer. 

The business pays. 

Ask for the catalogue and it is yours. Write at once. 


National Mfg. Co., Sterling, Illinois 
3 
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DOMIN 


HIS is an age of specialization. 
The jack-of-all-trades principle has 
dropped out of the modern business 








New York, February 3, 1917 
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And therein lies the real joy of Business 
—the serenity of satisfaction which attends 
recognition of the Master Craftsman’s 
attainments. 






glossary. Big business men to-day find 

themselves concentrating upon one phase of BY 

production or service, and are content to Elbert HE greater the degree of Domination 

know all about that particular branch of Hubbard the more valuable becomes the Master 
ubpbar in Commerce as a world asset. 


enterprise, and that one alone. 

They become experts. 

Thus, versatility in commercial pursuits has given 
way to a new monism in business. The result is an 
era of keen specialization. 

Competition furnishes zest and paprika. 

The man who can preach a better sermon or 
make a better mousetrap than his fellow craftsman 
—be he clergyman or trapper—is on his own indi- 
vidual Lincoln Highway of success. Though he 
live in the wood, the world will come to him and 
wear a beaten pathway to his door. 

The best is always at a premium. “Improve- 
ment” is the word that betokens progress in any 
line of endeavor. The scientist, the inventor, direct 
their talents and skill into this one avenue of 
activity. 

“So and So’s method is the best we know up to 
now; what we want is something better!” 

“Smith-Jones lead in their line; how can we 
do better?” 


HEN I was a boy, the game of dominoes 
was a great family pastime. Many an eve- 
ning I spent in the lamplight, building and 

arranging and rearranging the little oblong blocks 
with their numerically placed dots. 

The simple word “Domino” has more meaning 
than most players of the little game understand. It 
has come to us from the Three Hills of Cesar’s 
city, and means “I rule—I am superior, I am lord 
—I dominate,” if you please! 5 

And so it occurs to me that Modern Business is 
the simplé game of dominoes with a college edu- 
cation. 

It is the process of commercial building, se- 
quence evolution—finding the right method, the 
right material—“the right domino”—and evolving 
enterprise into a scientifically perfect piece of ma- 
chinery. This evolved piece of machinery is for 
the one and sole purpose of human service. 

Into the gigantic game of World Dominoes, or 
Modern Business, there is entering the same spirit 
of victorship which rules the simple, old-fashioned 
game we used to play. ‘ 

The prize which is awarded the winner in the 
game with the little spotted oblong blocks has its an- 
alogy in Big Business. There is a laurel which goes 
to the Master Business Man. This is the prestige, 


the glory, the triumph that comes to him who Domi- 
nates in a specialized field of commercial endeavor. 

For to-day the Master in Commerce is not satis- 
fied until he excels, is supreme, Dominates in his 
branch of business. 
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For business is eminently a divine calling. 
We do not differentiate it from any other calling, no 
matter how noble, how beautiful, how altruistic. 

I believe in the Religion of Business; a religion 
which understands that the only way an individual 
can help himself is to work for the good of the 
hive. This proposition is being accepted in every 
pulpit of every denomination. 

The world is being redeemed by the science of 
business. 

There is room in business for all your religion, 
all your poetry, all your love. Business should be 
beautiful, and is fast becoming so. 

And the reward of par-excellence in all this is 
Domination. This is the aim of the Modern Busi- 
ness Man. 


N attaining this acknowledgment of mastership 
in a branch of business the fine art of advertis- 
ing plays a part. 

Advertising is one of the handmaids of Domina- 

tion. 

Advertising is simply announcing to the world 
in an effective way where you are, who you are, 
and what you have to offer in the way of human 
service or commodity. 

All live men are advertjsers, and the only man 
who should not advertise is the man who has noth- 
ing to offer the world in the way of human service, 
and such a man is a dead one, whether he knows 
it or not. 

Advertising is a legitimate and ethical proposi- 
tion. Life is too short for you to hide yourself 
away, mantled in your modesty, and let the world 
hunt you out. g 

Even the dead are advertisers, for on visiting 
a beautiful cemetery I noticed that on nearly every 
marble slab was given a list of the virtues, talents 
and beautiful qualities which the dead man was 
supposed to have carried in stock. This is what 
you call non-productive advertising, or advertising 
from an emotional standpoint. 

Personally I do not indorse it. Advertise while 
you are alive, and send flowers to the man when 


he can appreciate them. 


ND so the great commercial Game of World 
Dominoes goes on. 
Masters in their craft are arising on every 
hand. 
In their Master Craftsmanship they Dominate. 
And, Dominating, they are a potent influence for 


good. (Copyright. All rights reserved.) 





Where Harness Is Hardware 


Handy Hints from the Harness Department of a Big 
Middle Western Hardware Store 


By L. S. SOULE 
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Home-made harness rack used by Burke & Wright. It = mounted on casters and can be easily moved to any part 
of the store 


OME people gaze so far into the future that 
they overlook the profits of the present. Back 
in the old home town there was a man who was 

credited with being twenty years ahead of his time. 
Perhaps he was, but I know for a fact that he was 
always at least three months behind with his rent 
and usually short the price of a drink. When the 
automobile had barely passed the joke stage there 
were hardware men all over the country ready to 
list the horse with the museum freaks. To their 
minds it was only a matter of months until the honk 
of the flivver would entirely displace the neigh of 
old Dobbin. That was several long years ago, and 
there is still a market for oats and alfalfa. As a 
matter of fact there are more horses in the good 
old U. S. A. to-day than at any time in our history, 
despite the thousands that have been shipped to Eu- 
rope since the outbreak of the great war. True the 
hum of the motor car, the tractor and the truck is 
now heard in practically every town, county and 
State, but the horse still tightens the traces on 
thousands of plows, harrows and farm wagons and 
occasionally prances between the shafts of a fash- 


ionable turnout. Old friends are good friends and 
Dobbin has been ever faithful. There is still a 
field for his friendship and his usefulness. Inci- 
dentally harness continues to sell and yield a profit. 


Where Harness Is Hardware 


When Burke & Wright of Waukegan, III., moved 
into their new and up-to-date hardware store last 
March, several departments were added to their 
rapidly increasing business. One of the best, if 
not the best of these, was a harness department 
that would do credit to a city twice the size of 
Waukegan. There were people in the town who did 
not hesitate to voice the belief that Burke & 
Wright had made a big mistake. It was openly 
hinted that the horse was a thing of the past and 
that harness would soon be just so much junk. 
Those amateur prophets have so far failed to make 
good. Burke & Wright are not snap-judgment 
merchants; they rank among the live wires of the 
hardware fraternity, and the installing of a har- 
ness department was the legitimate aftermath of 
serious thought and careful investigation. The 
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correctness of their judgment is easily proved by 
the results. 

In the circulars announcing the opening of the 
new store were the following paragraphs. “On our 
second floor will be found the home of our new 
harness and repair shop. For this department we 
consider ourselves extremely fortunate in securing 
the services of Mr. W. B. Lundy, a man who has 
had twenty-five years’ experience in the harness 
business and who understands the game from 
A to Z. 

“Come in and get acquainted with him. You 
will find him to be both a salesman and a gentle- 
man. Mr. Lundy will have entire charge of our 
second floor, and will carry a most complete line 
of harness and harness accessories. Have your 
automobile tops repaired in our shop.” 

The buying public of Waukegan and vicinity took 
them at their word and came in. They have been 
coming ever since. How well the firm has lived 
ap to its announcement may be seen from the il- 
lustrations accompanying this article. 


Work Harness Displayed on Convenient Home-Made 
Fixtures 


The harness department of the Burke & Wright 
store shows none of the haphazard arrangement of 
stock so commonly found in the ordinary harness 
shop. Every item of stock is clean, convenient of 
access, and displayed to the best possible advan- 
tage. Perhaps that accounts in a measure for the 
success of the department. The heavy work har- 
ness—the kind that sells most readily at the pres- 
ent time—is neatly displayed on home-made fix- 





ee 


Nevel home-made rack for light harness and harness extras used by Burke & Wright. The whip display stand 
in the rear is also a home product 
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tures that reflect considerable credit on the de 
signer. Each fixture consists of two 4 x 4 wood 
uprights, with heavy mortised top and cross bars, 
and supported by well braced bases, mounted on 
heavy casters. The harness is hung on harness 
hooks of a standard type and the fixture is neatly 
painted a glossy white. These fixtures can be 
readily moved to any part of the room and when 
filled with high-grade harness, add greatly to the 
attractiveness of the harness department. 


Unique and Serviceable Display Rack 


In the majority of harness shops collars are 
either piled on shelves or hung indiscriminately 
about the room in a manner that gives little effect 
of unity to the stock. In the Burke & Wright har- 
ness department, collars are prominently displayed 
on home-made racks similar to those used in dis- 
playing work harness. The only changes are the 
addition of an extra cross bar and the use of a 
different style of harness hook. The collars are 
displayed on the two top cross bars of the rack, 
the bottom bar being utilized for displays of hal- 
ters, head stalls and straps. Each hook holds three 
collars, and as both sides of the rack are utilized, 
it readily accommodates fifty-four collars in addi- 
tion to the accessories. Hooks at the ends of the 
rack are used to display rope ties and halter 
chains. 


Kinks Used in Displaying Light Harness and 
Accessories 


While the sales of light harness are perhaps not 
as heavy as in the old days, Burke & Wright find 
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this line a profitable addition to their stock. In 
most harness shops light harness is hung as a 
single item on the regulation harness hook, a 
method that is not only inconvenient, but lacking 
in display features. A harness displayed in this 
manner must be taken down in order to give the 
customer a comprehensive view of its different 
parts. 

Burke & Wright experimented until they found a 
method of displaying harness that had none of 
these objections. Our illustration shows the fix- 
ture used in their harness department. The rack 
proper, consists of a single wood upright, securely 
fastened to a cross-shaped base. Instead of har- 
ness hooks, the rack is equipped with home-made 
harness hangers, fashioned from %-in. black pipe, 
as shown in the picture. The ends of the cross 
arms are fitted with threaded caps, and the fix- 
tures are attached to the upright by means of 
common floor plates. In displaying a harness, the 
bridle is hung on one arm of the upper fixture 
while the heavier back parts rest on the correspond- 
ing arm of the lower fixture. Each set of hangers 
will accommodate one or two sets of double harness 
in a manner that allows thorough examination 
without removing the harness from the rack. One 
such display stand can be made to carry eight sets 
of double harness. It is neat, attractive, and oc- 
cupies a minimum of floor space. Like the collar 
rack, it is mounted on casters and can be readily 
shifted to any part of the shop. It can even be used 
in the display windows if necessary. 

The fixture for harness accessories is similarly 
made, but is equipped with harness hooks instead 
of the pipe hangers. This rack should be seen to 
be thoroughly appreciated. The whip fixture shown 
in the background of the picture is also of home 
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construction, and its advantages are readily appar- 
ent to the hardware man who stocks whips. 


Repair Shop Equipped to Make or Repair Harness 


In connection with the harness department ig 
shop fully equipped, not only to do all forms of 
harness repair work, but also to manufacture com- 
plete sets of harness. All the higher grades of 
harness handled by Burke & Wright are made in 
the shop. The traces are machine sewed but the 
balance of the work is done by hand and the har- 
ness sells at from $65 to $100 a set. The cheaper 
grades, selling from $40 up, are purchased ready- 
made. About fifteen complete sets of harness have 
been turned out of the shop since March 15, at an 
average profit of 30 per cent. The same margin 
of profit is also obtained from the ready-made har- 
ness and the collars. Blankets, robes and small 
items of stock net 50 per cent and sell readily. The 
sales in the Burke & Wright harness department 
are running close to $800 per month at the present 
time. The store windows are used at an average 
of once a month to display items from the harness 
department, and at the time the HARDWARE AGE 
representative visited the store one large display 
window was neatly trimmed with carriage and 
automobile robes in anticipation of the fall de- 
mand. 


A Tip from Dobbin 


The harness department of Burke & Wright has 
been an unqualified success from the very start, 
and during the six months it has been running, has 
established an enviable record. W. B. Lundy, who 
engineers its destinies, is one of the busiest men in 
the store and there is always plenty of repair work 


Display of collars in Burke & Wright's harness department. Both sides of the display rack are alike and provide 
room for 54 collars in addition to the halters, straps and tie ropes 
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to keep him on the go. For the summer months the 
services of an extra man were required in order to 
get stock made up ahead. 

What this enterprising Waukegan firm has ac- 
complished can be duplicated by almost any live 
hardware firm, particularly in the West and Middle 
West. With the advent of small farms where 


power driven machinery is out of the question, the 
horse is assured of work for many years to come 
and somebody must supply Dobbin with work day 


The Wrong Kind of 
“Domination” 
BY H. T. BENHAM 


I WENT into a hardware store last week to buy 

a set of castors. As I closed the door behind me, 
a slick-looking young “Smart Aleck” came up to me 
and asked what I wanted. I told him. He then 
turned on his heel, put his hand up to the side of 
his mouth and bellowed, “Number 12.” 

I did not know whether I was up against an auto- 
matic vending machine and that “Number 12” meant 
a set of castors, which would be wrapped and handed 
me, or whether I was the twelfth customer that had 
patronized the store that day. 

I waited, open mouthed, to see what was to fol- 
low. Imagine my surprise when a bright-looking, 
snappy, young man came up to me and smiled—very 
happily, with a cordial nod of the head and a genial, 
“Good morning!” 

“Number 12, show the gentleman some castors,” 
said the Aleck and turned away to pose for the bene- 
fit of the next customer. 

“Wait a moment—wait a moment,” I said. “I 
want to talk to you. Tell me what you mean by 
calling this fine young man ‘Number 12.’” 

“Why, that’s his number,” said the Aleck. “All 
9d clerks have numbers. That’s the way we call 

em.” 

“Have you another name?” I asked the young 
man. 

“Yes sir,” he said. “My name is Blake.” 
“Well, then, Mr. Blake, will you be kind enough 


A shawl and blanket window that advertised the harness department of Burke & Wright. 
and blankets were sold from this window in two hours 
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clothing and dress suits. Why not the hardware 
man? A harness department need not necessitate 
a large outlay of capital and the profits are such as 
to justify the investment. If you are passing up 
the harness money of your locality you are over- 
looking a good bet. If you are handling a harness 
stock in a slovenly manner you are doubly foolish. 
Take a tip from Dobbin and a hunch from Burke 
& Wright. The combination will put your cash reg- 
ister at work and cut down your worries. 






I am going to do business 
to-day with a man, not a number.” 
And then I turned to the aforesaid Aleck and 


to show me some castors. 


what I told him was a-plenty. I found that he was 
the son of the proprietor of the store and that he 
was introducing what he called a system into the 
honorable business of his honorable father. He had 
started by giving each clerk a number with some 
nonsensical idea of greater efficiency or something 
else. He said it facilitated business. 

“Why man,” I told him, “they give numbers to 
convicts in penitentiaries, not to gentlemen in busi- 
ness houses. Don’t you realize that you are handi- 
capping your salesmen, first by calling them clerks 
and then by giving them numbers? Don’t you know 
that you are making it just that much harder for 
your salesmen to gain the confidence of their cus- 
tomers by trying to make human machines of them, 
with numbers for names, instead of increasing the 
customer’s respect by not only calling them by their 
God-given names, but prefixing a Mister to it? The 
sooner you show proper respect to your own sales- 
men, the sooner will your salesmen secure the con- 
fidence of your trade. If you call this fine young 
fellow ‘Mister Blake,’ then he is Mister Blake to 
me and the advice of Mister Blake is naturally worth 
more to me as your customer, than the brow-beaten 
counsel of ‘Number 12.’ 

“Now we'll buy some castors,” I said to the grate- 
ful young man, as we turned and left the Aleck with 
something to think about. 

You should have seen the grateful look the young 
man gave me as we walked away. I was interested 
in him and determined to sound him out a little. 
“How do you like this number idea?” I said. 

“It’s a custom of the house,” he replied, “and as 
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you know, this is the most successful hardware store 
in this city, so I suppose they know best what to do.” 

Loyalty—I said to myself. This young man knows 
in his heart that this system is wrong. He has prob- 
ably spoken of it, quietly to his employers, but he 
won’t knock. He’s loyal and he’s a man. 

I know he was rebelling against this policy, but he 
was man enough and big enough to either comply 
with the policies of his house or get out. 

After two or three intelligent questions, he 
showed me a set of glass castors that slid instead 
of rolled over the floor. He explained that they 
would not mar the floor and gave me a number of 
good reasons why they would prove satisfactory and 
I bought them—really bought them—although they 
were costing twice as much as I had expected to 
pay. 

“But wait a moment,” he said. 
wood or painted floor?” 

“Why, painted,” I said. 

“Then these will not do,” he answered, “I will not 
sell them to you. They are not practical for a 
painted floor.” 

“Fine salesmanship,” I said. “Young man, I am 
for you. Just pick out a set of castors, such as you 


“Is yours a hard- 


Hardware Age 


think I should have and wrap them up. | will ap- 
point you my official castor buyer. You're a sales. 
man.” 

I looked at my watch. I had been in the store 
just ten minutes, but it had been a valuable ten 
minutes to me. I got a good deal out of this ex- 
perience. Has it suggested anything to you? 

If you are proprietor of a hardware store, has it 
shown the importance of watching your front door 
and having the right kind of people there to meet 
your customers in order to make the first impression 
a good one? 

Has it shown you that your customer will prob- 
ably have no more respect for your salesmen than 
you show for them yourself and that you can in- 
crease the salesman’s ability to sell by showing him 
the proper deference? 

Does it indicate to you that the mental attitude 
in which you place your customer when he enters 
your store will be an important factor in the sale 
which is to follow? 

If you are a salesman, does the story suggest the 
importance of courtesy to your customers, loyalty to 
your employer and a proper knowledge of the goods 
which you are to sell? 





Selling Paint by Demonstration 


Examples of Window Displays and Demonstrations That 
Have Increased Paint Sales 


FRED C. NORTON 
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A clever display made by George C. Armitage, Plymouth, Pa. 


EMONSTRATION is widely recognized as a 
most powerful weapon in winning almost any 
kind of trade. There are a few exceptions to 

this rule. Some merchants do not favor the prac- 
tice of holding stove demonstrations and turning the 
affairs into a sort of free lunch with tea and muf- 
fins or coffee and doughnuts for every one who is in- 
terested enough to attend. There never is any diffi- 
culty in getting a large audience when something 
to eat is to be given away, but often many of those 
who do come are simply eaters and not buyers. But 
it has been demonstrated fairly conclusively by 
those who have made a genuine attempt to make 
them really pay that most demonstrations will prove 


profitable on lines where the amount of goods that 
must be given away or that must be used in some 
way in connection with the demonstration is not 
excessive as it sometimes is in the matter of stoves 
and cooking utensils. On certain large items that 
necessitate a considerable outlay for their pur- 
chase demonstration of one kind or another is al- 
most essential. It will pay when used in connection 
with a good many items that are seldom sold by 
actual demonstration. 

Some time ago a store that is situated on the 
main street of a city of a trifle more than 100,000 
people rented the corner of one of its windows to 4 
pair of demonstrators of a patented kitchen knife 
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that sold for 15 cents. The sum paid for the use 
of this window for six days was $30. One of the 
pair did the actual demonstrating in the window 
while the other did the follow-up work and made 
the actual sales in the store. The crowd that con- 
gregated outside the store at times had to be dis- 
persed by police officers. The profits that week on 
the sale of a simple little article like a kitchen knife 
at the sum of 15 cents was sufficient to pay for the 
rent of the window space, the cost of the vegetables 
used in the demonstration besides paying a sum de- 
cidedly better than wages to the demonstrators 
themselves. It is doubtful if a mere window display 
of those same knives would have sold a tenth as 
many. 

No demonstration can be conducted without some 
expenditure for materials. Still there is no neces- 
sity of extravagant outlay for the sole purpose of 
attracting attention. An automobile that has been 
damaged by a trolley car may attract a big crowd of 
people, but it doesn’t create any desire for either 
trolley cars or automobiles. 


Paint Needs Demonstration 


Paint cans are decidedly more attractive than 
they were some years ago, thanks to the improve- 
ment in label designs and the more generous use of 
attractive colors. But at the best there is very lit- 
tle that is creative about a paint can—very little 
that will cause a person looking at one can or a big 
pile of them to really want to buy paint. The mere 
suggestion undoubtedly has some value, but paint 
and its associated products, particularly the many 
household specialties, need a certain amount of 
demonstration—and will respond to it. 

Manufacturers recognized this when they origi- 
nated the attractive color panels illustrating the 
appearance of the actual finishes that are most wide- 
ly used at the present time. This is demonstration 
of a certain sort and when this kind of material 
is displayed prominently and handled intelligently 


This window display trimmed by William Ross Oyster, for Barber & Ross, Washington, D. C., illustrated exactly 
what the various finishes will be 








in connection with window displays and interior 
arrangements, it can be surpassed only by actual 
demonstration of the various products themselves. 
Whenever this latter is possible the instances are 
rare when paint sales will not respond to a degree 
that will more than offset any outlay that may be 
necessary. 

Greater attention can be secured by holding the 
demonstration in a display window rather than in 
the store proper. If two demonstrators can be al- 
lowed to work in conjunction, one in the store 
can clinch the sales for which the window demon- 
strator has paved the way. In some stores that have 
shallow windows one person has successfully con- 
ducted both ends—has attracted attention by win- 
dow work—and followed it,up by further demon- 
stration to those who were sufficiently interested to 
enter. 

In conjunction with demonstrations of this kind 
coupons good for a certain amount on the pur- 
chase of a small can of wood finish and a brush 
have been used with success by several paint and 
varnish firms and by individual concerns. These 
coupons can be distributed in connection with hand- 
bill or circular announcements or printed as part of 
newspaper advertisements. This method serves a 
double purpose. It creates new users of the line 
of finishes featured, by allowing them to secure a 
sample at little cost and it adds new names to the 
mailing list, furnishing a definite point of contact 
between customer and merchant in following up 
the sale. 

An Efficient Display 


It is almost impossible to conceive a more striking 
—a more forceful combination of display and dem- 
onstration than that used some time ago by the: 
Irvin, Jewell & Vinson Company, Dayton, Ohio,. im 
featuring the qualities of a well-advertised line of 
varnish. It is as far removed from the conven- 


tional “can” display as the two poles are from each 
other. 
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A window display in which an actual demonstration took place 


The young man who was the central figure in 
this window was dressed to resemble the trade char- 
acter used in the advertising of this particular 
product. How closely the details were followed out 
can be seen by a comparison of him and the figure 
appearing in the advertising matter used in the 
display. At regular intervals he poured boiling 
water on a varnished table, demonstrating the heat- 
resisting and water-resisting qualities of the finish. 
A little electric stove at his side furnished the 
necessary heat for the water. 

Simply as a winduw display, omitting the value 
of the demonstrator, the window leaves little to be 
desired. The balance was admirable—the use of 
the advertising matter was excellent—the product 
itself was subordinated to the result—and the re- 
sult, after all, is what the customer really wants to 
know. 


A Demonstrating Window 


Another high type of window display—one which 
really can be called a “demonstration” window, al- 
though no actual physical demonstration took place 
—is one used recently by Barber & Ross, Washing- 
ton, D. C. 

A special floor of best grade Georgia pine was laid 
for this particular event, stained and finished in 
several different colors. Neat little price tickets 
gave the names of the various finishes, which were 
arranged to give decided contrast—light oak came 
between mahogany and walnut, natural between 


walnut and cherry, and so on. The furniture was 
finished with two coats of the particular stain ad- 
vertised. Through the curtained window in the 
background appeared a painted. landscape. The 
mannikins gave a human interest touch to the trim. 
Much of the value of this window lay in the fact 
that it left little to the imagination. It showed ex- 
actly how the products would appear in actual use. 
The cards and the neat little tickets told the whole 
story. 

A totally different type of display, yet one of un- 
questionable value, was used by George C. Armi- 
tage, Plymouth, Pa. A miniature farm, including 
the house, barns, silo, windmill and garden, was 
built and the houses were painted with the brand 
that Armitage staked his reputation on. None of 
the details was omitted. There was a straggling 
fence in the foreground on which were painted ad- 
vertisements of Armitage and of several other con- 
cerns in the town; a neat little fence enclosed the 
stock yard; the rustic bridge across a little brook 
was as realistic as it could be made. On the roof 
of one of the little buildings near the barn was let- 
tered “The paint used on these buildings is ‘Dia- 
mond City,’ sold by Armitage.” 

The one basic idea that should be kept in the fore- 
ground in planning the spring paint campaign is 
that consumers are not so much interested in artistic 
arrangement of paint cans as they are in what the 
particular paint or vanish will accomplish—how it 
will appear and wear in actual use. 
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How the Wilkins -Leon- 
Dominates the Wash- 
in Youngs- 


AKE-IT-KIGHT WILKINS, whose picture is 
on this page, was selling a mangle the first 
time I saw him. The customer was paying 

the closest kind of attention and ten minutes later 

was paying a good sum down on a ninety dollar 

American ironing machine and on a one hundred 

dollar, 1900 Cataract electric washing machine. 

I had just come up from the South, where cast 
iron kettles are still supreme on wash-days, due to 
the insistence of chocolate-hued washer-women. 
Down there washing machines are as slow sellers as 
ice skates in March. Naturally, I was interested in 
a man who could point out a six dollar a month sav- 
ing to the owner of a mangle and another six dollar 
a month to the same prospective owner of an elec- 
tric washing machine. It was refreshing to hear 
him prove that six cents’ worth of juice would run 
a washer better than two dollars’ worth of elbow 
grease could perform the same task on a wash- 
board. 

When the sale was completed | helloed myself 
into Mr. Wilkins’ acquaintance and for two hours 
we talked merchandising efficiency. Make-It-Right 
broke into the hardware business just thirty years 
ago. He was twenty and the old Morse Hardware 
Company made his salary $5 a month better for 
the first year. The second year he pulled down $30 
a month, and the third jumped it to $35. Much 
different from the $50 a month he is paying kid be- 
ginners in Youngstown to-day, and a long, long way 
from the present earning ability of this fifty-year- 
old, selling dynamo. 

Where does this Mr. Make-It-Right come in? 
Well, Wilkins is different. He is so different, that 
he is a walking ad. He says that if every one does 
a thing the same way it’s too common for him. His 
store is different and I am taking no chances when | 
Say that it’s a whole lot better than most‘of the 
stores I have visited. Every article that leaves this 
man’s place of business bears a sticker on which is 
printed “Mr. Make-It-Right” and, living up to the 
sign on his stickers, this hustling manager has be- 
come known ag “Make-It-Right” Wilkins. 

If there are concerns in the United States that 
put more pepper into their washing machine sales 
and can show a better selling record, there is money 
in it for them to get in touch with the firm that pays 
my salary. What do you think of an outfit that 
has sold over 4000 Magic motor washers at sixteen 
dollars apiece?. An accident might sell a dozen or 
two and a streak of good luck or a clean-up cam- 
paign might even create a demand for a hundred 
machines, but when you get up into the thousands 
there is something more than hot-air back of the 
business. Then this concern sells some mighty high- 
priced machines. They have disposed of over a 
hundred 19C0 Cataract electric washers at one hun- 
dred dollars apiece and their sales of eighty-five 
dollar Apex electric washers are breaking records. 
They don’t believe in equipping a house with a wash- 


Mr. Make-It-Right 


18 





ard Hardware Company 
ing Machine Business 
town, Ohio 






BY THE ASSISTANT MANAGER 





ing machine that makes wash-day an amusement 
and then leave ironing day a _ back-breaking 
horror. Not a bit of it. They finish up the job. 
Why, they buy mangles fifty at a time, and their 
best seller is a 42-in. machine that retails for $90. 

Seated at a desk, near where | had made direct 
connection with this human dynamo, a good-looking 
girl with a voice as sweet as a box of bon-bons, 
was carrying on a series of conversations well worth 
listening to. After hearing her tell several people 
the story of an ironing demonstration that was to 
take place soon I grew curious and was informed 
that this girl was hired because she could tell a first- 
class story over the telephone. It is Make-It-Right’s 
way of advertising. This girl goes right down 
through the telephone book and calls every one 
worth calling and in the same sweet, courteous way, 
announces demonstrations, special sales or new 
goods. Every now and then she gets a good live 
rise from some one on the other end of the wire 
and whenever her ear and intuition unite in the 
belief that here is a prospective customer she jots 
down the name and address on a pad and hands it 
to the follow-up man. 

Theodore Hutchings is the washing machine spe- 
cialist in this store and he keeps in very close touch 
with the prospects Miss Burton hands him. Some 
of the sales made by this team work are truly as- 
tounding and the idea might well be copied in hun- 
dreds of hardware stores where men are wide 
enough awake to realize that the best business is 
the kind you go out and get. 

“This washing machine business seems to be a 
hobby with you,” I remarked to Make-It-Right. 
“Hobby, why Great Scott, Boy, I have sold over a 
hundred different kinds of washing machines in the 
past thirty years; have patented one myself; have 
been stung a few times on poor ones and have only 
recently gotten the business down to stich a science 
that we don’t have any trouble with it. I’ll bet 1 
tried twenty different kinds of piston washing ma- 
chine motors before I found one that would operate 
smoothly and could be sold profitably, but that’s all 
ancient history now.” 

Now, don’t get the idea that Make-It-Right Wil- 
kins is putting in all his time selling washing ma- 
chines and mangles. That’s just one little corner 
of a great big diversified hardware stock. For in- 
stance, this store buys Never-Slip horse-shoe calks 
by the carload. Until three years ago the black- 
smith shops of Youngstown, Ohio, just about bossed 
the horseshoe situation and it was decidedly against 
their principles to permit the sale in volume of 
Never-Slip calks. Their prices for putting on a set 
of such shoes made them prohibitive. They bought 
the shoes and calks from the hardware stores and 
the farmer had to go to the blacksmith to get his 
supplies. Make-It-Right said to himself, “This is 
all wrong!” He bought a big stock and began sell- 
ing direct to the farmers at prices that brought a 
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delegation of blacksmiths post haste to interview 
him. His reply was, “Greatest good to the greatest 
number” and he proposed to continue selling Never- 
Slip calks to the farmers direct, and he has done it 
in quantities ever since. He has also done it at a 
profit. 

Make-It-Right sells trunks and bags, has one 
show case on the main sales floor loaded with all 
sorts of bags and suitcases and a good part of the 
second floor salesroom is given over to trunks. He 
says these goods pay a better margin of profit than 
the average hardware items and through his in- 
fluence several stores in neighboring towns have 
put in this line to their profit. 

Say, did you ever see a hardware store where the 
only thing that was weighed while the customer 
waited was rope. That’s Make-It-Right’s system. 
All his nails are put up in one or six-pound cartons. 
His dry paints are put in sacks and these sacks are 
put inside of the same nail cartons for direct and 
speedy sales to customers. Waste is put up in 
packages, rivets, washers and dozens of other small 
items are weighed and put in separate packages im- 
mediately upon receipt of the goods. 

Make-It-Right says that the average pound of 
putty costs a customer twenty cents. The reason for 
this is that it dries out almost over night and more 
small lots of putty become useless through drying 
out than are used. All the putty sold in this store 
is put up in cans. These cans contain one pound, 
two-pound, five-pound or ten-pound lots. A cus- 
tomer buying a can of putty will use what he wants, 
close up the can and have some for use a month 
or two later should he need it. The people in Youngs- 
town have learned to ask for putty in cans. It sells 


Observations of a Salesman 


By JOSEPH H. BLAKE 


“«& AY, Ed, that Mears & Charlton account is 4 
dandy” (it was the sales manager talking) ; 
“you’ve been making that territory for eight years, 
and conditions have not changed much in that town. 
Why is it that Reed & Son didn’t do as well?” 

“Well, sir,” I replied, “I can only give one rea- 
son. Since we changed jobbers there, I have ap- 
preciated the fact that my orders were bigger. 
At first I thought it was because Mears & Charl- 
ton had more salesmen than Reed, but when I found 
that they each had the same number of men, I was 
puzzled because I knew those old Reed men, and 
they were all fine fellows and seemed to have a wide 
acquaintance. Then about four trips ago Mr. Mears 
asked me to come down to the store that night ard 
talk to the men. 

“I remembered that once before I had done this, 
just after the change was made, but it had en- 
tirely slipped my mind. As I was eating supper 
that night, it flashed over me that here was the 
reason my orders were bigger. Mears & Charl- 
ton’s salesmen could talk our line intelligently. 

“Well, I could hardly finish my meal; as soon as 
I did, I sat down and mapped out my talk. I just 
happened to have six catalogs in my trunk besides 
my own, and later I got three more at the store; 
this made nine, just enough to pass around. I got 
different tools out of stock, and when the men were 
ready, I was. 

“I started my talk by acknowledging that un- 
doubtedly I would ‘hash over’ a lot that the men 
knew already, but still I would be doing it in a dif- 
ferent way than I had done months before, and it 
might prove interesting. 
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better, gives better satisfaction and is more profit- 
able to the dealer. 

Make-It-Right doesn’t believe in oil tanks or in 
selling oil, gasoline, turpentine or similar products 
from a faucet. The minute a barrel of oil is re- 
ceived, it is bottled and canned for quick delivery, 
He carries half-pint, pint and quart bottles, and one 
and five-gallon cans. He charges 10 cents extra for 
a bottle and 10 cents a gallon extra for a can and 
refunds this amount if the cans or bottles are re- 
turned promptly. Customers kicked a little when 
this idea was first put into practice, but they have 
learned to like it and only about half the cans and 
bottles are returned. Every can and every bottle ig 
labelled with a brightly colored lithographed label 
bearing the name and address of the concern. 

Well, we started up in the washing machine room 
and after an hour’s whirl around the store we came 
back to the same place. As we came into the room 
where some twenty washing machines were on dis- 
play a woman came forward to meet us. “Say, there 
is something the matter with my washing machine, 
will you make it right?” she said. His face lit up 
with a smile that would rival the welcome of a 
hundred-dollar order as he said, “Why, Mrs. Smith, 
you shouldn’t even have bothered to come to me, 
you should have just called up the store, and any of 
the boys would have been only too glad to make it 
right without even consulting me.” The old lady 
smiled as she turned to a younger woman who was 
with her, “There, didn’t I tell you?” she said, “This 
is the place where they make it right.” Then turn- 
ing to the man who dominates the washing ma- 
chine business in Youngstown, Ohio, she said, “My 
machine’s all right. This is my niece and she wants 
one like it.” 


“I pointed out, too, that I understood that they 
had lots of other products to sell, and wouldn’t be 
talking our line every day, all the time, as I am, 
but still if I gave our products an exhaustive talk 
each individual would carry away with him one or 
more new ideas which might result in sales. Then 
I gave a brief history of our company, its reputa- 
tion through the fifty years of its life. I spoke of 
our bonus system for old employees, and in this 
connection mentioned the harmony that exists be- 
tween the operatives and employers, then gradually 

‘worked around to the product itself in its many 
phases. I explained the talking points of the tools, 
referring many times to the catalog descriptions. 
It pleased me to note that when I referred to a 
certain page, the men showed their interest by 
looking it up. 

“After this had all been gone through, I wound 
up by turning toward Mr. Mears and thanking him 
for the opportunity of talking to the men, saying 
that I was convinced it was their knowledge which 
made our sales to his firm greater even than we 
had hoped they would be. 

“Mr. Mears then took my place and thanked me 
for my talk, and also for the compliment of say- 
ing that his purchases exceeded our hopes. He 
laughingly pointed out that this was all right be- 
cause everybody in turn profited. . 

“Then he told us that Mr. Charlton was waiting 
out in front with some cider and doughnuts, and 
away we went. Gosh! it was fine, and I was im- 
mensely pleased with the way the fellows shook my 
hand afterward. They’re a fine lot, and I sure like 
to think of going to that town. 

“What's that you say? Go and see Jackson & 
Co., in Cincinnati? No, sir; out of my territory, 
and I’m a busy man these days. I’m learning how 
to sell goods.” 












Selling Fishing Tackle 
by the Aid of Pictures 


By ROY F. SOULE 





The falls of the Yakima River at the Indian Reservation near North Yakima, Wash., are most interesting on a 


bright spring day when the salmon run is on. 


ISHING with a camera may not sound like real 
sport, but in after effects it has a rod beaten 


to a frazzle. I’ve told a lot of fish stories in 
my time, but like most fin yarns, they were taken 
with a grain of salt. The proof of these salmon pic- 
tures gives me courage, so here goes! 

I had been on a trip that had taken me from New 
York to the Southern Hardware Convention in New 
Orleans and to the winter race-track. After an in- 
teresting week, the God of Luck left me carfare, and 
I proceeded West stopping in Douglas, Ariz., where 
I visited Carranza’s army and gathered a bundle of 
ideas which still convince me that peace in or adja- 
cent to Mexico can only come after the greasers 
have been flayed with something stronger than 
diplomatic notes. Then two weeks at the Panama 
Pacific Exposition working on the International 
Jury of Awards, and at last to North Yakima, 
Wash., for a fishing trip. 

We drove forty miles to the head waters of the 
Yakima, slept in the open, and feasted our eyes on a 
lot of the greatest scenery in the world. The fish- 
ing was good and our luck was fair. Everything 
was lovely until a cloud that looked about the size 
of a blanket suddenly turned itself wrong side out, 
and it was certainly loaded with water. From then 
on it was fisherman’s luck. The stream became so 
muddy that a trout couldn’t see a fly and with a 
thoroughly soaked outfit we started down stream. 
Distance means nothing when you are in a good 
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The air bubbles look like streams of silver coin 





automobile, and we quickly decided to go to the 
falls some forty or fifty miles away. 

As we drove up to the power house two hours 
later we looked out over a cohcrete dam over which 
about 8 or 10 in. of water was flowing. The dam 
reached away half a mile to the other shore where 
dots of teepees marked the Yakima Indian Reserva~ 
tion. 

Just below the dam two Indians had*built a raft 
or rather a platform on a sunken tree, and from 
their vantage point were busy gaffing salmon. Their 
gaffs were just huge steel hooks not unlike a com- 
mon hay hook in shape and size. These hooks were 
attached to long handles, and the Indians jerked 
them rapidly through the white foaming water at 
the foot of the falls. About every two minutes one 
of the pair would come in contact with a fish and 
the tussle was on. The water around the foot of 
the falls was fairly alive with fish. The Indians on 
this raft had about fifty salmon ranging from 10 to 
50 Ib. each in weight. 

We were seated on the cement wall beside the 
power house. This wall is shown in the illustra- 
tion at the head of the article. Our feet were hang- 
ing over the edge and one huge salmon evidently 
taking our swinging limbs for the moving water of 
the falls jumped head on and struck my brother’s 
leg with sufficient force to leave a distinct bruise. 

I sat for an hour with my eyes glued into the 
hood of my Graflex with the lens pointed on favor- 
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A Graflex lesson in persistency—Picture No. 1, at the top, shows a salmon jumping six feet clear of the water 


to get his bearings for the big jump. 
at the falls he must hurdle. 


Picture No. 2, below, shows the king of peers taking a closer look 
Picture No, 3 shows an attempt that failed. The big fish, 


though strong enough 


swimmer to go half way up the falls, and to hold his own against the swift current for some time, was fina y 


swept back into the foaming water below. 
picture ever taken.” 


able water. Every little while like a flash a jump- 
ing fish would break into view. It was a case of 
snap like lightning and hope for the best. I worked 
on everything from one one-hundredth of a second 
to one four-hundredth of a second, and out of four 
dozen films got eight good pictures. 

When we got back to North Yakima, we ate a few 
meals of fresh salmon and developed and printed 
our pictures, and went over to the Yakima Hard- 
ware Company to show our “catch.” The sporting 
goods man in that store is surely next to his job. 


Picture No. 4 is said by Vanity Fair to be “the most remarkable fis 
The salmon in this picture weighed about forty pounds, and was about thirty feet from 


His windows were filled with a wonderful assort- 
ment of fishing tackle, and a huge salmon on ab 
iced platter near the front of the window attracted 
an interested crowd. He promptly borrowed my pic- 
tures, stuck them in a circle on the inside of his 
plate glass window, and started a drive on salmon 
tackle. The next morning his newspaper advertise 
ment called attention to the unusual pictures and 
continued with a good, cheerful, tempting descrip- 
tion of the kind of tackle the Yakima Hardware 
Company recommended for big fish. That man 
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the HARDWARE AGE Graflex when snapped. Under the impetus of a stroke from his broad, founen tail he had 
rec 


broken water like a flash in a jump t 


t lifted him far enough over the eight-foot fall to ma 


lear water above. 


These salmon often jump even much ot ee to get to their spawning grounds in the head waters of mountain 


streams. The Indians on the raft are ga 


mg salmon. This remarkable picture shows three speeds. 


The water 


is moving at one speed, the fish at another and the Indians at still another 


knew how to couple up to local news profitably. He 
knew how to get quick action on current events. He 
instantly recognized these pictures as a business- 
builder for his wares and he lost no time acting on 
the idea. 

Fishing tackle business is built largely by con- 
trolling or leading the people around us to think 
our way. Just as buck heads and other trophies in 
a gun display stir up hunters to a trip in the open, 
so mounted fish, good pictures and a good display 
will start fishing parties. In the early season every 


one wants to know where fish are biting. I know 
one live wire who keeps a bulletin in his tackle de- 
partment, and often in his windows. It contains 
up-to-the-minute news. For instance, I read this: 
“Will Blake caught an 8-lb. trout and twelve smaller 
ones at Twin Lakes, Wednesday, May 10. The ‘big 
one’ was caught in the lower lake with brown, 
hackle fly like this.” At the end of the announce- 
ment a number six, brown, hackle fly had been 
fastened with a light staple. 

On Saturday at least half a dozen parties of fish- 
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The fishing tackle department of the Lewis & Bennett Hardware Company, Wilkes-Barre, Pa., is very complete 


and very profitable. 
and 


Note the rod rack. 


ermen journeyed ten miles to Twin Lakes and every 
one of them had a few new brown, hackle flies. 

Sometimes this merchant’s bulletin board con- 
tains a dozen news notes, and frequently kodak pic- 
tures were offered as I have offered these to sub- 
stantiate my story. It is well to remember that 
even the minister’s fish stories are discounted. 

If you ever go to Wilkes-Barre, Pa., visit the 
Lewis & Bennett Hardware Company’s store. It’s 
a big place, sparkling with efficiency. The firm 
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When this fix ture is not in use as a rod rack it is folded on its hinges 
ecomes a section of shelving exactly like that to the right on which the sportsmen’s shoes are displayed 


sells fishing tackle and has a department full of 
good, business-building kinks. 

Their rod rack reminds one of a combination cane 
and stool I saw a foreigner unfold along the line 
of march of the big Preparedness Parade in New 
York City last year. Some people laughed at it, 
but long before the parade passed by their aching 
legs made them: laugh out of the other corner of 
their mouths. The Lewis & Bennett rod rack is 
made by simply unfolding a section of one of the 
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A fishing tackle department worth copying. The goods on display in this case are sampled on cards in such @ 

manner that related lines or assorted sizes may be shown to customers quickly and thoroughly. The rod rack # 

very convenient for the salesman behind the counter, and its effect as a background for the fishing tackle case 
harmonizes well and constructively 
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low shelves in their fishing tackle department. In 
a short time the shelving can be transformed into a 
fine looking rack, and when the season is over the 
rack can be as quickly changed to a neat section 
that conforms with the other shelving. 

In closing, fishing tackle must be bought right. 
The profits are long enough so that the selection of 
the items to be sold is of vastly greater importance 
than an extra 10 per cent discount. Call in the boys 
when you buy tackle! The man who fishes most is 
the best buyer. He knows what will sell. A good 
buyer of general hardware is often a dub when it 
comes to buying fishing tackle. 

Display is important. Good windows and good 
show-cases are essential. The best display couples 
up to newspaper copy. Unless advertisements and 
diplays join hands neither will produce as it should. 

Then use pictures. Every town where fishermen 
abound is full of kodak pictures of the big ones 
landed last year. Canvass the town, get a hundred 
good pictures if you can. You will have to call on 
the fishermen in their homes to get these pictures. 
The use of them in your window will make a hun- 
dred boosters and we need them even in the busiest 
stores. If you get hold of some unusual pictures 
send them to me with the story. I’ve still got a 
couple of fishing tackle tales to write this year. 























Illustrating the construction of the shelving that can be 
converted into a fishing rod rack. A piece of moulding 
along the front prevents the rods from slipping 


The Personal Element in Selling 
Automobile Accessories 


Sales Methods That Have Brought About a More Intimate 


Acquaintance Between Buyer and Seller 


T. E. LEONARD 


HE average automobile owner is so much of 

a hobbyist as far as his car is concerned 

that a salesman familiar with automobiles 
and accessories—as a successful motor car supply 
salesman must of necessity be—should experience 
little difficulty in finding a common point of contact, 
a common ground for conversation and one on which 
can be built a valuable business friendship. 

In selling practically any class of merchandise at 
retail, a personal acquaintance with customers and 
with those who might be induced to be customers, 
while not always essential, is always valuable. In 
the retailing of automobile accessories it is almost 
a necessity if the department is to show a maximum 
of returns. Not that this class of goods cannot 
be sold on an impersonal basis. An even superficial 
study of the subject will reveal dozens of instances 
where the personal element seldom enters into the 
making of a sale, and where the department of auto- 
mobile supplies is still decidedly successful. The 
question which naturally arises is “how much more 
successful would the department be if a closer con- 
tact could be obtained with those who buy supplies 
for automobiles?” 


Getting Acquainted 


And, except in a very few instances, it should not 
be difficult for the man who will make the effort 
to get himself into the good graces of automobile 


owners in his community. Especially is this true 
in the smaller towns and cities. If an effort is 
made to learn the name of each customer, his busi- 
ness, and the kind of car he drives, it will result 
in an ever-increasing circle of business ac- 
quaintances. If the case seems to warrant the 
necessary work the information can be tabulated 
by means of a card index. But a good memory will 
prove the most valuable asset. 


Using the Information 


Once a personal contact is established between 
the man who buys and the man who sells, there is 
no end to the methods that can be adopted to 
strengthen the feeling and at the same time to make 
the acquaintance prove profitable. When a salesman 
has acquired a certain intimacy in his dealings with 
a customer, he can, without seeming presumptu- 
ous or pressing in his attention, call the customer’s 
attention to new articles that have been put in the 
stock. 

The writer witnessed an incident of this kind 
not long ago in a store that has been decidedly 
successful in selling automobile accessories, and 
where the personal element has played a strong 
part in the success that has been acquired. A mid- 
dle-aged, solid-looking gentleman—with whom the 
salesman was fairly well acquainted, judging from 
the friendly tone of the conversation—had pur- 
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chased some small accessories for his car. Before 
he left, the man behind the counter called his at- 
tention to a new windshield spotlight, and explained 
the various features of it. The customer did not 
buy it just then. He was, however, evidently im- 
pressed by the value of such an addition to his auto- 
mobile and said that he would remember it. I 
learned upon visiting the store again that a sale 
had been made to this gentleman a few weeks later, 
and that incidents of this kind were everyday occur- 
rences. 

There is not so much difficulty experienced in ob- 
taining the interest of such a customer once he is 
inside the store. But there is no real necessity 
of confining the dissemination of information con- 
cerning new goods and new developments merely to 
those who come into the store frequently—not so 
long as the telephone is in working order and odd 
moments of temporary dullness come in the day’s 
work. 


The Value of the Telephone 


On entering the store of J. Russell & Co., Holyoke, 
Mass., not long ago, in which a separate and distinct 
department has been made of automobile acces- 
sories, I chanced to be present while a good sale 
of automobile tires was made by telephone. 

“It’s like this, Mr. Jones,” the manager of the 
department was confiding to the little black instru- 
ment before him, “prices have been withdrawn on 
tires, and there will be an advance of from 10 to 
15 per cent the first of the year.” (This was be- 
fore the recent advance.) “And I want to give 
you a chance to make a little velvet. We are al- 
lowed to make our specifications for March 1 de- 
livery at the old price, and we want to extend to 
you the same privilege. Just figure up the num- 
ber of tires you are going to need and let me take 
your order now. You'll save nearly a five-dollar 
bill on each tire if you get action at once. 

“No, I’m afraid we can’t wait very long. You 
see, unless we get our own specifications in within a 
very few days now, we shall have to pay the ad- 
vance. You'll need about twenty? Suppose I put 


The automobile accessory department of the Williams Hardware Company, Streator, Ill. 
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you down for that many, anyway, and you can let 
me know the exact number and the sizes to-morrow, 

“We have just got some new horns, Mr. Jones, 
that I want you to see the next time you are down 
here. There is a mighty good hand horn that we 
can sell for $3. You’ll be in this afternoon to let 
me know about the tires? All right, Mr. Jones, 
Good-by.” ; 

This conversation resulted in an excellent sale 
of tires to a business man who had a number of 
delivery cars. And the same method was the cause 
of a great many other orders, some only for single 
tires, others for fairly large quantities. Not only 
did these telephone tactics increase the winter tire 
sales of this particular concern, but it established 
an even closer contact between store and customers. 
Incidentally, it created a number of valuable new 
customers for the store. The most direct route to 
a man’s friendship is through his pocketbook. 

This was an unusual occurrence—a situation that 
would not arise every day. But it is representa- 
tive of the manner in which the same concern uses 
the telephone in selling accessories, often on which 
there is no particular price appeal. 

During a recent snow storm that started during 
business hours, this manager, by means of his tele- 
phone, got in touch with a number of business men 
who were in the habit of driving to business in 
their own cars. He told them of the value on such 
a day of a new kind of windshield cleaner that 
had just been put in stock. Several sales were 
made in this way, and the cleaners were delivered 
before closing hours in order that they could be 
put in use on the return home trip. One of them 
happened to go to a factory superintendent, who 
thought so highly of it that he personally recom- 
mended the device to a number of his friends in the 
same plant. Personal advertising of this kind was 
also given by several others who had bought the 
cleaner, with the result that the original shipment 
was soon sold, and an additional supply ordered 
by telegraph. The number of similar instances in 
the experience of this and other stores is almost 
without limit. Once an automobile owner is won 


The method of dis- 


playing tires is a little out of the ordinary 
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over as a steady customer, he becomes a booster 
and a talking advertisement of illimitable value. 

The object of those responsible for the profit end 
of this automobile accessory department has been 
from the very start to secure a close, personal con- 
tact with automobile owners. One of the first ef- 
forts to attain this end was made shortly after 
the establishment of the new department. A quan- 
tity of letterheads was obtained, resembling those 
used by the City of Holyoke as court summons. The 
letter was worded somewhat as follows: 

“The other day you were seen driving at a ter- 
rific rate of speed past our automobile accessor) 
store, at 360 Dwight Street—so fast, in fact, that 
we think you overlooked the store entirely. 

“The next time you are passing, won’t you slow 
down sufficiently to see what a splendid new auto- 
mobile accessory store we have, or even stop to 


Chicago Club Gives Luncheon 
to R. F. Soule 


N Saturday, Jan. 18, the Chicago Hardware Club 

tendered Roy F. Soule, editor of HARDWARE AGE, 
a luncheon in the new club headquarters. Mr. Soule 
is a member of the Chicago Hardware Club, but 
this was his first visit to the new home of the Chi- 
cago hardware men. 

The dining room of the club was filled to capacity, 
and after a very delightful luncheon brief addresses 
were made by A. V. Martin, president of the club, 
and Mr. Soule, who spoke on the subject of sales- 
manship, and gave many very interesting examples 
of splendid selling plans he had recently seen demon- 
strated in hardware stores he had visited. 


Surprised 


ERTIE (whose motor has broken down and who is 
compelled to ride in a trolley)—-Bah Jove! I had 
no idea these affairs were so popular!—Judge. 


The accessory store of J. Russell & Co., Holyoke, Mass., is spacious, well lighted and attractive 


learn of the values and the service we can give you 
: sar? 
in everything for your car? 2 eeeeees Bite 

This letter was mailed to practically every auto- 
mobile owner in Holyoke and the vicinity. While 
this was a scheme to obtain general publicity, and 
the direct results could not, of course, be traced, 
there were so many references made to the letter 
by those who later came in the store—many of 
whom were comparative strangers—that it was con- 
sidered a really successful piece of advertising. 

An accumulation of business acquaintances who 
own automobiles is like an avalanche that grows 
as it moves, except that the former results in in- 
creased profits and the latter in destruction. Once 
a personal, intimate contact is established, methods 
of strengthening the feeling and turning it into 
profit will readily suggest themselves. 


South Jersey Association 
Elects Officers 


T the annual meeting of the South Jersey Retail 
-. Hardware Association, the following officers 
were elected: President, Thos. H. Wright, Woods- 
town, N. J.; vice-president, W. Kumpf, Mt. Holly, 
N. J.; secretary, J. Alvin Marter, Pitman, N. J. 
Executive committee, B. Frank Antrim, Harry Mc- 
Farren and T. Lee Haynes, all of Camden, N. J. 
Roy F. Soule, Editor of HARDWARE AGE, and 
A. D. Snellbaker, president of the Woodstown 
Chamber of Commerce, were both elected honorary 
members. 


Rebuked 


FFICE KID—Aw, I wasn’t makin’ much noise. 

Stenog—You were, too. The boss was explaining 

to his wife over the telephone and I couldn’t hear a 
word he said.—Exchange. 
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How the Flanegin Hardware Company 
Sells Stoves 


When a Stove or Range Goes Out on a Charge Account, a 
Lease and a Regular Collector Solve the Credit 
Problem and Insure a Profit 


By L. S. SOULE 


This display has boosted stove sales for the Flanegin Hardware Company. 


The demonstrating platforms have 


been removed from the center aisle in order to show the stock 


HE average hardware dealer is about as handy 
at making a stove sale as a hod-carrier in a cut- 
glass booth. To be sure he knows that a stove 

is made to furnish heat and a range to bake bis- 
cuits. He has a fair idea of the internal mechanism 
of both and an inherent desire for stove profits, 
but he falls down on the fine points of the game. 
At every turn he bucks up against a credit problem 
that finally becomes his pet peeve. Buying a range 
is not to be compared to the purchasing of a pie 
tin or a skillet. It is more like acquiring title to 
a piano or a phonograph. The ten-dollar-down-and- 
five-a-month plan is almost sure to bob up before 
the deal is closed. The dealer who is in position to 
put his stove sales through on that basis and get 
his money when the payments are ripe is usually 
the stove merchant of his community. The rest 
of us merely sit back and wonder how he does it. 


The Backbone of a Successful Indiana System 


When a woman in the vicinity of Logansport, 
Ind., gets the stove fever, she usually has the case 
treated at the Flanegin hardware store. She knows 
that the prescription she gets will give permanent 
relief, because the Flanegins have been specializing 
on that particular type of ailment for nearly 35 
years. Way back in the ’80s, J. T. Flanegin began 
selling stoves and other items of hardware to the 
residents of Logansport and vicinity. His two sons, 
T. J. and L: A. Flanegin, practically grew up in 
the store, and about the year 1901 joined their 


father in the active management of the business. 
Stoves had always proved good sellers, and when 
the sons went into the firm a new impetus was 


given to the sales. A special department was ar- 


, ranged for the line and L. A. Flanegin was placed 


in direct charge of the stove business. To-day the 
Flanegin Hardware Company is selling a big pro- 
portion of the stoves and ranges disposed of in that 
part of the Hoosier State. Of course, there is a 
system behind their success and it circles very 
closely around the following rules: “Stick pretty 
closely to one line.” “Use a lease for all credit 
sales.” “Collect all payments when due.” “Carry 
the stove line as a special department.” Quite a 
respectable sermon could be worked up from those 
few brief rules. 


How the One-Line Proposition Works Out 


The Flanegin Hardware Company are strong for 
the one-line system. They believe in sticking as 
closely as possible to one make of stoves and ranges, 
and in putting their selling power strongly behind 
that make. The particular line for any dealer to carry 
is of course a matter to be decided by that dealer 
himself. L. A. Flanegin gives his version of the 
plan as follows: “About 16 years ago we began 
handling Globe stoves and ranges, and while we 
have always carried some patterns of other makes, 
we have put our main selling efforts behind this 
one particular line. We have made the name 
‘Globe’ a watchword for stoves in this part of 
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Indiana, and have coupled our firm name tightly to 
that watchword. As time has passed, sales have be- 
come easier to make. The bride moving into her 
new home has demanded a range like mother’s, and 
that has meant another stove sale for us.” Back 
of this modest declaration is the fact that the 
Flanegin Hardware Company has always looked 
after the interests of its customers. If at any time 
there has been the slightest complaint, they have 
never rested until a smile of complete satisfaction 
again adorned the face of the customer. Testi- 
monials of well-pleased purchasers have been made 
a basis for drawing new stove trade to the store. 
Timely window displays have been used at various 
times throughout the year and the usual demon- 
strations have been staged whenever it seemed ad- 
visable. The big idea has been that they have put 
their powder behind one good load and have 
brought down the game. 


A Lease for the Charge Customer and Prompt 
Collections of Payments 


The company marks the selling prices of stoves 
and ranges on the basis of credit sales and the cash 
customer is given a 10 per cent discount from this 
price. A gross profit of 50 per cent on the cash 
sales is figured. If a customer is worthy of credit, 
he can get a range on time, but he does not get a 
bill of sale with the purchase. Instead, he signs 
up an agreement, which is virtually a lease, by the 
terms of which he becomes the owner of the stove 
after it has been paid for in full. The customer 
gets a copy and the original is filed. The stove be- 
longs to Flanegin until the payments are completed, 
and rest assured the payments come in. The col- 
lection of all stove-lease payments is placed in the 
hands of a regular collector who visits the customer 
the first of every month and gets the money. They 
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The window displays above the main windows added to the effectiveness of this showing of stoves 
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all mean to pay, according to Flanegin, and he 
makes it easy for them to do so. Interest is exacted 
on all overdue payments, which aids in getting 
prompt settlements. The firm’s losses from stove 
leases are very small and the profits from charge 
customers are real. 


Customers Sign Up for All Deliveries 


The firm is never bothered with disputes relative 
to the delivery of stoves or the extra material used 
in setting them up. When the stove goes out it 
carries a tag on one side of which is the customer’s 
name and address, the number of the stove and a 
list of the material that goes with it. On the re- 
verse side of the tag space is provided for noting 
the amount of pipe and other material used. When 
the job is finished the delivery man checks up the 
material used, enters it on the card and has the 
customer sign the ticket. That delivery tag has 
warded off a bunch of complaints and disputes that 
usually attend the setting up of a stove or range. 


Special Department for Stove Sales 


The stove stock is kept on the second floor, in a 
room devoted to stove sales. There is a passenger 
elevator, which makes it easy of access, and once 
a customer is in the stove room, there is nothing 
to take his thoughts away from the stove proposi- 
tion. This fact alone is responsible for clinching 
many sales that would otherwise fall through. It 
also gives the firm an opportunity to display its 
stove stock to the best advantage. One combination 
coal and gas range is always connected up for prac- 
tical demonstrations. 

The stock carried runs in value from $2500 to 
$3000. This would ordinarily be considered a small 
stock when compared with the yearly sales, but the 
store is close to the factory and goods can be easily 
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and quickly replaced. The sales of stoves and 
ranges during the past year amounted to over 800. 
In October 161 were sold and in November 112. 
Twenty Globe furnaces were also disposed of dur- 
ing the year at an average price of $200. Many of 
the stove sales are of the laundry type, as the firm 
has educated the citizens of Logansport to a point 
where the laundry stove is as much of a necessity 
as the range or heater. During the stove seasons 
a display is kept downstairs on the main selling 
floor, but the sales are almost invariably. made in 
the regular stove department. No one can ever 
make the Flanegin Hardware Company believe that 
a special stove department is not a gilt-edged 
proposition. 


Deliveries Made Anywhere in the County and 
Satisfaction Guaranteed 


Stove deliveries are made to any point within 
the limits of the county, a service truck and a Ford 
with a commercial body not only taking care of the 
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deliveries, but hauling a large proportion of the 
freight. 

Somebody has said that an article is never com. 
pletely sold until it has given the purchaser a life 
of usefulness, and that is Flanegin’s attitude to. 
ward stove sales. Customers must be satisfied as 
long as the stove or range is used, so that they wil] 
naturally look to the firm for anything new in the 
same line. 

I have given you only a brief outline of the 
methods that have made the Flanegin Hardware 
Company the stove sellers of the territory in which 
its store is located. It has dozens of other good 
schemes, among which is a stove record in which 
all stove sales are entered, together with other in- 
formation regarding the sale. With the firm’s con- 
sent you have been given the cream of a selling 
system that has proved successful in every way. 
Hardware stores throughout the country are ip 
need of profitable stove sales to boost the volume 
of their business. Here’s hoping that these few 
tips will help you to solve the store-selling problem. 





Broom Holder As Rope Clip 


N the store of the Madison Hardware Company, 
Madison, N. J., rope is drawn up through holes in 
the floor in the same method as it is in the majority 


Broom holders made of wire hold the rope securely 
and neatly 


of stores. But instead of slipping each piece 
through a screw eye and tying a knot in the end 
of the rope to prevent it from slipping back into 
the basement a few broom holders have been put in 
use and all that trouble banished. The construction 
of this particular broom holder is clearly shown in 
the illustration. Two pieces of wire attached to a 


little upright of wood are formed in such a way that 
downward pressure causes the aperture to close 
securely, gripping anything within it. The rope is 
simply pushed up through the opening, and its own 
weight holds it there. Another feature, which un- 
fortunately does not appear in the photograph, is 
the sharp knife that hangs by a string near the 
rope. It saves time hunting for the pocket knife 
that has been loaned to the clerk who is out for 
lunch. 


Janney, Semple, Hill & Co. 


Established Since 1866 


Janney, Semple, Hill & Co., Minneapolis, Minn., 
have recently published an attractive illustrated 
book of sixty-two pages describing the progress of 
this concern since its foundation by Thomas G. 
Janney in the year 1866 in a small two-story frame 
building in the village of Minneapolis until, under 
his guidance and management, the business grew 
from a small village store with a floor space of 
about 4000 sq. ft. to an establishment covering 15 
acres of floor area. 

In June, 1866, Thomas G. Janney arrived ip 
Minneapolis and in connection with his brother Ed- 
win M. and his brother-in-law Samuel T. Moles en- 
gaged in the retail hardware and stove business 
under the firm name of Janney & Moles. The stock 
was then housed in a small, quickly erected building. 

In 1867 it was deemed advisable to move the stock 
to a new location. In 1870 another move was made 
to larger quarters on Nicollet Avenue. This became 
the main thoroughfare west from the river and 
shortly after 1870 the concern erected a new build- 
ing with a floor space of approximately 7000 ft., 
which gave ample room for the growth of the busi- 
ness for several years. Several moves have been 
made since then, each one to larger quarters, until 
at the present time the company occupies two build- 
ings with a total of approximately 665,200 sq. ft. of 
floor space. 


Modern 


66@ HALL I teach you how to make doughnuts?” 
asked grandma. 
“Yes, I am terribly interested. I can’t understand 
how you arrange the inner tubes.”—Louisville Courier- 
Journal. 


















A Woman’s Place in a Hardware Store 


Why Women Can Be Employed Successfully on the Selling 
Force of Hardware Stores 


OMAN is invading the territory of man. She 
has entered politics, business, law, art and 
medicine and even the sacred portals of 

those establishments—our hardware stores—that, 

though they never displayed signs “For Men Only,” 
gave evidence of the fact that they were strictly 
men’s stores in the stocks they carried and the 
service they gave. Then a few of the more enter- 
prising hardware dealers discovered that the real 
buyers of this country are women—that the purse 
strings of the nation so far as the retailers are con- 
cerned are controlled largely by the female ‘element 
of the country. And with that discovery—or per- 
haps it should be called development—the hardware 
stores began to cater more to women’s fancy—at 
first with the addition of household and kitchen 
wares, and later by means of cleanliness, neatness 
and more of an attempt to give the service that 
women had come to expect from the merchants with 
whom they dealt. And as a further attraction for 
this trade women gradually came to have a place 
as salespeople in a number of our hardware stores. 


Selling House Wares 


After all it is logical enough that women should 
be employed in stores where articles are sold that 
appeal to women. They have a more intimate and 
exhaustive knowledge of household goods than most 
men care to acquire—or, in fact, greater than many 
men could acquire. There is no doubt of the fact 


that women have more confidence in those of their 
own sex in matters relating to their own work than 
they have in men, and in instances where a sense of 
the artistic is needed women generally excel. 


By C. M. BRADLEY 


This attractive table of nickel and copper ware is brilliantly lighted and is situated at the foot of the stairs 
: leading to the basement 





199 





Many hardware dealers have considered the ad- 
visability of adding women or girls to their sales 
force, but one of the big objections that always 
pushed itself forward was that though without a 
doubt women can be developed into first-class sales 
people of housewares, there is so much really heavy 
work to be done in connection with the handling of 
the stock that they are not physically capable of do- 
ing it. This idea would be completely dispelled by 
anyone who had the opportunity to visit the store 
of Barber & Ross, Washington, D. C., in the base- 
ment of which is a house furnishing store that is 
operated almost entirely without the aid of men. 


A Leading Sign 


The store of Barber & Ross is almost square. 
There are entrances on two sides of it and as one 
enters through either door a sign that reads “House 
Furnishings—Basement” and which swings at the 
head of the stairs leading to the basement can 
scarcely be missed. 

One of the reasons why so many people are at- 
tracted to that house-furnishing department down- 
stairs is at once evident to anyone who passes with- 
in 10 or 15 ft. of the head of the stairs. At the 
bottom of a short, broad flight is a brilliantly 
lighted table of a most attractive assortment of 
nickel and copper ware. It gleams and glitters and 
literally drags people downstairs by the force of its 
own attraction. Down there is a department of 
housewares comprising practically everything from 
a tea strainer to an all-steel kitchen cabinet, from 
a salt shaker to a refrigerator or a fireless cooker. 
Cooking utensils and similar articles are displayed 
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on open shelving and on specially constructed tables 
built in pyramid form. Miss Kemp is in charge of 
this department of the big Washington store. She 
has been with the concern for a long time, first of 
all working under a man who originally had charge 
of the department and for the last six years has 
been in entire charge—has done all the buying and 
with the help of her two assistants all the selling, 
as well as giving the stock the constant care that 
openly displayed merchandise always needs. 


A Woman’s Opinion 


“There is a good deal of hard labor connected 
with this work,” said Miss Kemp, “and of course 
a woman has to be willing to work if she is to re- 
main. Lifting goods on the shelves and off again is 
rather heavy work and there is a lot of dusting and 
cleaning to do. Of course, all the goods are un- 
packed by a porter but that is really only a little of 
the work that must be done before the goods are 
ready for sale and in order to keep them salable. 

“If I had my way in the matter,” she went on and 
her answer reflected her loyalty to her department, 
“of course I would have this department on the first 
floor. But with the growth of the automobile ac- 
cessory department and other sections of the store 
there seems to be little enough room there now. So 
that is impossible. Some time ago there was some 
talk of moving us up to the second floor, but I am 
glad it did not materialize. It is a lot easier to 
induce women to walk downstairs than upstairs or 
to get them to ride one floor in an elevator. If there 
were stairs of the same height leading up to the 
second floor as those we now have coming into this 
basement we could not induce nearly so many to go 
up as we can to come down. It is just a curious 
twist of reasoning. To climb upstairs appears for- 
midable, to walk down easy. No thought appar- 
ently is given to the climb back afterwards.” And 
when questioned as to opinion of the value of house- 
wares in a hardware store, she said: “This depart- 
ment produces profits that are not alarming but 


The woman’s department in the store of the Robinson Hardware Company, Lawrence, Mass. 
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that are safe and reliable. I know it would hurt the 
men in charge of this company to have to part with 
our housefurnishing department.” 

And one of those chiefly responsible for the profit 
end of the business promptly confirmed the state- 
ment. Another Instance 

It is now a number of years since the Robinson 
Hardware Company, Lawrence, Mass., began to sell] 
the class of merchandise that formerly was entirely 
associated with jewelry and department stores— 
cut glass, silverware, clocks, leather goods. The de- 
partment, from the very first under a woman’s care 
has grown until now it is handicapped by lack of 
space for further expansion. In the section of the 
store shown in one of the illustrations three women 
are kept constantly busy—the head of the depart- 
ment and two assistants—and during the Holiday 
season this force was augmented by the addition of 
three times that number. The stock includes the 
highest grades of sterling silver, cut glass, jewelry, 
bronzes and marbles, lamps, leather goods, novelties 
in china, wood and metal. 

Lack of space resulted in the use of practically 
every available inch of room that could be utilized 
for display purposes. This has been accomplished 
by hanging display shelves over the counters and of 
other little shelves across the windows along the 
side of the store. The stock evidences a woman’s 
judgment of what is beautiful and artistic and most 
of the sales are made to women. The department 
incidentally is one of the most prosperous in the 
store. 

These are by no means isolated instances. Paral- 
lels might be found in a constantly increasing num- 
ber of hardware stores where women are proving 
their value and with the constantly broadening of 
hardware stocks to include the sale of merchandise 
that was hardly dreamed of by most hardware mer- 
chants a few years ago the opportunities for women 
on the selling force in hardware stores will logically 
increase. 


Every inch of 


display space has been put into active use 





















Cash, Cameras and Kodaks 


Easy Money for Progressive Hardware Dealers in Filling 
the Wants of the Snap-Shot Enthusiasts 


By T. M. CADEY 








Kodak display made by the Schroeter Brothers Hardware Company, St. Louis, Mo. 


VACATION without a kodak is like pie with- 
A out cheese. There is something lacking. We 

take a trip through a country rich in scenic 
effects and come home with nothing but a hazy re- 
membrance of mountain peaks, beautiful lakes and 
rushing rivers. We would like to share our pleas- 
ure with our friends but our oral descriptions fall 
flat. We would like to display the big buck that 
fell before our 30-30, or brag about the dangerous 
rapids we shot in a light canoe, but our oral at- 
tempt only gets us a recommendation for the 
Ananias Club. No red-blooded man ever’ yet re- 
turned from a pleasant outing without the mental 
resolve to snapshot his future journeys. It’s human 
nature. 


Everybody’s Doing It Now 


Picture taking is no longer a pastime of the rich. 
Everybody is doing it now. In the old days, the 
man who wished to perpetuate the antics of his two- 
year-old was in hard luck. If he called in a photog- 
rapher, it cost him several dollars for every snap 
and the results displayed about as much life as a 
cigar-store Indian. If he tackled the job himself, 
it. meant investment in a heavy box-like camera 
and a bunch of breakable glass plates. The finish- 
Ing process meant several hours spent in a dark 
room with a ruby light and a pair of chemically 
discolored hands that marked him as a cigarette 
fiend. Every picture required a long-time pose, the 
removal and replacing of a lens cap, and the dis- 
play of considerable engineering ability. The re- 
sults were only fair at the best. To-day kodaking 
18 sport rather than work. The camera itself is a 
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light, conveniently folding affair; the lens is fast 
and accurate and the focussing is merely mechani- 
cal. There are no glass plates and no mussy after- 
effects. The film goes into a tank—there are a few 
turns of the crank—and you have a picture that 
would make the old-time photographer turn green 
with envy. 

No wonder the kodak,is popular. There’s a 
streak of vanity in every one of us. We are proud 
of ourselves, our families and our friends. We 
want the pictures that bring back memories of 
other days, of children grown up or taken from us; 
of friends and of places we once called home. Our 
desires are only those of every other normal man, 
woman or child. Why not turn this universal de- 
mand into cash profits? 


Stock Requires Small Capital and Space 


A kodak stock and the photographing accessories 
that go with the line do not require any large tie-up 
of capital. It isn’t necessary to buy in carload 
lots. A half dozen each of about three sizes and 
smaller lots of the others will give you a very com- 
prehensive stock at a very small outlay. When you 
have built up your trade and found the kinds that 
sell readily, the stock can be enlarged to fit your 
needs. The space required for displaying the-line 
need not be great. A corner of the store—prefer- 
ably near the front—with one good floor-display 
case and a section of ordinary shelving is all that is 
required. A good live salesman should be picked 
from the store force and given charge of the de- 
partment. He should be encouraged to become a 
kodak enthusiast, so he will be able to more intelli- 
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gently talk to those who have the snap-shot craze. 
Arrangements can be easily made with some pho- 
tographer to do developing work, and the amount 
of such work that can be turned in from the kodak 
department will insure a very reasonable rate. This 
feature of the department can then be advertised 
and will lead to heavier trade in films, etc. Window 
trims are easy to make with so attractive a line 
and always bring good results. 


St. Louis Firm Finds the Kodak a Profit-Maker 


The Schroeter Brothers Hardware Company, St. 
Louis, Mo., has handled kodaks and kodak supplies 
for several years and is ready to vouch for profits 
to be made from the line. R. R. Papin, manager of 
the kodak department, has become a skilled amateur 
photographer and the practical knowledge he has 
gained from his work is a great aid to him in put- 
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ting over sales. We reproduce a picture of one of 
Schroeter Brothers’ window displays, featuring the 
kodak stock. This display resulted in many profit- 
able kodak sales. Other live hardware firms in 
various parts of the country are duplicating the 
success of this St. Louis concern. We need more 
all-year-round items in the hardware store, particu- 
larly of the type that sell easily and yield sure 
profits. Every person in your town is a kodak 
prospect, and the time will soon come when there 
will be a kodak of some kind in every family of 
even moderate means. Eventually you will find the 
kodak line recognized as almost a hardware staple, 
and the dealer who is first in the field stands the 
best chance to win and hold the snap-shot trade. 
“A word to the wise is sufficient.” Prepare to get 
your share of the cash that comes from the sale of 
kodaks and cameras. 


Putting the Bath in the Luxury Class 


Make the Bath a Luxury, Rather than a Necessity, and Col- 


lect the Profits that Always Go with Luxuries 
By H. B. GREVILLE 


VERY man or woman is entitled to a daily bath. 
The kids get theirs as a matter of course. 
Some people fairly yearn to loll in a big white 

bathtub, to cover their bodies with rich, creamy 
lather and feel the invigorating effects of a good 
cold shower. Others are prone to sidestep the 
cleansing process and prolong the dry seasons. One 
class needs only an invitation, the other wants some 
new attraction added to the regular clean-up. Who 
ever saw a normal, healthy boy who really longed 
for a bath? Barnum would have paid well for such 
a specimen. It isn’t because boys don’t want to be 
clean. In nine cases out of ten they have had the 
bath forced on them and over them until the very 
name makes them cringe. From the time they first 
began to take an active interest in life, there has 
always been somebody watching for an opportunity 
to scrub their faces and dig the wax out of their 
ears. In too many cases their bath has been handed 
to them in a common washtub, while interested spec- 
tators have stood along the side lines to see that no 
garden spots were overlooked. They have had to 
put up with an old rag in place of a sponge, and 
a saucer on the floor has served them as a soap dish. 
There hasn’t been a single attractive feature in the 
regular scrub-fest. No wonder youth balks at 
baths. 

I can remember when I was a perfect angel for 
at least a week in order to gain permission to paint 
the family carriage. Why? Because the job was 
not forced on me. Dad had put a premium on the 
work and I fell for it in a bunch. Carriage paint- 
ing became a luxury to me instead of a necessity. 
That is where fond mothers have fallen down on 
the family bath. If bathrooms were made the show 
places of the house, replete with every modern con- 
venience for hastening the removal of dirt, boyish 
objections to regular baths would drop fifty per cent. 
If cleanliness is made a point of honor and the 
regular bath is considered a period of luxury, the 
kids will break their necks trying to be first in 
the tub. There are also many tired, hard-working 
men who will welcome a real bath, although they 
shun the cramped quarters of the wash tub and dis- 
like the kitchen’s lack of privacy. We haven’t ap- 
proached the bath from the proper standpoint. 


Every Home Deserves a Real Bathroom 


There should be a bathroom in every American 
home, and in most cases the installation of one is 
entirely feasible. Nearly every town or village 
now has a system of waterworks and some form of 
sewerage. Practically every farm has some sort 
of power machinery-that could be employed part of 
the time in pumping water for household purposes. 
Even the old windmill can be made an ally of the 
bath. I know a farmer who owns a motor car and 
a phonograph, but who is still shy a bathroom. Can 
you beat it? It only means that the automobile 
salesman has been busy while the hardware man 
slept. Are you one of the dealers who needs a bath- 
room alarm clock? 


Bath Accessories Are Easy to Sell and Yield Good 
Profits 

There is always a good opening for the hardware 
dealer who cares to undertake the installation of 
bathrooms. However, we are not ali equipped to 
go this far. There is no reason in the world, how- 
ever, why we should not cater to the wants of the 
man who already has a bathroom. The plumber 
rarely sells the house owner anything in the way 
of bathroom accessories. In many cases he does 
not carry the stock and almost invariably he is a 
poor salesman of the finer luxuries of the game. 
He is almost sure to pass up the opportunity to sell 
a full equipment of bath fixtures and he never thinks 
of following up the first sale by keeping the own- 
er’s line of fixtures complete and up to date. 

The attractiveness of the bathroom depends as 
much on the fixtures as it does on the tub and the 
water. Everybody likes to see a glistening mirror, 
a white bathstool, a glass shelf, towel bars, tumbler 
holders and soap trays. We all love to find a big 
sponge, a bathbrush and a convenient shower ar- 
rangement lined up with the tub. It is perfectly 
natural. Why not cash in on these bathroom de- 
sires? 


Many Dealers Already Stock the Bath Accessory Line 


Many dealers in various parts of the country are 
now stocking complete lines of bathroom accessories 
and find them both attractive to the trade and profit- 
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able to themselves. The Stebbins Hardware Com- 
pany, Chicago, lil., has handled the line for several 
years. Their samples of bathroom fixtures are dis- 
played in a glass front wall-case, a photograph of 
which we reproduce. 

The Warner Hardware Company, Minneapolis, 
Minn., has a small room in the builders’ hardware 


203 


Idaho, has also made a great success of selling bath- 
room fixtures. 

Baths have become national home features. They 
are considered necessities in every well-regulated 
family. They can be made luxuries, as well—but 
that rests with the hardware dealers. Remember— 
there is always money in luxuries, while necessities 





A wall cabinet display of bathroom fixtures, made by the Stebbins Hardware Company, Chicago, Ill. 


section sampled with similar goods. The room is 
finished in white, and the fixtures are all mounted 
on the walls just as they would appear when in 
actual use. Each item is marked with a sticker 
giving the manufacturer’s number, stock number, 
cost in code and selling price in plain figures. The 
firm has found the line a more than profitable one. 
The Herman Haas Hardware Company, Weiser, 


T. F. MCLAUGHLIN, who has been connected with 
the wholesale hardware business for the past thirty 
years, has severed his connections with the Helena 
Hardware Company, Helena, Mont., to act as manu- 
facturers’ agent for a number of hardware lines, 
including those of the Baldwin Tool Works, Parkers- 
burg, W. Va., Brandenburg Cobbling Supply Com- 
pany, Chicago, Ill., Chicago Eye Shield Company, 
Chicago, Ill., The Cleveland Stamping & Tool Com- 


usually pay only a small room rent. Make the bath 
a luxury in your community and tie your store to 
the profits that are sure to come. Sometime you 
will look over your yearly balance and thank us for 
a valuable tip. The hardware store can dominate 
in bathroom fixtures in most towns if the manager 
and the selling force get behind this line with full 
energy. 


pany, Cleveland, Ohio, The Cleveland Tack Works, 
Cleveland, Ohio, The Columbus Bolt Works Com- 
pany, Columbus, Ohio, Faultless Caster Company, 
Evansville, Ind., The Griffin Mfg. Company, Erie, 
Pa., The Lippincott Glass Company, Cincinnati, 
Ohio, Minnesota Mining & Mfg. Company, Chicago, 
Ill., Reed Mfg. Company, Erie, Pa., Romer Axe 
Company, Dunkirk, N. Y., and the White Mop 
Wringer Company, Fultonville, N. Y. 
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Getting Attention for Pocket Cutlery 


Sales and Display Methods That Have Proved 


Their Value in Action 
BY LEONARD TINGLE 


The two upper shelves of this big show-case are devoted to pocket cutlery. The price tags are plainly visible 


HE peculiar fascination that cutlery—especial- 

ly pocket-knives—holds for nearly all of us 

and the unusual interest which most dealers 
take in the pocket cutlery case has resulted in the 
origination of some exceptionally good display 
methods and some striking and unusual selling ideas 
that have given to certain dealers a dominating po- 
sition in the sale of cutlery. 

The value of the attention secured not long ago 
by one dealer who specializes in cutlery might be 
questioned by some merchants—and not without 
cause. To others it will commend itself as a de- 
cidedly original and valuable means of advertising. 

A number of envelopes were purchased, similar to 
those used by photographers in submitting proofs. 
On the front of each was plainly printed “Open 
only in a subdued light.” Inside was a card reading 
“It Doesn’t Take a Strong Light to See the Quality 
of Our Cutlery.” 

“The Blank Company.” 


Then followed a short list of some of the more 
important items in the line. 

These were sent to a specially selected list and 
in order that he might learn somewhat definitely 
the impression the cards created this dealer mailed 
a number to persons with whom he was more or less 
acquainted. Upon questioning one woman who had 
received a card he found that she was a trifle pro- 
voked. She had carefully hunted for a place in the 
house where the light was sufficiently dim and 
after opening the envelope had found only an ad- 
vertising card. But she remembered practically 
all that was on it, and this satisfied the sender. A 
number of men of their own accord complimented 


the dealer on what they thought a clever piece of 
work. While it was hard to trace many direct sales 
to the use of this form of advertising, the originator 
of it considered the general publicity obtained of 
sufficient value to call the attempt a successful one. 

A unique method of conducting a special sale of 
cutlery and one which is reported to have resulted 
in a great stimulated business, was used not long 
ago by the Hermitage Hardware Company, Nash- 
vite, Tenn. An advertisement and also the window 
cards used in connection with this event proclaimed 
the fact that the Hermitage Hardware Company 
wanted “to buy old pocket-knives—knives that had 
been used—knives with broken handles—knives 
with broken blades—any kind of old pocket-knives— 
at 25 cents each,” provided the owner selling such 
knives would purchase at the same time a pocket 
knife at $1 or more for each one the company 
bought at 25 cents. 


Essentials of Effective Display 


The essentials of a good interior display of pocket- 
knives are that the knives shall present an appeal- 
ing and attractive appearance, that the prices shall 
be prominently displayed, that the knives shall be 
easily available and that some method shall be used 
whereby they can be identified quickly. The chances 
are that any display that fulfils these conditions 
will prove successful in selling cutlery, provided the 
quality of the merchandise is on a par with the 
display. Such has been the experience of the Al- 
bany Hardware & Iron Company, Albany, N. Y. 

The cutlery department is one of the most suc- 
cessful in this long established, yet modern and 
successful store. Its situation in the very center 


204 














February 3, 1917 


and front of the store has had a lot to do with its 
success; the display methods used have had a great 
deal of influence in reaching this happy condition of 
affairs; the man behind the cutlery counter and 
behind the entire department—which embraces 
bathroom supplies, clocks, fireplace fixtures, toilet 
articles—is perhaps the most important factor, in- 
asmuch as the display methods used are for the 
greater part of his origination. 

The big cutlery case is the first object to meet 
the eye of any one entering the store. Two entire 
shelves are devoted to pocket-knives of almost end- 
less variety. It is an array of cutlery calculated 
to make the eyes bulge of any individual who has 
the slightest leaning toward pocket-knives—which 
includes every man or boy who has the use of both 
his hands. 

Some of the Features 


One of the most important advantages of this 
method of display is that every knife of the active 
selling stock is in full view. None is hidden in 
boxes—there is no need of reaching in a drawer 
or in a box for the knife that is to be sold. The 
customer is given the identical knife he chooses and 
another is put in its place. In this way the stock 
does not become shop worn and the customer knows 
that the knife he has examined is the knife he 
will take away with him. From five to thirteen of 
each pattern are displayed and on the two shelves 
devoted to pocket cutlery more than 200 patterns are 
shown. 

The little trays in which the knives are displayed 
are built of thin oak and are made in two sizes—31!5 
in. square and 314 in. by 5in. They are about 1% in. 
deep. Inside of each tray is a piece of galvanized 
iron, crimped in the manner shown in the repro- 
duction of one of the boxes accompanying this arti- 
cle. The iron is covered with green plush. The 
knives fit in the hollows formed by the crimping 
of the iron. These inner trays being removable can 
be cleaned easily ; there are no corners in which un- 
sightly dust can accumulate. Some little experi- 
menting was necessary to ascertain the correct num- 
ber of grooves to accommodate the varied stock of 
knives. As a result the trays for the larger pat- 
terns have a capacity of five to seven knives, while 
those for the smaller knives will accommodate in 
some instances as many as thirteen. The upper 
shelf contains three rows of the smaller boxes. The 
lower shelf has in the front, two rows of the larger 
size and in the back one row of the small boxes. 


Marking the Knives 


Before the knives are placed in the tray the num- 
ber and the price in code are lightly scratched on 
one of the blades by means of a little tool con- 
structed by imbedding a small piece of carborundum 
in the end of a thin steel rod. A carborundum pen- 
cil would answer the purpose equally as well. These 
marks identify the knives at once should any con- 
fusion arise and while perfectly legible to one look- 
ing for them are practically invisible to the pur- 
chaser. Inasmuch as the price is in code no harm 
is done should the knives be given as presents and 
the marks be discovered. The value of plain price- 
marks, however, has not been overlooked. In front 
of each box, as can be seen from the illustration, is 
a neat little price ticket. 

The arrangement of the knives according to price 
is a feature worth more than passing attention. It 
is well enough known that in a great majority of 
instances a customer can readily be sold a much 
better knife than he originally intended to buy if 
his attention is called to the better grades. If the 


customer can be made to want a good knife at the 
outset the salesman’s work is made so much easier 
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and there is no law against his increasing the 
amount of that sale if possible. With this idea in 
mind the better qualities of knives are displayed on 
the upper shelf with those selling at the highest 
prices in the very center. The lower-priced knives 
are arranged in progressive order on the lower 





Pocket knives are displayed in little trays in which are 
removable crimped pieces of iron covered with green 
plush 
shelf. 
inate. 

Along the top shelf are a number of little cltps 
mounted on special stands in each of which an in- 
dividual knife can be held separate and distinct 
from the other knives, as can be seen from a close 
scrutiny of the illustration of the big show case. 
There are eight of these clips and in them are 
shown eight of the most unusual knives in the stock, 
such as those with a variety of special blades and 
implements, those with emblems and knives of spe- 
cial designs. This method has been the means of 
bringing to the attention of customers a number of 


The quality knives are allowed to predom- 





This little wire display rack is used for odds and ends 
of pocket knives 


knives of unusual merit and many direct sales have 
been traced to their use. They are like tiny hands 
holding out the knives to the customers. It has 
been found that a great many of the customers who 
stop at the cutlery show case request to see the 
special knives that are displayed in this way. 

Occasionally odds and ends in discontinued num- 
bers accumulate for which there are no special 
boxes. Little racks built of wire have been con- 
structed to display these knives in one of the ad- 
joining, side show-cases and for use in the win- 
dows. These are made of stout galvanized wire 
with a number of corrugations in which the knives 
can rest, and with that section of the rack in which 
the knives are displayed made on a slight incline. 
The manner in which they are constructed is clear- 
ly apparent in the illustration which accompanies 
this article. It is one of the simple little things that 
mean a lot in displaying goods attractively and in 
saving valuable time in making displays. 

The chances are that there will be at least several 
days in the next month or so in which the store 
force in many hardware establishments will not 
be kept working up to full capacity. If the pres- 
ent method of displaying pocket-knives does not 
fulfil all the requirements of a good cutlery dis- 
play there are ideas to be drawn from this system 
of the Albany Hardware & Iron Company, and there 
will be time to put them into operation. 
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Things Worth Knowing About 
Rubber Belting 


By E. H. DARVILLE 


HE manufacture of rubber transmission belting 
is a chief branch of the rubber industry. In 
addition to belting for transmission purposes, 
such as main engine drives, inotor, shafting and 
countershafting drives, machinerv and mill service, 
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Examples of two methods of splicing rubber belting 


rubber belting is made with reinforced covers for 
conveying purposes, applicable to countless uses, and 
as bucket belts for elevator service. 

Rubber belting possesses advantages which meet 
variable conditions of service, as uniformity of 
strength and thickness, increased adhesive proper- 
ties due to the rubber surface, affording better pul- 
ley contact, and ability to resist the action of mois- 
ture and steam, heat and cold. It is durable, has 
great tensile strength and if well made does not 
readily elongate; while, because of the rubber cover, 
it is less likely to slip than some other types of 
belting. 


Rubber Transmission Belting 


Rubber transmission belting is made of several 
plies of woven cotton duck, thoroughly impregnated 
on each side with “rubber friction” or composition 
principally rubber. This coating is forced into the 
mesh while the fabric is warm, between the massive 
iron rolls of rubber calenders. 

Preceding the application of friction, the cotton 
duck, woven specifically for belting purposes, is 
thoroughly dried, stretched and critically inspected 
to assure the required standard of strength. The 
outside plies are coated with a rubber cover and if 
it be friction-surface belting the cover is not thicker 
than the friction coating, while the rubber-covered 
belt has a cover approximately 1/32 in. thick. 

In the production of conveying belting, the wear- 
ing surface of the belt is made. with a reinforced 
cover, the thickness of which depends on the service 
desired. 

The plies of the frictioned cotton duck are united 
by hand or by machine, contingent on the width, 
into the completed belt, after which the belt is vul- 
canized by steam in a hydraulic press under a pres- 
sure of 2000 Ib. per sq. in.; at the same time more 
stretch is taken out of the fabric. In some indus- 


tries stitched rubber belting is specified, the stretch- 
ing being done prior to vulcanization through spec- 
ial machinery. 

The foundation being of cotton duck, it is impera- 
tive that the duck have sufficient strength and that 
avoidable stretch be eliminated in the making or it 
will be a failure. The duck must be of special 
weave, capable of affording the greatest flexibility 
possible. Rubber friction should be of high-grade 
rubber stock, primarily of a quality specifically 
suited for this particular purpose which, when vul- 
canized, will be of adequate strength between the 
several plies, to permit the belt to run over small 
pulleys at high speed without disintegration, yet of 
sufficient tenacity to resist severe strains incident to 
power transmission. 


Many Grades of Rubber Belting 


Rubber belting is made in a great variety of 
grades and qualities, the best grade, if properly 
cared for, being the most economical in the long 
run. Because of the fifty-odd grades on the market 
it is impossible to determine the value of rubber 
belting by casual inspection, as quality of the cotton 
duck and the rubber friction composition, on which 
flexibility and enduring qualities depend, must be 
known before determining the grade. 

In recent years manufacturers have remarkably 
improved rubber belting as to material, quality and 
manufacturing conditions, so that there are now 
available grades of rubber belting much superior 
to the product of even a few years ago. 

There is no need to change existing conditions 
when installing rubber belting, as, provided there is 
a proper designed drive, a rubber belt, one of equal 
weight, it is claimed, will perform the same service 
as other type belts. Nevertheless, it sometimes hap- 
pens that rubber belting is used on poorly designed 
drives unfavorable to the application of any type of 
belting. 


Conveyor Belts 


Conveyor belts are made of selected cotton duck, 
with reinforced covers on one side, the cover on the 
wearing side being somewhat heavier than on the 


Coal conveyor belt in operation; for carrying coal, stone 
or kindred materials to bins of higher elevation 


pulley side. The rubber composition used in the 
covers is designed to resist the abrasive action of 
the material conveyed, for example, sand, coal, ore, 
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grain, etc., the covers in each instance being specially 
compounded for a particular service. As the dura- 
tion of conveyor belting depends more upon the rub- 
ber cover than on the center plies, it is necessary 
to determine the suitability of the rubber covers for 
each particular purpose. 

Conveyor belting is frequently installed in places 
unavoidably exposed to the elements, especially 
moisture, and unless the rubber be of high grade, 
chis contact in itself will appreciably reduce the 
service. 

Always, if possible, large rubber belts should be 
made endless at the mill; a belt so joined, if prop- 
erly accomplished, will run truer and give better 
results, particularly if the speed is high, than any 
method of splicing possible in the field. Such belts, 
however, can be made endless on the pulley by step- 
ping down the splice and cementing and riveting or 
lacing it. A properly cemented splice will have 
strength enough to develop the entire power of the 
belt, and, it is authoritatively said, last as long as 
the belt. There are several different methods of 
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when the gold is washed out through a sluice-way, 
coincidentally shaking useless stones loose and carry- 
ing away on the conveyor belt to the rear of the 
dredge. 

In a large petroleum refining establishment, con- 
veyor belts are used to carry cans of kerosene oil, 
packed 2 cans of 5 gal. each in a case for shipment. 
As they move slowly, several men stand alongside 
and nail on the covers. If a case is missed it is 
let go to be caught by an operator farther along, the 
belts often carrying the cans and cases from factory 
to a nearby ship. 

In paper mills rubber belting must be of especially 
high grade to resist moisture, and for oil fields it 
is known specifically as oil well belt, oil being injur- 
ious to either rubber or leather belting, both of 
which must be made to withstand exceptional condi- 
tions. In grain raising sections considerable belting 
is used on threshing machines. Elevator belts have 


cup-like buckets of sheet iron riveted to the outer 
surface of the belt for lifting materials rapidly to 
higher elevations. 





Hydraulic belt presses, 42-in. wide, with capacity u 


to 2000 lb. per sq. in., in which rybber belts are stretched 


and vulcanized or cured 


stepping down the splice on a rubber belt, any of 
which will give good results. On smaller belts, me- 
tallic belt hooks and fasteners or rawhide lacing may 
be successfully used. Owing to the varying condi- 
tions of service demanded by rubber belting, special 
construction and particular quality are constantly 
required. The responsible manufacturer, backed by 
a thorough experience, can produce a grade or type 
of rubber belting which will meet exacting require- 
ments. 


Some Uses for Rubber Belting 


Rubber belts may be and are used for countless pur- 
poses; for instance, grain elevators, gold dredges, 
mine elevators for carrying ore upward, the carry- 
ing of hot cement in cement mills, chips in wood 
pulp mills, material in iron, copper and other mines, 
in large stores for quickly and safely conveying 
packages, by large express companies for carrying 
packages to places in their buildings, for moving 
broken stone in quarries and sand in sand pits. In 
connection with floating gold dredges, the mass is 
raised to the surface by an endless bucket system, 


Rules Governing Widths and Plies 


In rubber belt manufacture there is an absolute 
rule followed in producing widths and weights of 
belt. For instance, four-ply belt, running at the rate 
of 600 ft. per minute, will deliver 1 hp. for every 
inch of width, 20 per cent to be added for each addi- 
tional ply. It is said to be a very rare case when this 
formula fails. The uninformed conclude that an 
eight-ply rubber belt will deliver twice the hp. of a 
four-ply belt, but it will not. 


Frictioning the Duck 


One of the first processes in making rubber belt- 
ing is to friction the duck. The cotton duck base 
usually runs from 26 oz. to 36 oz. per sq. yd. and is 
commonly 51 in. wide. After the coating has been 
forced between the cotton fibers of warp and woof, 
the treated duck is slit into prescribed widths on 
a power slitter. Belts can be made from '% in. to 
72 in. wide, and in thicknesses from two ply to 
twelve and more plies. 

In the process of manufacture the cover is neces- 
sarily a little more than twice the width of the cen- 
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ter, as it reaches from the under side while going 
through the machine, around each edge and meets 
near the middle of the top side. As the cover sur- 
rounds the interior plies, a close, fine joint is made 
by inserting between each cover a cord-like length 
of rubber which the heavy rolls and hydraulic steam 
press leave absolutely smooth after vulcanizing. 

In making belts the center may have any number 
of plies, the size of cover depending on the number 
of center thicknesses. For instance, in a three-ply 
belt there is a one-ply center and the cover, which is 
equal to two plies. In a ten-ply belt the center con- 
tains eight plies. All belts, regardless of size or 
plies, are made in the same way in all widths and 
lengths. 

Vulcanizing 


When the belt is ready for vulcanizing or curing, 
it is run through a long, massive hydraulic steam 
press and subjected to a pressure of a ton per square 
inch. During this phase of manufacture care is 
taken to obviate future needless stretching (which 
would compel resplicing and recementing,) by vul- 
canizing the friction between the plies. 

These presses are sometimes 30 ft. long and of 
necessary width, with 10 in. rams, on presses 42 in. 
wide, although presses must be a little wider than 
the belt. 


Testing Laboratories 


Like most well-organized factories and mills, rub- 
ber belt manufacturers have their own laboratories 
and expert chemists to test both the raw material, 
before using, at intervals in the process of manufac- 
ture and finally after it is made. Belts made by 
reputable makers are tested before shipping to know 
certainly that they are up to standard in a friction 
test. This is found by taking a strip of each belt, 
always 1 in. wide and usually 6 in. long. Twenty 
pound (avoirdupois) friction test means that the 
rate of separation, one ply from another, with a 
20-lb. weight attached to the bottom of the sample 
suspended from a clamp, must not be greater than 
1 in. per min. The higher the quality of belt the 
more exacting the friction test becomes. 

Inspectors who test belting have a special alarm 
clock called the Universal Time Indicator, which 
can be set to ring at any period up to 2-hour in- 
tervals. 

The vulcanizing is done at varying temperatures 
and requires different periods of time, depending 
entirely on the quality and construction of the belt. 
For instance, a small two-ply belt requires less time 
than thicker belts, and as the quality increases more 
heat in curing is required, care being taken to stop 
the process before going too far. 


Caring for Rubber Belting 


Should a rubber belt slip it may be moistened 
a trifle on the pulley side with a compound of red 
lead, boiled linseed oil, black lead, French yellow, 
and litharge, in equal proportions, with but enough 
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japan added to dry it, allowing the application to 
dry before again running. 

Neither animal nor mineral oils should be allowed 
to come in contact with rubber belts as they will 
disintegrate the rubber, because of the chemical 
affinity of oil and the sulphur used in vulcanizing. 

For good results shafting and pulleys must be in 
accurate alignment, and pulleys ought not be so 
far apart as to permit the belt to sag unduly. Idlers 
should not be used unless necessary, but if used 
should be carefully aligned with the pulleys and run 
on the slack side of the belt, near the small pulley. 

Vertical drives are to be avoided, but, if neces- 
sary, distances between centers should be short. 
Cross drives are exceedingly hurtful to rubber belts 
because edges are chafed which causes separation 
and quick disintegration of the belts. 

The limit of speed at which rubber belts should 
be operated is 5000 ft. per minute, but greater en- 
durance is possible where the speed is kept inside 
of 4000 ft. per minute. 

A constant cause of failure in belts is due to small 
pulleys, which increase the strain on the outer plies 
of the belt; also too narrow belts. Therefore, pul- 
leys should be as large in diameter as circumstances 
permit, thereby increasing the arc of contact and 
making easier transmission of power. Increased 
power is best secured by using large pulleys and 
wide belts, rather than by a great number of plies, 
as the thinner belts are more flexible and there is 
better contact on the pulleys. 

Tight belts are objectionable, both because de- 
struction to belt and machinery from greater fric- 
tion and much wasted power. According to high 
authority it is estimated that between 25 and 40 per 
cent of the total horsepower developed is used in 
turning the engine and shafting alone. Belts should 
operate without slipping, yet be moderately slack. 

To determine the length of belt required where 
actual measurements cannot be taken, multiply the 
sum of the diameter of the two pulleys by 3.1416, 
dividing by 2 and adding twice the distance between 
centers. 

The tensile strength of a 4-ply rubber belt, best 
quality, is approximately 1000 lb. per inch of cross 
section, or approximately 4000 lb. per square inch. 
For best results a 4-ply rubber belt should not work 
under a greater strain than about 65 lb. per in. of 
cross section, and other weights in proportion. 

To estimate approximate weights of belting, they 
may be figured on the basis of 8 in. 4-ply belting as 
weighing about 1 lb. to the linear foot; other 
weights and plies will follow in the same ratio to 
the area. 

To find the approximate number of sheets in a 
roll of belting take the circumference of the roll 
in inches plus the circumference of the hole in in- 
ches, divide by 2 and multiply by the number of 
coils or laps in the radius of the roll, which will 
give the approximate length of belting in inches. 
This divided by 12 will give the number of feet 
in the roll within a few inches. 























What Automo 
Has Done 






By JOHN W. HECKLER 


HORTLY after opening our Pittsburgh hard- 

ware store in the spring of 1914, we put our 

first automobile truck in our delivery service. 
We had previously used horse-drawn wagons. It 
did not take us long to realize the importance of 
prompt deliveries and the question of cost of op- 
eration between automobile and wagon delivery en- 
gaged our earnest attention. After debating on the 
subject for a short time, we put on another auto- 
mobile truck. 

About this time, we conceived the idea of put- 
ing a small furnace on the radiator of our three 
salesmen’s touring cars. This attracted such wide 
attention that we also put them on the two delivery 
trucks. It is surprising to learn the number of 
people who noticed these little furnace hoods. 

In the meantime, the cost of operation had worked 
itself out in favor of automobile truck delivery. 

Adding to this the advertising feature, which is 
no small one, prompted us to replace still more 
wagons with automobiles, and to-day we have four 
trucks and three touring cars, and are just about 
ready to purchase one or two more. 

The cost of operation per truck averaging fifty 
miles per day, average load one ton, is a little less 
than $6, or about 12 cents per mile. This is much 
better than can be done with a horse-drawn vehicle. 


Quick Delivery 


With the automobile delivery it is possible to de- 
liver goods in the afternoon, which otherwise could 
not be delivered until the following day, and we 
find it pleases our customers when we tell them, 
“You will get your goods this afternoon,” which is 
only made possible by automobile truck delivery. 

Then again it enables us to cover a larger field 
and get some of the business that had formerly been 
going to the mail order houses. 

Our delivery district embraces a radius of about 
twenty-five miles from our store, and with seven 
cars scattered throughout this territory, each one 
carrying a small furnace hood on the radiator, we 
advertise our business to a greater extent than if 
we used newspapers, circular letters, or any other 
advertising method that we know of at the present 
time. 

Before we installed our automobile truck delivery 
we only had one builders’ hardware man out solicit- 
ing orders. Now we have four. This, again is due 
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to the prompt service we are able to give under our 
present system. . 

Many a time a contractor calls up between two 
and three o’clock in the afternoon and wants some 
goods delivered the same day. As stated before, 
this can only be accomplished by automobile truck 
delivery. 

I might say right here I don’t believe any up-to- 
date hardware dealer to-day can get along without 
such a delivery system. 

As for example, two hardware men doing busi- 
ness in the same town; one has automobile delivery 
and the other wagon delivery. If a customer who 
is in a hurry asked the first man when he could 
deliver the goods and he told him within the next 
two or three hours, and the price did not suit him, 
and it became necessary to get a price from the 
other dealer who had wagon delivery, whose price 
would perhaps be 5 per cent lower, but who could 
not deliver immediately, nine times out of ten the 
customer will pay the extra 5 per cent for the serv- 
ice rendered. 

Then, again, automobile truck delivery costs less 
than wagon delivery, which would net hardware man 
number one a double profit. 

There are many good automobile trucks on the 
market to-day made in all sizes and shapes to suit 
the different lines of business, and if the hardware 
man would pick out the one that suits his business 
best and then see that it gets one hour’s attention 
each day, there is no reason why he cannot save 


some actual money on his delivery system. 
The Publicity Side of It 


We also use our automobiles for other advertis- 
ing purposes, as for instance when there is a parade 
in our town, we have as many in this parade as it is 
possible to spare from our business. While this 
costs a little for gasoline and drivers’ wages, it is 
a good advertising investment. 

We have one man in our garage who starts work 
one hour before the drivers. It is his duty to see 
that each man has gasoline and oil and water in 
his car. He also looks over their tool kits to see 
that they are equipped to make any light repairs 
on the road. By having this man in the garage at 
all times, it enables the driver of any particular 
car to get immediate assistance for any repairs 
that are necessary, and saves us the big garage bills 
so many men are continually confronted with. It 
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An active part of the Heckler success 


is surprising to know that our garage man with one 
of the drivers can do in one day what the average 
garage will do for thirty dollars. We would, there- 
fore, suggest to any of you who now have automo- 
bile service to do your own repairs if possible, as 
it will mean a big saving to you. 


The Incentive of a Bonus 


We would also suggest that you give a small 
bonus to the driver who keeps his car in the best 
shape. In our particular case, we give the man 
$5 per month whose car is kept the cleanest and in 
the best condition, and who has his car on the road 
the greatest number of days. This makes them all 
spruce up, and many a time you will find them work- 
ing in the evenings, which would not be the case if 
we did not give this bonus. 

Another rule we have is that if any of the drivers 
has an accident with his car and it is his fault, we 
immediately let him go. We pay our men fair 
wages and employ only married men, because they 
will undertake greater responsibility. 


A Hose Rack 


N the store of Anderson & Ireland, Baltimore, 
Md., the method of handling garden hose is 


Two reels of hose are carried under a little display table 


We have in Pittsburgh about five competitors in 
the builders’ hardware line. Only one of these com- 
petitors uses automobile truck delivery, but none 
of these uses automobiles for his salesmen. Here’s 
where we have stolen a march on them. 

One of our men in his little Ford machine can 
cover twice as much ground and see twice as many 
people every day as the salesmen of our competi- 
tors. This cuts down our overhead. We can de- 
liver our goods for less money, which again cuts 
down our overhead expense. This plainly shows 
you why we were able to increase our builders’ hard- 
ware business 300 per cent in less than two years’ 
time in spite of the fact that the field was fairly 
well covered before we opened up our city store in 
1914.° This also accounts for our increase of over 
100 per cent in our retail hardware department in 
1916 over 1915, and we can frankly say that had 
our competitors been on the job with automobiles 
it would never have been possible for us to make 
such a phenomenal success in the hardware field in 
Pittsburgh. 


simple yet efficient. As can be seen from the illus- 
tration, two reels are carried under a small display 
table. The racks on which the reels rest are con- 
structed of odd parts of grindstone frames and four 
farm bell hangers. In this way the hose is dis- 
played in a small space and any length can be meas- 
ured off very conveniently. The same illustration 
shows the manner in which the pillars have been 
utilized. At the bottom, two sides are used for dis- 
play purposes and two for shallow drawers in which 
stock of the goods displayed is carried. Above that 
the pillars are surrounded by display boards. 


She Was All Right 


(THERE lives in Providence a very matter-of-fact 
man whose wife is, and always has been, a bit 
sentimental and fond of trying to draw from husband 
those little endearments he has ever failed to furnish. 
“I suppose,” said she, on one occasion, “if you should 
meet some pretty girl you would cease to care for me.” 
“What nonsense you talk!” said husband. “What 
do I care for youth or beauty? You suit me all right.” 
—Exchange. 








Silver-Plated Pointers 


How to Make Flatware Pay a Profit the Year Round 
BY THE ASSISTANT MANAGER 


HIS game is going to be won in the first 

inning. An early lead is a mighty hard thing 

to evercome. The sluggers never have quite 
the same opportunity to swing on the ball as they 
do in that brief period before the pitcher is thor- 
oughly “warmed up” to his work. 

Silver flatware is a first cousin of cutlery. It’s 
a favorite niece of brass and nickel-plated ware, 
a close relative to all kitchen goods, and if not 
directly related to most hardware stores, should be 
made so by marriage, even if divorces must pre- 
cede the nuptial vows. The merchant who makes 
room for flat silverware and handles it with the 
same love and respect he would show for a bride, 
will get something besides burnt biscuits and tea 
for his efforts. 


What to Buy 


Let’s propose to the girl before we marry her. 
What kind of silverware shall we buy? Do we 
want bargains, or a nationally known line? Do 
we want 49-cent sales or quality? Shall we tie 
up to a lot of goods made only to sell and distributed 
on the “just as good” basis, or shall we buy the 
best? These questions might not bother us if 
this were to be a cabaret party, but it’s marriage. 
We agree with the chap who said “I chose my wife 
as she chose the wedding gown, not for a fine glossy 
surface, but for such quality as would wear well,” 
but let us go him one better. Calico is all right 
and plain, wool is warm with wearing qualities, 
but if I had my choice between two women, both 
of whom were blessed with the fundamentals of 
good womanhood, and one of them chose to wear 
the most severe clothes, while the other leaned pretty 
strongly toward silk and the trimmings, I am free 
to admit that I would take the one who made a 
proud appearance. She would both look well and 
wear well. 

I’d choose silverware just that way. Quality first, 
and then a pattern that was art itself. I wouldn’t 
stock two or three patterns, even of the same manu- 
facturer’s goods, but I would put in a big variety 
of the one pattern I decided to tie up to. Too 
many hardware stores try to sell plated knives 
and forks only, and the result is usually shelf goods, 
dust and a tarnished sweetheart. We can’t expect 
the public to take a buying interest in a thing we 
don't love ourselves. 


How to Show It 


Pie knives, pickle forks, sugar shells, olive forks, 
butter knives, oyster forks, ice spoons, salad forks, 
sugar tongs and a dozen other articles are standards 
which should harmonize in pattern with our knives 
and forks, and with such a stock a show case and 
a perpetual display is in order. Frankly we are 
competing with the jeweler. His silver-plated ware 
is on display every day in the year. He uses plush 
or velour in the bottom of his show cases. He 
doesn’t show goods on a felt ammunition pad either. 
Let’s take a chapter out of his book before our silver 
bride begins to make odious comparisons. 

A good piece of plush or velour will wear for 
years. True it costs money, but like a silk dress 
on the “queen of creation” it shows things up. The 
public forms its ideas of quality from the way we 
treat our wives or our merchandise. The shabby 
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or even too plain wife of a prosperous merchant 
brings criticism. The Boss may not hear it, but 
the boys behind the counter do. Make your stock 
of silverware the pride of the store. Place your 
sets of heavy looking articles in the bottom of the 
case; knives and forks, ladles, sets of table and tea- 
spoons and other bulky goods belong in the velour- 
coated, ground floor. On your second shelf show 
the medium-size items, and on the top shelf your 
small pieces. 

In small plain figures, well painted in bright 
black by the best show-card writer in your town, 
a price-ticket should be made and placed on each 
item in your display. Some of us are strong for 
blind prices. Forget it on silverware! Most peo- 
ple do not realize that 75 cents or a dollar will buy 
a beautiful little gift in good flatware. Most people 
are surprised to learn that the best known silver- 
plated sugar tongs can be purchased for $1.50. Try 
out the plain price-cards and watch the women in 
your town stand in front of your cases and sell 
themselves. 


Curing the Curse 


Then before we leave that well-trimmed case let’s 
anticipate the curse of hardware silverware. Let’s 
backfire the arch enemy of all silver. Wherever 
there is smoke there is sulphide of silver in the 
air, and as naturally as mud spots your Packard, 
it will tarnish silver. It is such a persistent enemy 
that we can’t completely stop its ravages, but we 
needn’t surrender the first day. A small dish of 
powdered camphor in a silverware case will very 
greatly delay the tarnishing of your goods. Then 
buy a silver cleaning pan. Simple compounds of the 
soda sort in a little water will do a quick cleaning 
job, and it gets into the crevices of the most intri- 
cate patterns. The clean-pan people will give you 
prescriptions. 


The Dead Line 


Now outside the case—Let’s keep the front steps 
clean. If small counter displays must be used on 
the top of your silver case draw a dead line ten 
inches from the back of your case and do dire 
things to the first sale killer who piles things out 
beyond that line. It’s bad form to force customers 
down on their prayer bones to get a peep into a 
show case. Besides some mighty good prospective 
purchasers are fat, and others have rheumatism. 


Padded Profits 


Then the pad which you lay in front of your 
customer when he shows an interest in some parti- 
cular item. Let that pad be a piece of dark green 
or a deep red plush or velour. Have the edges of 
this pad neatly bound. A ragged end looks as badly 
on your show case as it does on the youngest son. 
Handle your silverware as though you loved it. 
Don’t drop it on the pad like a hot potato, or a live 
crawfish—stroke it—pet it—polish it. A good clean 
chamois skin is a great help. Wipe carefully every 
item you put on the temptation pad whether it needs 
it or not. It helps make sales. 

Most silverware is purchased for presents. Price 
does not compare with quality. People know that 
they will be judged years later by their gift, and 
naturally they want something that will wear well. 











212 


Wrapped with Every Sale 


Every old silverware dealer knows that one sale 
of a pretty pattern means more business. The 
bride gets a set of knives and forks, and a few odd 
pieces of your prize pattern, and she wants more. 
Birthdays, wedding anniversaries and other big 
events in the home life makes a perpetual demand 
for good flatware. 

Now get this. It’s a brief pointer full of possi- 
bilities. It is used by a hardware merchant who in 
a town of 5000 people sold $600 worth of silver- 
plated flatware last year. It is a little printed 
form. “X silver-plated ware is the standard of Am- 
erica. It is the best money can buy. Z design is 
the most beautiful pattern of our day. We have 
a very complete line including knives and forks, tea 
and tablespoons, sugar shells, etc.” (Then follows 
a complete list of every item of silverware carried 
in stock by this merchant.) 

“When your friends and relatives ask you what 
you want for your birthday, for Christmas, or for 
a graduation gift, or if you be so fortunate, for 
your wedding anniversary, just tell them to add to 
your X pattern of silver-plated ware. Let it be 
the pride not only of the greatest silverware manu- 
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facturer in America and of the best hardware store 
in your town but of the dining room in your home 
as well. 
Blank Hardware Company 
Telephone, Bryant 8600” 


This little circular is packed with every item of 
silverware that leaves that store. It is printed on 
a fine cream-colored paper, and looks like what it is, 
a booster for the best goods. 


Domination vs. Dreams 


So many hardware dealers are successfully sell- 
ing silverware that it is no experiment. The line 
cannot be sold like bolts, or horseshoes, or strap 
hinges, but it is a money-maker for the man who 
treats it in a manner to attract the best trade. 

If it is a slow seller in your store you have failed 
in some of the points we have just covered. If you 
are not selling this line, and have room for another 
show case just reach for your order book. 

The boys in my store once sold over $800 worth 
of silver-plated flatware in less than two weeks, and 
the marked profit was 100 per cent. We even dom- 
inated the jewelry stores that week. Don’t dream. 
Dominate one pattern of a good line. 


Reading Their Way to Tool Purchases 


How Sales of Mechanical Books Pave the Way to Profitable 
Sales of Tools, Drawing Instruments and 
General Hardware Lines 


BY B. T. 


O man ever harbors a desperate yearning for 
N any particular tool until he finds some specific 

use to which he himself can put it. Books are 
not sold to people who cannot read, and tools are 
never purchased as parlor ornaments. The use to 
which any tool can be put dominates its sale. Up 
to the time that I was married the use of tools had 
never appealed to me. I had sold them over the 
counter, but knew mighty little about their working 
possibilities. Then came a change. Some well- 
meaning friend sent me a little paper-covered book 
entitled ‘Mission Furniture and How to Make It.” 
The first evening after its arrival was spent in a 
careful perusal of its contents. All at once I became 
possessed of a longing for Mission bookcases, stands 
and tables. I even took an inventory of my scanty 
tool stock at 10 p. m. ‘Talk about a bug! Why, 
during the following week I was one of the best 
customers of our tool department. In less than 
two weeks I was the owner of a good hammer, two 
saws, two planes, a draw knife, three chisels, a 
square, a try square, a brace and several bits, some 
sandpaper, several cans of wood stains and polishes 
and the brushes with which to apply the stuff. 

In a remarkably short time our little house 
boasted a home-made bookcase, a flower stand, a 
Mission chair and a combination window seat and 
clothes chest. I also built a tool chest and a fairly 
good work bench, and these things called for a still 
greater outlay in the way of tools. The work was 
perhaps not as classy as that of a regular cabinet- 
maker, but the finished articles looked good to us 
and attracted favorable comment from the neigh- 
bors. Strange to say, other young men in the 
neighborhood fell for my furniture idea. My paper- 
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covered book was loaned until it looked like a family 
cook book. There was almost an epidemic of furni- 
ture building in that little town and the sales of 
our tool department were almost doubled. 

I am almost ashamed to tell you that our store 
failed to realize fully on that accidental hunch, and 
merely took the business the little book brought to 
us without playing the game to its legitimate finish. 
However, ours was not the only hardware store 
where opportunity had to knock twice in order to 
get a hearing. 


The Profit Side of the Mechanical Book 


Selling books in a hardware store is something 
out of the ordinary. The average dealer looks at 
the idea as rather freakish to say the least. It is 
really a task to get some of them to even consider 
it as a business proposition. The first question they 
ask is: “How much stock does it take and what are 
the profits?” After bumping into this simple but 
puzzling question for some time, I finally took steps 
to find out the answers. Frankly, it took consider- 
able scouting around before I finally found a store 
that had given the line a trial and was in position 
to furnish the information. The first place of the 
kind that I ran into was a sporting goods house in 
New York City, but their stock of books ran more 
to athletics than to wood-working lines. Later I 
visited the Warner Hardware Company in Minne- 
apolis and found just the stock that I had been 
looking for. I also discovered that a very compre- 
hensive stock of mechanical books could be installed 
for an initial cost of from $25 to $100. The gross 
profits on the line I found to be approximately 50 
per cent. That would seem enough justification for 
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stocking the line regardless of other possibilities. 
However, that is the smallest angle of the mechan- 
ical book game. The sales of tools brought about 
by the reading of these books show the true value 
of the stock. 


A Few Titles of Books Carried by the Warner Hardware 


As there are many who may be able to see the 
possibilities of a stock of this nature, but who are 
at a loss as to what books are best suited to the 
hardware trade, I submit the following from the 
Warner list: “The Boy Mechanic,” ‘Woodworking 
for the Amateur Craftsman,” “Mechanical Draw- 
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ing,” “Boy Scout’s Handbook,” “Pattern Making,” 
“Mission Furniture and How to Make It,” “Arts, 
Crafts, Lamps,” “Metal Working and Etching,” 
“Experiments with Wireless,” “Jobbing Work for 
the Carpenter,” “Arthur’s Contractors’ and Build- 
ers’ Hankbook,” “Hicks’ Builders’ Guide,” “Arthur’s 
New Building Estimator,” “Arthur’s Home Build- 
ers’ Guide,” “Hodgson’s Estimating Frame and 
Brick Houses, Barns, Factories, Stables and Out- 
buildings,” “The A B C of the Steel Square,” “Stair 
Builders’ Guide,” “Starrett’s Text Book for Ma- 
chinists and Apprentices,” “Practical Course in 
Mechanical Drawing.” 

There are many others which the progressive 
dealer will come across in looking over his book 
catalogs, and he can adapt his stock to the line of 
trade he wishes to influence. 


How the Books Are Displayed 

The Warner Hardware Company also has a rather 
novel method of displaying the books they carry. 
The old bookcase shelving idea is completely side- 
tracked, and the books are shown in a specially ar- 
ranged floor case. The interior of this case is 
formed of replaced panels from a manufacturer’s 
Special tool display case. When new panels were 
sent for this case, the old ones were fitted into the 
book display case and moldings were attached to 
hold the books in place. The general arrangement 
of the case can be readily seen from the picture 





A display case of mechanical books that help to sell tools for the Warner Hardware Company 
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which we reproduce. The case is situated in the 
woodworking tool section and in a prominent place 
in the store. 

The Warner company has a real mercantile es- 
tablishment and the firm knows to a cent just what 
departments are paying. If books failed to come 
across with their share of profit it would mean good- 
by books! As the line has been handled for several 
years, it is a safe bet that the books are making 
good from the profit standpoint. 

Medicine is no good without directions, and a 
selling story lacks punch unless it carries a moral. 
Like a sermon, it requires a text. Well, the text of 
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this little sermon is “Sell ye Mechanical Books, 
That Ye May Reap Tool Profits.” We have forgot- 
ten the exact chapter and verse. However, I believe 
that I have made it plain to you that a few dollars 
invested in a stock of suitablé books will pay good 
dividends in the way of increased sales. We need 
a larger volume of business. We need lines that 
add novelty and zest to the hardware business. 
Above all, we need every idea that will tend to edu- 
cate the public regarding the uses of the things 
we sell. Books will do all of this and more. Take 
the easy route to profits. Let the public read its 
way to tool purchases. 


Bridge & Beach Elect Officers 


T the stockholders’ meeting of the Bridge & 

Beach Mfg. Company., St. Louis, Mo., held re- 
cently, the following directors were elected: Hud- 
son E. Bridge, L. H. Booch, Henry C. Hoener, John 
F. Shepley, Louis H. Riecke, Laurence D. Bridge 
and George Leighton Bridge. 

The board elected the following officers: Hudson 
E. Bridge, president and treasurer; L. H. Booch, 
vice-president and manager; Henry C. Hoener, vice- 
president; Louis H. Riecke, secretary; A. F. Gam- 
meter, assistant treasurer; George Leighton Bridge, 
assistant secretary, and Laurence D. Bridge, as- 
sistant treasurer. 












Selling Garden Tools 


Preparation Should Be Made for the Early Spring Business 




















A painted background lent effectiveness to this spring display of the Duncan & Goodell Company, Worcester, Mass. 


ITH the first suggestion of the coming of 

spring, even before the arbutus blossoms 

begin to peep from their bed of leaves and 
moss, hardware wiuduw dressers begin to yearn for 
window displays with a touch of green in them— 
windows with carpets of velvety lawn and sugges- 
tions of coming garden activities that make the ac- 
tive man with a little strip of backyard want to raise 
blisters and garden truck and get back to nature for 
a while. 

Imitation lawns in window displays are as com- 
mon as dirt during the early spring months, and 
in spite of their general use there is no doubt of 
their effectiveness. Such windows act on the store 
force as well as on the buying public. To the latter 
it is a herald of the coming of springtime, and 
to the store it should mean a bugle call to arms—a 
signal to prepare for the busiest days of the year— 
to brighten the store in every possible way—to get 
seasonal goods into the foreground—and to study 
the arrangement of stock with an eye for quick 
handling of trade when the spring rush begins. 


Making the Lawn 


Excelsior and crepe paper can be made into ex- 
cellent imitations of grass, if dyed the proper color. 
But herein lies the difficulty—to secure that color. 
It will necessitate quite a little experimenting to 
get a shade that resembles the natural article. 
Crepe paper matting can be purchased that in ap- 
pearance approaches as near to natural grass as 
any imitation can. The best solution of the diffi- 
culty is in the use of real grass. Preparation for 
this must, of course, be made some time before the 
grass is to be used. 

In a number of instances the lawn for the window 
has been made by constructing several shallow pans 
of sheet metal which when placed together will cover 


the floor of the window. These are filled with rich 
earth, sowed thickly with grass seed, kept in a warm 
place and watered frequently. If this is done in 
the latter part of the winter the result will be a fresh 
green carpet for the window when the time comes 
to make the opening spring display. 

Another and perhaps better method is to obtain 
sufficient good sod to cover the window floor. This 
can be done on a warm day during the late winter 
or early spring before the grass has really started 
to grow, and when the frost is sufficiently out of the 
ground to permit of the sod being removed. It can 
be placed in trays similar to those used for earth 
‘in which grass is grown or placed on waterproof 
roofing paper or some similar substance. If the 
sod is kept in a warm place and well watered a 
verdant lawn will soon appear. It must be fre- 
quently watered while in the window. 


A Window Garden 


This same general idea can be given a more orig- 
inal twist by using growing vegetables instead of 
grass, or an imitation of them. The sheet metal 
pans should be made to correspond to beds of vege- 
tables as they appear in a garden. The paths can 
be made of crushed granite such as is used for 
poultry, or of gravel. Then if various quick grow- 
ing vegetables such as radishes, lettuce, etc., are 
planted in these pans, and carefully attended a 
window can be made of actually growing plants with 
the various kinds designated by labels or by means 
of the seed packages. A window such as this is 4 
good advertisement for both seeds and garden tools. 

Obviously the object of any window of this kind 
is to obtain a natural setting. Crowding a lot of 
tools into the window only defeats this end. When 
the idea is to illustrate the variety of garden tools 
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that is carried in stock, then quantity should be the 
keynote. Otherwise very few articles should be 
used and these placed as though they had been 
dropped by the user who naturally would have no 
particular thought as to their arrangement. 
Fencing fits well into the general scheme of such 
a display. Imitation vines twining up a trellis, a 
flower-bed guard around a few carefully placed 
potted plants, all lend attractiveness to spring dis- 
plays. As the season progresses lawn mowers, gar- 
den hose, hedge trimmers, grass shears can profit- 
ably find their way into displays of this order. 


215 


Some time ago an article in these pages dealt with 
the advisability of selling complete sets and outfits 
of various classes of goods. The idea is particularly 
applicable to garden tools. Sets of miniature tools, 
some of them selling for as low as 10 or 15 cents, 
and others retailing for $1.50 or more, are sold ex- 
tensively for children’s use. The sale of outfits 
containing standard tools is by no means so com- 
mon, though such sets have found ready sale in 
a number of instances, especially those of the light 
weight, but good quality tools suitable for women’s 
use. The idea is worth a trial. 


Playing Paint Prospects for Profits 


A Few Pointers on the Selling of Paints and Paint Brushes, 
with Pet Schemes of Hardware Dealers Who Have 
Made Good with the Line | 


BY JOHN LAWRENCE 


PRING is the true paint season. To be sure 
we sell some paint in the fall and at other 
times throughout the year when new buildings 
are erected or old ones remodeled, but the banner 
sales show up about house-cleaning time. When 
the first warm breezes hit the community, they carry 


in the very air that only requires a little effort to be 
converted into paint sales and paint profits. 


The Paint Habit Is Contagious 


The paint habit is more contagious than infantile 
paralysis. When one family in a block breaks out 


A sensible and convenient method of displaying paint brushes, used by the Stebbins Hardware Company, Chicago, 
Ill. The selling stock is carried behind or under the samples which are marked 


with them a desire for clean homes and freshly 
painted houses. The woman who has scrubbed her 
floors, rearranged her furniture and pestered the 
man of the house into having the rooms repainted 
never rests easy until the interior woodwork carries 
& new gloss and the exterior of the home nest wears 
& new spring coat. She is almost as insistent over 
the paint proposition as she is over her new Easter 
bonnet and spring suit. There is paint enthusiasm 


with painting fever, not a single home in that block 
is free from contagion. If Mr. Black has his bunga- 
low decked out in a new coat of brown, Mr. Ward’s 
better half won’t let him sleep until her home re- 
ceives a like treatment. If Mrs. Ward has the in- 
terior woodwork of her home revarnished, Mrs. 
Black never rests until the mop boards and casings 
of her house rival those of her neighbor. All that is 
necessary to start paint sales in the ordinary town 





Hardware Age 


A paint window that created paint sales for the Kalispel Mercantile Company, Kalispel, Mont. 


is to get one property owner in each block inocu- 
lated with the painting germ. A little good common 
sense mixed with selling ability will do the rest. The 
hardware dealer himself should set the pace in his 
bleck. His knowledge of his trade and his influ- 
ence in the town should easily locate the other block 
leaders. It’s all up to the dealer and his sales force. 


No Paint Campaign Can Succeed Without Intelligent 
Advertising 


The spring paint campaign should start with an 
intelligent advertising plan. The windows should 
be trimmed to bring out the value as well as the 
necessity for paint. A few years ago a Western 
hardware firm started the paint ball rolling by in- 
stalling a window as follows: Two small houses 
were built and installed, with the customary fences, 
outbuildings, etc. In one the fences were in poor 
repair and the house looked rough and weather- 
beaten. The other was spick and span and glis- 
tened with new paint. There were two dolls dressed 
as men, one in each yard, pointing to neat show- 
cards. One read: “Just refused $5000 for this 
home. Before it was painted the best offer was 
$4,000. $100 did the job. The other sign read: 
“Wish I could sell out. The best price I can get is 
$3,500. I wonder why?” A banner above the two 
houses read as follows: ‘These two houses are 
identical except the paint. It pays to paint your 
house.” Shelving in the rear of the window dis- 
played various lines of paints and brushes. The 
sales from this display proved a revelation to the 
dealer. 

This is only one advertising plan. There are doz- 
ens of others, from the personal letter to the sou- 
venir plans. It is only a matter of adopting some 
policy and then going after it with all the vim of 
your organization. The result will never be in 
doubt. 


How the Stebbins Hardware Company Handles 
Paint Brushes 


Paint sales should always include the brushes 
necessary to complete the job. In many cases they 
do not, due to the fact that the average dealer does 
not display his stock of brushes in an attractive 
and convenient form. The Stebbins Hardware 
Company faced the usual difficulties of brush dis- 
play when it first stocked the line and finally evolved 
the following plan. The brushes are all displayed 
in a large floor case, specially fitted to house the 
line. The brushes are all sampled and marked with 
stickers showing the size, kind, stock number and 
selling price in plain figures. The selling stock of 
each type of brush is kept in the case directly under 
or behind the sample. Our illustration will give 
you a very fair idea of the manner in which the 
ease is arranged and trimmed. It has done wonders 
in selling paint brushes. 


A Western Firm Installs Novel Paint Window 


The Kalispel Mercantile Company, Kalispel, 
Mont., goes after the paint business in that section 
of Montana in a scientific manner. A variety of 
advertising methods are used and the firm never 
fails to back up the written advertisements with 
novel window displays. The one we reproduce was 
trimmed by A. Charmholm, and features interior 
paints and varnishes. The dominating idea is shown 
in the hand prints on the white banner across the 
rear of the window and in the show card, which 
reads: “The trail of the grimy hand is easily re- 
moved if the walls are painted with the Minnesota 
flat interior colors. It’s easy to apply washable wall 
paints.” Color boards are freely used to suggest 
color schemes for the prospective purchaser. Such 
a window will attract attention in any community 
and cannot fail to create paint sales. 


Pointers for Paint Salesmen 


One of the best methods for stimulating paint 
sales in any community is the inaugurating of a 
Paint-Up Week. This scheme is best handled by 
co-operation with the other dealers who handle 
paint. Stage an Opening Day on Monday of Paint 
Week. Have demonstrations of the lines of inte- 
rior paints and varnishes carried in the store, and 
arrange to give a small brush and a sample can of 
paint to every woman who calls and registers. The 
manufacturers of these lines will be glad to co- 
operate with you on a deal of this kind and the cost 
will be slight in comparison to the advertising value. 
A follow-up on the names of women ‘who received 
sample cans of paint will result in many large paint 
sales at good profits. 

Give the delivery man a pad on which to note 
houses that need painting, and use personal letters, 
cards and other advertising material to stimulate 
outside painting. Use your hands a little, your eyes 
a little more and your head a whole lot. Get busy 
on the paint game. See that every house in your 
community wears a new spring coat and that the 
profits from the new front are deposited to your 
credit in the local bank. Sounds easy—is easy. But 
results are strictly up to you. 


The Boy Knew 


7) | F I cut a beefsteak in two,” asked the teacher, 
“and then cut the halves in two, what do I get?” 

“Quarters,” returned the boy. 

“Good. And then again?” 

“Eighths.” 

“Correct. Again?” 

“Sixteenths.” 

“Exactly. And what then?” 

“Thirty-seconds.” 

“And once more?” 

“Hamburg,” cried the boy impatiently.—Fzchange. 







































Posters That Have Proved Profitable 


A New Jersey Store Advertises by Means of Unique and 
Original Illustrated Signs 


EMI-OCCASIONALLY we come across some 
stunt for boosting hardware sales that so 
sparkles with originality and bristles with 

selling power—“punch”—if you like the word— 
that we feel like raising the office boy’s salary to $4 
a week and declaring a half holiday. Generally 
though we don’t do it. Instead we put in a little ex- 
tra time getting the material in shape for its passage 
through these pages to other retailers of hardware. 

One of our most recent relapses of this kind was 
occasioned by a visit to the store of the Madison 
Hardware Company, Madison, N. J., and by making 
the acquaintance of R. H. Heller, salesman and pro- 
ducer of ideas that make for better business. And 
these ideas of his are particularly suited for the 
merchant in the small town though, with some re- 
vision perhaps in the method of their use, they are 
adaptable in one form or another for almost any 
store. 

Occasionally some individual with an ingrown 
grouch or a touch of dyspepsia declares with a sour 
look on his face and a note of mournful resignation 
in his voice that “you can’t pull off any stunts in 
a small town and get away with them. It can’t be 
done.” Then he wakes some fine morning a little 
later to find that his neighbor down the street has 
gone ahead and done it. Dozens of instances can 
be found to refute the argument that those who live 
in the smaller towns and in the country are not 
responsive to original and modern methods. Get 
down under the surface of:the proposition and you 
will find that your small town dealer generally can 
get closer to his customers and use methods that 
have a touch of personality to them with more tell- 
ing effect than his city neighbor. 


A Billboard in Miniature 
The prize attention-getter of the Madison Hard- 
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Featuring incandescent lamps by means of this lantern 
slide proved to be a stroke of good business 


ware Company is a sidewalk sign-board. It is made 
in two sections hinged at the top and fastened by 
two light chains to prevent the sections from spread- 
ing. There is nothing exceptionally original about 
an affair of this kind. Similar boards are being 
used with good effect by a number of stores. But 
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the originality and the greater part of the effective- 
ness of this particular board is embodied in the 
signs that are used on it. 

Illustrations That Get Attention 


Most of these signs are illustrated by simple but 
bright and eye-catching pictures. Mr. Heller is a 
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A lantern slide that held the interest of moving picture 
audiences in Madison, N. J 














young man but he has been connected with hard- 
ware since he was a boy. In spite of the fact that 
being an active hardware man takes about all of a 
man’s time, he has found opportunity to dabble to 
some extent in art, and he has turned his skill to 
good use in selling hardware. 

“A good picture will tell a story better than a 
hundred words.’ This remark by the highest paid 
newspaper editor in the country has become an 
axiom in advertising circles. Whether Mr. Heller 
was familiar with these words of wisdom or not he 
had the same idea in mind when he had started to 
produce the posters that regularly appear in front 
of the Madison Hardware Company’s store. 


Mother Goose Brought Up To Date 


The person who is not familiar with Old Mother 
Hubbard never had a childhood. The value of this 
intimate knowledge of the old rhyme was taken into 
consideration when making the paint poster that 
paraphrased the jingle we all know so well. The 
pictures were a big factor in putting the story 
across. The best part of the story is that it sold 
paint. 

The illustration again played an important role in 
featuring the telephone service. The chap may 
seem to be moving pretty rapidly for one who lives 
in a town of about 4000, but it happens that Madison 
is situated within commuting distance of New York 
and the picture illustrates a familiar, early-morn- 
ing sight. 


Using the Other Man’s Idea 


Originality consists sometimes of adapting the 
other man’s ideas to our own particular needs. The 
idea itself need not be produced in the mind of the 
























Old Mother Hubbard went to the cupboard 
And found it looked awfully bad 
But she soon made it right witha good 
coat of white 

DEVOE’'S paint is'the best tobe had 


WE SELL DEVOES, 


THE GUARANTEED 
PAINT. Wears 
Longest Goes Farthest 


user. His claim for originality may often be in 
the unique use of it. 

The “bug” picture appeared first of all in one of 
the booklets published by the makers of the spray- 
ing material known as “Pyrox.’ Heller saw that 
the idea could be adapted to his own needs and he 
made an enlargement of it on a poster. That it was 
effective in getting attention for this particular 
bug killer is obvious enough to hardly need corro- 
boration. 

This sign-board has proved one of the really valu- 
able advertising features of the Madison Hardware 
Company. It stands out on the sidewalk where it 
pushes itself into the attention of everyone who 
passes. The posters are large and are done in two 
and sometimes three colors. They attract attention 
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—but each one tells a selling story and more atten- 
tion-getting is not the object. The posters are made 
to sell goods—and they do it at a very trifling ex- 
pense. 

Original Lantern Slides 


Right in line with this advertising feature is the 
method of using advertising slides in the local mov- 
ing picture theaters. The use of these slides pro- 
vided by manufacturers is well enough known to 
need little discussion. The message is brought 
before the audience when it is in a receptive mood. 
Now the slides commonly used are mighty good— 
they are artistic and attractive and there ought to 
be a wider use of them. But in this case young 
Heller went a step farther than is commonly taken 
and designed a number of lantern slides of his 
own that had a touch of originality to them. The 
lantern slides were made from his drawings at a 
cost of 35 cents each. Any one familiar with mov- 
ing picture audiences will understand how the house- 
cleaning slide would get across. Featuring Mazda 


lamps at a time when a good many in the audience 
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would be thinking of their eyes because of the eye 
strain caused by the moving pictures, also proved 
to be a stroke of good business. 

Not long ago the proprietor of this store decided 
to close it at six o’clock instead of seven as had been 
the custom. And the sign used to announce this 
change read: 


“The Doors of Opportunity are not always 
open—Ours close at 6 p. m.” 


Good for use at almost any time this sign proved 
doubly effective for that particular occasion. 

The value of these advertising ideas is due to a 
great extent to their originality—the unusual twist 
that was given to them by the use of unusually clever 
illustrations and by getting away from the old cut- 
and-dried appeal. The experiences of the Madison 
Hardware Company give but one angle of the sub- 
ject. There are opportunities for the use of orig- 
inality it other phases of the business than in the 
making of signs and show cards. Some concerns 
by the use of unique body treatment have obtained 
exceptionally good advertising from delivery ve 
hicles; attractive store fronts, both in design or 
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The sidewalk sign-board 


color have in more than one instance been very 
effective means of getting attention; the most suc- 
cessful stores are generally those where certain 
functions are performed in a way a little different 
and a little better than that to which the public 1s 
accustomed. 


Firm Wants Hard- 


ware Business 


Los ANGELES, CAL. 
SPRING STREET, 


Sydney 


To the Editor: 

We are manufacturers’ agents in Australia, and I 
have been advised to get in touch with you to secure 
your assistance in placing me in touch with manu- 
facturers who are wanting representatives in Aus- 
tralia and New Zealand. 

We are particularly interested in agencies for 
wall paper, brush ware and colors ground in size or 
Japan (like Masury) aluminum goods, but would be 
pleased to entertain propositions for any hardware 
goods provided they fit in with our other English 
hardware agencies, of which we hold about twelve. 

We have an organization traveling the whole of 
Australia and New Zealand with branches in the 
three capitals of the Eastern States of Australia be- 
sides a branch in Wellington, New Zealand. 

Under these circumstances and especially as we 
have been established about 10 years, you will agree 
that we are surely in a good position to success- 
fully place American products on our markets. 

We work on a commission basis, and our refer- 
ences in America are Messrs. Pratt & Lambert, 
Tonawanda Street, Buffalo, N. Y., who will be 
pleased to answer any inquiries. We are alive to 
the requirements of our markets, and I will he 
pleased to supply any information required. 

Awaiting the favor of your reply, 

Yours faithfully, A. G. TAIT, 
For E. R. Picot, Sydney, Australia. 
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Booth of the New York 
Hardware Boosters 


THE Hardware Boosters of the Metropolitan Dis- 

trict, an organization of 140 traveling men, 
representing forty-two different wholesale concerns 
in New York City, have planned an unusual method 
of entertaining retail dealers and traveling men at 
the exhibition to be held at Madison Square Garden, 
Feb. 6 to 9, in connection with the convention of the 
New York State Retail Hardware Association and 
the Pennsylvania and Atlantic Seaboard Hardware 
Association. Four spaces have been rented in the 
center of the exhibition hall and here the reception 
committee will entrench itself. The booth will con- 
tain no display of samples but the business cards 
of the twenty-four concerns who have made this 
venture possible will appear on the background. For 
the convenience of visiting hardware men desks, 
duplicating order books, hat and coat holders and 
comfortable seats and an expert typist will be pro- 
vided. A cordial invitation is extended by the 
Hardware Boosters to all hardware merchants who 
intend to visit the big show. 


Pittsburgh Association Elects 
Officers 


THE ninth annual meeting of the Pittsburgh Re- 

tail Hardware Dealers’ Association was held in 
the Fort Pitt Hotel, Pittsburgh, on Friday evening, 
Jan. 26. Officials were elected as follows: George 
Saupe, president; Samuel Waring, Caspar Peppel, 
Theodore Backoefer and A. B. Smith, vice-presi- 
dents; Samuel McKnight, treasurer, and Charles 
W. Scarborough, secretary. The principal speaker 
was W. P. Lewis, secretary of the Pennsylvania and 
Atlantic Seaboard Hardware Association. Mr. 
Lewis spoke mainly on the coming meeting of this 
association to be held in New York City Feb. 6, 7, 
8 and 9. The retail hardware dealers in the Pitts- 
burgh district who are members of this association 
expect to arrange for a special train to leave Pitts- 
burgh on Monday morning, Feb. 5, arriving in New 
York late that evening. Delegates from surround- 
ing towns will be invited to avail themselves of the 
privileges of this train. 


Toledo Dealers Banquet 


HE annual banquet of the Toledo Hardware 

Dealers’ Club, Toledo, Ohio, was held at Toledo, 
Jan. 24, and the members spent a very enjoyable 
evening. An interesting and entertaining talk was 
given by Harry B. McGrath of Cleveland, secretary 
of the Ohio State Association, who talked about the 
interesting points he has visited in his travels 
through Bermuda, Jamaica, Cuba, and South and 
Central American countries. He also related a few 
amusing stories and wound up with a talk on or- 
ganization work. Other speakers included J. B. 
Carson, secretary of the Ohio State Association, 
and John C. D’Alton, prosecuting attorney of Lucas 
County, in which Toledo is located. William Von 
Behren, president of the Toledo Hardware Club, 
presided at the meeting. The attendance was about 
100, including Toledo hardware men and represen- 
tatives of jobbers and manufacturers. 


ERNEST T. TRIGG, vice-president and general man- 
ager of John Lucas & Co., Inc., Philadelphia, Pa., 
paint and varnish manufacturers, was recently 
elected to the presidency of the Philadelphia Cham- 
ber of Commerce. 
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How to Get Results from 
Manufacturers’ Helps 


Methods That Have Been Used in 
Getting Booklets and Circulars 


Envelopes containing advertising 
matter are kept in boxes on top 
of the wrapping paper fixtures 


HERE has been a marked improvement during 
T the past few years in the use by dealers of 
the advertising and display matter furnished 
by manufacturers and distributors, but there still 
remains an opportunity for no end of constructive 
work along this same line—work that should be 
done by both manufacturer and merchant alike. 
Manufacturers have since the very inception of 
advertising matter bemoaned the fact that a great 
many of their valuable booklets, their circulars and 
envelope stuffers, and their attractive lithographed 
counter displays were consigned to the waste basket 
or stored away to accumulate dust and be forgotten. 
And their tale of woe was not without a certain 
amount of justification. The amount of advertising 
matter that is wilfully wasted every year is appal- 
ling, though it is not by any means so great a waste 
as it was a few years ago. 


Giving the Dealer a Share 


Without doubt a great many dealers were not as 
careful in the use of this advertising matter as 
they would have been had they directly paid the 
cost of it. Part of this was due to the fact that 
many of the manufacturers in the preparation of 
material for dealers’ use seemed to lose sight en- 
tirely of the dealer himself, with the result that 
the booklets, the circulars, the newspaper advertise- 
ments had “manufacturer” written all over them, 
and the dealer was expected to do a lot of advertis- 
ing that the manufacturer should have done him- 
self. 

There was a protest from some quarters that if 
this material was to be used more extensively it 
would have to be given more of a dealer flavor. A 
number of manufacturers acted on the suggestion 
and prepared their material with a better under- 
standing of the dealer’s point of view. Especially 
was this true of newspaper advertisements. In 
place of the big, ugly cuts of a few years ago, many 
manufacturers now prepare advertisements for 
dealers that have all the appearances of being in- 


A little rack on the stenographer’s desk is useful for 
envelope enclosures 


to Live Prospects 


By A. V. STANLEY , 


dividually prepared by the merchant himself. 
Other manufacturers, realizing that whatever is ob- 
tained without trouble or expense is seldom fully 
appreciated, established a policy of sending adver- 
tising matter only at the request of the dealer or 
of their own salesmen on the supposition that a 
merchant who will go to the trouble of requesting 
a supply of this kind of material will have a specific 
use for it. And gradually dealers’ helps have im- 
proved and a much wider and more constructive use 
of them has been obtained. Manufacturers and 
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A small supply of each circular and folder is kept in 
filuug cabinet on the salesfloor 


merchants are beginning more fully to understand 
the problems of each other. 

There are in reality very few merchants who do 
not realize the value of the advertising that can. 
be obtained at such a slight cost through the use 
of the material furnished at no outlay on the 
dealer’s part. The question often is not how much 
material should or should not be used as how can 
it be used so that the maximum value can be ob- 
tained. 


Getting the Circular to the Prospect 


It often happens, especially in selling an article 
involving a considerable outlay, such as an electric 
washing machine or a quantity of roofing, that 
the customer cannot be brought to an immediate 
decision. In cases of this kind where the customer 
is really interested but not to the point of giving 
the order, an attractive booklet or folder that can 
be studied during leisure time will often assist 
greatly in securing a favorable verdict. 

It is essential then that there should be a supply 
of such material in as many convenient places in 
the store as possible. This has been accomplished 
in various stores by the use of racks, generally 
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Racks similar to these help to solve the problem of 
handling circulars and folders 


similar in design, and all of them with the same 
purpose in view—that of keeping a supply of ad- 
vertising matter where it can be easily obtained. 
In one store, a number of racks were constructed 
of galvanized iron, during slack time in the tin shop. 
They are 28 in. high, 18 in. wide and 3 in. deep. 
The receptacles for the circulars are built in ob- 
liquely as shown in the accompanying illustration. 
The joints are soldered and the edges turned. A 
rack of this kind will hold a supply of from 20 to 
25 booklets. A number of them are used in various 
parts of the store. 

Another progressive concern utilizes a number 
of wooden racks 20 in. high and a little over 4 in. 
wide. Each one is divided into three sections by 
two partitions, each of which is faced by a 1-in. 
strip. Approximately in the center of each division 
is a small round rod which holds the circulars in 
place. By using racks of this kind or racks similar 
to them circulars of the more important items can 
be kept at hand near the merchandise to which they 
refer and can be had instantly whenever needed. 


A Cabinet of Circulars 


But it is impossible to do this with every item. 
One concern that receives and distributes a great 
deal of advertising matter uses a vertical filing 
cabinet in which is kept a supply of every kind of 
booklet and circular on hand. Often all the material 
cannot be distributed at the time it arrives. In this 
particular case the surplus stock is kept on shallow 
shelves—kept there as merchandise would be and 
expected to show an even more rapid turnover. The 
shelving is divided into sections and numbered by 
means of buttons on the edges of the shelves. Any 
booklet may be found by, means of a card index. 
But as space is needed in the store for other pur- 
poses than the storage of advertising matter this 
section is in a storeroom and is not instantly avail- 
able to those on the sales-floor should a single piece 
of literature be needed. The divisions in the verti- 
cal filing cabinet are numbered to correspond with 
the sections of shelving. A small supply, possibly 
five or six of each piece, is kept in the case. Then 
no matter what kind of material is needed it can 
be had by any member of the force by referring 
to the card index. Whenever the supply of any 
particular piece of matter runs low or is exhausted 
a notation is made in a little want-book which is 
hung on the side. The stock in the cabinet can thus 
he kept up to date by being replenished every day. 

While it is essential that advertising matter 
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should always be available for distribution to the 
live prospect, there is but a very small part of the 
material that can actually be used in this way. 
There must be some other means of distributing the 
bulk of it. 

Package Enclosures 

A method that with some variations has met 
with good success in several stores necessitates the 
use of standard size envelopes preferably printed 
with the firm name. In each one is placed three or 
four seasonable circulars. This is done in one in- 
stance by the cashier during spare time, the ma- 
terial being chosen by the advertising man. On 
each wrapping paper holder is a little box into 
which these envelopes are placed. Each clerk has 
instructions to enclose an envelope in every package 
he wraps. 

Another merchant had been in the habit of en- 
closing circulars in his bills and statements in a 
hit or miss way. After a time he divided his trade 
into groups. A little rack was made containing 
six partitions and placed on the back of the stenog- 
rapher’s desk. These partitions were lettered, 
“Household,” “Mill Supplies,” “Automobile Acces- 
sories,” “Builders’ Hardware,” “Sporting Goods” 
and “Miscellaneous.” The material placed in these 
compartments is chosen with great care. With a 
stenographer who is familiar with the accounts, and 
who can use a fair degree of intelligence in enclos- 
ing these circulars in the statements and bills, this 
method has been of great assistance in eliminating 
a lot of waste—in getting to the customers the kind 
of material in which they will be interested. 

Some of these methods may be subject to some 
slight revision before they can be adopted to fit 
certain conditions. But each one has been tried and 
proved and should offer at least a partial solution 
of the problem that a great many dealers must face 
—that of getting the maximum value from the ad- 
vertising matter so plentifully supplied to them. 


Display of Baseball Bats 


HE method of displaying baseball bats shown 

in the accompanying illustration is in use in a 
small store where display space must be economized. 
The little rack is made of 1-in. lumber with the cir- 
cular sections, which are a trifle smaller than the 
ends of the bats, cut out with a coping saw. The 
idea is not by any means new but it is worth using 
in a good many stores where bats are at the pres- 
ent time carried in a barrel and allowed to warp, 


- and where there is not sufficient space to allow for 


the use of any of the special bat racks now on the 
market. , 























A rack along the front of a counter displays baseball 
bats in very little space 
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Hardware Age System of Accounting 


Second Installment of the Simplified System of Accounting 
for Hardware Dealers, With Supplement 


By T. W. SNEAD 


SIMPLE accounting system is nothing more 
or less than a simple story of your business 
told each day, each week, month or year. It 

should be so simple that you could take it in your 
hand and find out as under a magnifying glass every 
detail and change that has occurred in your busi- 
ness. For example, we often hear bookkeeping 
spoken of as double entry. We wonder how many 
owners, bookkeepers or managers really ever stop to 
figure what double entry bookkeeping is. Most of us 
have always assumed that it was bookkeeping where 
two entries were made. And such is the case, but 
why two entries? Why not make one entry? 


Simple Explanation of Double Entry 


In every business transaction, if you will notice, 
two distinct changes eccur in the business. For 
example, you sell ten pounds of nails to a customer 
for 50 cents and you will find that two changes 
have occurred in your own business which are as 
follows: Your stock of merchandise has decreased 
to the extent of the quantity of nails sold. Your 
cash in the drawer or in bank has increased to the 
extent of 50 cents. Now accounting or double en- 
try bookkeeping is simply the recording of these 
two changes that have occurred. One item has de- 
creased and one has increased. A simple record 
made of these two changes constitutes double entry 
bookkeeping or accounting. This is simple enough, 
is it not? And if we can make all of the other en- 
tries or transactions in our business just as sim- 
ple, we have benefited our readers more than dollars 
and cents can estimate. Let us examine the forms 
of which there are only two in the HARDWARE AGE 
system and see if it can be applied to our own busi- 
ness and if it is not less complicated than the one 
we now use. 


Forms Used in the Hardware Age System 


Properly speaking, there are three forms neces- 
sary to operate the system, two of which are prob- 
ably already in use in 90 per cent of the retail 
stores using any system at the present time. The 
third form or the system itself which we call the 
Daily Record is shown on the supplement sheet to 
HARDWARE AGE in this issue. 

This is a loose-leaf form and is held in a loose- 
leaf binder which can be refilled as the sheets are 
used from year to year. 


Journals, Cash Books, and General Ledgers Discarded 


This Daily Record sheet will take the place of a 
general ledger, a journal, a cash receipt book and a 
cash disbursement book. The binder will last 
practically as long as the business with few excep- 
tions, and can be refilled as needed. 


Description of Daily Record Sheet 


Let us glance at the Daily Record and see how 
this will take the place of our old-fashioned way of 
keeping books. We have told you before just what 
accounting is—the story of your business—and that 
every time a transaction occurs in the business, a 
record of it should be made in such a way as to 


tell the true story of the results. In order to do 
this we use what is known as double-entry system 
to tell this story. Double entry not only will show 
the transactions that occur or the two changes that 
occur with each transaction, but it is also accurate 
in that it is self-balancing, for every time we make 
an entry on the credit side of the record it is neces- 
sary to make an entry of an equal amount on the 
debit side of the entry. 


Debit Entries-Credit Entries 


If you will glance at the various columns of Form 
1 in the supplement you will notice that they have 
been numbered in order to refer to them easily in 
describing the system and if you will glance at the 
top of the column you will notice that in large type 
across the top of each page are the words “DEBIT 
PLUS DEBIT PLUS DEBIT EQUALS CREDIT.” 
In other words, all of the entries of the debit side 
when they have been totaled and added will equal 
all of the credit entries. If this is not so then there 
has been made an error somewhere in entering the 
various transactions. For that reason it is essen- 
tial that after each day’s business the total of the 
debit side should be added and made to agree with 
the total of the credit side or vice-versa. 


Why Debit and Credit 


We use the expression debit and credit not be- 
cause they are exactly as their definitions would im- 
ply, but because accounting practice has for so long 
used these expressions that we still cling to them 
and use them here. 


Debits and Credits Divided 


The debit and credit entries on the Daily Record 
are divided by the explanation column, which is 
situated between columns No. 25 and No. 27, and 
in making our various entries on the Daily Record, 
simply remember that every time we make an entry 
on the right-hand side of the explanation column 
we have still to make one on the left-hand side of 
the explanation column and vice-versa. Do this 
and your system will always be in balance. The 
rest of the operation will be easy. 

In determining whether to make or where to make 
debit or credit entries, .the following explanation 
will probably assist those with but a slight knowl- 
edge of accounting. 


Simple Explanation of Debit and Credit 


The word debit as applied to accounting means to 
“receive benefit,” and the meaning of credit is to 
“give benefit.” Now let us apply this to account- 
ing as applied to the HARDWARE AGE System and see 
if it will not help us in determining when or where 
to make debit and credit entries. There are some 
entries which, of course, it is rather hard to apply 
this meaning to, but in nearly every entry which oc- 
curs our readers will discover that when they make 
a debit it will be to some account that has received 
benefit, or to some department of the business that 
has received benefit, and when they make a credit 
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entry it will be to some account or department that 
has given benefit either to the business or to some 
other department. 

For example, let us suppose that we have used 
the sum of $100 to buy merchandise which will be 
put on our shelves for sale. The proper entry 
would be to charge or debit our merchandise stock 
on hand and we will suppose that we have paid cash, 
in which event the credit entry would be to our cash 
or bank account. Now let us go back and apply 
our meaning of debit and credit to this entry and 
we will remember that to debit is to receive benefit. 
In this case we debited our merchandise stock and 
we know, of course, that it received benefit because 
its value was increased by this purchase. Our mean- 
ing of credit was to give benefit, and inasmuch as 
our bank account or our cash account decreased 
$100 we know, of course, that this account gave that 
benefit. Another example would be where a cus- 
tomer comes into the store and pays, we will say, $5 
on his account. We would place the $5 in our cash 
account or we would debit cash and we would credit 
the customer’s account with a like amount. Ap- 
plying our definition of debit and credit, the cash 
account has received benefit, hence was debited, and 
the customer’s account gave that benefit, hence was 
credit. If our readers will apply this definition to 
every entry 6f which they are doubtful it will assist 
a great deal in the successful operation of the sys- 
tem. 


General Description of Daily Record Sheet 


Beginning at the left-hand side on the supple- 
ment which is shown with HARDWARE AGE in this 
issue, we find at the top of the sheet “DEBITS 
PLUS DEBITS PLUS.” 


In other words, under all 





All sales entered here and totals carried to Daily Record—See Entry “B” on Supplement 


of these words debits are columns for accounts 
which cover your debit account or asset account or 
expense account. The only exception to this is 
where we find accounts that are neither assets nor 
expenses, but are columns in which we should keep 
a record of an amount that should be deducted 
from a credit column. For example, on the credit 
side in column 31 you will notice we record all of 
the sales. But before we can determine the amount 
of profit we are making on our sales it is necessary 
to deduct from column 31, the cost of goods sold, 
which will be found on the debit side in column 20. 
This column, No. 20, which we call “COST OF 
GOODS SOLD” is placed on the debit side in order 
to balance the system. It is neither an expense nor 
an asset, but is a deduction from a credit account 
necessary to tell the true story of the business. The 
off-set to this debit account is a credit account 
which we call by the same name found in column 36. 
We call this “COST OF GOODS SOLD,” but this 
credit is to be deducted from the inventory which 
is found in the debit column, 22. 


Inventory at All Times 


In other words, if we deduct the cost of goods 
that we have sold from our inventory and our pur- 
chases, we are then able to tell to a penny what our 
present stock is worth and if we deduct our cost of 
goods sold from our total sale we know immediately 
the net or first profit that we are making on sales. 
By this we are able to determine whether we are 
making enough to pay our over-head or running 
expenses, and if it be found that our percentage of 
profit on sales is not enough to cover these expenses 
there is only one thing left to do—that it to increase 
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the sales to such an extent that our profit will be 
large enough to cover our expenses or to increase 
the mark-up or percentage of profit on those sales. 
An accounting system cannot tell the management 
of any business which of these things he should 
do, but it does tell him that such and such a case 
is necessary or else the business will suffer. In 
other words, an accounting system should make 
these facts stand out like sore thumbs, and it should 
do so at the earliest possible moment and not wait 
for six months or a year. For in that period of 
time the proprietor or owner of a retail hardware 
store could lose his entire investment before he was 
aware that his mark-up was not enough to cover 
his ordinary expenses. 


General Description of Columns 


Now, let us again glance at the daily record and 
especially at the headings of the various columns. 
In column 1 on the left-hand side we have “CAPI- 
TAL WITHDRAWN.” In other words, whenever 
we withdraw any capital it is to be entered in this 
column. The off-setting entry, of course, would be 
under column 28 on the credit side which is all cash 
paid. In column 2 we find the total value of our 
fixtures and equipment and any other additional 
purchases that we may make to this account. When 
a purchase is made the off-setting entry in this col- 
umn would be to all cash paid or else to accounts 
payable to others in column 33. In the next, column 
3, we enter all payments of interest or notes that 
we may happen to owe others, and, of course, the 
off-setting credit entry is to all cash paid in, column 
28. In the next column we have provided for any 
account which may be peculiar to your own business 
and accordingly have left this blank. 

From column 5 to 19 we have included under one 
caption, EXPENSE, and have further divided this 
into general or over-head expense and the sell- 
ing expense. The various expenses are further 
subdivided into MISCELLANEOUS EXPENSE, 
FREIGHT, EXPRESS and all allowances made on 
sale and all delivery expense, and under the gen- 
eral head of EXPENSE we have left two blank 
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columns which will be enough to take care of any 
peculiar expense that does not occur in the average 
hardware store. 

In column 20 we should enter the cost of all goods 
that have been sold during the day, and this figure 
we get from our sales sheet to which you should 
refer and note that opposite each sale that has been 
made we have entered under the cost column the 
cost of this article to us. At the end of the day the 
total cost of the goods that have been sold are en- 
tered in this column, for, as we have told you be- 
fore, the cost of the goods that we have sold will 
have to be deducted from our sale of goods in order- 
to determine the net profit that we are making on 
sales. The off-setting entry to column 20 is the 
credit account in column 36, which bears the same. 
name but is to be deducted from the inventory in ° 
order to find the value of the stock left after sales 
have been made. Column 21 is where we enter al] 
payments that go to reduce accounts that we owe 
others and the off-setting entry on the credit side 
is, of course, all cash paid accounts in column 28. 
Column 22 takes care of our inventory of stock on 
hand and enters purchases that are made to go into 
that stock. The off-setting credit entry is either to 
all cash paid in column 28, or in the accounts pay- 
able to others’ column, which is 33. Column 23 is 
where we charge all sales to our customers other 
than cash sales. The off-setting entry to this is, of 
course, column 31 in which are recorded our total 
sales of merchandise. Column 24 is where we re- 
cord our cash on hand and every penny of cash that 
is received into the business. This is essential 
That is, that we record every penny that is received. 
The next column takes care of the dates in which 
our entries are made and column 26 is our explana- 
tion of the entry. 

Go over the Supplement carefully and prove the 
entries to your own satisfaction. Save the Supple- 
ment and watch for the story next week in which 
the entries are made just as if the system were im 
your own place of business. If there is any point 
on which you are not clear write the Business Sys- 
tem Department of HARDWARE AGE. 


The third installment of the HARDWARE AGE System of Accounting will appear in the next issue, Feb. 10 


The five and ten cent counters in the store of Palmers Bros., Boonville, N. Y. 















Western Concern Successful with 
Motorcycles 


Lasater & Mendenhall, Fowler, Kan., Find Power Two 


NE of the most radical but most logical 
changes that have taken place in hardware 
selling in the past decade or two has been the 

broadening of both retailers’ and wholesalers’ stocks 
to include an almost unlimited number of so-called 
“specialties,” the sale of which is governed to some 
extent by local conditions, and to perhaps a greater 
degree in many instances by the foresight and the 
aggressiveness of the merchant himself. Leather 
goods, silverware and automobile accessories have 
become such well-known items of hardware stock 
that they excite no attention, and some hardware 
stores have even branched out into larger articles 
such as automobiles and motorcycles. 

There are at the present time a fair number of 
hardware dealers who are handling motorcycles— 
not a large enough number to enable one to make a 
general assertion that these power-cycles should be 
handled by hardware men, but sufficient to warrant 
the statement that there are a quantity of towns 
where conditions are such that motorcycles can be 
sold with profit in conjunction with hardware. This 
is especially true of the smaller towns. 

In Fowler, Kan., a little town of about 800 people, 
Lasater & Mendenhall have built up a profitable 
business on general hardware and implements, and 
in 1912, after considering the proposition from 
every available angle, these two partners decided 
that motorcycles could be sold at a profit by a con- 
cern as well established as theirs. A careful study 
was made of the merits of the various machines. 
They were looking not so much for a motorcycle 
that could break records on a speedway as for one 
that would give good service on the road and that 
would “hold up” under the trying conditions of that 
section of the country. During the first season 
Lasater & Mendenhall sold three single-cylinder 
motorcycles. In 1913 six were sold; in 1914 the 
total number of machines disposed of was twelve, 
about half of which were twin-cylinder models; in 
1915 the partners sold eighteen new machines, all 
of which, with the exception of one that was straight 
twin, were of the twin-cylinder, three-speed type, 
and though last season business on motorcycles fell 


Wheelers a Profitable Side Line 


Riders on motorcycles sold by Lasater & Mendenhall, ready for a Sunday morning run 


‘ ered immediately and another one ordered. 
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off a trifle in this particular town a sufficient num- 
ber of'1917 models have already been sold to give 
promise that the coming season will be a banner 
year. ; 

Several small motorcycle agencies have sprung up 
at various times in the territory covered by this 
concern, but they last only a short time. The riders 
are kept so enthused over the particular, well-ad- 
vertised machine that was chosen that they really 
do as much of the boosting as Lasater & Mendenhall 
do themselves. The factory assists them in this 
by mailing at intervals to all the riders a breezy 
little publication full of interesting facts such as 
road and track races in various parts of the coun- 
try, instructions on the care of the motorcycle, pho- 
tographs of interesting camping and touring trips 
that keep the riders’ interest keyed up to a high 
pitch. 

A demonstrating machine of the latest model is 
kept on hand equipped with a side car. In addition 
one machine is carried on the store floor. When a 
sale is made the motorcycle on the floor is deliv- 
These 
two energetic young hardware men have found that 
their business can be handled very satisfactorily 
on this basis. It obtained for them in 1915 a very 
rapid stock turnover on motorcycles and naturally 
resulted in a very satisfactory profit for them 
without a great deal of money invested at any one 
time. 

Getting the Prospects 

Prospects are discovered by keeping in close 
touch with the people of the town. Many prospects 
also are created by riders who transmit their en- 
thusiasm to others and who give the names of in- 
terested prospects to one of the partners. And the 
manufacturer of the motorcycles also sends to the 
firms the name of every prospect in that territory 
who responds to the company’s national advertis- 
ing. As soon as possible after a prospect is un- 
earthed, the demonstration machine js used to call 
on him and though his interest may be only luke- 
warm at first, it usually happens that after he has 
had a few rides he becomes convinced of the pleas- 
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ure that can be derived from owning a motorcycle 
of his own. 

The repairs that must be made and the service 
that must be given are in reality not nearly so great 
as might be imagined. A small building was erected 
on the back of the store lot which faces a side street. 
This is used as a storage room for the riders, in 
which they can keep their machines any time. In 
one corner of this building is carried a stock of oil 
and the necessary tools for making repairs. The 
accessories and repairs are carried in the regular 
stock in the main store. There is no necessity in 
this instance of keeping a regular repair man, as 
the work fits in well with the implement end of the 
business. A good many repairs and accessories are 
sold in connection with this little shop and the net 
profit on oil alone runs from $12 to $16 a month. 
Sales of acccessories average nearly $100 a month. 

Various methods have been used to get the inter- 
est of riders and would-be riders ranging from so- 
ciability runs to chasing coyotes or pulling heavy 
loads. Chasing coyotes on motorcycles is an excit- 
ing sport and one of the best methods of catching 
the fleet-footed animals on the western plains. The 
motorcycle is more fleet than a greyhound and can 
be taken through fences much better than a horse. 
The fences are low. The rider steps on one wire, 
holds the other up, pushes his machine through, and 
is after the coyote again before he can get far 
away. After a chase of 3 or 4 miles the animal is 
generally completely worn out. 

At various intervals sociability runs are held. 
All the motorcycle riders in town are invited to take 
part whether or not they ride the particular ma- 
chine Lasater & Mendenhall sell. A number of 
converts have been obtained in this way. The 
riders are invited to take dinner at some distant 
town and the runs are usually held on Sunday, so 
that no time is taken from the regular business. 
The cost of the little outings is but trifling compared 
with the amount of good-will that is created. 


As a Help in Canvassing 


These young hardware men have found a motor- 
cycle of great value to them in canvassing country 
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trade and in making collections. Prospects for farm 
machinery, cream separators or similar articles can 
be visited very cheaply and in a very short time 
by means of the motorcycle, and the entire section 
can be covered at very little expense for each call, 
Especially is the motorcycle very useful in making 
collections. It is the custom of Lasater & Menden- 
hall to make the most aggressive campaign on col- 
lections as soon as the wheat threshing starts in 
July: For instance, if there is a customer on the 
books who is inclined to be slow pay, and though he 
may live 10 or 15 miles out of the town, as soon as 
word is received that this particular customer is 
threshing his wheat, one of the partners can mount 
the motorcycle and call on the customer in 15 or 20 
minutes at a very slight cost. In this way collec- 
tions are often made early in the season which would 
otherwise run from 2 to 6 months longer. Personal 
calls, whether in making sales or in collecting, are 
always much more effective than a letter or a state- 
ment and a motorcycle is an ideal solution of the 
transportation problem. 

A second-hand machine is never taken for a new 
one unless it is absolutely necessary to make a sale 
and the old one can be obtained very cheaply. Then 
there is little difficulty of disposing of it at the price 
paid and often at a profit. A good stock of repairs 
and accessories is carried in order that good ser- 
vice can be given to riders. This stock is not large 
but is well assorted, and the rate of turnover has 
been found to be very rapid. 

Undoubtedly a number of hardware merchants 
will take up the sale of motorcycles this year. The 
records of the leading manufacturers show not an 
exceptionally large but a gradually increasing num- 
ber of hardware concerns on their lists of agents. 
To be successful in selling motorcycles, Mr. Menden- 
hall is convinced from his experience, the probable 
market and the local conditions should be thoroughly 
studied before any step is made; a good reliable ma- 
chine should be chosen upon which the dealer can 
stake his own reputation and some one from the 
store must mix with the riders, keep them inter- 
ested and himself in touch with the machines after 
they are sold. 


Representatives of the Irwin Auger Bit Company, who cttended the company’s recent sales convention at 
Wiumington, Ohio 
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She Knew Better 


ICKY FLANIGAN came home one day sniffing. 
“Ye got licked!” cried his mother with convic- 
tion. 

“Naw, I didn’t neither, maw,” Micky retorted. “But 
the doctor was at our school to-day, tryin’ to find out 
if there was anything the matter with any of us, an’ 
he says I got ad’noids.” 

“Ad’noids? What’s 
manded. 

“They’re things in your head, maw, what has to be 
took out,” said Micky in a doleful tone. 

“He’s a liar,” Mrs. Flanigan cried hotly, “an’ it’s 
me that isn’t afraid to tell ’im so. I fine-comb your 
head iv’ry Sattaday night, an it’s niver a ad’noid kin 
! find!” —Eachange. 


The Modern Method 


ARY, small but up to date, had been to tea for 
the first time with the new neighbors. From 
all accounts the little girl there had not been at all 
generous in permitting Mary to share her playthings. 
“Well,” said Mary’s mother when she had heard 
about it, “if anybody had treated me like that when I 
was a little girl I should have come straight home.” 
Mary shrugged her small shoulders. 
“Things have changed since your day, mother,” she 
said. “I slapped her face and stayed.”—Exchange. 


In Plain Sight 


ILLIE STONE had been sent on an errand to the 
home of the rich Mr. Lott. He returned with the 
astonishing news that Mr. Lott was going mad. 
“What makes you think that?” his father asked. 
“The way he talked,” said Willie. “When I went 
into the room where he wanted to see me he said, ‘Boy, 
where is your hat?’ and there it was on my head all 
the time!” —Fachange. 


them?” Mrs. Flanigan de- 


Taking No Chances 


Two little girls were told by their teacher to design 
a specimen of millinery. When both drawings 
were finished, one child whispered to the other: “How 
do you spell ‘millinery’?” 
“I ain’t a-takin’ no chances,” came the whispered 
response. “I’m just a-goin’ to put down h-a-t.’”— 
Erehange. 


Convenient 


MBS. COMLER (on a tour of inspection in her 
friend’s house)—Gracious! Why do you have 
such a high bed for your little boy? 
Mrs. Housler—So we can hear him if he falls out. 
You have no idea what heavy sleepers my husband 
and IT are.—Chicago News. 


Shocking 


AUNT SARAH (horrified)—Good gracious, John, 
~~ What would your mother say if she saw you smok- 
ing cigarettes? 

John (calmly)—She’d have a fit. 
cigarettes.—E xchange. 


They’re her 








The Highest Bidder 


ie was at the piano. Mother’s darling firmly refused 

to practise. 

“What a naughty little girl you are!” chided the 
mother. 

“Don’t care,” grumbled the youngster, as she gave 
the piano a kick. 

“Now, Treasure, you shall have a nickel if you do 
your exercise nicely,” urged mamma. 

“Sha’nt,” retorted Treasure, getting off the piano 
stool. “I can make more than that taking castor oil!” 
—Los Angeles Music Student. 


No Cinch 


‘ 

ULU’S mother heard a great splashing in the bath- 

room, and upon investigating found her little 

daughter standing by the partially-filled tub in a very 
bedraggled condition. 

“Why, you see,” Lulu explained. “I’ve been trying 

to walk on the water and it’s no fool’s job, let me tell 

you.”—Exchange. 


The New Age 


OND PAPA—Well, son, what did you learn in 

school to-day? 

Son—Aw, not much, dad. We hadda couple of two 
reelers in history, a three-reel travelogue in geography 
and a split reel nature study. They usta give us a 
wild pitcher once in a while but don’t do it any more 
—Widow. 


Awful Thought 


AVORITE foods that mother used to make were the 
topic of conversation at the boarding house table. 
After numerous interchanges came a lull. Then a cal- 
low youth, whom bashfulness usyally kept silent, broke 
it with this bombshell: 
“P)-d-d-did any of you ever eat sauerkraut with 


whipped cream on it?”—Hxchange. 


No Novelty 


(TEACHER—Why were you not at school yesterday? 
Tommy—It was my birthday. 
Teacher—But I don’t stay home from school on my 
birthday. 
Tommy—Well, I guess you’ve got used to ’em.—Fz- 
change. 


Irresponsible Spirit 


oo HAs your husband told you you must economize?” 

“Yes,” replied Mrs. Flimgilt, “but I’m not let- 
ting him bother me. He’s one of those people who 
insist on taking up every fad that comes along.”— 
Washington Star. 


Modest Desires 


FOND MOTHER—Dorothy, if you are bad you 
won’t go to heaven. Don’t you know that? 





Little Dorothy—Well, I’ve been to the circus and the 
Chautauqua already. 
—Orange Peel. 


I can’t expect to go everywhere. 















Refrigerators That 


No. 1— This “Leonard 
Cleanable”’ refrigerator is 
lined with “Blu-Gray” 
porcelain. A special feat- 
ure is the L-shaped pro- 
vision chamber. The door, 
held in a horizontal posi- 
tion by a safety chain, 
forms a convenient shelf. 
Made by the Grand Rapids 
Refrigerator Company, 
Grand Rapids, Mich., in a 
number of sizes 

No. 2—One of the line 
of “Notaseme” stone-lined 
refrigerators. It is made 
of ash and has two pro- 
vision chambers. Made by 
the Belding Hall Com- 
pany, Belding, Mich. 

No. 3—This “Iceberg’’ 
refrigerator, No. 604, is 
made of solid ash. The 
provision chambers have 
one-piece porcelain lin 
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ings. The ice capacity is 
140 lb. The list price is 
$75. Made by the Dilling- 
ham Mfg. Company, She- 
boygan, Wis. 

No. 4—The Economy, 
Model No. 9, is a low- 
priced, but durable re- 
frigerator built of fiber 
that is said to withstand 
severe climatic changes 
without swelling or warp- 
ing. The ice capacity is 
75 lb.; list price $23. Made 
by the Traverse City Re- 
frigerator Company, Trav- 
erse City, Mich. 

No. 5—A _ refrigerator 
that utilizes the Bohn sy- 
phon-system of circulation. 
The seamless porcelain 
lining has a full rounded 
corner. It is known as 
Model No. 42 and has an 
ice capacity of 115 lb. The 
list price is $62.50 





Profits Hardware Merchants 
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No. 6—A new refriger- nee ieumagige aman No. 9—This McCray re 
ator made by the Baldwin ee . frigerator, Model No. 460, 
Refrigerator Company, is lined with white opal 
Burlington, Vt. glass with the exception 

No. 7—One of the latest of the floor, which is made 
models of L. H. Mace & of hexagon tile laid in ce- 
Co., Inc, 15-17 East ment. The ice capacity is 
Thirty-second Street, New 200 lb. Made by the Mc- 
York City. It has an oak Cray Refrigerator Com- 
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case, polished nickel-plate 
trimmings, seamless por- 
celain lining, and is insu- 
lated with granulated cork 

No. 8—A model made by 
the Gibson Refrigerator 
Company, Greenville, 
Mich. The provision cham- 
ber is lined with “Marbo- 
lite,” a seamless lining ap- 
plied in the plastic state. 
All the corners are neatly 
rounded. It is fitted with 
a patent air-tight slam 
lock 
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pany, Kendallville, Ind. 
No. 10—A_ residence 
model of the Herrick dry 
air system refrigerator. 
The case is built of solid 
oak; walls and doors are 
thoroughly insulated with 
mineral wool; it is equip- 
ped with heavy, galvan- 
ized seamless steel pans. 
The ice capacity is 100 lb. 
List price $28. Made by 
the Herrick Refrigerator 
Cempany, Waterloo, lowa 














A Houseware Rack 


WW HEN Samuel T. Coverstone of Richmond, Va., 

opened a little hardware store his stock of 
goods was not nearly as big as his stock of am- 
bition and ingenuity. And to make a little stock look 
like a big stock he built three racks similar to the 


A battery of these display racks gives prominence to 
cooking utensils 


one in the illustration and arranged them on the 
left side of his store at an angle with the aisle. They 
served equally as well at various times for the dis- 
play of packages of stock food and cans of paint. 
Their value as expanders of stock is not surpassed 
by their efficiency as display fixtures. Each rack 
is 50 in. high. From front to back the measure- 
ments are 30 in. at the bottom and 14 in. at the top. 
They are 52 in. wide and are built of 14% x 1-in. 
material with 1 x 9-in. boards for shelving. 


One Method of Handling 
Wire Cloth 


N the store of G. C. Winter, Southbridge, Mass., 
is a fixture for the handling of the active selling 
stock of screen wire cloth that has proved in actual 


This counter has solved the wire cloth problem for one 
merchant 


practice to answer its purpose to the complete satis- 
faction of every one in the store who has occasion 
to cut wire cloth. 

This table or counter which is shown in the ac- 
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companying illustration is 5 ft. long and 2 ft. wide, 
The wooden rollers on which the wire rests are of 
the same width as the counter, and are 5 in. in 
diameter. The tops of the rolls are on the same 
level as the counter top. Underneath the counter 
and on the side of it are sections in which the cut 
rolls are kept. The long rolls are kept in partitions 
in the end of the table, only one side of which ap- 
pears in the cut. A glass board is built into the top 
of the counter. In this way the fixture answers a 
double purpose. 

In another store where a counter somewhat simi- 
lar to this is used inverted heavy plated casters take 
the place of the wooden rolls. 


Uniform Discount on Rem- 
ington-U. M. C. Ammunition 


DEALERS, wholesale and retail, in Remington- 

U. M. C. ammunition will doubtless be pleased 
to know that new catalogs, for the trade only, are 
ready for distribution, containing prices so revised 
that a single discount now applies to the entire line. 

Owing to abnormal trade conditions governing 
the prices of raw materials entering into the manu- 
facture of Remington-U. M. C. loaded shells and 
metallic ammunition, it became necessary to ad- 
vance the selling prices several times during the 
past two years. These advances resulted in fixing 
the wholesale prices of some cartridges higher than 
the list prices, while on others the wholesale prices 
became virtually the list prices. To remedy this 
confusing situation and simplify the business for 
busy merchants, the change was made. This read- 
justment relates to loaded shells, metallic ammuni- 
tion, empty paper shells, wads, primers, prime 
shells and bullets. 


Chart of Price Advances 


N a recent issue of the Shapleigh Hardware 
Company’s Gimlet, Mike Kinney, teamster and 
editor, has written a pertinent and interesting 
article entitled “The Year’s End,” in which the 
subject of price advances is treated in the typical 
“Mike Kinney” manner. 

He is discussing the subject with a fellow trav- 
eler, and to illustrate his points more clearly he 
uses the accompanying price map which shows 
the nominal advances in a number of leading hard- 
ware lines. And along with his discussion of price 
changes, Mike Kinney gives some sterling advice 
to retail merchants. 

“If I were a merchant,” he says, “I’d buy in ex- 
act proportion to my sales. I’d figure the cost of 
the goods on my shelves at precisely what it 
would cost to replace them and add my usual per- 
centage of profit to make my selling prices. 

“T’d be mighty careful not to speculate by over- 
buying. I’d buy often, sending my orders to one 
or two wholesale houses who carry enough stock 
to fill complete and promptly. 

“And most of all, I’d watch my accounts and col- 
lections. I wouldn’t let my working capital get 
tied up in long-time credits no matter how good 
they might be. I’d keep my. own bills paid up 
close and insist that my customers do likewise. 

“With my business on such a basis as this, 
nothing could possibly hurt me and I’d be ready 
for any shift in values, whether up or down.” 

A copy of the December issue of the Gimlet, 
containing the article in full, will be mailed by the 
Shapleigh Hardware Company, St. Louis, Mo., 
upon request. 
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Business Building Idea 
Foremost 


HIS Domination Number of HARDWARE 
AGE is the result of months of careful 
planning and conscientious work, and con- 
tains more business building ideas than any 
issue of a hardware publication during the 
past 12 months. The stories are short, sharp 
and to the point. Hundreds of interesting 
little stories which would entertain the read- 
ers of HARDWARE AGE have been rejected by 
the editors who have put the business build- 
ing-idea foremost in the selection and prepa- 
ration of material for this important issue. 
The big annual number’ of HARDWARE AGE 
has always been kept throughout the year as 
a reference book by the more progressive 
dealers. The constructive material in this 
issue is of such a nature that a single read- 
ing cannot possibly give a merchant the full 
benefit to be obtained from the use of the 
many suggestions offered. 

Particular attentiun is also called to the ad- 
vertising pages. A wealth of new goods and 
reminders of sterling old timers which have 
so materially assisted in the profitable devel- 
opment of American hardware stores are 
represented. 

The hardware business is continually 
growing, and the line is becoming more di- 
versified every season. Many of the best in- 
formed merchants in the trade believe that 
good profits are best maintained by the con- 
stant addition of new lines to the stock. The 
recent statement by a leading hardware job- 
ber that his catalog represents illustrations 
and descriptions of over 160,000 items dem- 
onstrates how the field is broadening as 
years go by. Not only is there an ever in- 
creasing number of items offered to the trade, 
but merchandising systems and selling plans 
that would have astounded the retailer of 20 
years ago are now common. Competition 
has become more keen, and the laggards feel 
out of piace in the hardware business to-day. 


Of Vital Importance 


HE HARDWARE AGE System of Simplified 
Accounting announced a week ago starts 
in earnest in this week’s issue. Again the 
editors of this publication earnestly request 
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the hardware merchants of the world to give 
this important subject very careful attention. 
Many small, sound, business establishments 
have been materially weakened in their serv- 
ice and effectiveness by hit or miss account- 
ing systems. The instruction chart in this 
big issue of HARDWARE AGE should be care- 
fully preserved and used as a reference 
throughout this entire course. The time and 
money spent preparing this wonderful sim- 
plified accounting system would have been 
beyond the means of any ordinary retail mer- 
chant. HARDWARE AGE has always endeav- 
ored to carefully gage the needs of the trade, 
and to do for the many what the individual 
merchant could not do for himself. 

The HARDWARE AGE System of Simplified 
Accounting is different, better, more direct, 
and will not only prove a time saver to those 
merchants who adopt it, but will eliminate 
loss and give a direct and dependable bird’s- 
eye view of the business at all times. 

This big Domination Number of HArp- 
WARE AGE is a mile-post in the progress of 
the American hardware business. It is the 
pulse-beat of American hardware. The con- 
structive business-building ideas of hundreds 
of the most progressive stores in the business 
are represented in these reading pages, but 
no story in this issue equals in importance 
the real beginning of this series which will 
simplify the accounting systems of those pro- 
gressive hardware stores that will adopt the 
suggestions Mr. Snead begins making to- 
day. 

If the demands of your business make it 
impossible for you to follow this series closely 
yourself, it is important that you delegate 
a trusted employee to do so and report to you 
each week while the HARDWARE AGE Simpli- 
fied System of Accounting is being published. 


Worth Reading 


N this issue of HARDWARE AGE it is a privi- 
lege to publish a story on Domination by 
the late Elbert Hubbard. When the Ger- 
man submarine sent the Lusitania to the 
bottom and Mr. Hubbard was drowned, the 
world lost a most constructive literary genius. 
Fra Elbertus had a different way of saying 
things, and his manner of expression baffles 
description. He had the plain simplicity of 
Abraham Lincoln, and a beauty of -expres- 
sion all his own. Elbert Hubbard was a 
sound thinker and possessed a pen person- 
ality that brought harmony of thinking to 
his millions of readers. What he said about 
Domination is worth more than a second 
reading. 
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Improved Programs in State 
Hardware Conventions 


HE average secretary of a State hard- 

ware association is indeed a hard-work- 
ing, conscientious business man. There was 
a time when the secretaries worked inde- 
pendently of one another, and each in his 
own way “pulled an annual convention” with 
a hope that his batting average would not 
shrink. For many years the only brand of 
team work he knew came from the co-oper- 
ation of his fellow State workers or from 
occasional spasmodic help from the National 
Office. Oratorical lemons bounded from one 
State convention to another, and for many 
reasons the dealers of whole strings of states 
listened politely while they rebelled inwardly 
at the curse that hung the time killer on 
them. Then the secretaries organized. They 
got together, swapped information and aided 
one another in getting the live ones and elimi- 
nating the dead ones. The improvement has 
been most noticeable during the past two 
years. 


In one of the Indiana conventions it was 
with genuine pleasure that the members 
heard their secretary abruptly stop 3 speaker 
who was plainly boring his audience. The 
speaker was a type. He was nervous, but 
had made up his mind to tell the Indiana 
merchants how to do it, and sink or swim, 
live or die, he was going through with that 
speech. His remarks were surcharged with 
childish advice, and he had robbed the en- 
cyclopedia for quotations as he had the dic- 
tionary for words to make that address a 
sparkling reminder to future generations 
that here was an orator like unto which the 
hardware trade had never before listened. 
He meant well, but his remarks were falling 
flat. In the first place he read them. He 
was down on the program for an “address.” 
The program didn’t say anything about his 
“reading a paper.” 

The Indiana dealers stood it patiently for 
fifteen minutes, hoping he would get over the 
rapids into plain sailing. The “orator” stood 
about six feet in front of the speakers’ table. 
At the end of each “page” of his “address” 
he walked quickly back and deposited it face 
down on the table. Then he would walk for- 
ward, clear his throat, and with the live-or- 
die air wade in once more. The monotony of 
his voice was only equaled by the monotony 
of his “address.” His listeners began to 
squirm, fidget, wiggle, shuffle their feet, 
yawn, and in other well-known, easily recog- 
nized ways show that they appreciated the 
fact that fate had handed them a lemon. 
Correctly interpreting the signs, Secretary 
Corey told the orator that his time was up, 
and the crestfallen speaker with fully twenty 
pages of oratorical gems still in his hands 
sat down. 


Now some well-meaning critics said that 
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such treatment of a speaker was inexcusable. 
They painted some pitiful pictures of the 
deep humiliation that individual suffered, 
but the merchants heaved a sigh of relief 
and continued to boost for their popular 
secretary. 

Other secretaries are also beginning to 
act on the realization that no one man is en- 
titled to waste the time of hundreds of other 
men. They have begun to accurately weigh 
the sufferings of hundreds against the suf- 
fering of an individual. Dealers come hun- 
dreds of miles to attend a convention, and the 
united time of 500 men means over eight 
hours a minute. That makes a minute’s time 
worth something. It fully justifies official 
interference with any man who is failing to 
make good. 

Then the secretaries were and still are 
pestered with the “last minute” speaker. The 
fellow who wasn’t put on the program, but 
who just happens to be there with an ad- 
dress he made, or is going to make, at some 
other convention. They used to put him on, 
and his fifteen-minute talk almost invariably 
stretched itself into the better part of an 
hour. The secretaries are learning, and this 
perpetual convention pest is being put on the 
program only after the regularly advertised 
speakers have finished. They used to work 
in, tire out the audience, and use up the time 
before the speakers selected for the occa- 
sion had a chance. There has been a decided 
improvement along this line. 

Then in the years gone by there were from 
three to five addresses of welcome and re-’ 
sponses as endless as those with a few words 
to say. Dealers who regularly attend the 
hardware conventions are noticing with 
pleasure that addresses of welcome and re- 
sponses show favorable signs of comparing 
equally with the number of invocations 
offered. 

To be brief, the co-operation of the secre- 
taries among themselves and with the Na- 
tional Office is resulting in a sensible con- 
structive use of the valuable time when deal- 
ers are assembled to absorb knowledge. 

As the programs of the State conventions 
improve the attendance will improve; and the 
good accomplished will be greater. That 
poor speakers and time wasters occasionally 
get started is not always the association offi- 
cials’ fault. That such bores continue to the 
bitter end may well be a fault for which the 
president or secretary is to blame. Secre- 
tary Corey’s example in Indiana may well be 
followed. The interest and usefulness of the 
retail hardware conventions are improving 
all the time. During the rush of a convention 
the secretary is a greatly overworked man. 
Make every allowance for any action of his 
that may look like abruptness. If you were 
in his shoes you would probably fail. All 
men are just human. Secretaries of State 
hardware conventions are men, greatly over- 
worked men, striving to do their best during 
convention week when nearly impossible: 
physical demands are made upon them. 











The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method at Boston University 


Twenty-seventh Section 


ONDAY, Jan. 24, 1916. This is one of the 

hardest days I have ever put in. Larson is 

still sick in bed. I called at the doctor’s this 
evening and he said that he has‘a really serious ill- 
ness. 

“You don’t mean,” I said, “that there is any 
chance that he will 4 

The doctor was silent for a minute, pursed his lips, 
then said slowly: “I don’t know. It would not be 
serious for a young man, but he is not a young man 
and he is ill nourished.” 

I do hope poor old Larson soon gets well, for I 
certainly do miss him. Jones and Jimmy and I 
have certainly had to hustle all day long. In the 
first place I had to take out that window trim of 
the Middle’s Razor, for as our sale was over, we 
did not want to keep the display going. In fact 
when I went to see old Larson, sick as he was, his 
first weak remark was, “You took the window trim 
out, didn’t you, Boss?” I told him yes, and added 
that we had a fine display of enamelware in its 
place. Mrs. Larson told me that he had been worry- 
ing all day. He certainly seemed a bit easier when 
I left. 

I am too bone-weary to write another word to you 
to-night and I must send Betty a night tele- 
gram to Birmingham. 

Sunday, Jan. 30, 1916. This has surely been a 
week of trouble. One of the young bloods that lives 
around town, a fellow named Henderson, was driv- 
ing his car past the store last Tuesday and fright- 
ened the Hayward express team, and the horse (poor 
thing, I never thought he could move so quickly) 
lost his foolish old head, started to bolt, and ran his 
head through the store window—just after I had my 
nice display of enamelware ready; after which he 
had to be shot: and this, mind you, little Diary, 
while I was particularly short-handed! It is going 
to cost me over $30, I understand, to get it put right. 

I met old Barley Water at the Elite Restaurant to- 
day and he remarked, “Makes it quite inconvenient, 
doesn’t it? Have you telephoned the insurance people 
about it yet?” 

“Insurance people?” 

“Yes, plate-glass insurance people.” 

I felt the color surging into my face as I an- 
swered, “Why no, I haven’t got around to it yet.” 
As a matter of fact, Friend Diary, I didn’t even 
know I could insure my plate-glass windows. There’s 
another loss I have got to bear just because I’m such 
a darned “Smart Aleck” that I think I know every- 
thing, when, as a matter of fact, I begin to realize 
that I hardly know enough to come in when it’s 
wet. 

I must tell you one funny little incident in con- 
nection with the broken window-pane, and it came 
from Jimmy, too. When I got back to the store, 
that freckled-face rascal said, “Gee, Boss, I’ve got 
a whale of an idea!” 

“Drop it then,” I said. Why is it I always begin 
to talk slang to that little beggar? I suppose it’s be- 
cause he does it. 

“Why not put a big sign in the window 10 per 
cent reduction?” 

“That’s a silly idea, as we'll have to knock 10 per 
cent off our goods to pay for it.” 

“You don’t get me Boss,” he said. 
he handed me a brick. 


“Here!” and 


That sounds like slang, doesn’t it, Friend Diary? 
But he literally handed me a brick, which I took in 
my hand. “What am I to do with this?” I asked 
jocosely. “Hit people on the cocoanut as they go by 
the store, grab their money and give them a dish- 
pan in its place?” I feared Jimmy would burst if | 
didn’t let him finish his story. 

“Put the brick in the window, Boss,” he said ex- 
citedly, “then put a sign on it saying, ‘Who threw 
this brick through our window and knocked 10 per 
cent off the price of everything?’ ” 

Silly idea, isn’t it, Friend Diary? But somehow 
it seemed to interest me. I think the thing that in- 
terested me most was that Jimmy was looking for 
some way to turn misfortune to profit. At any 
rate, let me confess that I put in that window sign 
just as Jimmy suggested, with the added line that 
as soon as the window was repaired, prices would 
go back to normal. 

I have an idea Jimmy spent every minute of 
his spare time out of the store in telling people to 
come and see his big selling idea, for numbers of 
people said to me, “Yes, I heard about your window 
with the brick from your errand boy—smart kid 
that!” and then they would grin. It has got me 
some business, and started a lot of talking. I re- 
member what my old boss Barlow used to say: 
“Keep them talking about you; and be thankful 
when people pitch into you. The more people kick 
you, the more alive you are. Nobody ever bothers 
to kick a dead dog.” I am mighty glad it was not 
our other window, though, for that contained a 
splendid show of electrical household goods. 

Had dinner with Roger Burns to-day. He tells 
me that the chain store for which he is manager 
is open in good shape. He told me on the opening 
day they gave a clock calendar to the visitors as a 
souvenir. This was a cheap clock in a metal frame, 
so made that it would either hang on the wall.or 
stand on a shelf, while attached to it below was a 
year’s calendar. Above the clock was written the 
slogan, “All time is the right time to buy kitchen 
goods from the New England Hardware Company.” 
Below the face of the clock was the address and 
Roger Burns’ name as manager. 

Roger said something that interested me might- 
ily. “One reason why chain stores make a success 
is that they try to dominate the field in one direc- 
tion. For example, look at the five-and-ten-cent 
stores. Notice how they all dominate over any 
other store of their kind. They have something dis- 
tinctive and unusual about them. Notice the places 
of the big drug and tobacco chain-store systems. 
They dominate in some particular way!” 

That word “dominate” stuck in my mind. “How 
do you purpose to dominate?” I asked of Roger. 

“Well, in one way we are dominating in the brush 
field now. At our new store here, I have a bigger 
variety of household brushes than all the other 
stores put together. We can find you anything you 
want in the way of a brush; and they’re all good 
ones too. ... . Most people dominate in some 
way,” he continued. “Mr. Barlow dominates for 
miles around in agricultural implements.” 

“And I?” I said. 

“Well, you are hardly dominating yet, but you 
could, if you wanted to, in electrical domestic goods 
and men’s toilet goods.” 
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“Good Heavens,” I said, “they’re both side 
lines!” 

“Exactly,” he said, “but you were the first in 
town to take those side lines, so you scooped up the 
new trade for that kind of goods; and if any one 
else gets after your scalp you might dominate in 
those lines. Marcosson, our general sales manager, 
says that the first in the field can dominate it if he 
will vigorously push his advantage. Think of all 
of the well-known advertised things—Gillette, Gold 
Dust Twins, Kodak, Grape Nuts, Pears’ and Col- 
gate’s—the people whose names are most familiar 
to you—those which practically dominate their 
field—are those which were there first.” 

After we smoked another cigar, I came and 
talked with you a little while, Brother Diary, but 
all the way home, that one word, domination, stuck 
in my mind. Here I have what I thought were 
two profitable side lines; while other people—peo- 
ple who should know—look upon them as something 
which is exclusively mine at present. Domination! 
I wonder if I can develop some special lines such 
as electrical and toilet goods, which I can consistent- 
ly and persistently push until every one in town 
will naturally connect my name with those goods 
whenever they want to buy them. 

There’s quite a fascination about that word dom- 
ination, isn’t there? Everybody dominates in some 
way. Now here is Hardware Times! They domi- 
nate in the trade-journal field. Roosevelt dominates 
in aggressiveness. Wilson dominates in letter writ- 
ing. Jimmy—let’s see what Jimmy dominates in— 
well, I guess Jimmy dominates in freckles! George 
Field, I should say, would dominate in good nature. 
I think I am going to have a little game with my- 
self in looking at people and stores and places and 
find out in what way they dominate and see if from 
this kind of observation I can find out not only in 
what they dominate, but how and why they dom- 
inate! 

I’ve been trying to write slogans for the last hour, 
such as, “If it’s electrical you can get it at Black’s”; 


Unique Drawer for Screws 


HE method of carrying the retail stock of screws 
used by the Albany Hardware & Iron Company, 
Albany, N. Y., differs not a little from those most 
commonly used. Shallow drawers are fitted with 


A unique method of carrying a retail stock of screws 


galvanized iron partitions spaced to accommodate 
the various sizes of boxes. Above these partitions 
is a sliding tray which is clearly shown in the ac- 
companying illustration. This is supported on the 
sides of the drawer by means of small brass angles. 
In this tray are a number of smaller partitions in 
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“Go to Black’s for a white deal”; “You naturally 
think of Black’s when you think of toilet goods”; 
and such-like, but I don’t think much of them after 
all. 

I know I am pretty impetuous, but there is one 
thing I have decided on—and that is, I am going to 
increase my stock of these goods with which I 
mean to dominate the field. I am going always to 
have them on show and advertise them as con- 
sistently as my small advertising allowance will 
permit. ... Oh, yes, and Stigler dominates in 
every dirty, damnable thing that a crook like him— 
gee whiz! I’m not dominating in charitableness, 
am I? 

It surely has been a fearful week with Larson 
sick. I never knew before how much I was leaning 
on him. When he does come back, believe me, I’m 
going to look after him better than I did before. 
I guess there are a lot of other bosses, the same 
as I, who really don’t realize how valuable their 
employees are to them until they have lost them. 
Some employees probably dominate—there’s that 
word dominate again!—in some phase of the store’s 
activities in such an unobtrusive way that their 
work is not appreciated as it should be. The trou- 
ble is that the good worker is usually a poor self- 
advertiser, while the clever self-advertiser usually 
cannot deliver the goods that he is advertising. If 
ever I get a really big store with a lot of help, I’m 
going to find some way of knowing what every one 
does, so that the fellow that does things will not 
be pushed to one side by the fellow who merely ele- 
vates himself with hot air. By the way, Brother 
Diary, just as a closing thought—what a lot of 
people seem to try to dominate the hot-air market! 

Now good-night, for I must go and send a night 
letter to Betty. 

Later.—Just came back from telegraphing Betty 
and on the way I had an inspiration direct from 
Heaven. I know what I’m going to try to dominate 
in—SERVICE! 

(To be continued) 


which is kept the loose stock from which smal) 
quantities are sold. One of the chief advantages 
of this method of carrying a stock of screws is that 
full boxes and broken boxes are kept together. 


A Record of Accomplishment 


McCArRTHY & HARPER is an enterprising hard- 

ware concern in Baltimore, Md. The two part- 
ners started in business in a very small way in 1899. 
Due to the progressiveness of the proprietors the 
business has grown rapidly and additional space has 


been taken at various times. As a record of ac- 
complishment a big sign is displayed in the store 
reading: 
McCARTHY & HARPER 
1899 Floor space 618 sq. 
1902 Floor space 1984 sq. 
1906 Floor space 5879 sq. 
1909 Floor space 6104 sq. 
1912 Floor space 6224 sq. 


Fourteen years’ growth and still growing 


Special attention is given to display in this store 
and practically every item in the extensive stock is 
on view on the main floor. The big sign has proved 
an excellent advertisement, and it is expected before 
long that another addition will be made to the store 
and to the sign. 
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The H. I. P. Club, an organization of hardware, implement and paint salesmen, whose object is to entertain the Moun 








Mountain States Hardware and Implfer 


Dealers from Colorado, Wyoming and New Mexico Hold § Su 
Year Ago and Pro gra 


HE Fifteenth Annual Convention of the Moun- 
T tain States Hardware and Implement Associa- 

tion, held in Denver, Col., Jan. 23, 24, 25, has 
passed into association history as the most interest- 
ing and successful meeting ever held in the Moun- 
tain States. Frank Bare says that when the 
Almighty created Colorado he destroyed the pat- 
tern. The fact that Denver enjoyed spring weather, 
while the balance of the country wrestled with 
blizzards proves that Frank has the right hunch, 
although President Brake of the H. I. P. Club 
declares the sunshine was the result of a H. I. P. 
invoice. 


At any rate the weather was ideal, the dealers 
were there in force and the smile on the face of the 
secretary gave a good indication of how the dues 
were piling up. The program was replete with in- 
structive addresses and the individual dealers were 
always ready to take the floor when the Question 
Box was in evidence. The entertainment features 
were in the hands of the H. I. P. Club, an organ- 
ization composed of hardware, implement and paint 
salesmen, whose object is to entertain the associa- 
tion at convention time and to work throughout the 
year to increase its membership. The club main- 
tained headquarters at the Adams Hotel and the 
dealers were always certain of a cold temperance 
drink and a good cigar whenever they visited the 
H. I. P. rooms. 

The banquet and ball, given Thursday evening 
was also engineered by this hustling club, and it 
will be a long time before the visiting dealers forget 
the big spread and the unique program which ac- 
companied it. Even the fact that the distinguished 
visitor from Japan turned out to be a local chop 
suey man failed to dim the glory of the H. I. P. 
triumph. To be sure Moys kicked on the age of the 
guinea hen in the fifth course, but the explanation 
of the chef was as satisfactory to the rank and file 
as it was to the former secretary. Then there was 
the theater party at the Orpheum, with the female 
impersonator and the bunch of diving girls that 
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drew many a hardware man to the front seats. En- 
tertainment—why there was hardly a minute in the 
day when some form of amusement was not in evi- 
dence. However, entertainment was but a side issue 
to the many other good things on the convention 
program. 
Tuesday Session 

The early morning was given over to the usual 
registration and to a reception at the H. I. P. head- 
quarters and it was nearly 10 a. m. when President 
Unfug of Walsenburg called the members to order 
in the convention room. From that time on there 
was never a dull minute. The invocation was fol- 
lowed by several songs rendered by the Hardware 
Quartet and the formal program was opened with 
an address of welcome from President Brake of the 
H. I. P. Mr. Brake called particular attention to 
the harmony that exists among the traveling sales- 
men, who are in a business way the fiercest of com- 
petitors, and expressed the hope that the retail 
dealers would present a like harmony. The address 
was responded to by Ex-president T. M. Harding, 
who expressed the appreciation of the associa- 
tion for the great work done by the traveling sales- 
men during the year. President Unfug then deliv- 
ered the annual address and congratulated the mem- 
bers on the remarkable growth of the association 
during the past year. He went into detail regarding 
the attempts of the executive committee to obtain 
aid from the National Association and requested the 
members to discuss this matter on the floor of the 
convention. The members were advised that this is 
a period of unusual trade conditions and were urged 
to carefully watch the details of their business 
during the coming year. He called attention to the 
recent indictment of the president and other offi- 
cers of the Master Plumbers’ Association and asked 
why the Sherman Anti-Trust Law failed to apply 
to gentlemen’s agreements which seemed to be in 
force among certain manufacturers. “Did you ever 
hear of a millionaire plumber?” said Mr. Unfug. 
“There are many millionaire manufacturers.” He 





in States Hardware and Implement Association and build up its membership. As entertainers they have no equal 


ment Association Meets in Denver 


Successful Convention— Attendance Double That of a 
gram of a High Order 





closed with a résumé of the advantages to be de- 
rived from association membership. 


At the close of the address the president took 
occasion to introduce E. W. McCullough, secretary 
of the National Implement and Vehicle Association; 
Secretary H. J. Hodge of the Western Association, 
and L. S. Soule of HARDWARE AGE to the members, 
after which Secretary Jenkins read his annual re- 
port. Mr. Jenkins again called attention to the 
inability of the officers to obtain financial aid from 
the National Association, although such aid, he said, 
had been voted at the National Convention in Bos- 
ton last June. He also gave some account of the 
work done by his office during the year and called 
special attention to the Humdinger, sent out month- 
ly. His report showed a substantial increase in 
membership and a very satisfactory condition finan- 
cially. Mr. Jenkins has proved a wonderfully effec- 
tive secretary and it is to be regretted that he is 
unable to longer continue in that capacity. 

The balance of the session was given over to 
Short talks by the association members. E. W. 
Downey spoke very entertainingly on the subject 
of advertising, giving his experiences in trying out 
various forms. He claimed that there are two very 
important phases to advertising and that they per- 
tain to stock and price. The object of advertising 
in Mr. Downey’s opinion is to get your name before 
the people and to get the people into the store. He 
claimed that advertising does not sell the goods, 
but paves the way for the merchant to sell them. 
He advised dealers not to wait until they were over- 
stocked before beginning an advertising campaign, 
and declared that all advertising must be founded 
on absolute honesty. A neat store and a competent 
sales force were declared to be the best type of ad- 
vertising for the hardware merchant. He closed 
his talk with the advice to cater to the trade of the 
children. To quote Mr. Downey’s simile: “If you 
want cows you must first get the calves.” “A child’s 
good-will is worth just as much as the good-will of 
&@ man.” 
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J. H. Linder of Golden gave a humorous talk on 
what he termed “My Competitor.” Mr. Linder con- 
siders the grocer in his community as one type of 
competitor, but declared that the “curbstone” ele- 
ment furnished the meanest form of competition. 
By the curbstone element he referred to the man 
who always wants to know “How much is there in 
it for me if I put you next to a certain sale?” He 
ascribed most of the troubles of competition to lack 
of co-operation among local dealers. 

George E. Fritz of Black Hawk, gave an interest- 
ing discussion of the credit evil, which he described 
as the curse of modern business. He claimed that 
the laws do not adequately protect the merchant 
who extends credit. 

“Are We as Hardware Men Community Build- 
ers?” was the subject assigned to A. L. Branson of 
Trinidad. Mr. Branson is almost a second Tom 
Witten, so far as his community is concerned, and 


- his remarks created a very favorable impression. 


His advice to dealers to co-operate with the school 
board and other official bodies of their communities, 
seemed to awaken a responsive chord in the minds 
of all present. 

The afternoon was given over to a joint session 
with the Lumbermen’s Association at the Brown 
Palace Hotel. Addresses were made by both the 
Governor of Colorado and the chief executive of 
Wyoming. In the evening the majority of the mem- 
bers took advantage of the opportunity to visit the 
Stock Show at the Denver Stock Yards. 


Wednesday Session 

The session Wednesday morning opened with a 
delightful address by Dr. Lory of the Colorado Ag- 
ricultural College, on the subject, “Bringing the 
College to the Farm.” Dr. Lory outlined the great 
work being done by the State schools along agricul- 
tural lines. As an indication of the importance 
of the work he cited the fact that 20,000 letters were 
written, by the Agricultural School Faculty in reply 
to inquiries submitted by the farmers of the State. 
He told of the extension work of the college and 



















































Left to right: 


Hardware Age 


N. A. Ferlen, Haswell, Col.; J. S. Wise and Louis Brunke, Shapleigh Hardware Company, St. 


Louis, Mo.; E. W. Downey, Ordway, Col. 


said that it was gradually bringing about a better 
feeling between the towns and the rural communi- 
ties. Ninety per cent of community differences he 


Two H. 1. P. Club Boosters, Captain Hardy, treasurer 
of the club, and I. B. Thomas, secretary 


attributed to mere misunderstandings. In closing 
he called attention to the fact that $4,000,000 worth 
of butter was manufactured in Colorado in 1916 
in the creameries alone. 

Dr. Lory was followed by John Grattan, a farmer 
of Bloomfield, who gave the farmers’ version of 
present business conditions. Mr. Gratton was very 
fair and at the same time very frank. He declared 
that both the farmer and the merchant are in busi- 
ness to make money. He also pointed out that the 
farmer never makes money when the country has 
great crops. Business men, he said, were not always 
naturally honest, but were forced to cultivate hon- 
esty in order to succeed. A business man, he said, 
is just as credulous as a farmer about things of 
which he is ignorant. He was frank in saying that 
as far as market is concerned the farmer does not 
need the merchant or the local town, but declared 
that the merchant must absolutely have the farmer. 
He also asserted that the American farmer is pro- 
ducing more in the way of crops per man than any 
farmer in the world, and attributed the fact to the 
more modern machinery. He criticized strongly 
the expense of modern methods of distribution and 
advised the association to study the matter carefully. 
He closed by calling attention to the fact that the 
ordinary farmer has not the social opportunities 
of the town man, and is inclined to feel that he is 
rather out of place in social gatherings. He ad- 
vised the dealers to overcome the social barriers and 
mix more freely with the rural population. 

This address was followed by short talks by Sec- 
retary Hodge of Abilene, Kan. and E. W. McCul- 
lough of Chicago, Il. 

The session was adjourned at noon and a few 
minutes later the members gathered in the dining 
room of the Adams Hotel at a round table luncheon, 
which was in reality an executive session of the 
association. Many interesting questions were 
brought up and discussed and each member was 





























ca S 
ee ae ~ on © < 
T 2 “ i) Zz Peary one ¥ j mars “ 
| j 
ie i - ¥ es 
we ont % . 
~) ~ re 
4 3 So ‘oa & . 
oe S = ss 
tj - 
8 
3 
q 
= , si 
dg 4 " " 
: 
q 
0 
} : , 
+ Cae - 
“< “ 5 ws 
So 
® @ 4 ° 
. @ q we. . 
= < he 
q q >. ’ 
. rs ~ om 
Q . 
&- 8 =o a 
q 
= = @a 
PS q 
¥ > 
—_ é q Q $a 
> 7 
GC 
al q q 
3 
(i= 2 
¢ S rel re Oo 4 
“ $5 q] - Q =) = . = 
~F So O° 3 & YS © 4 3 om ~ 4 
S oO a S S Gy gy O S 
es 8 $m & now, Cog ~ 
' . q = ~ oat a Oo 4 8 os 
fe " a 80 ney mq a ~ - 
a Q - BOD SS - S 4 ~ Sow x 
a q ~ -- - ef OQ - | 
} S . 3s oO ~~. © 8 = 
* a ® ¢ S SG q 
q 7 3 dD & 7 a . oF q 
S g Soa Q ss ae a . Oo 8 : u ~ 
~ S o ~ we u 5 
~ S v q v 2) q 
q 9 ~ ~ e =) 
- qg ‘ . : x oO * 
- T q : rt = 
= 5 ° - S - ’ 
— 4 S . . A G ~ pee So 
qd =) o ~ a = G ia 
e 7 u cS 2 0 
& 5 ‘ 3 - ¥ ¥ 0 
; = q C 
~ . F2 bo q S 5 - = > - q ‘ bo 
| ~a~ = ~ to O ee = 50 
cI x ’ JU fo) - 
= | ¥ = | © 
| = =s ~ S g q 
' S = ~' OQ 
7 u ° oo VY gy Co Oo S 
S v Gg ob Vv 
CY = 7 t ~ V eo} =) 
= u a ° q = 
“ g — o 
£ ?; ‘ is @ yg 3 SS 7 3 = Bey S e 
ra) q 
we q ~ d ' a 
Sg = 
= g oa son =. 
= 
= 
So am wo s = dO 5 = 
= © oe} ~ ‘ ~ os a 
o q 
~ a : =~ 2 6 oe: o - 
} = S q ~ 
q o 
be i. 5 S&C ie 5.2 = 
— ——e — —_ fade “S s : q a 2 So ° 
hud C2 Y | 4 
oS iJ C2 S oo 2) ~ - 














YY 
1 
a. 


Oo crete Rearer 


The newly-elected president of the Mountain States 

Hardware and Implement Association, J. R. Lowell, 

Colorado Springs, and his brother C. L. Lowell, Fort 
Collins, Col. 


Mr. Wohrer of Des Moines, New Mexico, sug- 
gested the matter of a market report to be issued 
weekly from the secretary’s office, and the matter 
was left in the hands of the board of directors. 

The next item on the program was a short talk 
on “The Traveling Man,” by Frank A. Bare, whose 
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Left to right: J. M. Diven, Simmons Hardware Com- 

pany, St. Louis, Mo.; R. W. Isaacs, Clayton, N. M.; 

P. N. Rice, The Blish, Mize & Silliman Hardware Com- 
pany, Atchison, Kan. 


Hardware Age 


address according to the program is just U. S. A. 
Mr. Bare was formerly secretary of the Ohio Hard- 
ware Association and is at present Western man- 
ager for the Ohio Varnish Company. His experi- 
ence has been such as to make him thoroughly fa- 
miliar with his subject and his brief talk proved 
to be one of the most instructive of the session. 
Mr. Bare outlined the responsibility of the traveling 
salesman and the duty he owes to the merchant. 
He declared that imitation plus was worth as much 
or more than imagination, and said that the hard- 
ware man as the community builder should be 
equipped with both. Mr. Bare brought home to the 
dealer in his forceful manner the immense good 
that is being done by the traveling fraternity in 
educating retail clerks and in making them more 
efficient salesmen. His remarks were greeted with 
hearty applause. 

This was the last address on the formal program 
and at its close the Question Box was placed in 
charge of F. C. Moys of Boulder, and a lively series 
of discussions followed. The first question, “Should 
We Collect Interest on Overdue Accounts?” brought 
out the fact that Charles Wohrer of the Gate City 
Lumber Company, Des Moines, New Mexico, collect- 
ed over $1,600 in interest during 1916. At the close 
of the Question Box session, the resolutions com- 
mittee then presented the following resolutions: 


Left to right: F. A. Traylor, McPhee & McGinnity; 

I. C. Oliver, Sayre-Newton Lumber Company; A. L, 

Branson, Trinidad, Col.; L. A. Stanton, Winchester 

Repeating Arms Company, New Haven, Conn.; S. H. 
Brake, President H. I. P. Club 


1. WHEREAS, WE have been highly benefited 
and entertained by the many speakers on our pro- 
gram; 

BE IT RESOLVED, THAT we extend to them 
the hearty thanks of this association, with special 
mention of the Messrs. Grattan, Lory, Osborne, 
Perrine, Reardon, Pattison, Keim, and Judge Ken- 
nedy, who are not connected with the trade. 

2. WHEREAS, THE efficient work of our secre- 
tary and other officers has resulted in this being 
the most successful convention we have held; 

BE IT RESOLVED, THAT we extend to them 
our hearty appreciation. 

3. WHEREAS, THE Almighty has seen fit to take 
from our midst one of our pioneer traveling sales- 
men, H. F. Stringfellow; 

BE IT RESOLVED, THAT we extend to his fam- 
ily the sympathy of this convention. 

4. RESOLVED, THAT we appreciate the sup- 
port of the various trade papers, with special thanks 
to the management of HARDWARE AGE, for sending 
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its representative, L. S. Soule, to our convention, 
and to the Implement Trade Journal for sending 
its representative, Mr. Beeker. 

5. We endorse the extension work of the Agri- 
cultural College as outlined in the addresses of the 
Messrs. Lory and Osborne, and pledge our support 
to the movement. 

6. BE IT RESOLVED, THAT it is the sense 
of this convention that we extend three cheers to 
the H. I. P. Club for the very exceptional entertain- 
ment accorded us and the generous and untiring 
efforts of its members in making this convention 
so highly satisfactory from a pleasure standpoint. 

7. The known benefit to be derived from the estab- 
lishing of local clubs in several sections of the State 
makes desirable the organization of such clubs in as 
many districts as possible, and we recommend that 
such steps be taken. 

8. BE IT RESOLVED, THAT the able work of 
our efficient assistant secretary in the publication 
of the Humdinger be highly commended. 

FURTHER, WE approve this association organ 
as a valuable asset, and urge our members to give 
it hearty support by sending in items of interest. 

The committee on nominations presented the fol- 
lowing recommendations: 

For president, J. R. Lowell, Colorado Springs, 
Col.; vice-president, L. J. Pereau, Sterling, Col.; 


Left to right: I. B. Thomas, Denver, Col.; A. H. Hardy, 
Peters Cartridge Company, Cincinnati, Ohio; Richard 


Taylor, ————— Hardware Company, St. Louis, Mo.; ~ 


. McAllister, Boulder, Col. 


vice-president, Charles H. Wohrer, Des Moines, New 
Mexico; directors, J. F. Jones, Denver, Col.; J. F. 
Schmidt, Grand Junction, Col.; L. H. Bancroft, 
Canon City, Col.; A. L. Anderson, Montrose, Col., 
and W. H. Enderly, Thermopolis, Wyo., holding over 
until 1918. 

: The report was accepted and the secretary was 
instructed to cast the unanimous ballot of the con- 
vention for the officers as named. President Lowell 
was escorted to his chair by a special committee 
and after a few remarks by the newly elected offi- 
cers the convention adjourned. 

The Mountain States Association has reason to 
be proud of its fifteenth convention. The attendance 
was double that of a year ago and the interest mani- 
fested was as great as that in any convention of the 
country. They are a bunch of good substantial 
hardware dealers, and with their present officers, 
and backed by the H. I. P. the year 1918 is bound 
to be a banner one in the annals of the Mountain 
States Retail Hardware and Implement Association. 


Secretary J. H. Jenkins and his son; J. Caden Jenkins, 
editor of the association paper the “Humdinger” 


The H.I. P. Club Holds 


Annual Meeting 


HE H. I. P. Club, an organization of hardware, 
implement and paint salesmen, organized for 
the purpose of boosting the Mountain States Hard- 


Le ett a 


Secretary Hodge, Western Retail Implement, Vehicle 
and Hardware Dealers’ Association; E. W. McCullough, 
secretary, National Implement and Vehicle Association 
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ware and Implement Association, and furnishing 
the entertainment features of its conventions, held 
its annual meeting at the Adams Hotel, Denver, 
Col,, Friday, Jan. 26. The meeting was called to 
order by President Brake. There was practically a 
full attendance and the session was a lively one. 

President Brake outlined the work of the past 
year, after which the reports of Secretary I. B. 
Thomas and Treasurer Hardy were received and 
approved. The report of the executive committee 
was referred to the auditing committee, which was 
given power to approve same after being audited. 

The election of officers was next in order, and 
James S. Wise of Shapleigh Hardware Company 
was unanimously elected president, I. W. Hall, vice- 
president and James W. Query, secretary and treas- 
urer. 

L. S. Soule, western editor of HARDWARE AGE, 


ME oo Pe 


J. H. Linder, 
PF. ©. 


Left to right: 
Denver, Col.; 


Golden, Col.; J. F. Jones, 
Moys, Boulder, Col. 


was then called upon and responded with a few 
words of appreciation for the work the club is doing 
to benefit the retail hardware dealer. Mr. Soule was 
given a rising vote of thanks for his talk and the 
secretary was instructed to issue the thanks of the 
club to the management of HARDWARE AGE for 
sending a representative to the meetings. Frank 
Bare of the Ohio Varnish Company also addressed 
the club, giving the members his version of the 
duties of the traveling salesman to the dealer, and 


a 
D. W. King, — ton Arms-U. M. C. 
Company, Bridgeport, Conn. ; Robinson, Pueblo, 
Col.; J. A. Lewis, Fowler, Col.; 7. A. Brown, La Junta, 


Col.: C. C. Huddleston, Lamar, Col.; Joseph H. Rohrer, 
Wyeth Hardware & Mfg. Company, St. Joseph, Mo. 





Left to right: 


Hardware Age 


Two live wires of the West. H. J. Thomas, treasurer, 

the George Trich Hardware Company, Denver, Col.; 

Frank A. Bare, western manager, Ohio Varnish Com- 

pany, whose address according to the program, takes in 

the whole U. S. A. Newly-elected president J. R. 
Lowell, Colorado Springs, Col. 


congratulating them on their progress along this 
line. 

It was decided to hold a meeting some time in 
July, the exact date to be set by the executive com- 
mittee. 


The ladies in attendance at the convention proved that 
Colorado is still a peach State 


The H. I. P. is an organization of the live sales- 
men of the Mountain States, and it is largely due to 
this organization that the attendance at the Den- 
ver hardware convention was double that of a year 
ago. The club maintained a suite of rooms at the 
Adams Hotel during the convention and furnished 
the entertainment features of the sessions. The 
banquet, given Thursday night, Jan. 25, was one of 
the most enjoyable in the history of the association. 
The menu cards were the most elaborate ever used 
at a ‘western hardware banquet and will be treas- 
ured as souvenirs by those fortunate enough to be 
present. Over 400 hardware, implement and paint 
dealers were in attendance. The Mountain States 
Hardware and Implement Association is proud of 
the H. I. P. Club. 
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The seed bins in the store of Harrison & Gould, Inc., present an attractive appearance no matter how much or 
how little stock ig in the bins 


Good Seed Bins 


THE seed bins used by Harrison & Gould, Inc., 

Milford, Conn., are of the convenient design 
with the exception of the doors or covers. These are 
3 ft. long. Each one is divided into three sections, 
each part covering one bin. Every door is made 
somewhat like a picture frame with a light backing 
of wood and a glass front. Between these is a layer 
of the seeds in the bin underneath and a label giving 
the variety, size, price, etc. No matter how low the 
stock in the bins may be the appearance is always 
attractive. 

Above these bins is a rack for package seeds. It 
is divided into sections just wide enough to accom- 
modate a package. The bottom is made of fine- 
mesh, galvanized-wire cloth which prevents accu- 
mulation of dust. Beneath it are kept packages of 
bulk seed ready for prompt delivery. — 


New Officers of the Warner 
Hardware Company 


AT a special meeting of the 





Hardware Company held on Jan. 
17 R. T. Warner retired as an 
active office holder in the com- 
pany and Leon C. Warner was 
elected president and treasurer. 
E. F. Carlson was elected vice- 
president and Frank G. Cramer, 
secretary. Mr. Cramer is a new 
official in the company, having 
been associated with the Warner 
institution for the past six years. 
He was formerly a window trimmer for Ludlow & 
Squires of Newark, N. J., and joined the big Minne- 
sota house as window trimmer in 1910. With re- 
markable business ability and untiring effort he has 
gradually improved his position until his present 
work is one of great responsibility. 

The election of Mr. Cramer as one of the officers 
of the Warner Hardware Company is in apprecia- 
tion of his successful efforts to make Warner’s 
recognized nationally as a great and progressive 
hardware concern. 








Frank G. Cramer 


stockholders of the Warner 


Livingston - Cooper 
Corporation 


HE Livingston-Cooper Corporation, representing 

directly several manufacturers of heavy hard 
ware, 131 East Twenty-third Street, New York, was 
recently incorporated for $50,000, the incorporators 
being W. L., W. I. and H. D. Cooper. 

W. L. Cooper is president and treasurer; W. Irv- 
ing Cooper, vice-president, and H. D. Cooper, secre- 
tary, the latter two sons of W. L. Cooper. 

This business was established by S. Otis Living- 
ston in 1855, who was for half a century a promi- 
nent merchant in the hardware field. In 1904 the 
title became the Livingston Nail Company and a lit- 
tle later W. L. Cooper (who had long been with 
Sargent & Co., entering Mr. Livingston’s employ in 
1898) took over the business, when the name be- 
came the Livingston Company, of which he was 
president. 

While the company transacts business all over the 
United States, except on the Pacific Coast, its trade 
is most largely in New York, New Jersey, Pennsy)- 
vania and New England. 

Among the manufacturers represented, directly, 
are the following: Champion Tool Company, Mead- 
ville, Pa.; Williams Drop Forging Company, Scran- 
ton, Pa.; Essex Horse Nail Company, Essex, N. Y.; 
Hay-Budden Mfg. Company, Brooklyn, N. Y.; War- 
wood Tool Company, Wheeling, W. Va.; Hudson 
Parer Company, Leominster, Mass. 

Some of the brands belonging to the Livingston- 
Cooper Corporation, well known in the trade, are 
W. L. Cooper’s Star horse rasps; Anchor, Western 
and New Haven horse nails, and Star leather aprons 
The concern also markets the J. Barton Smith’s files. 


National Convention to Meet 
in St. Louis 


(‘HE annual convention of the National Retail 

Hardware Association will be held June 12, 13 
and 14 in St. Louis, Mo., and plans are being ar- 
ranged to make this the most successful convention 
in the history of the association. 
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Washington News 


Webb Bill—Excess Profits Tax—Tariff Commission—National Chamber of 
Commerce Meeting 


BY W. L. 


WASHINGTON, D. C., Jan. 31, 1917. 


ELP for the Webb bill! With but twenty- 

eight working days of the session remaining, 

this important measure, designed to emanci- 
pate our export trade from the shackles of the anti- 
trust laws, lies buried deeply in the files of the Sen- 
ate Committee on Interstate Commerce. 

Seventeen days ago it was announced that the 
committee had decided to refer the measure to a 
special sub-committee “to perfect it with a view 
to a favorable report at an early date.” If this 
meant anything, it foreshadowed the immediate ap- 
pointment of the sub-committee and the prompt 
consideration of the bill. No action has been 
taken, however, and nobody seems to know just 
what the trouble is. 


Who’s After the Webb Bill? 


If a monkey wrench had been thrown into the 
machinery of the Senate Committee by the oppo- 
nents of the bill the effect would be to defer the 
appointment of the sub-committee. This is just 
what has happened. 

On the other hand, it is barely possible that action 
on the bill has been deferred to give the President 
the opportunity of making a final selection of the 
measures which he will insist upon as the legisla- 
tive program for the remainder of the session. If 
this is true, it puts the fate of the Webb bill up 
to Woodrow Wilson. 

It’s. many a year since the leaders in Congress 
were so completely demoralized concerning the leg- 
islation that must be enacted before adjournment. 
Not only is it obvious that many important meas- 
ures which it had been planned to pass must be 
thrown overboard, but the numerous pilots of the 
good Ship of State are unable to agree among them- 
selves concerning the particular items of cargo to 
be jettisoned. Meanwhile, old Pater Tempus is 
fugitting at a terrific rate, and the end of the ses- 
sion will be upon us in a trice. 


Extra Session Bogey 


A glance at the legislative docket of Congress 
reveals at once a desperate state of affairs that 
seems to point unerringly to an extra session. Of 
the fourteen big appropriation bills which must be 
passed at every session, only one has been acted 
on by the two houses, and that is still the subject of 
bickering in conference committee, and has not yet 
received the President’s signature. Thirteen more 
big budgets are yet to be considered. 

At the beginning of the session the President 
demanded the enactment of a comprehensive reve- 
nue bill to raise several hundred million dollars, the 
Owen corrupt practices bill, the Webb bill, a series 
of very radical railroad bills, several conservation 
measures and the Porto Rico citizenship bill. This 
was a large order for a long session, and almost a 
hopeless task for a short one. The only chance 
for the enactment of any considerable proportion 
of this program lay in the utmost haste consistent 
with even a fair amount of consideration. 


Pork Barrels, Politics and Prohibition 


And how has Congress passed the time since it 
convened last December? The House has frittered 
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away the precious moments discussing “leaks” and 
“pork barrels” and politics. The Senate has con- 
centrated its combination of gigantic intellects upon 
the propriety of abandoning the Monroe Doctrine 
and upon prohibition in the District of Columbia. 

Last week the Senate majority leaders called a 
caucus to frame a hard and fast program for the 
remainder of the session. There followed three 
hours of windjamming, after which the whole sub- 
ject was referred back to the Senate Steering Com- 
mittee. 

In the hope of accomplishing something without 
consuming any of the precious time remaining, the 
Steering Committee knocked a few corners off the 
Sabbath Day, spending the greater part of last 
Sunday in reaching the ridiculous conclusion that 
“it’s too early in the session to decide what meas- 
ures can be passed.” So the old routine was re- 
sumed on Monday morning; but, in the hope of pass- 
ing the budget bills at least before March 4, it was 
decided to hold night sessions in the Senate begin- 
ning next Thursday. 


Country Favors Early Adjournment 


Will there be an extra session? This question is 
on every tongue in Washington. The hotel men, 
boarding-house keepers and landladies, generally, 
here are praying that the President will call Con- 
gress back, but the whole country—to the extent 
that it pays any attention to Congress—is down on 
its marrowbones beseeching a kind Providence not 
to permit such a calamity to happen. 

It is the best opinion here that if the appropria- 
tion bills and the revenue measure are passed the 
President will sacrifice the rest of his program, 
and will not call an extra session. Here lies Mr. 
Wilson’s ‘way out of the snarl that has enveloped 
his railroad legislative program. 

When Congress convened he insisted on the pas- 
sage of several measures relating to transporttion, 
the most important of which would forbid the call- 
ing of a strike on a railroad until after full inves- 
tigation and publicity. The leaders of organized 
labor denounced this feature of the program, and 
President Samuel Gompers of the American Fed- 
eration of Labor, who seems always to think it 
necessary to be spectacular in order to hold his 
job, declared that if such a law were enacted he 
would be the first to violate it. 


Congress Fears Organized Labor 


Whatever its effect upon the President, the oppo- 
sition of organized labor has buffaloed the Senate 
and House Committees on Interstate Commerce, 
both of which have turned down the proposition to 
forbid railroad strikes. This leaves Mr. Wilson 
holding the bag, and the failure of all railroad legis- 
lation at this session would be the easiest way to 
save his face. 

Of course, the Webb bill goes into the waste- 
basket along with the railroad legislation if Con- 
gress stops with the budget and revenue bills. 

Taken altogether, the situation calls for the 
thoughtful attention of the business men of the 
country, and nothing short of the prayers of a great 
many unusually righteous people can save it. 
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Retailers Hit By Excess Profits Tax 


The excess profits tax of the Kitchin Revenue bill, 
to which I referred last week, will fall upon hard- 
ware retailers as well as upon the biggest of monop- 
olistic manufacturers. This fact is demonstrated 
by the text of the measure, made public after its 
approval by the Democratic caucus last Friday, and 
now in process of being railroaded through the 
House. When first proposed, it was understood 
that this tax was intended merely to exact tribute 
from the “war brides” and from some of the big 
corporations that have recently made Congressmen’s 
mouths water by cutting big melons, but the text 
of the bill makes it clear that merchants as well 
as manufacturers must dig up if their business is 
big enough and sufficiently profitable to bring them 
within the terms of the statute. 

The bill imposes on “every corporation and part- 
nership organized, authorized or existing under the 
laws of the United States, or of any State, Terri- 
tory, or district thereof a tax of 8 per 
cent of the amount by which its net income exceeds 
the sum of $5,000, and 8 per cent of the actual 
capital invested.” By another provision “actual 
capital” means cash paid in, the actual cash value 
at the time of payment of assets or other than cash 
paid in, and the surplus or undivided profits used or 
employed in the business, but does not include 
money or other property borrowed by the corpora- 
tion or partnership. 


How the Law Will Work 


As a concrete illustration, take the firm of Smith 
& Jones, who, with a capital of $100,000, made up of 
money paid in, tangible assets in the form of build- 
ing, land, fixtures, stock, etc., and an earned sur- 
plus of a few thousand dollars, show a profit for the 
calendar year 1917 of $20,000. In estimating the 
tax they will pay, the Internal Revenue Bureau will 
permit them to deduct 8 per cent, or $8,000, for a 
normal profit, and $5,000 for the statutory ex- 
emption, but will require them to pay a tax of 8 
per cent on the remaining $7,000, or $560. 

This tax, please remember, is in addition to the 
income tax, which was doubled by the act of Sept. 
8, 1916. It’s an unjust and a wholly unscientific 
tax, but, like the quick-lunch man, who charged a 
dollar for a sandwich, the Government needs the 
money. 

Perhaps the most: unfair feature of the excess 
profits tax is the fact that it will be levied on part- 
nerships, but not on individuals doing the same kind 
of business, and will be paid by a comparatively few 
people as a penalty on their moderate success. Also 
it is a sectional tax devised by a few southern gentle- 
men in Congress, 90 per cent of it to be paid by the 
merchants and manufacturers of the North. 


New Tax a Sectional Measure 


Don’t take my word for this. Read the following 
excerpt from the debate on the floor of the House 
last Saturday, as reported by the Congressional 
Record, in which Chairman Kitchin of the Ways 
and Means Committee, the author of the revenue 
bill, undertook to disclaim statements attributed to 
him in a New York newspaper—and then went on 
and repeated the same statements with additional 
emphasis: 

“Mr. Kitchin :—I notice the gentleman from Mas- 
sachusetts (Mr. Rogers) read a statement from a 
New York paper—the New York Times—in which 
it is said that I said in the caucus last night that 
most of this tax—practically all of this tax—will 
come from north of Mason and Dixon’s line. I did 
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not say that, nor anything of the kind. I never 
mentioned the Mason and Dixon line, nor did I men- 
tion New York City; but I will say now that this 
tax will go to pay appropriations practically all, or 
most all, of which will go north of the Mason and 
Dixon line. The appropriation for preparedness will 
go for the most part to shipyards, munition makers, 
and so forth. These happen to be north of the 
Mason and Dixon line.” 

“Mr. Norton:—Will the gentleman yield? Where 
does the gentleman think the tax will fall—south of 
Mason and Dixon’s line?” 

“Mr. Kitchin:—I think most, or the greater part, 
will be levied north of Mason and Dixon’s line. All 
these fellows who live in States that will pay a large 
part of this tax can get rid of the location argument 
by removing down to my town of Scotland Neck and 
pay the tax from there.” 

About the only comfort the average business man 
can get out of the protest to Charman Kitchin is the 
consoling thought that at least he is not obliged to 
live in Scotland Neck. 


How About That Tariff Commission? 


But hold on a minute, gentlemen! Did not we all 
lift our voices a year ago in favor of the authoriza- 
tion of a tariff commission to handle these big rev- 
enue problems in a scientific, impartial spirit, and 
did not Congress go ahead and empower the Presi- 
dent to appoint such a commission? Surely! 

The law giving the President the authority neces- 
sary to appoint a tariff commission was signed Sept. 
8, 1916, or nearly five months ago. Not a single 
member has been appointed, however, and to-day 
Congress is floundering in the mire of a prospective 
deficit of a round half-billion dollars during the com- 
ing fiscal year and the only devices for raising the 
wind that the gentlemen in charge of the House can 
suggest are bond issues, increased inheritance taxes 
and a confiscatory impost on the profits of legiti- 
mate business, big and little! 

Where, oh where, is that tariff commission that 
was to bring order out of chaos by taking the tariff 
out of politics? 

Perhaps the President cannot find men of suf- 
ficient caliber for the commission. Rumor has it 
that up to date he has chosen only Professor Taus- 
sig, the Yale University free trader, and that this 
selection is but tentative. It is also reported that 
he may transfer to the commission, F. M. Halstead, 
now Chief of the Customs Division of the Treasury 


Department. 
Tariff Commission Hard to Find 


As the commission is to be composed of six mem- 
bers, the President may be presumed to be gunning 
for four first-class business men willing to do $25,- 
000 worth of work each year for a $7,500 salary. 
They will be hard to find. 

The fact is, recent events have taught reputable 
business men of independent spirit to beware of 
service on federal commissions. The bureaucratic 
methods and unwarranted interference of depart- 
ment heads and the everlasting mixing of politics 
with business have completely disorganized the Fed- 
eral Trade Commission and demoralized the new 
Shipping Commission, besides threatening the ex- 
istence of the new Farm Loan Board. 

Edward N. Hurley, by long odds the ablest mem- 
ber of the Federal Trade Commission, became dis- 
gusted with the methods employed by his colleagues 
and with the interference of officials of the Depart- 
ment of Commerce and got out to make room for a 
less independent successor. Every business man in 
the United States regrets the incident. 
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Within the past week Bernard N. Baker, the only 
experienced member of the new Shipping Board, 
threw up his commission because of the unwar- 
ranted and positively illegal interference of Son-in- 
law McAdoo, Secretary of the Treasury. This in- 
cident is no less than a national scandal and will 
make it exceedingly difficult for the President to find 
good men for the tariff commission. 

The administration was warmly congratulated 
when Mr. Baker was chosen, and so pre-eminent 
were his qualifications for the job that, by common 
consent, he was selected by his colleagues for ap- 
pointment as the commission’s chairman. But Sec- 
retary McAdoo had other plans. 

It is true the Secretary of the Treasury has no 
more to do with the Shipping Board than the police- 
man on the corner, but that didn’t make any differ- 
ence. Mindful of the fact that the President owes 
some political debts to the Pacific Coast, which re- 
elected him, Mr. McAdoo sent for Mr. Baker and told 
him that he thought the commission ought to name 
William Denman of San Francisco as its head, add- 
ing that the President thought so too. 


Quit to Avoid Humiliation 


Mr. Baker evidently made up his mind that if the 
Secretary of the Treasury intended to run the Ship- 
ping Board, and to use his confidential relationship 
to the President to enforce his views as to the 
Board’s organization, the sooner a self-respecting, 
experienced member of the commission quit the job, 
the less the humiliation he would be called upon to 
suffer. So Mr. Baker resigned. Mr. McAdoo does 
not dispute any part of this statement, but, on the 
contrary, confirms every word of it in a press bul- 
letin given out by him the day Mr. Baker’s resigna- 
tion was received, as follows: 

“It is true that Bernard N. Baker has resigned 
from the Shipping Board and that the President has 
accepted his resignation. Mr. Baker resigned be- 
cause I suggested to him that I thought it would be 
wise, in the circumstances, if the board would con- 
sider giving the chairmanship to the Pacific Coast. 
The President was in accord with this suggestion. 
Mr. Baker said he desired to think the matter over 
for the night. The next morning he sent his resig- 
nation. 

“The selection of suitable men for the Ship- 
ping Board and the proper organization of the 
board has been a matter of great concern to the 
administration ever since the passage of the ship- 
ping bill. The suggestion about the chairmanship 
was made in a spirit of co-operation and with a 
desire to be helpful. 

“The board has the right under the law to se- 
lect its own chairman, but there is no reason why 
a suggestion from the administration should not 
receive consideration. I have had a warm regard 
always for Mr. Baker and I regret his hasty 
action.” 

Business men will smile at Mr. McAdoo’s state- 
ment that the attempt to dictate the selection of 
a chairman was merely a “suggestion” made “in 
a spirit of co-operation and with a desire to be 
helpful.” It would be a very extraordinary situa- 
tion if the President had selected for the Ship- 
ping Board five men of such a low order of in- 
telligence that they could not be trusted to choose 
their own presiding officer. 

Is it any wonder that Mr. Wilson is finding diffi- 
culty in locating the right kind of timber for his 
tariff commission? Perhaps it would help some if 
he would muzzle Son-in-law McAdoo. 


Annual Meeting of National Chamber 
Rig business men from all parts of the country 
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are journeying to Washington to attend the fifth 
annual meeting of the Chamber of Commerce of 
the United States, which will convene to-morrow 
morning and extend over three days. The variety 
of subjects to which the Chamber will give its at- 
tention at the coming meeting is greater than at 
any previous convention and the reports of the 
various committees and the discussion thereon 
cannot fail to be of great value. 

Chairmen of a dozen of the big committees will 
discuss business problems of nation-wide signifi- 
cance, of which the following are typical: “Sta- 
tistics and Standards,” by A. W. Douglas of St. 
Louis, vice-president of the Simmons Hardware 
Company; “Uniform Bills of Lading,’ by Charles 
S. Haight of New York, of Haight, Sandford & 
Smith; “Department of Commerce,” by A. W. 
Shaw of Chicago, publisher of System; “Immigra- 
tion,” by Frank Trumbull, chairman Board of Di- 
rectors of the Chesapeake & Ohio Railroad; “Or- 
ganization of State Chambers of Commerce,” by 
Homer L. Ferguson, president of the Newport 
News Shipbuilding & Dry Dock Company; “Voca- 
tional Education,” by Howell Cheney of Cheney 
Brothers, South Manchester, Conn.; “Foreign Re- 
lations,” by Charles H. Sherrill of New York, 
formerly United States Minister to Argentina; 
“Daylight Saving,” by Robert Garland, president 
of the Pittsburgh Chamber of Commerce. 

Through C. F. Weed, president of the Boston 
Chamber of Commerce and chairman of the Na- 
tional Chamber’s Railroad Committee, the result 
of the railroad referendum recently ordered by 
the Chamber will be announced. Business men in 
all parts of the country will go on record concern- 
ing the proper method of handling disputes be- 
tween railroads and their employees, with special 
reference to the prevention of strikes and lock- 
outs. 


Mail Order Houses and Ten Cent Stores Rolling in 
Millions 


Poor old Uncle Sam is not only. half a billion 
dollars shy in revenue for the coming fiscal year, 
but is so hard up for funds to run the postal serv- 
ice that certain Congressmen are endeavoring to 
raise the postage on the people’s educational, tech- 
nical and business magazines to avoid a deficit 
due to the reckless extension of the parcel post; 
but the big mail order houses are making money 
hand over fist. Sears, Roebuck & Co. of Chicago 
have just announced the cutting of the juiciest 
kind of a melon, involving a distribution to stock- 
holders of a 25 per cent stock dividend, making 
the entire capital of the company $75,000,000 com- 
mon and $8,000,000 preferred. In addition the 
dividend rate on the common stock has been 
increased from 7 to 8 per cent. 

And this is the struggling little concern that is 
the chief beneficiary of Mr. Burleson’s parcel 
post! Many millions of the surplus earnings of 
this octopus would have gone into the United 
States Treasury in the form of postage had not 
the Government kindly supplied it with a gigantic 
delivery system run at a big loss which must be 
recouped from the pockets of the taxpayers at 
large. . 

By the way, I observe that the balance sheets 
for 1916 of four of the big chains of 5 and 10- 
cent stores show that this husky quartet sold the 
modest total of $135,000,000 worth of merchan- 
dise in twelve months. This is certainly going 
some! 

Will somebody kindly compile a few statistics 
covering the retail hardware trade? 














Publicity for the Retailer 


How Four Hardware Merchants Make Their Advertising 
Dominate by Reason of Individual Appeal 


By BURT J. PARIS 


No Question About This Stove Ad Dominating 


No. 1 (half-page ad). This ad, sent us by the A. S. 
Bloedel Company, Tabor, Iowa, illustrates most 
thoroughly how a hardware merchant may give his 
publicity that dominating quality which obscures 
the advertising of his competitors. In size, in ap- 
peal, in value offered, in strength of presentation, 
this ad absolutely dominates. Imagine an average 
stove ad placed alongside of this announcement and 
its quality of domination is fully realized. First, 
the sale thought; second, the individual article and 
third, the obvious value offered; these are the 
dominating elements and no reader can peruse the 


ad without feeling that here is a stove purchasing 
opportunity which overshadows anything else he 
may have had in mind. There is a two-fold value 
in getting this quality of domination in your pub- 
licity ; the immediate and larger profits and the repu- 
tation and prestige that accrues to a store whose an- 
nouncements dominate by reason of specialized ap- 
peal. The text matter confirms the impression of 
domination given by the surface display. Duplicate 
this idea of domination in your advertising and note 
how quickly the results will show in your sales. 


Dominating by a Combination Offer 
No. 2 (2 cols. x 8 in.). This ad, from Hackley’s 
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WILL BE IN FULL SWING—THE GREATEST SALE ON THE 
GREATEST RANGE THE TOWN HAS EVER SEEN 


Most women take pride in their kitchen—as much as in their parlor. They 
want the nicest of everything for both! To the woman who wants the most 
beautiful Range in the world, the one that will cook the best, last longest and is 
easiest to clean, this sale of the COPPER-CLADS will be of intense interest. 


After this week's sale the price on Copper-Clads will be advanced $4.00. 


Come in and See! 


== The pure inner-wall of the Copper-Clad Range is the feature that positively prevents 


ae Copper-Clad Range 


Our Specia] Sale op the Celebrated 











With every Range purchated 
during our Special Display and 
Demonstration this week, we 
will give Absolutely Free 


A Set of 


Aluminum 


Cooking Utensils 
$8.00 














rusting out, and puts this range years in advance of any other on the market. It has somany 
exclusive features that you will have to see them to appreciate fully why the Copper-Clad is 
creating a sensation and turning the Range business upside down. Come in and let us show 
you a wonderful cooking machine. 


Over 100 homes made happy by using Copper-Clad Ranges in Tabor and vicinity. 


A. S. Bloedel Co. 


TABOR, IOWA 


Hardware—Harness Purniture—Undertaking 























No. 1—In every angle of appeal it dominates 
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Get Them Sharpened Here 


L 


FREE daring week beginning Jan. 15 


This is sharpening week for every home. We want our customers 
to bring @ dull pair of shears, kitchen knife or any piece of household 
cutlery, and we will sharpen it free of charge. N sharpening done 
for children or servants, We do this to demonstrate the simplicity and 
effectiveness of the. 


Luther Household Grinder 


“a 


can n- 

ger. It is simplicity itself. It 

gui easily and 
i ° be quick- 

ly attached 

bench, Sta i 

high. Price $1.35. 


Vise Free With Every Grinder During Demonstration 
Every home should have thie vise—handy and convenient. | \- 
sible for j awa to become omen or out of fe Con iderebly 
stronger than would seem necessary for its size. The boy of the house 
will especially appreciate it, but it is just the thing for every ‘home. 


Hardware Supplies 


Hardware for the home, barn, garage, of* 
fice or factory can be me here at a sav" 
ing in money. | foot engine power 
grinders for ekotak 7 wre -as ond 

rage use, will a! oa uring Special 

> Weak Come and look them 
Tell all your friends to come also 


During thie week of Special Sale we will 
gown rever va with every Luther 


One Full Week DEMONSTRATION WEEK 
January 15 to January 20 


E. HACKLEY, Earl Park, Indiana 


No. 2—In which the combination offer is the dominating 
thought. 
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Store News sent us by E. Hackley, Earl Park, IIl., 
dominates as thoroughly as does No. 1, but in a dif- 
ferent way. In No. 1, the basic appeal was the sale 
idea; the reduction in price. Here the dominating 
thought is a free proposition for a limited time only. 
The household grinder featured is an article of 
every-day utility; this article featured alone would 
make a strong appeal to the reader. But think of a 
vise free with every purchase of the grinder and 
you have the dominating thought which makes the 
reader act instead of planning to act. Hackley will 
lose no money on this ad. The new customers made 
by the offer and the pleasing of old customers will 
more than offset a minimum profit or no profit at 
all, and all the while Hackley has made a dent in the 
community because his publicity has actually domi- 
nated the efforts of his fellow merchants. This ad 
illustrates the fact that it is possible to make your 
advertising dominate by many different methods. 
The first requisite is that you concentrate on one or 
two articles and make sure that these items are 
articles of wide appeal. Then incorporate the sale 
feature, the free offer, the coupon plan or any of the 
several tried and proven plans of inducing action. 
One dealer dominates by the cash discount slip or 
check. In this “Domination Number,” we feel that 
it is an opportune time to talk to you about ways and’ 
means of making your publicity dominate. Many 
merchants are already making their announcements 
dominate by these methods, but many more are con- 
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tent to plod along with every-day publicity. While 
the every-day sort of publicity is indispensable, 
nevertheless, it is better business to make a certain 
amount of your advertising so unquestionably domi- 
nating that it becomes the means of building up 
your business structure far more rapidly than is 
possible by publicity without specialized appeal. 


Time Limit and Low Price Combine to Dominate 


No. 3 (2 cols. x 6 in.). This By-Lo ad dominates 
because it specializes on two universally useful items 
and sets a low price on each item for one day only. 
An ad of this kind run at intervals soon makes a 
store dominate in bargain-day appeal. People watch 
for the one-day announcement and the ad by reason 
of its dominating quality makes the store well 
known to every newspaper reader. Dominating ads 
of this type are not passed by as the ad of general 
appeal often is. When you read this ad, your in- 
stinct aroused is a buying instinct. That is the 
difference between the dominating ad and the ad 
that leaves you the balance of a life-time for action. 
Every ad cannot be dominating, but the merchant 


















































$19.85 
Get This Life-Time 
Kitchen Helper 


Save Steps—Save Health—Save 
Time—Save Food Supplies 


You and the Hoosier together can do in half the time 
the work that is taking you twice as long to do with- 
out it. 


This marvelous convenience has places for four hun- 
dred articles, all within arm’s reach. 


But it’s more than a tool house for your kitchen. 
The Hoosier is an automatic servant with torty labor- 
saving inventions—each like a helping hand. 

Some cabinets have copied a few of them, but seven+ 
teen of these vital Hoosier features can’t be found in 
all others combined. 

Stop being a slave to your kitchen. Nothing tells 
on a woman so quickly. 

Come in 3t once and let us demonstrate the new 
Hoosier movdels that have just arrived. Let us show 
you our low prices, easy terms and money-back offer. 
Please don’t hesitate—it’s a pleasure for us to show 
the Hoosier, whether you buy or not. 


M. A. Benson, 


SARANAC, MICHIGAN 





No. 4—Dominates by strong individual appeal 





February 3, 1917 


BY-LO Bargains 


For Sat., Nov. 6th—All Day Bargains 











A regular lantern, shape with heavy 
globe and handle, with an extra long life 
battery. 


The most satisfactory electrics hand 


lamp made for all purposes. 
Lamp complete with 
battery, special at 


The handiest article a farmer or car owner 
can have. Safety First. 


Aluminum Bargain 


We are going to sell a few dozen Pure Aluminum Ber 
lin Sauce Pans, with Raised Aluminunt 
Covers, 4-qt. size at 


er BY-LO Store 


Quick 
‘203 delivery 
No. 83—The dominating elements are time limit and price 


service 











makes a grave mistake if he does not see to it that a 
certain portion of his publicity is written to domi- 
nate. 

Dominates by Strength of Presentation 


No. 4 (2 cols. x 10 in.). This ad, sent us by M. A. 
Benson, Saranac, Mich., dominates by sheer strength 
of individual presentation. There is a special offer 
in the last paragraph, but the strong appeal to the 
love of comfort and convenience makes the ad irre- 
sistible reading for the housewife. If another arti- 
cle had been featured here, the dominating quality 
would have been impaired, if not lost altogether. 
This ad enables the reader to concentrate on one 
big thought—the thought of bringing to the kitchen 
the means of lightening work and making kitchen 
activity vastly more pleasant and enjoyable. The 
display is excellent. 


Coming Conventions 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND NEW YORK STATE RETAIL 
HARDWARE ASSOCIATION JOINT ANNUAL CONVEN- 
TION AND EXHIBITION, New York City, Feb. 6, 7, 8, 
9, 1917. Headquarters Hotel Astor, for both as- 
sociations. Exhibition in Madison Square Garden 
auditorium. W. P. Lewis, Huntington, Pa., secre- 
tary-treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, Kirk 
Building, Syracuse, N. Y., secretary New York 
State Retail Hardware Association. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Springfield Auditorium, Springfield, 
Mass., Feb. 6, 7, 1917. George A. Fiel, secretary, 
Rice Building, Boston, Mass. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Springfield, Feb. 6, 7, 8, 9, 1917. Leon 
D. Nish, secretary, Elgin, Ill. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
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VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ ASSOCIATION CONVENTION, Louisville, Feb. 13, 
14, 15, 1917. Headquarters, Tyler Hotel. J. M. 
Stone, secretary, Sturgis, Ky. 

IowWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 13, 14, 15, 
16, 1917. Exhibit in Des Moines Coliseum. A. R. 
Sale, secretary, Mason City, Iowa. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Detroit, Feb. 13, 14, 15, 16, 1917. Official 
headquarters, Hotel Statler. Exhibits will be held 
at a separate hall to be announced later. Arthur 
J. Scott, secretary, Marine City, Mich. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Fargo, Feb. 14, 15, 
16, 1917. C. N. Barnes, secretary, Grand Forks, 
N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 23, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James B. 
Carson, secretary, Dayton, Ohio. 

CONNECTICUT HARDWARE ASSOCIATION CONVEN- 
TION, Bridgeport, Feb. 27, 28, 1917. Headquarters, 
Hotel Stratfield. Henry S. Hitchcock, secretary, 
Woodbury, Conn. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C. Parker, secretary, 
Murdo, S. D. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald, 
Arthur H. Chamberlain, secretary, Marbridge 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel, John Donnan, secretary-treasurer, Rich- 
mond, Va. 


« Pete” and Re-Pete 


BY-L0 has become more than a store name in 


Muncie, Ind. It is now a combination lullaby 
and cradle song at the home of the By-Lo Stores’ 
manager, R. A. Peterson. In fact, “Pete” is seri- 
ously considering the proposition of having a special 
phonograph record made with a chorus that is all 
By-Lo. Cigars with a wrapper of baby blue are 
being passed out gratis, and a naturally hearty 
smile has grown to face-wide proportions. The 
reason is shown in the following item copied from 
one of the Muncie papers: “Born to Mr. and 
Mrs. R. A. Peterson, Jan. 11, 1917, an eight-pound 
boy. Mother and son are well and happy.” 

Mr. Peterson, or “Pete,” as he is familiarly 
known to his hardware friends, was formerly West- 
ern editor of HARDWARE AGE. The By-Lo Stores 
Company is to be congratulated on the new addition 
to the firm. 
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Trade Conditions and Iron, Steel and Hardware Priccs 


NEW YORK 


Office of HARDWARE AGE, 
New York, Feb. 1, 1917. 


A SALES manager of a leading manufacturer who 

recently returned from Chicago, St. Louis, Kansas 
City, and Cincinnati, found all of the jobbers quite 
busy, but most active in filling a considerable number 
of orders for small quantities. Retail merchants in the 
Central West, as a rule, seem to be buying 30-day 
stocks; purchasing often but for immediate require- 
ments. 

This system is conservative but increases the job- 
bers’ expense of transacting business because of the 
many items and repetitions, which principle likewise 
applies to the retailer, of course. But, it is observed, 
jobbers can well stand the difference, considering the 
super profits made last year on many kinds of goods 
which were bought on lower contract bases. 

A buyer connected with a prominent department 
store in Greater New York, while discussing the trade 
situation with a leading manufacturer lately said they 
were very busy and selling considerable merchandise, 
despite the fact that a large proportion of the goods 
handled are estimated to be at least from 40 to 50 
per cent higher than they were under more normal 
conditions in 1914 and for quite a period afterward. 


Wire NaILs.—Business is quite good with many in- 
quiries in the market for immediate wants, especially 
for overseas shipment, but which is hampered because 
of lack of vessel room. In domestic business nearby 
orders are of hand-to-mouth character, but much bet- 
ter from outside the metropolitan district, some of 
which originates in western states. One deterrent in 
this section is the high prices for material and labor 
which affects building and is perhaps more pronounced 
in this locality than some others, therefore much of 
the business is put off until later. 

Wire nails in store are $3.60 and carted by the jobber $3.65 
base per keg. 

Cut NAILs.—Most of the manufacturers of cut nails 
are not inclined, it is said, to accept orders, as they 
have all they can do to fill what they have. The ex- 
port trade is picking up and is better than it was for 
a time, but there are difficulties in getting shipments 
on vessels for foreign destinations. 

Cut nails are $3.70 in carloads, Pittsburgh, and $3.80 base 
per keg for less than carloads. 

Cut nails, in store, New York, are $4 and carted by the 
jobber $4.05 to $4.10 base per keg. 

LINSEED O11.—Linseed oil trade with manufacturing 
consumers who use large quantities of oil as raw ma- 
terial in their products is good for this time of the 
year, but the jobbing trade which serves painters 
chiefly is rather dull. This, however, is only season- 
able. 


Linseed oil, raw, city brands, card rates, is 98c. in 5 or 
more bbl. and 99c. per gal. in less than 5 bbl. 

State and western oil, raw, is 95 to 96c. per gal., 
to seller and quantity. 

NavaL StTores.—This market for naval stores is 
lower in harmony with the primary southern markets, 
where the arrivals, though moderate, are attracting 
little notice. Support is indifferent and the transac- 
tions for both domestic consumption and foreign ship- 
ment are small. In this vicinity purchases are for 
current needs only and often at —, 


Tu mtine, in yard, is 54c. Pinos 
Rosins are easier in tone, a as not much changed in 
a 


according 


Rosin in yard, commagn to good strained, on the basis of 
280 +s "oer bbl., is $6.55 and D grade $6.65 per bbl. 

Rope.—On Jan. 25, Manila rope was advanced Ic 
base per lb. and sisal rope 2c base above former quo- 
tations. This was because the Mexican Reguladora 
Comision advanced raw sisal a few days ago, 2c per 
Ib. to 16%c; in September, 1915, it was 5%c per lb. 
Naturally the advance in sisal affects Manila hemp 
also. 

Manufacturers have more business than they can 
take care of and some of them are selling only old and 


regular customers. As a rule they are not working 
up to capacity, some only three-quarter time, because 
of shortages in fiber stock which cannot be obtained. 
As an indication of the general situation, one large 
establishment received an inquiry a few days ago for 
125 coils of first grade Manila rope from a large steam- 
ship company whose business they: had been endeavor- 
ing to get for ten years. There was no question of 
price but the transaction had to be refused because 
the goods could not be delivered within a reasonable 
time. 

Factories, we are advised, are not accumulating 
stocks as they ordinarily do during the winter, but rope 
as it is manufactured goes about as fast as it is made. 


WINDow GLASs.—Trade in window glass continues 
very quiet and has fallen off considerably since the be- 
ginning of the new year, the reason for which is not 
quite clear, according to experienced merchants. Dull- 
ness now, however, is only normal for the first six 
weeks of the year as building is generally slow until 
the middle of February anyhow, and causes no concern. 
Prices are well maintained and there is no disposition 
to soften them because stocks are only moderate at 
best and the easier market now seems quiet as com- 
pared with the heavier and unusual business in clear- 
ing up the orders placed in 1916. The head carman 
of one old, prominent house says that for the past two 
years his trucks have been compelled to take their 
place in long lines, with considerable delay, but for two 
weeks lately they are able to unload quickly, which 
shows an improvement in transportation facilities. 

Prices for window glass are still as follows: 

AA, picture glass, single thick, is 75 per cent, and AA 
double thick, 78 per cent discount. 


_A, single thick, first three brackets, is 86 per cent, and B 
single thick, first three brackets, 88 per cent discount. 


All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets A grade 
double thick, is 86 per cent, and all larger than first three 
brackets, B "quality, double thick, is 87% per cent discount 
from jobbers’ lists. 

It is interesting to note that in October, 1914, first 
grade Manila rope was llc and second grade 10c base 
per lb., manufacturers to jobbers. At the same time 
sisal rope, first grade, was 7c base. In 1911, May to 
December, first grade Manila rope was 8%c and first 
grade sisal 6c base per lb. 

Manila rope now, first grade for average orders, is 
24c, second grade 23c and third grade 21c base per lb. 
Sisal rope, first grade, is 20c and second grade 1% 
base per lb. 


TUBULAR LANTERNS.—The R. E. Dietz Company, 60 
Laight Street, New York City, quotes tubular lanterns 
as follows: Victor hot-blast, $4.75; Monarch hot-blast, 
$4.75; Junior, $6.25; No. 2 Blizzard, $8; Buckeye dash 
lamps, $8; No. 2 Blizzard dash lamps, $12.50; Victor 
wagon lamps, $10.50; No. 2 Wizard wagon lamps, 
$14.25, and Bestov hand lamp, $5.50 per doz. Pioneer 
street lamps are $3.75 each. 


SPARK PLuGs.—The Champion Spark Plug Company, 
Toledo, Ohio, is quoting spark plugs as follows: Heavy 
stone, 60c.; regular and Buick, 47c., Overland and 
Metz, 47c., and Ford, X, 43c. each. 


SpaRK P iuGs.—The Sharp Spark Plug Company. 
Cleveland, Ohio, is quoting the following net prices 
each on spark plugs when purchased in lots of 100, 
viz.: Sharp primer, mica core, 75c.; Firefly primer, 
mica core, 75c.; Sharp regular, mica core, 45c.; mica 
Ford special, 30c.; mica Indian M/C special, 33¢.; mica 
Goliath, 33c.; porcelain Goliath, 28c.; Sharp open end, 
20c., and porcelain Kopper King, 55c. each. 


PIPE VISES AND WRENCHES.—J. H. Williams & Co., 
150 Hamilton Avenue, Brooklyn, N. Y., is now quot- 
ing 20 and 10 per cent discount on their Vulcan chain- 
pipe vise, on Agrippa chain-pipe wrench 33 1/3 and 10 
per cent, and Vulcan improved chainpipe wrench at 
25 and 10 per cent discount. 
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February 3, 1917 


PeTERS CARTRIDGE COMPANY.—The Peters Cartridge 
Company, Cincinnati, Ohio, and New York, effective 
from Feb. 1, has revised its list on ammunition through- 
out, including cartridges and shells, both empty and 
loaded, from which a uniform discount of 331/3 per 
cent will be given for average orders. The radical 
changes because of unusual trade conditions during 
the past two years, had thrown previous lists out of 
alignment, so that many of the goods were sold at 
list and often list plus a premium. This change does 
not alter the net price of the goods, we are advised, 
which is approximately the same as heretofore, but 
establishes new lists for greater uniformity in making 
quotations. 


CARRIAGE MAKERS’ CLAMPs.—Sargent & Co., New 
Haven, Conn., and New York, quote 10 per cent dis- 
count on their carriage makers’ clamps from the revised 
list. 


BOTANICAL MFG. COMPANY.—The Botanical Mfg. 
Company, 315 Race Street, Philadelphia, Pa., pharma- 
ceutical chemists, manufactures two products, rat corn 
and Red Wing insect powder, which are being marketed 
with the hardware trade. The trade prices are as fol- 
lows: The 25-cent size, $2 per doz.; 50-cent size, $4, 
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and $1 size, $8 per doz. Red Wing insect powder is 
put up in a 10-cent size which is offered at 75c. per doz. 

WASHING MACHINES.—The One-Minute Mfg. Com- 
pany, Newton, Iowa, latest prices are as follows: No. 
5% One-Minute hand washer, $8.25; No. 11% bench 
power washer, $26; No. 15% electric bench washer, 
$46.50; No. 27 Twin Tub bench washer, 1 peg dolly, 
1 vacuum dasher, $31, and No. 37 Twin Tub electric 
bench washer, 1 peg dolly and 1 vacuum dasher, $56.50 
each. 

PAINT AND VARNISH.—The Montauk Paint Mfg. 
Company, 170-172 Second Avenue, Brooklyn, N. Y., 
quotes the two regular and complete Di-Mel-Ine assort- 
ments, comprising the entire 29 Di-Mel-Ine items, 
known as dealers’ assortment (2% gross) and jobbers’ 
assortment (1 gross) to the trade at $10.50 per gross 
each as compared with $10.80 on open stock. 

HAMMERS.—The David Maydole Hammer Company, 
Norwich, N. Y., is quoting the following prices on 
handled hammers from the new Maydole list: Black- 
smiths’ hand, 45 and 10 per cent; bricklayers’, 40 and 
5 and 5 per cent; farriers’ driving, 30 and 2 per cent; 
machinists’ ball pein, 60 per cent; adz eye nail, 30 and 
2 per cent; riveting, 30 and 2 per cent, and tinners’ 
handled hammers, 30 and 2 per cent discount. 


CHICAGO 


Ottice of HARDWARE AGE, 
Chicago, Jan. 29, 1917. 
T HE severe weather, the shortage of coal and coke, 
the scarcity of labor and the shortage of cars are 
causing prices to maintain a high general average. The 
new demands for finished product are away beyond ex- 
pectations. 

Builders’ hardware manufacturers are having trouble 
to procure enough of the cyanide to maintain their plat- 
ing plants. Cyanide that two years ago sold for 18c. a 
lb. is now worth from $3 to $5 a lb. The demand for 
rim locks and pottery knobs is away above normal, and 
the manufacturers are unable to supply the demand. 

The price on pig iron is advancing and the last quo- 
tation was $32.50 per ton at the furnace. 

The copper market remains firm with spot electro- 
lytic copper quoted at 33c. per lb.; easting copper at 
29c. per lb., while the rolled sheets are 42c. per lb. base. 

There seems to be no change in the steel market since 
last report, and bars are quoted here in this market 
at $3.40 and plates at $4.90. 


The merchants and jobbers report a very satisfactory 


business with collections very good and money easy to 
obtain, as most of the banks have an excess of cash. 


PapLocks.—The Eagle Lock Company is advising the 
trade that all prices on padlocks are withdrawn, and 
that new prices will be approximately 10 per cent higher 
than those ruling before Jan. 27, 1917. 


TRACK AND HANGERS.—The Coburn Trolley Track 
Mfg. Company, of Holyoke, Mass., announces that they 
have audited their manufacturing cost and find that 
it is necessary for them to increase prices on their 
product. All prices will be withdrawn Feb. 1 and new 
prices will be put into effect on that date. 


SoLperR.—There has been an advance of %c. per lb., 
and to jobbers we quote as follows: 

xxxX € C. § 
%, 27 Moen Nat + FS ; 

Tin PiLates.—There has been little change. in the 
market conditions within the last week and jobbers 
report that their stocks are very low and they have 
practically none of this material on hand; prices are 
quoted from $7.50 to $9 base on stock on hand. 


SHEETs.—The price situation in the sheet market 
continues the same as last week. The jobbers’ stocks 
are very low, as the mills are unable to make deliveries. 
An advance in this product is anticipated. 

We quote to retailers f.o.b. Chicago as follows: 


Black sheets, 28 gage, $5.15; No. 10 blue annealed sheets, 
td 28 gage galvanized sheets, $7.20, all per hundred 
junds, 


commercial, % and 


Rore.—The demand on high grade rope is exceeding 
the supply, and rope manufacturers are unable to buy a 
better grade of Manila hemp than the Government “F,” 
which costs them 19c. per lb. The sisal regulating com- 
mittee announced price on Jan. 25 of 16%c. per lb. on 
sisal hemp, which has, heretofore, been off the market. 
Manila rope has advanced 1c. per lb., and sisal 2c. per 
Ib. We quote to retailers f.o.b. Chicago as follows: 

No. 1 Manila rope, 24%c. per Ib., base; No. 2 Manila, 
23%c. per Ib. base; No. 3 Manila, 21%c. per Ib. base; No. 1 
sisal rope, 20%c. per Ib.; No. 2 sisal rope, 19%c. per Ib. 

O1s.—The demand for boiled and raw linseed oil 
this last week has dropped down below normal. Jobbers 
report large stocks on hand, and prices remain the same 
as last report. We quote f.o.b. Chicago in carload lots: 


Raw linseed oil, 94c. per gal.; boiled linseed oil, 95c. per 
gal. In single barrel lots, jobbers are quoting f.o.b. Chicago, 
99c. per gal. on raw oil, and $1 on the boiled linseed. 

WRINGERS.—The entire line of wringers has advanced 
from 7% to 10 per cent, and manufacturers state that 
they are receiving large orders; in fact, their business 
for this month is about 20 per cent above January a 
year ago. The American Wringer Company is quoting 
its horseshoe brand as follows: 

11 in., 5 year, No. 501, Royal, at $43.75 per doz.; 11 in., 
3 year, No. 351, Universal, at $39.25 per doz.; 10 in., 1 year. 
No. 100, Rival, at $31.50 per doz. 

Wire CLtotu.—There has been no change in the price 
of wire cloth. Jobbers state that they have quite a 
good stock on hand. Prices are as follows: 


Black. Galvanized. 

$2.50 per 100 sq. ft 

2.90 per 100 sq. ft 

3.35 per 100 sq. ft. 

3.75 4.25 per 100 sq. ft. 

Prices to dealers galvanoid are: 12 mesh, $2.50; 14 mesh, 
$2.90; 16 mesh, $3.40; 18 mesh, $4.25 per 100 sq. ft. 

Copper Rivets.—No. 9, assorted copper rivets are 


quoted 58c. per lb. by the local jobbers. 


AMMUNITION.—There is a shortage of Nos. 16 and 20 
gage shells and the jobbers’ stocks are extremely low. 
All other sizes seem to be plentiful. We quote regular 
trap load of Peters listed at $40 discount of 15 per cent. 


BASEBALL Goops.—Jobbers are reporting very heavy 
sales and accepting orders based on the old prices; 
however, an advance is anticipated. 


Wire Naits.—The mills have been able to make some 
very good deliveries, and the jobbers state that their 
warehouses are well filled with all sizes. They are still 
quoting $3.45 base f.o.b. Chicago. 


Cut Stee, Natits.—Cut steel nails are quoted $3.55 
base and iron cut nails $3.65 base. 
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Bars WIRE AND STAPLES.—The demand for barb wire 
and staples has increased the last week. Jobbers claim 
they are well stocked and quote to retailers as follows: 


We quote painted barb wire to retailers f.o.b. Chicago, 
in less than car lots, $3.60 per 100 lb.; galvanized, $4.30 
per 100 Ib.; polished fence gtaples, $3.60 per keg; No. 9, 
plain wire, $3.40, and galvanized, $4.30 per 100 Ib. Reg- 
ular advances for the smaller sizes. 

CuTLERY.—There has been a general advance of about 


5 per cent on cutlery. 


PAINT BRUSHES.—Owing to the scarcity of bristles 
there has been a general advance of 12% per cent. 


SAND PAPER AND EMERY CLOTH.—Owing to the 
scarcity of paper, there has been a general advance 
on sand paper of 25 per cent and on the emery cloth 
about 10 per cent. The local jobbers have a large stock 
on hand and quote as follows: 

00 sand paper, $4.90 per ream; No. 1 sand paper, $5.25 
per ream. 00 Emery paper, $1.08 per quire; No. 1 Emery 
paper, $15 per quire. All other sizes have advanced about 
the same ratio. 

Butts.—A general advance in butts is to be expected 
within the next few days. Owing to the advance of 


Hardware Age 


steel and the increased cost of plating, the manufac- 
turers will be forced to raise their prices. 


Nuts AND BoLts.—Demands are heavy, deliveries 
slow, and unexpected large orders which the jobbers 
have received makes it difficult for them to keep their 
stock up to standard. 

We quote to retailers from jobbers’ stocks, f.o.b. Chicago, 
as follows: Machine bolts up to % x 4 in., 50-5 per cent 
discount. Larger sizes, 40 per cent discount. Carriage 
bolts up to % x 6 in., 50 per cent. discount; larger sizes, 35 
per cent discount. Lag screws, 50 r cent discount. Hot 
pressed nuts, square and hexagon, $3 per 100 Ib. 

MIxeD PaiInts.—There is a large demand for paints, 
and the manufacturers have intimated to the jobbers 
that they will be forced to raise their prices very 
shortly. We quote from jobbers’ stock f.o.b. Chicago 
as follows: 


aint, $2.25 per gal.; second grade, $1.70 per 
, $1.40 per gal. 


No. 1 house 
gal.; third gra 

SasH Corp.—The price on sash cord remains firm. 
The jobbers are quoting 32c. per lb. on the common cord 
and 45c. per lb. on the spot cord in lots of one dozen 
hanks. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Jan. 31, 1917. 

MAY of the leading hardware dealers in West Vir- 

ginia attended the annual convention of the West 
Virginia Retail Hardware Dealers’ Association held in 
Wheeling, W. Va., last week. Some of these hardware 
dealers, in talking with the HARDWARE AGE representa- 
tive, said the volume of their business in 1916 was much 
the largest in any one year in their history, and profits 
were also quite satisfactory on the whole. They were 
all of one opinion in stating that the chief trouble in 
the hardware trade for some time has been to get de- 
liveries of goods fast enough from the manufacturers. 
One leading Wheeling hardware concern took time by 
the forelock some months ago and laid in quite heavy 
stocks of different lines of hardware, so that it has been 
able to fill orders quite promptly and with the success- 
ive advances in prices is now realizing very good profits 
because of its foresight in accumulating large stocks 
of goods. Building operations throughout West Vir- 
ginia are rather quiet, and this is reflected in only a 
fair demand for builders’ hardware. However, heating 
furnaces, stoves and ranges, and seasonable goods are in 
quite active demand, with prices ruling high. While 
this convention at Wheeling was only fairly well at- 
tended, the interest in the proceedings was keen and 
the West Virginia association is in a very prosperous 
condition. 

Heavy snows and rains in the past three or four 
days created a 28-ft. stage of water in the Allegheny 
and Monongahela rivers, resulting in the shutting down 
for 24 to 48 hr. of a large number of manufacturing 
plants and also blast furnaces. This has cut in on the 
amount of products being turned out, which is severely 
felt in times like these, when there is an insistent pres- 
sure on the mills for every pound of steel and other fin- 
ished materials that can possibly be turned out. The 
floods also had the effect of making the car situation 
worse, and there never was a time in the history of the 
local steel trade when the railroad situation was as bad 
as it is now. Thousands of tons of finished steel in the 
heavier forms, also in sheets, pipe, wire and wire nails, 
nuts and bolts, rivets and other lighter forms of ma- 
terial, are piled up in warehouses awaiting cars for 
shipment or else are loaded on tracks awaiting motive 
power to move them. This is adding to the scarcity of 
steel among consumers and jobbers, and accounts for 
the fact that manufacturers of lighter lines of goods 
carried by the hardware trade find deliveries very bad 
and steadily getting worse. At the same time, it is a 
fact that shipments of products and new orders being 
taken by the steel mills are on a parity basis; that is, 
the amount of tonnage being received in new orders is 
just about the same as is being shipped out by the mills. 
The opinion is growing, and it is generally accepted by 


the trade, that prices on all kinds of goods, with possi- 
bly. the exception of some of the lighter lines, have 
reached the apex and will not advance further. Con- 
sumers are showing more hesitancy in placing orders 
for the heavier forms of steel, deliveries on which they 
cannot get for four or five months, preferring to take 
chances on prices not being any higher, and possibly 
lower, when the time comes they need the material. 
Careful inquiry among two or three of the larger 
local hardware jobbers shows that the volume of busi- 
ness so far in January has not been quite as heavy as 
in the same period in December. This is due partly to 
the fact that many retail hardware dealers are also 
getting the idea that prices may not be very much 
higher, and they are inclined to go slower in the mat- 
ter of making new contracts. On the other hand, hard- 
ware jobbers say it is almost-impossible to place orders 
with manufacturers for reasonably early shipment at 
present prices, the manufacturers not knowing whether 
they will have to pay more money for their raw mate- 
rials or not. There has been some falling off in the 
volume of new business among jobbers and retailers in 
wire and wire nails, and prices are perhaps showing a 
little softer tone. In other words, some mills making 
wire and wire nails will take orders for shipment in 
two to three months that only a short time ago were 
not anxious to take them for any delivery. All in the 
trade believe it is a pretty good time to go slowly, and 
there is no doubt but that the constant peace talk has 
had the effect of making the trade think more seriously 
of the readjustment in prices to a much lower basis 
that is bound to come once negotiations actively start 
looking toward peace between the European powers. 
The open weather so far this winter has restricted 
sales to some extent of seasonal goods, such as sleds, 
snow shovels, skates and heating appliances. In this 
district there has been only one heavy snow so far this 
winter, and the heads of many households put off until 
the last minute buying a snow shovel or an ice re- 
mover; usually there is a heavy snow and they find 
urgent need for these goods. It is stated that the ice 
creepers, which were so universally worn a few years 
ago when there was heavy ice, are now almost obsolete. 
In fact; some hardware stores do not carry these in 
stock any longer. In many country places roads are 
almost impassable because of heavy snow and ice, and 
this keeps buyers at home and naturally restricts the 
volume of business among country hardware stores. 
Wire Naits.—Mills report that the new demand and 
also specifications against contracts for wire nails are 
not as heavy this month as they were in the latter part 
of last year. The export demand for wire nails is 
quiet, and some of the mills are now willing to enter 
orders for wire nails for shipment in 60 to 90 days that 
two or three months ago were not anxious to book or- 
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ders for any delivery. Nothing more is heard of an 
advance in prices on wire nails, and the conservative 
element in the trade believes that present prices are 
high enough and should not be further advanced. Offi- 
cial prices in effect at this writing, but on which pre- 
miums of 15c. to 25c. per keg and more are readily paid 
to get fairly prompt deliveries of wire nails, are as fol- 
lows: 


Wire nails in large lots to jobbers at $3 base; in carload 
lots to retailers, $3.05 to $3.10 base; less than carload lots, 
$3.25 to $3.35; galvanized nails, 1 in. and larger, $2 extra, 
shorter than 1 in., $1.50 extra. 


Cut Natts.—The La Belle Iron Works of Steuben- 
ville, Ohio, which have a large cut-nail factory at 
Wheeling, W. Va., report the demand heavy and prices 
ruling very firm. Heavy shipments of cut nails are 
being made to the South and also to other sections of 
the country. 

We quote cut nails at $3.05 to $3.10 in carloads and 
larger lots to jobbers; carloads to retailers are $3.10 to 
$3.15, f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point of delivery. 

BrusHES.—Jobbers and retail hardware dealers are 
getting ready for their spring stock on paint brushes 
and other kinds, but say that deliveries of brushes of 
all kinds are very slow from the manufacturers. Prices 
are higher than last fall, and another advance is looked 
for within 30 to 60 days. 

SHOVELS.—Recently the manufacturers of shovels 
withdrew prices on all grades, claiming that prices of 
raw steel had gone up to such a point that they must 
get higher prices for their goods. The result of this is 
seen in an advance of about 10 per cent on snow shov- 
els and the cheaper grades, and about 5 per cent on the 
higher grades. 

SHEETS.—The new demand for all kinds of sheets is 
only fairly heavy, but this is due to the fact that job- 
bers and other large consumers placed contracts some 
time ago covering their needs for first quarter and 
first half of this year, and are specifying freely against 
these contracts. The shortage in cars is causing deliv- 
eries of sheets to be very slow. On some of the more 
common gages, say from 26 to 28 gaivanized and black 
sheets, jobbers’ stocks are very low. 


We quote blue annealed sheets, Nos. 3 to 8, at 4c. to 
4.25c.; box annealed, one pass, Bessemer cold-rolled sheets, 
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No. 28, 4.50c. to 5c.; No. 28 galvanized, 6.25c. to 7.50c. ; 
No. 28 tin-mill black plate, 4.25c. to 4.50c., all f.0.b. mill, 
Pittsburgh. These prices are for carloads or larger lots, 
and the higher prices quoted are for reasonably prompt 
shipment. 


Nuts AND Bo.tts.—The Pittsburgh Screw & Bolt 
Company and other makers report the new demand for 
nuts and bolts as fairly heavy, but most consumers are 
covered over first quarter and some over first half of 
this year. Deliveries of steel by the mills are slow, and 
this is cutting down output of nuts and bolts to a very 
great extent. Local makers have many hundreds of 
kegs of nuts and bolts piled up in warehouses awaiting 
cars for shipment. Discounts are as follows, delivered 
in lots of 300 lb. or more, when the actual freight rate 
does not exceed 20c. per 100 lb., terms 30 days net, or 
1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 40 and 10 per cent; 
— cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. 

Machine bolts, h. p. nuts, small, rolled thread, 50 per 
cent small, cut thread, 40 and 10 per cent; large, 35 and 5 
per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 per cent; 
large, 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent. Lag screws (cone or gimlet 
point), 50 per cent. 

Nuts, h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. c. and t. sq., blank, $2.10 off, and tapped 
$1.90 off; hex., blank, $2.50 off, and tapped, $2.30 off. Semi- 
finished hex. nuts, 50, 10 and 5 per cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and smaller, 40 and 10 per 
cent. 


WINbow GLAss.—A very important announcement in 
regard to prices and deliveries of window glass is ex- 
pected from the more prominent manufacturers within 
the next few days. There is a scarcity in the supply 
and a general advance is expected by the trade, but this 
has not been officially confirmed by the makers. This 
announcement is expected to be out before this issue of 
HARDWARE AGE reaches its readers. Jobbers report that 
the following discounts are being quoted by leading 
makers: 

AA, picture glass, single thick, is 75 per cent, and AA, 
double thick, 78 per cent discount. 

A, single thick, first three brackets, is 86 per cent, and B, 
single thick, first three brackets, 88 per cent discount. 

All above the first three brackets, A and B quality, single 
thick, is 85 per cent; all above first three brackets, A grade, 
double thick, is 86 per cent, and all larger than first three 


brackets, B quality, double thick, is 87% per cent discount 
from jobbers’ lists. 


BOSTON 


Office of HARDWARE AGE, 
Boston, Jan. 30, 1917. 
RETAILERS and jobbers both report that sales are 
not only showing a gratifying increase over the 
corresponding period last year but are also exceeding 
the most optimistic prophecies for this ordinarily slow 
period of the year. There is a dearth of news of vital 
interest to the trade, as price advances and slow deliv- 
eries have almost ceased to be news, so persistent have 
been these features of market conditions for the past 
months. The railroad situation shows no improvement, 
and four to six weeks continue to be the average time 
necessary for shipments from Pennsylvania to reach 
the inland cities of New England. 

If anything, the situation in some of the factories is 
a little easier, if a little prompter delivery is a sign. 
This does not apply, however, to such staples as wood 
Screws where the usual invoice will show notations 
against each item referring to various orders placed in 
the past year. One retailer, in checking up his orders 
for wood serews, found a few items still undelivered on 
an order placed in December, 1915. 

Most of the New England manufacturers are working 
very conservatively, and are not piling up a surplus 
of stock, even though they may have some opportunity. 
The feeling seems to exist that there may be great 
changes in manufacturing conditions at a moment’s 
notice, and no one wants to be caught with a large 
stock on hand if a genuine peace move or some other 
cause should suddenly upset material or labor costs. 
The absence of the usual surplus on some of the sea- 
sonal goods is likely to cause quite a scramble for 
these products in March and April, for it is generally 
believed that there is a considerable portion of the re- 





tailers who have only partially anticipated their spring 
requirements, hoping that the market might show a 
trend toward lower prices before the actual selling sea- 
son opened. . 

One of the most interesting phases of business in 
hardware lines just now is the close study—research 
work, one manufacturer calls it—of inventories for the 
purpose of eliminating slow goods. This is true of 
dealers, jobbers and manufacturers, or, rather, it is 
true of the wide-awake ones. If they have been an evil, 
present conditions have not been an unmixed evil, for 
they have brought home the prime necessity for good 
merchandising practice. Merchants and manufacturers 
are scanning the sales records of several years past and 
are discontinuing those lines of goods which do not show 
a satisfactory turnover and are concentrating their ef- 
forts on selected lines which have demonstrated that 
they are profit-makers and not dead stock. One of the 
large manufacturers of axes has issued a letter to its 
customers calling attention to this factor of dead or 
slow-moving stock and announcing that it purposes to 
cut down its line to about 15 well-established shapes. 
The same concentration to fewer and faster-moving 
lines is going on among the jobbers. It is plain that 
conditions of the past year or two are vastly accelerat- 
ing the movement toward real merchandising efficiency. 

Some of the recent advances have been: 

Irwin bits, 10 per cent; wringers, about $1.50 per doz. ; 
tapping bits, 10 per cent; garden trowels and garden sets, 
10 per cent; Norcross seeders, 10 per cent; galvanized sheet 
metal ware, 10 per cent. 

Sheathing paper has advanced stiffly, and is very 
difficult to secure. The question of supply of papers 
is becoming more pressing than any question of price. 
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Manila rope has gone up another cent and sisal rope 
two cents. The first grade of Manila rope is now quoted 
at 24c. and the first grade of sisal at 20c. 

WirE NAILS.—We quote to retailers, f.o.b. Pitts- 
burgh: in carload lots, $3.05; in less than carload lots, 
$3.25; from stock, $3.65. 


Cut NaiLs.—Cut nails have again advanced 20c. The 
demand for both wire and cut nails continues good for 
this season, and stocks show little change. Galvanizing 
of cut nails has also advanced 20c. 


Twin Cities, Jan. 27, 191i. 


I? is somewhat difficult this week to find staid busi- 

ness conditions, as both cities are giving all time pos- 
sible to the Second Annual Winter Sports and Carnival, 
which is being held in St. Paul beginning to-day and 
lasting all the week. Business as a sole occupation of 
one’s time does not exist. But many dealers from other 
cities will not fail to take this occasion for a splendid 
frolic and outing and incidentally to place orders for 
their spring stocks. 

Toboggan slides, skating rinks, hockey rinks, all add 
to the natural inducement of clear, cold, almost intoxi- 
cating days and nights of splendid outdoor enjoyment. 
Everywhere in both cities are to be seen the fantastic, 
vari-colored costumes which are even worn as business 
suits and on all occasions. Minneapolis was taken by 
storm last Saturday by “hordes of invaders” from St. 
Paul, all in costume, who paraded the streets nearly all 
the afternoon with bands and drum corps in abundance. 
Then the parade broke up into numerous smaller 
bodies, each parading through the business houses whose 
line was similar to their own. A similar demonstra- 
tion will take place next Friday, when St. Paul will be 
the host to an enormous body of Automobile Show en- 
thusiasts, all dressed in the weird costumes of the fa- 
mous Ku Klux Klan. Many business houses will be 
represented, the parade to pass through Minneapolis 
streets and then be taken to St. Paul in a thousand auto- 
mobiles, where the parade will again fill the streets and 
finally mingle with the merrymakers for the rest of 
the day. 

The carnival is made more interesting by the National 
Ski Tournament held at the same time, and St. Paul is 
ideally situated to make the whole project a success. 
Every one simply lives out of doors, and the luckless 
souls who have routine duties to perform find it difficult 
to keep their minds entirely on their work. It is for- 
tunate that the carnival comes at a time when work in 
most lines is slack and when those who work indoors 
feel the confinement of winter the most. The exhilarat- 
ing, healthful effect on every one is the despair of the 
medical fraternity and the ruination of their incomes. 

The night of Jan. 20 saw the beginning of the 
heaviest snowfall in this part of the country for forty 
years, the fall continuing until late Sunday night. 
Street cars and railroads were blocked and Monday 
morning found all business at practically a standstill. 
The only feature of note for a day or two was the in- 
sistent demand for snow shovels and other tools to move 
the impediment to traffic. This demand almost anni- 
hilated the stocks of this class of goods in both cities 
and immediate relief could not be had from other places. 
Trains were from ten to thirty-six hours late and 
several days’ work was required to clear switching 
yards for normal use. The work of hauling snow from 
downtown streets is still in progress, giving work to 
every idle man available. 

Some of the larger outdoor skating rinks in Minne- 
apolis are not to be cleared extensively again this win- 
ter. This will materially reduce the income of retail- 
ers who have been enjoying the unusually large skate 
business and the sharpening and repairing of skates. St. 


Paul rinks are even more popular for this reason and - 


are crowded with happy skaters almost constantly. 

A more cautious attitude is being taken by buyers 
in general, due partly to the view of probable conditions 
in event of the war ending, obtained at the suggestion 
of peace negotiations a short time ago. Doubtless the 
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We quote to retailers at points in New England tak- 
ing the Boston rate from Pittsburgh: 
From factory in carload lots, $4.05; from factory in legs 
than carload lots, $4.15; from stock, $4.35. 
STEEL.—Calking steel, full bundles: 
$5.50 base per 100 lb.; broken bundles, $6. 
Tire steel, 1% x % and larger, $4.20 base per 100 lb; 
thinner and narrower, $4.50. 
CHAIN.—Proof coil, self-colored: 
3/16, $11. a A per jee Ib.; %4, $8.77; 5/16, $7.77; %, $7 = 
is. $7.07; , $6.92; %, “66 80; %, $6. 70; 7/8, $6. ae 
vo 
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unusually large stocks carried over by nearly every one 
has something to do with it also. A policy of buying as 
need arises seems to be more and more popular, al- 
though no one will concede the crest of the market has 
positively been reached. Many people hold the view 
that prices will go higher, and one can find just as many 
who believe a more or less rapid decline is not far dis- 
tant if peace talk becomes more prevalent. The coun- 
teracting influence is the fact that mills and factories 
are almost entirely booked for the first half of 1917 or 
even longer. 

Although the car shortage has been relieved 50 per 
cent, the situation is not a happy one even yet. The 
production of flour the past week was 22,000 bbl. 
below that of the corresponding week a year ago. Mills 
are running on one-third time or only one eight-hour 
shift a day instead of three. With sufficient cars avail- 
able full time could be utilized, and millers are awaiting 
this opportunity. The snow storm mentioned has not 
lessened the difficulties of those attempting to secure 
cars, and conditions more nearly normal are apparently 
a long way off. 

The market in general has changed very little in the 
past week. Turpentine is lower and linseed oil is sta- 
tionary with very light demand. The fiber market is in 
a very peculiar condition, and wholesalers are advising 
their trade to buy now for their own best interests. 
Even though orders are not placed now jobbers will 
make every effort to have stocks when rope is wanted, 
but prices will undoubtedly be higher, and the retailer 
will have to stand the advances. Glass jobbers predict 
higher prices and shorter stocks. The majority of the 
local jobbers are well stocked and are prepared to serve 
their trade fairly promptly—at advanced prices, if the 
market demands it. 

Steel goods of all descriptions are slow moving and 
will be until spring work approaches. Many lines will 
show a heavy increase over the price prevailing last fall 
The public seems to be fairly accustomed to higher and 
ever higher prices, making that part of the retailer’s 
troubles lighter. 

Contractors and builders are anticipating a good 
year, believing that many who planned to build last 
year and refrained because of the high prices, will pro- 
ceed this spring without waiting for the market to 
break. If this condition is true many retailers are 
going to have difficulty in keeping their stocks at nor- 
mal. 

WirE NAILS.—Quiet prevails in this part of the mar- 
ket, and prices show no change. Mills are no better 
situated than they have been and jobbers are endeavor- 
ing to have a complete stock from which the retailer can 
draw. 

uote from local jobbers’ stocks standard wire nails 
at $5.60. per keg base and coated wire nails at $3.50 per 

FENCE WIRE AND STAPLES.—A dormant condition still 
prevails on these lines, and no change in demand is to 
be looked for until the spring trade begins to approach. 
We quote from local jobbers’ stocks as follows: 

Galvanized Glidden cattle wire, $3.55 per 80-rod wea: gal- 
vanized Glidden hog wire, “ 70 per 80-rod + painted 
Glidden Ke — $3 per 80-rod spool; painted Glidden 
~ os r 80-rod spool. 

3 blacie "eke smooth wire, $3.55 per cwt.; No. 9 
galvanized annealed smooth wire, $4.25 r cwt.; polished 
fence nem, $3.75 per cwt.; galvanized fence staples, $4.45 
per c . 

Wire CLoTH.—The situation as to supply is becoming 
more serious and it looks as though even a normal sup- 
ply is going to be unobtainable. The jobber or retailer 
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who carried over a fair stock is certainly fortunate. 
Mills are going to be months behind on deliveries before 
the season is fairly started. The mills have announced 
no new prices, but jobbing quotations have advanced. 


We quote from local jobbers’ stocks 12 mesh black wire 
cloth at $2 per hundred square feet; 12 mesh galvanized 
wire cloth at $2.50 r hundred square feet, and 14 mesh 
bronze wire cloth at $10 per hundred square feet. 


BRADS AND TACKS.—No change has been made the 
past week on either of these items. We quote from local 
jobbers’ stocks, brads at 75 per cent from list, and up- 
holsterers’ and gimp tacks at net list. 

Bo.ts.—Minor changes have taken place in discounts. 
Mills are not soliciting contracts to any extent and only 
for very short periods. We quote from local jobbers’ 
stocks as follows: 


Machine bolts %-4 and smaller and shorter, 50 per cent; 
machine bolts, %-4 and larger and longer, 30-10 per cent; 
carriage bolts -6 and smaller and shorter, 45-5 per cent; 
carriage bolts -6 and larger and longer, 35 per cent; lag 
screws, 40-10 per cent; stove bolts, 60-10 per cent. 


GLass.—The new discounts on glass have been in ef- 
fect a week and the retailers have advanced their prices 


Cash Boxes Easily Handled 


ASH boxes 

form a prof- 

itable line 
and one that can 
be carried to ad- 
vantage by every 
hardware mer - 
shant. Ht is, 
however, because 
of the variety in 
sizes and shapes, 
a difficult line to 
stock and dis- 
play properly. If 
carried on the 
shelving it takes 
up a great deal 
of valuable 
space, and at 
the same time 
conveys an im- 
pression of stock 
disorder no mat- 
ter how careful- 
ly it may be ar- 
ranged. It is 
hardly a show 
case proposition, 
and when piled 
on display tables 
or counters is 
apt to give the 
customer the 
idea that your 
store is a sort 
of junk estab- 
lishment. 

The Stebbins 
Hardware Com- 
pany, Chicago, 
Ill., had found 
the sale of cash 
boxes so profit- 
able that they 
wished to con- 
tinue carrying 
the line, but the 
matter of space 


and proper dis- A home-made rack for cash 
play was a seri- boxes 
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in proportion. The change seems to have made no par- 
ticular difference in the selling either wholesale or re- 
tail. 


We quote from local jobbers’ stocks single strength A 
grade, first three brackets, 85 per cent; remainder, 87 per 
cent. Double strength, A grade, 87 per cent. 


TURPENTINE.—The light demand for turpentine shows 
in the price, which has fallen 2c. per gallon. 


We quote from local jobbing stocks 6lc. per gallon op 
turpentine. 


LINSEED O1L.—The price is steady and painters’ de- 
mand is very light. Continued cold weather makes ex- 
tensive use a thing of the future. 


We quote from local jobbers’ stocks boiled oil, in barre} 
lots, at 99c. per gallon and raw oil at 98c. per gallon. 


Rope.—The condition of the fiber supply and the pos- 
sibility of obtaining anywhere near enough basic ma- 
terial for normal demands renders the rope market a 
very unstable item. No one seems to be able to predict 
the future and every one looks for advancing prices. 

We quote from local jobbing stocks best grade manila 


rope at 24%c. per Ib. base, best grade sisal at 20c. per Ib 
base and cotton rope at 25c. per lb. base. 


ous problem to them. Finally they hit upon a happy 
idea, the results of which are shown in the accom- 
panying illustration. 

The rack, which was constructed in the store 
shop, is made of lightweight angle iron, and tapers 
toward the top to accommodate the various sizes of 
boxes. It is about seven feet high, and holds a 
stock of fourteen cash boxes. 

The rack is very simple in construction, and can 
be easily made in any ordinary hardware store. It 
occupies very little space, is attractive in appear- 
ance, and is so arranged that the stock can be 
easily removed for cleaning or selling. It can be 
easily moved to any part of the store, and even 
placed in the show window as a special display. 

The Stebbins Hardware Company has found this 
handy kink a money maker for their store, and we 
pass the idea on with the hope that it will make 
the cash-box display problem easier for the balance 
of the hardware fraternity. 


Cincinnati Club and Guild 


Going to Convention 


JOINT meeting of the Cincinnati Hardware 
“™ Guild and the Cincinnati Hardware Club of Cin- 
cinnati was held at the Business Men’s Club in that 
city on the evening of Jan. 26. The meeting was 
called by John Weigel and W. F. Belmer, respective 
presidents of the two organizations named, for the 
purpose of arranging to attend the annual conven- 
tion of the Ohio Hardware Association that is to be 
held in Dayton Feb. 20 to 23. 

The Cincinnati delegation will be in charge of 
Secretary E. J. Becker, and special cars are to be 
provided by the Cincinnati, Hamilton & Dayton 
Railroad, which was the route chosen. Traveling 
men and others interested in hardware business are 
invited to join the Cincinnati party, which will leave 
on the morning of Feb. 20. 


Asking Too Much 


ANK MANAGER—Now please understand, Miss 

Jones, you must make the books balance. 

Miss Jones—Oh, Mr. Brown, how fussy you are.— 
Punch (London). 


Rebuffed 


Mrs. Barton (to small daughter saying prayers)—A 
little louder, dear. I can’t hear. 

Daughter—Yes, but I’m not speaking to you.—Fz- 
change. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 


by Hardware Manufacturers — 


“Detecto” Bathroom 
Scale 


The Jacobs Bros. Company, Inc., 78 
Warren Street, New York City, has 
added to its line of scales the “De- 
tecto” bathroom scale, which contains 
no coil springs, no ‘shifting beams or 
loose weights. 

The operating mechanism consists 
of two flat-hardened spring-steel bars. 
The ends of one side are attached to a 
steel post and the other ends to the 
weighing platform post. These spring 
steel bars are said to be made of the 
highest quality material. An adjust- 
ing device on the scale enables the 
user to set it at zero if a basket is 
placed on the platform. The weight 
of any article placed on the platform is 
immediately shown on the dial. The 
scale will weigh articles up to 300 lb. 
It is 12 in. high and of the same width 





The “Detecto” bathroom scale 


and length. The dial or face is 7 in. 
in diameter and is placed horizontally. 
The entire scale is white enamel, deco- 
rated in gold and is fitted with a cork 
carpet mat. 


Helpful Book for Dealers 


The Brenard Company, Iowa City, 
Iowa, has recently issued for distribu- 
tion among retail merchants a timely 
and interesting booklet of storekeep- 
ing helps called the “Brenard Blue 
Book.” While this book is frankly an 
advertisement for the Brenard Com- 
pany, which sells a special service for 
retail stores known as the Brenard 
Sales System, little space has been de- 
voted to this company’s own interests. 
The greater part of the work is given 
to terse discussions on the funda- 
mentals of good storekeeping. There 
are chapters on buying methods, profit 
figuring, turnovers, costs and competi- 
tion. The little blue book is in reality 
a brief, concise text book on good busi- 
ness principles. 


THE CLEVELAND GALVANIZING 
Works Company, Cleveland, Ohio, 
have opened a Chicago office at 334 
New York Life Building, 39 South 
La Salle Street, which will be in 
charge of W. A. Ahrens. 


“Gem” Dandelion Rake 


The Casement Hardware Company, 
9 South Clinton Street, Chicago, IIL, 
has placed on the market the “Gem” 

















The No. 1 “Gem” dandelion rake 


dandelion rake. It has fine bladelike 
teeth that slide close to the sod and 
which are said to clip the dandelion 
blossoms easily. A stripper runs be- 
tween the teeth and is operated by a 
wire with a finger-like hook on the 
handle. When the rake teeth are 
clogged with dandelion blossoms a 
light pull on this hook cleans them 
from the teeth into a basket or pile. 
The self-cleaning stripper is kept in 
place between the teeth by a light 
spring. 

The “Gem” rake is made in two 
sizes. The No. 1 is a light tool, 16 
in. wide for dandelions only. The No. 
2 “Gem” rake is 24 in. wide, and has 
a sheet metal back, and is adaptable 
for all lawn purposes. 

The manufacturer has published a 
little booklet entitled “Turning Dande- 
lions Into Dollars” in which it gives 
some excellent selling plans for the 
retail hardware merchant and de- 
scribes the advertising material sup- 
plied to “Gem” dealers. The “Gem” 
rakes retail for $1.75 and $2.25 each 
for the No. 1 and No. 2 sizes, respec- 
tively, and west of the Rocky Moun- 
tains $2 and $2.50.’ 


Heavy Screw Driver 


The Peck, Stow & Wilcox Company, 
Southington, Conn., has recently 
placed on the market a new No. 1 
machinists’ screw driver, an interest- 
ing feature of which is the special 

















The “Pexto Solbar” heavy duty screw 
driver 


square shank that permits the use of 
a wrench in turning heavy screws. 
It makes possible a pressure against 
the screw that would be ‘impossible 
if it were to be turned simply by hand. 

The screw driver, which is designed 
for heavy work in machine shops and 
garages, is of the “Pexto Solbar” con- 
struction—one solid bar of steel form- 
ing both the shank and the handle— 
and is made of specially tempered 
screw driver steel. 


256 


I-Bar Clamp 


The Cincinnati Tool Company, Cin. 
cinnati, Ohio, has recently added to its 
line of products the “Hargrave” I-par 
clamp. It has extra deep jaws and is 
a very powerful clamp, designed for 
heavy work. 

The tip and slide are each 3% x 5 
in., which gives the bars a broad flat 
surface that will not mar the finished 
work. The slide carries a forged-stee] 
dog, which engages notches in the cen- 
ter of the bar % in. apart. The slide 
is thus quickly adjusted. The com- 
pany states that the slide can be re- 
leased readily. The bottom edge of 
the bar is clear, permitting it to be 
placed flat on the bench or table. It 
is 2% in. deep from the center of the 
screw to the bar. This bar is made 
of high-carbon manganese steel 2% x 
3/16 x 11/16 in., so shaped as to give 
great strength. The screw and crank 














The “Hargrave” I-bar clamp 


are made in one piece. The screw 
itself is % in. in diameter and has a 
deep cut thread and a long bearing. 
It is made in eight sizes with open- 
ings varying from 3 to 10 ft. 


Catalog of Brushes and 
Brooms 


The Milwaukee Brush Mfg. Com- 
pany, Milwaukee, Wis., has recently 
issued catalog No. 16 of wire, bristle 
and fiber brushes and brooms. The 
company states that in compiling this 
catalog it was impossible to cover all 
the various lines manufactured but 
that an endeavor was made to have 
the catalog contain in concise form an 
up-to-date assortment of staple 
brushes and brooms for which there 18 
a general demand. Among the items 
illustrated and described in this cata- 
log, which is of the loose-leaf variety 
and which contains approximately 100 
pages, are floor, window, counter and 
bench brushes, wire brushes of many 
kinds, horse brushes, push brooms, 
brushes for dairy and creamery USs®, 
sanitary brushes, cuspidor, radiator, 
scrubbing, window, boiler, furnace and 
flue brushes, etc. The various items 
have been arranged in groups cover 
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ing the various lines, each line com- 
prising a section of the catalog. For 
instance, Section A is devoted to floor 
brushes and bowling alley brushes; 
Section J, to dairy and creamery 
brushes and separator brushes. This 
company is also prepared to furnish 
special brushes and brooms on order. 


Great Western Bicycle 
Improvement 


The Great Western Mfg. Company, 
LaPorte, Ind., has recently made an- 
nouncement of several improvements 
in its line of bicycles for the coming 
season. 

For 1917 all models will be finished 
with a patented, dart-finished, fancy, 
white head. Mud guards and rims 
will be center striped in white to 
match the head. Fisk tires will be 
used exclusively. 

For the 1916 season leather grips 
were used. This year a white rubber 
grip has been adopted. The handle 
bar extends to the end of the grip 
which is said to prevent the rubber 
handle from breaking. Rubber pedals 
of the motorcycle type will be used on 
all models. A large saddle similar to 
those used on motorcycles will be part 
of the regular equipment. On the $30 
list models, a saddle is used that is of 
large size with a big padded top. 
While it is of a different design than 
the “Troxel” No. 2, motorcycle Type 
saddle used on the $35 list models, it 
is of the same dimensions. On the 
juvenile bicycles the motorcycle type 
saddle is used, made however in pro- 
portion, as well as rubber pedals of 
the proper size and white rubber 
motorcycle style grips. 


Aluminum Safety-Kettle 


The Aluminum Safety-Kettle Mfg. 
Company, 29 East Madison Street, 
Chicago, Ill., has recently placed on 
the market an aluminum safety-ket- 
tle or sauce pan. 

The cover is securely fastened to 
the utensil by a simple little device. 
The steaming liquid can thus be 
poured off through the strainer with- 
out danger of scalding the hands or 
spilling the food. The cover is re- 














The aluminum safety-kettle 


leased by a slight turn. It is equipped 
with a handle that according to the 
company will always remain cool. 

The safety-kettle is made of heavy 
aluminum, silver polished on the out- 
side and with a sanded or ray finish 
on the inside. It is made in 4, 6, 8 
and 10-qt. sizes. The first mentioned 
two are made as shown in the illus- 
tration. The 8 and 10-qt. safety-ket- 
tles are made with a bail handle. 


«“Russwin” Door Handles 


The Russell & Erwin Mfg. Com- 
pany, New Britain, Conn., has recent- 
ly added to its line of builders’ hard- 
ware three new sectional door handles 
known as No. 420 “Newton,” No. 421 
“Newton,” and the “Brewster” designs. 

These handles are specially intended 
for front door trimming. The designs 
are suitable for both colonial and bun- 
galow work, although they are strictly 
colonial in design. They are fur- 
nished only in cast brass or bronze 











New Designs in Russwin hardware. 
From left to right: No. 421 “Newton,” 
“Brewster,” and No. 420 “Newton” 


and in any finish required. Polished 
and dull brass are recommended as 
the most desirable finishes. 


Duluth Hardware Fixture 
Catalog 


The Duluth Show Case Company, 
Duluth, Minn., has recently published 
a new catalog of sectional hardware 
store fixtures. The catalog is beauti- 
fully printed in colors and illustrates a 
very comprehensive line of fixtures for 
the hardware store. 

Duluth sectional hardware store fix- 
tures are built on the interchangeable 
unit system. All bases and cabinets 
are constructed of the same size and 
general design, with removable panel 
ends. This feature enables the dealer 
to install fixtures to suit his personal 
requirements and to make later addi- 
tions as his stock increases without in 
any manner destroying the general 
scheme or the appearance of the fix- 
tures as a whole. 

All exposed parts of the fixtures are 
built of kiln-dried white oak and the 
unexposed parts of basswood. The 
material used for backing of the cab- 
inets or bases is well-seasoned pine, 
matched and beaded. A _ standard 
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medium oak finish is given to the fix- 
tures. Any special finish can be fur- 
nished at an additional charge, pro- 
vided a sample of the finish required 
is sent and sufficient time is allowed. 
Electric lights with mirror-lined re- 
flectors can be furnished for all glass, 
sliding-door cabinets at an additional 
charge. 

In constructing Duluth sectional 
hardware-store fixtures the manufac- 
turers have made all upright stiles or 
supports continuous to the floor so that 
the weight of the goods on the upper 
cabinet rests on the floor and not on 
the bases. It is claimed that the 
shelving will not sag and cause the 
boxes or drawers to bind. 

Two large color plates in the front 
of this new catalog illustrate two 
special combinations. One of these, 
known as No. 605, is composed of 
three cabinets, two cabinet end-panels, 
three bases and two base end-panels, 
forming one continuous arrangement 
of fixtures. It is 25 ft. 3% in. long 
and 7% ft. high and displays a varied 
assortment of hardware. Another one 
of the same size is composed of three 
cabinets, two cabinet end-panels, three 
bases and two base end-panels. This 
contains a section of shelving with 
drawers and twelve nail bins. Various 
other combinations are shown to illus- 
trate the manner in which the various 
units can be combined. In addition to 
this the units themselves are fully 
described and illustrated. 


One of the features is the Duluth 
sectional removable panel door. Each 
door contains either two, three or four 
panels, on which samples are fastened, 
and all of which can be easily removed. 
The catalog contains descriptions of 
fixtures for practically every hardware 
purpose. 


Heavy Power Bench 
Grinder 


The Luther Grinder Mfg. Company, 
Milwaukee, Wis., has recently added 
to its line 6f power grinders a large 
power bench grinder known as the 
“Dimo-Grit” No. 315. 

The sharpening wheels used on this 














The Luther “Dimo-Grit” heavy power 
bench grinder 


grinder are made of “Dimo-Grit” 
which according to the manufacturer 
will cut steel very rapidly without 
drawing the temper from the tools. 
The grinder is equipped with tight and 
loose pulleys, adjustable bearings, 
spring oil cups and adjustable tool 
rests, and is practical for all general 


purposes. 
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The “Schick” waste-paper baler No. 3 with 
at the right 


Catalog of Bird Cages 


O. Lindemann & Co., 35 to 37 Woos- 
ter Street, New York City, has re- 
cently published a new catalog of 
japanned, brass and tinned wire cages 
in which are illustrated 188 cages, 
stands and tables and 117 sundries in- 
cluding feed cups and baths. Many 
new styles of cages have been added 
to the previous assortment and others 
left out that did not prove very sal- 
able. The catalog contains sixty-four 
pages and is illustrated by means of 
line cuts of all the various styles. 


May’s Cotter Pin Puller 


The May’s Cotter Pin Puller Com- 
pany, 19 Peachtree Street, Atlanta, 
Ga., has recently placed on the market 
a new cotter pin puller that, accord- 
ing to the manufacturer, will remove 
bent or rusty cotter pins. 

It is claimed that very little effort 
is required to operate this tool. The 
little hook on the end of the tool is 
placed underneath the eye of the cot- 
ter pin. Then the closing of the 

















May’s cotter pin puller 


handles in a scissor-like manner pulls 
the cotter pin, straightens it, and 
holds it in such a manner that it can- 
not fall into the machinery upon 
which work is being done at the time 
and thus cause damage. 

May’s cotter pin puller is made of 
high-grade steel with all the necessary 
parts hardened. It is heavily nickel- 
plated. The retail price is $1.25. 


THE ATLAS BoLtt & Screw Com- 
PANY, Cleveland, Ohio, which will 
shortly begin the erection of a new 
plant, has increased its capital stock 
from $200,000 to $500,000. 


— my Png illustrated at the left. 
the No. 
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‘“‘ Rainfall ” Sprinkler 


The Hardware Specialties Com- 
pany, Springfield, Ohio, is marketing 
the “Rainfall” lawn sprinkler. 

This sprinkler is made in an orna- 
mental design to resemble a frog. The 
accompanying illustration shows the 


REVERSED EDGE 


RAIN# FALL 


PATE), NTED 


y/ SPLITTER. 


Top view of the “Rainfall” lawn 
sprinkler 


sprinkler as it appears from above. 
The splitter divides the stream at the 
nozzle and the reversed edge breaks 
the sheet of water into large drops so 
that the spray produced resembles a 
natural rainfall. 

The sprinkler is made of “Armco” 
non-rusting iron, finished with water- 
proof, baked enamel. The hose nozzle 
is placed in a specially constructed 
spring clip made of Bessemer steel 
spring wire, brass-plated to prevent 
rusting. 

It is claimed that with a standard 
3%-in. hose, 60 lb. pressure will sprin- 
kle an area of 20 by 30 ft. By relue- 
ing the pressure a smaller surface can 
be watered. The retail price is 25c. 


THE COMBINATION STOVE COMPANY, 
Cleveland, Ohio, has been incorporated 
with a capital stock of $50,000 by 
Richard Ryan, N. C. Criswell, War- 
ren C. Jones and others. 


The baler 


Hardware Age 


“Schick ” Paper Balers 


The Davenport Mfg. Company, 
Davenport, Iowa, has recently added 
to its line of “Schick” waste-paper 
balers the No. 3 open-top baler. The 
No. 3 is a standard size and is recom- 
mended for large stores, factories, 
office buildings, printing establish. 
ments, etc. It has an open top in ad. 
dition to the hopper door. This hop- 
per may be used with the top closed 
or the open top used with the hopper 
closed, or both the hopper door and 
the top may be open to give extra 
filling space. 

This baler will make a bale weigh. 
ing from 150 to 225 lb. and measuring 
18 x 20 x 40 in. The baler itself ig 
45 in. high, 23 in. long and 22 in, 
wide. It weighs 335 lb. and lists 
at $65. It is also made with a closed 
top and lists at $60. 

Another recent addition to this line 
of balers is the No. 4, the largest size 
this concern manufactures and which 
makes a bale as large as can be con- 
veniently handled. It is equipped 
with a double ram and is extra pow- 
erful and is strongly built. It is 
recommended for heavy duty service 
wherever the accumulation of waste 
paper is large. The weight of the 
bale made by this machine is 250 to 
350 lb., measuring 22 x 24 x 42 in. 
The baler is 56 in. high, 27% in. long 
and 25% in. wide. It weighs 500 lb. 
and lists at $85. ' 

This baler is also made with an 
open top similar to the No. 3 open top. 
It is of the same size as the No. 4 and 
makes a bale that is 2 in. higher than 
that made with the No. 4 and that 
weighs from 250 to 375 Ib. It 
weighs 525 lb. and lists at $95. 


Kitchen Knife Stone 


The Carborundum Company, Nia- 
gara Falls, N. Y., has recently brought 
out a new stone for use in sharpening 
kitchen knives. This stone is made 
from medium grit carborundum and 
is mounted on a highly polished wood- 
en holder. The stone itself is 6 in. 














The new Carborundum kitchen knife 
stone 


long, 2 in. wide and has the right cut- 
ting quality to give a smooth keen 
cutting edge with very few strokes. 


THE PREMIER Mrc. CoMPANY, Ra- 
venna, Ohio, recently formed to man- 
ufacture lock washers, has elected the 
following officers: C. H. Judkins, 
Cleveland, president; R. D. Judkins, 
vice-president, and W. E. Judkins, 
secretary-treasurer. 


THE LARGE BRICK STORE BUILDING of 
Schindel, Rohrer & Co., Inc., Hagers- 
town, Md., being erected on South 
Potomac Street, is nearing comple 
tion, and will be ready for occupancy 
about March 1, 1917. 





way 


“AN Mm B™K™aag 


i 
“SSSA. SSG 
> 


lite 

SSS Sanna. 
. ROR SSM 
Borg ~ 


: : x 
yn ae Bee Nees SOR 


WON AAAEAOHOw 
RSS “ 
~~ 


eveew »S 


QO4444sgg 
ON 


“Northwind” 10-in. Fan 


The Emerson Electric Mfg. Com- 
pany, St. Louis, Mo., has recently 
added to its line of electric fans a 
10-in. “Northwind” that is made with 
a 10-in. three-speed oscillating fan that 
is equipped with a convertible desk 
bracket. 

The “Northwind” 10-in. oscillator 
has a positive-acting, long-wearing 
mechanism operated by a worm and 
wheel, gear and pinion, which, accord- 
ing to the manufacturer, insures 
steady, regular oscillation through an 
are of any desired length up to 90 
deg. The range of oscillation can be 
easily lengthened or reduced by an ad- 
justment of the ratchet handle below 
the gear case at the back of the fan. 
Six different arcs of oscillation are 
provided, and the stationary or non- 
oscillating position is secured by mov- 
ing the ratchet handle to the end of 
the slot. 

The safety device inside the ratchet 
case automatically reduces the length 
of the oscillations if the fan guard or 
motor body strikes any obstacle. 

Not only is it possible to change 
the length of the oscillations, but the 
direction in which the breeze is cen- 
tered may also be varied instantly and 
conveniently. When the latch handle 
at the back of the motor is pulled out 
the motor can be turned on its base. 
The blades can then be pointed in the 
direction in which the breeze is to be 
centered, the latch handle released and 
the adjusting collar is automatically 
secured in that position. 

The adjustable, hinged base allows 
the motor to be tilted up or down to 
depress or elevate the breeze. This is 














The “Northwind” 10-in. electric fan 


done by loosening and tightening the 
wing screw below the adjusting collar. 
¥ removing the wing screw the base 
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can be readjusted to the angular posi- 
tion for use as a wall-bracket fan. 
When the wing screw is replaced the 
adjustment is secure, and, according to 
the manufacturer, the fan cannot fall 
forward, even though the wing screw 
is not set tight. Three screw holes 
are provided in the base for fastening 
the fan to a wall or post. 

According to the manufacturer this 
10-in. fan may be run at full speed 
for %c. per hour, figuring current at a 
rate of 10c. per kilowatt. The list 
price for type No. 450 for 110 volts, 
a.c. or d.c., is $18. Type No. 450 for 
32 volts, d.c., lists at $18. 


“C-H” Electric Soldering 
Iron 


The Cutler-Hammer Mfg. Company, 
Milwaukee, Wis., has recently added 
to its line of products a new “C-H” 
electric soldering iron. 

The electric heating unit is hermet- 
ically sealed inside the body of the 
iron. This prevents moisture, heated 
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The “C-H” electric soldering tron 


solder or flux from penetrating any of 
the joints and coming in contact with 
the wire of which the‘heating element 
is composed. 

Steel, of which the element is made, 
is used throughout the structure of the 
body to eliminate the possibility of 
seams being opened from unequal ex- 
pansion. A threaded core extends 
from the body of the iron and over 
this the copper tip is screwed. The 
heated core of the body therefore 
passes directly into the copper tip, 
acting as a good conductor of the heat 
and concentrating the heat on the 
point. 

Five standard sizes of this new sol- 
dering iron are made. These vary in 
diameter from % in. to 1% in. In 
addition to their use as soldering irons 
they may also be utilized for the pur- 
pose of melting wax, for branding and 


for similar uses. 


THE AUTOMATIC ELECTRIC WASHER 
CoMPANY, Newton, Iowa, has just 
completed a four-story addition to its 
present plant which has increased the 
floor space over 200 per cent. This 
addition was made necessary by the 
extensive increase in the production 
of the Automatic washers and for the 
manufacture of new models. 
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“Submarine” Suction 
Cleaner 


The Apex Electrical Mfg. Company, 
Cleveland, Ohio, has recently added to 
its line of products the “Submarine” 
type electric suction cleaner, so called 
because it can be used under low pieces 
of furniture. 

The new “Submarine” is made along 
the basic lines of the Apex construc- 
tion and is built for heavy duty. Three 
specially conspicuous features have 
been added. The first is the mounting 
of the new cleaner on a three-wheel 
carriage. This leaves the body free 
to operate its automatic adjustment 
that permits the cleaner to run easily 
from the bare floor to the thick-napped 
rug or carpet without adjustments. 
This is possible because of an auto- 
matic control of the required suction 
force over all the exposed cleaning 
openings, regardless of the surface 
over which it may be operated. 

The second feature, which is illus- 
trated in the circle insert of the cut, is 
that the upper wall of the nozzle is 
made with rounded, diagonally-set, 
protruding ribs that distribute the suc- 
tion evenly across the entire nozzle 
and that push back the nap of the floor 
covering to enable the suction to draw 
up the deeply imbedded dirt. This 
nozzle measures 14 in. across the front 
and allows the cleaner to exert its 
suction at one time against 35 sq. in. 
of carpet surface. 

The third feature is the introduction 
of an improved revolving brush op- 
erated by traction that is placed in a 
sunken housing, so that the brush 
itself does not interfere with or in any 
way impede the suction. 

The new Apex “Submarine” type has 











The “Submarine” electric suction cleaner 


an especially strong motor. It retails 
for $50. Supplementary cleaning at- 
tachments sell for $10 per set extra. 
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Wire Running-Board Mat 


The Sanitary Wire Door Mat Com- 
pany, 1755 Van Buren Street, Chi- 
cago, Ill., has recently placed on the 
market the Sanitary wire running- 
board mat. 

It can be clamped rigidly to the run- 
ning-board without the use of screws 
or bolts by means of a simple little 
wire clamp as clearly illustrated in 
the accompanying cut. The mat is 
9 x 18 in. in size and % in. thick. It 
will fit the running-board of any make 
of car. The mat is substantially made 
of galvanized steel wire, which ac- 

















The cut-away portion of this wire running- 
board mat illustrates the wire clip 


cording to the manufacturer will thor- 
oughly clean the shoe soles of mud, 
dirt, gravel, etc. 

When the dirt, mud, etc., has dried 
the vibration of the car will shake it 
out of the mat and when the car is 
being washed a few minutes play of 
the hose will thoroughly clean it. 

The price of this mat is $1.25. 


The Care of a Motor 
Truck 


HE modern automobile truck re- 

sembles a thoroughbred horse. It 
must be given good gasoline for food 
and must be consistently supplied with 
the liniments, oil and grease. When 
it is properly cared for, it will deliver 
results that well justify the slight ad- 
ditional interest. 

Following are a few selected sug- 
gestions to our drivers. Take a pencil 
and check them up as you read: 

Don’t try racing with a touring car; 
your truck was built for strength, not 
speed. 

Wash your truck frequently; a 





dirty-faced car spoils a lot of our ad- 
vertising. 

Don’t neglect a squeak; noise is a 
protest against disuse of squirt can 
and grease gun. 

Street car tracks are nice for 
springs but hard on tires—and steel 
costs less than rubber. 

Don’t keep extra spark plugs and 
other delicate parts in with wrenches 
and jacks; the hash they make isn’t 
a good truck diet. 

Don’t neglect a loose part, even 
though it seems to operate more freely 
that way. 

Letting her coast full tilt down this 
hill only means harder pulling to get 
her up the next one. | 

Don’t forget to watch the fellow 
ahead; a slow stop on your part nearly 
always costs you a punctured radiator. 

Use your brakes when getting 
“spotted”; platforms were built to 
load from, not for bumping posts. 

Don’t drive too close to the curb; 
edge-trimming is a fine institution for 
pie crusts, but too expensive for truck 
tires. 

The steering wheel is vastly impor- 
tant, but it is well also to give the 
grease cups an occasional turn. 

Don’t slide the rear wheels when 
stopping; rubber pavement polishers 
are too much of a luxury. 

“The Diamond,” published by the 
ov Levick Company, Philadelphia, 

a. 


“Red Devil’? Automobile 
Wrench 


The Smith & Hemenway Company, 
Inc., 99 Chambers Street, New York 
City, has placed on the market a new 
“Red Devil” automobile wrench that 

















The “Red Devil” automobile wrench 
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strong and adjustable. It 
The head is 
set at an angle of 45 deg. The thin 
jaws are adapted for both hexagon 
and square nuts. A special design is 


is thin, 
has a straight handle. 


said to give great strength. It is 
made of dependable materials, care- 
fully tempered, and with the handle 
and body highly polished. It is made 
in 4, 6, 8, 10 and 12-in. sizes. 


New Automobile Goggle 


The Chicago Eye Shield Company, 
Chicago, Ill., has recently placed on 
the market a new automobile or 

















A new goggle made by the Chicago Eye 
Shield Company 

shooting goggle, the principal feature 
of which is a flexible spring center 
piece that rests easily and comfort- 
ably on the wearer’s nose and which 
is said to prevent cutting and bind- 
ing of the bows behind the ears. 

Another feature is the large, deeply 
curved amber or fieuzel lenses which 
are said to eliminate all side reflec- 
tions and to give a very wide range 
of vision. The bows are covered with 
yellow fiber tubing, which prevents 
metal from coming in contact with 
the skin and which makes them cool 
and comfortable. 

The retail price is $3.50. 


Excelsior Lightweight 
Motorcycle 


The Excelsior Motor Manufactur- 
ing & Supply Company, Chicago, Il, 
has recently announced to the trade 
the Excelsior lightweight motorcycle 
which weighs but 135 Ib. fully 
equipped. 

The motor is a type of two-stroke or 
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two-cycle motor and while rated at 
only 2% hp. is said to have pulling 
qualities ample for ordinary purposes. 
The machine has automobile type two- 
speed gears. 

Because in this type of motor every 
down stroke of the piston is a power 
stroke it is said to develop great pow- 
er in proportion to its size. The motor 
js without valves except for the com- 
pression release valve used only in 
starting the motor and for this reason 
requires but little care. The oil is 
placed in the gasoline tank in proper 
proportion to the gasoline used and is 
drawn directly into the motor turough 
the carburetor. The lubrication in 
this way is entirely automatic and it 
requires no attention on the part of 
the driver except the mere matter of 
placing the correct amount of oil in 
the tank. 

Ignition is made by a high tension 
magneto with an automatic spark 
control. The power is transmitted 
from the motor to the main shaft 
transmission gear by means of a rol- 
ler chain and from there to the rear 
wheel by a V belt. The speed is con- 
trolled by means of a thumb lever on 
the right handle bar, the clutch is 
operated by a grip lever on the left 
handle bar, the gear shift by a single 
direct connected lever at the left side 
of the tank and the powerful foot 
brake by means of a foot lever conven- 
iently situated at the right footboard. 

While this machine has been simpli- 
fied as far as practical, the company 
states, it is still equipped with spring 
seats, spring forks, long comfortable 
folding foot boards, a foot-operated, 
motor starter, a multiple disc clutch 
and a two-speed transmission gear. 

The Excelsior lightweight metor- 
tycle sells for $135. 


THE PENNSYLVANIA RuBBER CoM- 
PANY, Jeannette, Pa., has recently 
opened a branch office at 925-927 Main 
Street, Buffalo, N. Y. It was opened 
by James Lewis, Pittsburgh manager 
of the Pennsylvania Rubber Company, 
and will be under the management of 
A. R. Wendell, formerly connected 
with the Pittsburgh branch. 
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The Excelsior light-weight motorcycle 


National Adjustable Step 
Jack 


The National Standard Company, 
Niles, Mich., has recently added to its 
line of automobile jacks a No. 3 
adjustable step jack. The advantages 














The National adjustable step jack 

of a two-step jack are its flexibility 
and adaptability for meeting practi- 
cally all conditions. As an example, 
when a car is mired in soft mud the 
jack can be used with the adjustable 
step under any part that is a few 
inches above the ground. This is ac- 
complished by placing a board under 
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4 new lithographed cut-out featuring garage hardware which is supplied to dealers by 


the Stanley 


orks, New Britain, Conn. 


the jack to prevent it from sinking 
into the soft dirt, hooking the step un- 
der any available portion of the car, 
and performing the regular operation 
of lifting. After the car is raised the 
step can be adjusted to a higher posi- 
tion if necessary. 

The jack is made extra strong. The 
teeth on the main rack bar are milled 
so that the jack will work smoothly 
and easily. 


Garage Hardware Window 
Display 


The Stanley Works, New Britain, 
Conn., are offering, in connection with 
their advertising of Stanley garage 
hardware, a handsomely lithographed 
window display cut-out similar to the 
accompanying illustration. 

This display pictures the use of the 
Stanley garage door holder No. 1774; 
garage door hinges No. 1457, 10 and 
24 in.; chain and foot bolts, No. 1055 
and No. 1056; Stanley gurage door 
duplex latch No. 1254, and garage 
door pull No. 1266, all of which are 
included in the Stanley garage door 
set D. 

The display is lithographed on 
heavy cardboard in nine colors. It 
stands 25 in. high, 40 in. long and is 
supported by a strong easel. It is sent 
to the dealer folded in one piece. The 
top of the back, inside wall of the 
garage shown through the open doors 
1s cut out so rhat at night an elec- 
tric light bulb may be placed in it. 
In this way the garage will appear 
to be lighted. . 

Although distribution of this dis- 
play wil nt be made until March, 
the manufacturers advise that re- 
quests for this material be sent in at 
once, addressed to the Service Depart- 
ment of The Stanley Works, New 
Britain, Conn. 


THe CasTLE Mrc. CoMpPANY, LTD., 
Toronto, Canada, has been incorpo- 
rated with a capital stock of $100,000 
by John C. Macfarlane, 23 Adelaide 
Street East; Ernest C. Fetzer, Ar- 
mond Whitehead and others to manu- 
facture toys, bicycles, metal castings, 
forgings, etc. 


THE INDIANAPOLIS SPECIALTY SupP- 
PLY COMPANY, Indianapolis, Ind., has 
been incorporated with $25,000 capi- 
tal stock to manufacture fruit-jar 
holders and other articles. T. S. Cat- 
lin, H. W. Robbins and A. P. Catlin 
are the directors. 
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Milwaukee Bumpers 


The Milwaukee Auto Engine & Sup- 
ply Company, 841-843 Twenty-ninth 
Street, Milwaukee, Wis., has recently 
added to its line of automobile acces- 
sories a number of new bumpers for 
the coming season. 

Among these is a channel bar 
bumper for the Model T Ford car. 
The attaching brackets of this bumper 
have the appearance of extending the 
frame members of the Ford. It is 
simple in design, and it can be at- 
tached easily. While this bumper is 
of light weight, it is said to be ex- 
tremely strong and durable. 

This bumper with black brackets 
and a black channel bar lists at $7, 
and with black brackets and nickel 
channel bar at $7.50. It is also made 
with 1%4-in. round bar, 1%-in. or 
1%4-in. diamond bar with a spring 
bar. 

Another of the bumpers is the 
“Waukee” splash-pan bumper, which, 
according to the manufacturer, can be 
installed on any car having a splash- 
pan even though the splash-pan ex- 
tends to the very end of the frame 
members. This can be done without 
drilling holes in the pan or defacing 
or changing in any way the frame 
construction. 

The illustration shows very clearly 
the simple method of attaching the 
bumper bracket to the frame members. 
The L bolt, which is installed over the 
top of the frame clamps over the 
splash pan. The L bolt serves the 
double purpose of preventing rattling 
of the splash pan, as well as holding 
the bumper bracket securely in place. 

It is furnished in various styles and 
sizes of bars. In all cases the brack- 
ets are black enamel. The bars are 
finished in either black or nickel as 
desired. Each bumper is packed in 


an individual wood box, complete with 


fittings. 


Perrin Headlight 


Regulator 


The Perrin Mfg. Company, Detroit, 
Mich., has recently placed on the mar- 
ket the Perrin headlight regulator for 
Ford cars. 

When a Ford car that is equipped 
with the Perrin headlight regulator 
slows down to less than 10 miles an 


fi 
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The “Berns” electric starting and lighting system. The method of installing t 
the starting motor at the right 9 the oom 


erator is shown at the left ; 


hour the entire available current from 
the magneto is automatically switched 
to the right-hand lamp, concentrating 
all the light there. When higher speed 
is resumed the other lamp takes its 
normal share of the current without 








The Perrin headlight regulator 


any action on the part of the driver. 

It is said that the Perrin regulator 
can be attached by practically anyone 
in a very few minutes. No change in 
the wiring of the car need be made nor 
holes bored in either metal or wood. 

The Perrin headlight regulator for 
the Ford car sells for $1. 


‘‘Berns” Electric Starting 
and Lighting System 


The Detroit Electric Welder Com- 
pany, Detroit, Mich., is manufactur- 
ing the “Berns” two-unit electric 
starting and lighting system. The 
starter itself weighs but 22 lb. while 
the starter and generator combined 
weigh only 32 Ib. 

















A special bumper for the Model T Ford car is illustrated at the left. The other 


illustration is of the “Waukee” splash-pan bumper 


A unique feature of the “Berns” 
system is that the starter is concentrie 
with the crankshaft and cranks the 
motor in the same manner as the 
driver would by hand. Because it 
goes directly on the crankshaft, the 
installation of the starter does not 
disturb the construction of the motor, — 
Attached to a motor which provides j 
normal resistance, the “Berns” starter 
is said to revolve the motor from 200 ~ 
to 240 r.p.m., provided the battery is ~ 
charged to normal. 

_ The complete system consists of — 
eight main parts—the starting motor, — 
current generator, battery indicator, —~ 
starting switch, lighting and dimming © 
switch, battery, fuse blocks and wir- 
ing. The generator is mounted in the 
left hand side of the engine in such 
a way that no holes need be drilled. 
It is a high-grade electrical machine 
running noiselessly and practically 
without wear in ball bearings. It is 
belt driven from the fan pulley. Built 
into the generator is a cut-out which 
automatically disconnects the battery 
from the generator when the latter is 
not in operation. This device also 
acts as a controller to automatically 
regulate the output of the generator ~ 
at all engine speeds according to the 
needs of the battery. 

The instrument board is equipped 
with a two-button lighting switch and 
a battery indicator mounted in place ~ 
and ready for wiring. The starting | 
motor is mounted in front of and © 
slightly below the radiator. The | 
starting switch is mounted on the floor ~ 
of the car and is entirely out of sight ~ 
with the exception of the push button, © 
A slight pressure of the foot on this © 
button throws the starting motor into | 
engagement and connects it with the © 
battery. The price of the outfit is $55. 7 





















Evinrude Motors 


The Evinrude Motor Company, Mil- 
waukee, Wis., has made _ several 
changes to its line of Evinrude motors 
for 1917. The 2 hp. rowboat motor ~ 
with a built-in-flywheel magneto and © 
automatic reverse continues to be the © 
most popular of the outboard motors. © 
The improvements in this model are 5 
said to have increased the power and | 
speed greatly. The magneto is now © 
entirely inclosed and the ignition is” 
said to be positive at all times. The 7 
3%4 hp. motor fills the demand for @ | 
detachable motor with increased pow- — 
er that is especially suited for com- = 
mercial and heavy duty purposes. Ex-— 
cept for the enlargement of each part, © 
this motor is an exact duplicate of the 
2 hp. model. 
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Department 3 


Automobile Accessories; Motor Trucks, 
Motorcycles and Bicycles; Fishing Tackle; 
Rifles, Revolvers and Ammunition; Motor 
Boat Equipment and Supplies; Sporting 
Goods, Boy Scout Supplies, ete. 
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This Package protects you—the dealer—from having 
palmed off on you inefficient, imitation piston rings when 
you want Genuine McQuay-Norris \saniRer Piston Rings. 


This package protects the owner from buying sham piston 
rings which are not efficient. 


This package protects the rings themselves from rust and 
the effects of rough handling while in stock. Delivers 
them to you just as they left the factory—perfect in fit 
and finish—accurate to one-thousandth of an inch. 


This package covers the one piston ring that gives the 
motor efficient protection. Protects motor life because it 
minimizes wear on cylinder walls. Protects power be- 
cause it prevents power leakage and ensures minimum 
carbonization. 


This package protects you in the matter of price. Every 
McQuay-Norris \zaxfRoor Piston Ring is sold at a definite 


price—and only through jobbers and retailers. 


Take Full Advantage of this Protection 


Genuine McQuay-Norris \sasfRoor Piston Rings are only put up 
in this special carton, under this copyrighted label. Each ring is 
separately wrapped in thin sealed parchment container. When 
you have ordered \gaxfRoor, refuse all piston rings which are not 
put up in this way. 
SEND FOR FREE BOOKLET 

“To Have and to Hold Power’’—the standard handbook 

on gas engine compression. It shows how power depends 

on piston rings and why McQuay-Norris \ganfRooe Rings 

are more efficient than any others. Write Dept. X. 

Manufactured by 


McQuay-Norris Mfg. Co., St. Louis, U. S. A. 


BRANCH OFFICES 
New York Chicago 
Philadelphia Pittsburg 
San Franc‘sco Los Angeles 
Cincinnati Seattle 
Kansas City 
Atlanta 


Canadian Factory 
W .H.Danfield & Sons, Ltd. 
372 Pape Ave., Toronto 


McQUAY-NORR!® 
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PISTON RING { 
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~the brake lining 


that wears best 


—is always the most profitable to you 
and your customers. Shoddy tires, 
poor lubricants, questionable brake 
linings are soon found out. It does 
not pay to handle inferior supplies. 
Therefore, you gentlemen who strive 
for bigger, better business should 
sell your customers— 
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BRAKE LINING 





It. wears. And its wear brings satisfaction to the owner. 
Raybestos is the original asbestos brake lining. The 
pioneer and still the leader. 


The Raybestos Company 
Bridgeport, Conn. 
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~to the motorist its 
wear ptoves service 


and service holds your old. and 
makes new customers. Anyone can 
fashion an imitation of Raybestos. 
They may copy its appearance, 
texture and even its name, but they 
can’t copy the WEAR that is woven 
into every foot of— 


BRAKE LINING 


Raybestos, the only lining with Raybestos wear, is backed 
by the largest advertising campaign in the brake lining 
industry. 


The Raybestos Company 
Bridgeport, Conn. 
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MOTOR HORNS 
with their 


DOMINATING TONE 





have won the endorsement of the build- 
ers of the Packard, Cole, Hudson, 
Buick, White, Winton, Stude- 
baker, Haynes, Nationai, Mar- 
mon, Mercer, Briscoe, and thirty 
other makers, who value the added 
safety which comes from their presence 
on the car. 


Sparton Motor Horns —motor-driven or 
hand operated —for sale everywhere. 
$3.00 to $15.00. - 


The Sparks-Withington Company 
Jackson, Michigan, U. S. A. 
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A Close Call 





Le at the crucial moment, an emergency 
in crowded traffic, your horn refused to 
work—a narrow escape, thanks to luck. Next 
time have a Sparton Safety Signal on your 
car—its distinct call sounds “Safety First” 
clears the road. 


SPARTON 


MOTOR HORNS 


Are Standard Equipment on 42 
Different Leading Automobiles 


Only after the most severe tests did the engineers 
of these motor car companies choose Spartons. 


* Sparton Motor Horns (in both motor driven 
and hand operated models), $3.00 to $15.00, 
always dependable. 


Dealer everywhere sell Spartons. 


The Sparks-Withington Co. 
Jackson, Michigan, U.S. A. 
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Rubber Cements and 


Look for 
the Dutch 
Girl on the 
label 


The Line That Dominates 


DUTCH BRAND Rubber Cements and 


chemical specialties are making good with hardware deal- 
ers and jobbers for one definite reason—because they are 
creating volumes of repeat business. And they are cre- 
ating this repeat business by giving clean-cut satisfaction 
with every package. 


The blue and orange labels attract the attention of the 
buying public. The purchaser of one product becomes a 
friend of the entire line. Every bicycle and automobile 
owner is a ripe prospect, and the dealers supplying those 
prospects are making money. 


Our line includes a host of cement and chemical necessi- 
ties for your customers. Write for our catalog illustrat- 
ing in color all our products. If your jobber hasn’t the 
particular item you want in stock, he will get it for you. 


Van Cleef Brothers 


Manufacturers 
7701-7711 Woodlawn Avenue CHICAGO 
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PRODUCTS 


Bicycle Rubber Cement 
Bicycle Rim Cement 

Shellac Tire Binder 

Enamel 

Cycle Oil 

Motorcycle Rubber Cement 
Tire-Flui 

Automobile Patching Cement 
Gasket Shellac 

Vulcanizing Hot Cure Cement 
Two-in-One Tread Filler 
Friction Tape 

Soapstone 

Rubber-Seal 

Varni-Brite 

Carbo-Cide 

Auto Top and Cushion Coating 
Tire-Brite 

Radiator Seal Compound 
Valve Grinding Compound 
Liquid Graphite 

Flake Graphite 

Ground Graphite 

Stick Graphite 

Heal-O 


Black The Brass 
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WINE WROT SEA 3 , Dutch Brand 
) Products 


¢ | 
-O M POU N D : Make Money for 
You 


These illustra- 
tions of a few Order from Your 


of our leading 


products will J ob ber 
a give you a 
m slight idea of 

the attractive- 

mess of our 

packages. 
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Why To Sell 
Mossberg Wrenches 


Mossberg dealers never wonder 
why they are selling Mossberg 
Wrenches. Perhaps they don’t 
have time—calls for good wrenches 
are so frequent and consistent. 

If they do have time they know 
that they are selling Mossberg 
Wrenches because these wrenches 
are superior in every sense of the 
word. 

It isn’t the quality or the appear- 
ance though that counts. You 
know yourself that you like to 
handle this line or that line because 
it is complete; because there is 
never a need for a new tool or uten- 
sil which comes up that the line you 
like will not immediately be includ- 
ing in its catalog. 

That is why Mossberg dealers be- 
come irrevocably converted to the 
Mossberg line. It is complete in 
every detail—completely excellent 
in quality, completely inclusive in 
the tools it represents (containing 
every conceivable sort of a wrench) 
—and, last of all, completely satis- 
fying in service and in profitability. 

Ask for Catalog No. 193A. 





























rank Mossberg 





February 3, 1917 





HARDWARE AGE 





273 








ire Men To Profits 




















How To Sell 
Mossberg Wrenches 


“T’? BOARD—Small Adjustable Wrenches 


Displays sell the goods for the dealer—without argument. If properly placed, the 
display suggests the need of the product and allows inspection. 


The boards must be clean cut and of a type that lends itself to the general outline 
of the retail store. 

Such a display is eoeoeent | “T” board, 23 wrenches cost the dealer $7.00 and he 
sells them for $10.00—enough margin? 


And every wrench is ab-so-lute-ly guaranteed by the manufacturer 
“T” Display consists of the following: 


2 Sterling No. 1 N. P. Diamond No. 10 N. P. 


2 Sterling No. 2 N. P. 1 Diamond No. 10 Mott. 
1 Sterling No. 2 Mott. 1 Diamond No. 11 N. P. 
3 Sleeve Wr. No. 74 N. P. 1 Diamond No. 11 Mott 
1 Sleeve Wr. No. 74 Mott. 1 Alderman No. 15 N., P. 
2 Sleeve Wr. No. 76 N. P. 1 Alderman No. 20 N. P. 
1 Sleeve Wr. No. 76 Mott 2 Junior N. P. 
2 K-7 —-- 

23 

PRICE: 
“T” Display, free with assortment of 23 wrenches................ = traleuae $10.00 


Jobbers: You may easily understand the need of ordering “refills” for this board 
when stock of boards is ordered. 


**V’? DISPLAY—Open End Wrencl es 
All the most desirable open-end wrenches, displayed in the most desirable way 
to sell—that properly describes this ““V’ Board. 
Fit all sizes of U, S. bolts and nuts and S. A, E. screws from % inch to % inch 
diameter of bolt or screw, and each wrench fits the same size of bolt or screw in 
both standards. 


Twenty-seven wrenches, properly “set up,” allow the dealer a profit of 50 per 
cent—and they really are just the wrenches =f. sell—in just the way to sell them. 


“V"’ Display consists of three each of the following full finished wrenches: 


U. S, Std. S. A. E. 


Sizes of Openings Bolts & Nuts Std. 
pot Bolt Size, Screw Size, Length, Thickness, 
No. Inches Inches Inches Inches Inches 
220 5/16& % % ea 4 5/32 
232 %& 7/16 % % 4% 7/32 
234 19/32 & yy 5/16 5/16 4% 7/32 
244 ies 9/16 % Kw 5% 7/32 
254 25/32 & “ 7/ 7 7/16 6% % 
267 A& Ya 8 Ys 
274 31/32 & % o/ké 9/16 8% 9/32 
278 11/16 & 15/16 % % . 8% 9/32 
293 1% & 11/6 57] % 11 9/32 
PRICE: 
“V" Disslay, free with 27 wrenches. .....0cccccccccevccececctcscccctescs $20.00 


“Ww” DISPLAY CONSISTS OF THE FOLLOWING: 


1 Sterling No. 30 N. P. 2 K-8 Mott, 
1 Sterling No. 40 Mott. 2 K-9 Mott. 
1 Sterling No. 50 Mott. 1 K-10 Mott. 
1 Sleeve Wr, No. 76 N. P. 2 Sleeve Wr. No. 74 N. P. 
2 K-7 Mott. 1 Sterling No. 14 Mott. 
14 


























Company, 


Attleboro 


Mass. 
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Note the ADJUSTABLE end 


brackets—a special feature of the J-M 
Speedometer, Instrument Board Type 
















































ORD models differ in width of body, and instru- 
ment boards of fixed length are applicable to one 
type only. The instrument board supplied with the 
J-M Speedometer, Model 3009, provides for width 
discrepancies by an ingenious adjustable end bracket 
(Patent Applied For). No need to measure up the car, 
for this board will fit it without other labor than taking 
nuts off two windshield and two body bolts, slipping 
the board on, and replacing nuts. 


The combination J-M Speedometer and Instrument 
Board will be shipped and sold assembled—the board 
cannot be sold separately. Retail 
price, complete, $11.25. 





The new J-M Speedometer is made up 
with black dial and large clear white 
figures and pointers. Speed range, 0 to 
60 miles. New 10,000 mile season odo- 
meter with exceptionally large figures. 


Instrument Board is of wood, finished 
in soft dull black, with J-M Speedometer 
flush mounted. The wooden board 
makes easy the application of other in- 
struments, such as lighting and starting 
switches, clocks, carburetor controls, etc. 


Model 3006 is our new Suspension Plate 
Type of Speedometer, which fastens on 
the windshield strip of Ford Cars where- 
ever desired. Speedometer is mounted 
flush in plate. Retail price, $11 complete. 
Model 3000, for bracket mounting next 
to spark coil box, has 60-mile speed scale 
and 100,000 mile season odometer move- 
ment. Finished in black enamel with 
brass trimmings. Retail price, $10 com- 
plete. 


Further details on application. 
H.W.JOHNS-MANVILLECO. 


NEW YORK CITY 
Branches in 55 Large Cities 





er J-M Automobile Accessories include 

oe NON-BURN Asbestos Brake Linings, 
M Fire Extinguishers, J-M Soot-Proof Spark 
Plugs, J-M Auto Fuses, and J-M Automobile 
Tape. Jobbers or dealers interested in hand- 
ling the complete line may get information 
from our nearest Branch. 
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JOHN S-MANVILLE 





An Accessory Line that Sells! 


and a Sales Policy that Satisfies 


EFORE you select acceSsories, put yourself in your customer’s place. 
Ask if they satisfy ——in design, material, finish, price—-and whether 
the name of the company behind them inspires confidence. 


Next, as a dealer, ask these questions: Will the manufacturer co-operate or i ss aati RecA 
compete with me? Will he sell through me, or just to me? Must I tie up ii Model 3006 
capital in large stocks to secure the best discounts? Are the margins e 
attractive? Can I get new stocks promptly? Will my customers get a 
square deal—and can I build up enduring relations ? 


Then study the Johns-Manville proposition on each of these vital points. 
The consumer already knows Johns-Manville—-a National Institution. And 
every J-M Product must conform to J-M Standards—which means it will 
stand up in service. 


The keynote of our sales program is co-operation with dealers through every 
channel to help move our goods. Our accessories are sold only to recognized 
jobbers and dealers, and discounts are generous, strictly maintained, and 
uniform, regardless of size of order. Our manufacturing facilities are ample, 
even for our big 1917 output—and J-M Responsibility backs each J-M 
Produr . to the limit. 

So our accessory business 1s on a bed-rock Dasis. The products are right, 
and the sales policy is both equitable and practical. It’s a profitable prop- ' 
osition for any dealer—and if you’re not already on our list, we’d like to Johns- 
send you details. Ask your jobber about it, too. ANVILLE 


SERVICE 
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NOTICE! 


Owing to the im- 
possibility of se- 
curing suttable 
space at the Chi- 
cago Automobile 
Show, our display 
will be held in the 
foyer of the Audi- 
torium Hotel. 











Using Spring Grease Tube 


A Profitable Specialty ns 
Because It Repeats and ty. 
Turns Money Over Quickly 


Motorists buy it over and over again because they like its 
quality, convenience, cleanliness and economy. Using Cup Grease Tube 


GREASE-in-TLBES is an easy seller. Even the first sale is easy 
because Crew Levick National advertising is doing the missionary 
work. 


GREASE-in-TUBES has the full backing of this fifty-five year old 
organization—the very oldest and one of the very largest of the 
world’s oil producers and manufacturers of petroleum products. 


There are four different kits to meet every motoring need—the LIN- 
COLN HIGHWAY KIT, containing one tube each of cup and spring 
grease and gear compound—as well as three separate kits containing 
three tubes each of any one of the three greases. The’kits retail at a 
dollar each. The jobber and dealer discounts are very liberal. 


Responsible dealers wishing to take advantage of the exceptional mer- 
chandising plans now in operation on this and other Crew Levick 
specialties are invited to communicate at once. 


Crew Levick Co. 


“Originators of Grease-in- Tubes” 


2227-51 Land Title Bldg. Philadelphia 
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DRAW THE MOTOR ACCESSORY 
TRADE TO YOUR STORE By Furnishing 


FREE AIR SERVICE 


Here is a first-class curbstone advertisement that will 
secure for your store the motor accessory trade in your com- 
munity. 


The Lectroflater Curb Station 


is a handsome and dignified quiet salesman. It has graceful lines 
and deep green enamel finish. This attractive, useful Lectro- 
flater will voluntarily induce motorists to form the habit of roll- 
ing up in front of your store for free air. Then the inclination to 
buy motor accessories will follow and remain with you. 

The LECTROFLATER is ready to use day or night and its 
efficiency is greater than other systems. Will give any pressure 
required very quickly. 

Mr. Hardware Merchant—the LECTROFLATER offers you the 
opportunity to cash in on the motor accessory trade in your terri- 
tory. Will you be the first hardware merchant in your city to 
originate the first-class free air service in front of your store by 
installing the LECTROFLATER CURB STATION? 

The LECTROFLATER operates equally well on either direct 


or alternating current. Any motorist can use it. There are no 
tanks required with this outfit and no piping. It is entirely self- 
contained and the electric wires under the sidewalk are the only 
connection with the building. 








Flash Your Enterprise in Furnishing Free Air by the 
Brilliantly Illuminated Lectroflater 


The opalescent globe, with its green hexagon field, is plainly 
visible at a distance and stands out distinctly from all other lights. 
The pressure dial in the upper front door is flooded with light by a 
lamp concealed inside the cabinet and the tire valve connector on 
the end of the hose is so arranged that the pressure in the tire 
before starting to inflate is registered on the dial. 


The Black & Decker Manufacturing Co. 


MANUFACTURERS OF 
Portable Electric Tools and Special Machinery of Quality 
Office and Plant: Cheapside and Calvert Street, Baltimore, Md., U.S. A. 








‘ a All Workin 
Price Within Parts een in ~ 


the Range Locked Compartment 
of All : 
It is impossible 
to tamper with 
Regardless of the working 
its expensive, parts of the 
massive and LECTRO- 
ornamental de- FLATER 
- — “¢ Curb Station. 
hivh e * They are con- 
igh-class tained in the 
equipment, the upper locked 
price of the compartment. 
LECTRO- This leaves free 
FLATER access to noth- 
Curb Station is ing but the hose 
only an “ age 
switch in the 
$160.00 lower compart- 
- Oo. b. ment. 


Baltimore 
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' Spark PLu¢Co. 


_ CLEVELAND OHIO 


A size for 4 
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Guaranteed 


KI ‘fouling 


To your customers we guar- 
antee free repair, replace- 
ment or a refund of the pur- 
chase price. A guarantee 
tag is tied to every plug. We 
protect you should an occa- 


sion ever arise. 





To you we guarantee to take 
back at any time any or all 
unsold Kopper King Spark 
Plugs purchased from us and 
refund to you the full pur- 
chase price. 


279 









Your Customer’s Satisfaction 


is guaranteed by the Kopper King. In this 
plug you will find all the successful time-tried 
points that insure your customers the long- 
lasting, trouble-free plug they desire. 







Kopper Kings 


are compression-tight, the porcelain insulation 
is protected by copper-covered gaskets and a 
copper-covered shell prevents rust and carbon 










deposits. 






Your inquiry will receive prompt and appreciative attention. 






Price, in strong, neat purple colored tin cartons ................ 
Sets of six packed in reinforced brown canvas cases.............. 5.00 


Manufactured by 


The Sharp Sp ark Plug S 


cae ary O. 
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Everything Else Has Failed 


There is no inner tube blowout too large, no tear too ugly, no puncture too small to repair with 
Tire-Doh. And when other methods prove incompetent you can bank on Tire-Doh to do the job 
thoroughly, quickly and economically. 


Tire-Doh Sales have leaped into big figures with wonderful bounds. Already 10,000 dealers are 
supplying 750,000 satisfied, repeating users. And a big national advertising campaign is creating a 
still stronger demand. 


Repairs Biggest Till Lengthens Life 
Inner Tube Tears of Casings 


No heat nor tools are needed to repair tires—just Tire-Doh and the fingers. No danger of burning or 
overcuring the rubber and causing it to crack and leak. A Tire-Doh repair does not deteriorate like 
highly vulcanized rubber, but really improves with age. 


Tire-Doh stretches with the tube 314 times its own length— 
if necessary—and does not loosen a particle. It always retains 
this elasticity,’even long after the tire has outlived its usefulness. 


Not a Tire Filler. Tire-Doh is not a tire filler. It is a 
secret process compound that becomes an actual and permanent 
part of the texture and does not come off under any conditions. 


Going over casings and stopping up the cuts and holes with 
Tire-Doh will prevent many a blowout and add thousands of miles 
to the life of the tires. 





For Autoists, Motorcyclists and Housewives 


SS SSS SSS SSS SSS SSS eanateay 


Atlas Auto Supply Co., 658 W. Austin Ave., Chicago. 
Please send the following through: 


(Jobber) 
——- Doz. $1.00 Size Tire-Doh Outfits @ $8.00 Doz 
— — Doz. 50c Size Tire-Doh Outfits @ $4.00 Doz. 
. 50c Size Tire-Doh alone, 2 oz. cans @ $4.00 
Doz. 25c. Size Tire-Doh Cement, 4 oz, cans @ 
$2.00 Doz. 


Also free advertising matter checked. 


Tire-Doh makes the best repair not only for auto and mo- 
torcycle tires, but for anything made of rubber—gloves, boots, 
coats, hot water bags, etc. It also makes ideal electrical in- 
sulation. 

All jobbers sell Tire-Doh, including yours. Order a quan- 
tity today—clip the coupon, insert your jobber’s name, specify 
your order and mail the coupon to us. Tire-Doh Outfits re- 
tail at 50c and $1.00. See coupon for cost to you. 


Manufactured and Guaranteed By 


ATLAS AUTO SUPPLY CO. 


658 W. Austin Ave. Chicago, III. 


0 Envelope Stuffers [] Window Trims [ Counter Display 
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(yp ‘Best Grease Remover 


Uy, Ever Discovered 


Quicker, Handier, Safer Than Soaps, Powders or Liquids 


Spee-Dee is a revelation cleanser—a dirt and grease remover that far surpasses anything you have 
ever seen. 

Spee-Dee is ideal for motorists. It cleans greasy, grimy hands without water. By keeping a can 
in your car you can clean your hands after any repair, no matter how far you are from soap and water. 


One Small Town Dealer Sold 100 Cans In One Week 


Hardware dealers, auto supply stores and garage men tell us Spee-Dee is the best seller they ever 
handled. Its new form—its instant effect—its many uses have made it a wonderful success right 
from the start. One small town dealer in Illinois sold one hundred cans the very first week. 

And it’s a big repeater! One customer bought one can to try—and the next day returned for seven 
cans for seven friends. That’s how well it “takes” the moment its merits are seen 


SPEE-DEE tam 
” | sPEE-DEE 


Makes a ‘‘Big Hit’’ With Ss 2 i 
Every Motorist, Mechanic & Housewife a ant 


_ Spee-Dee—through sheer merit—should be in every automobile, in every shop, : SF 

in every home. ¢ L EA S R 
It does more jobs—and does them quicker and better than any other cleanser. Ff ete O 

It removes grease, tar, paint, ink, soot and dirt of every description from hands, n STATES CHE PaicAs, Sym 

clothing, carpets, rugs, etc. It also cleans painted and enameled walls, tile and _ 

wooden floors, sinks and bathtubs. And it’s a big help in the family washing. 








_ Spee-Dee is gritless, harmless and simple to use. For sale at hardware stores, auto supply stores and garages. 
Big 27 oz. can retails at 15¢. 


Dealers —Spee-Dee costs you per case (3 doz. cans) 
$3.75. Retails at $5.40—15c per can. 


hea Free Case Offer 
STATES CHEMICAL CO. aig aa ae 


658 W. Austin Avenue, Chicago, III. 658 W. Austin Ave., Chicago 


Gentlemen Kindly send me free sample can of Spee-Dee 


and full particulars regarding your “One Case Free” in 





troductory offer to dealers 


i ———4 Firm Name ... 
{| x 
i! Hh 

il 


a 





Address . 


My Name... 


‘ll HLA. 2-17 


nfo oll 




















HARDWARE AGE 


February 3, 1917 


ie canal 
. Anywhere 
_ on | the Road 
Vint 


S minutes 


Make Money Selling This Popular Accessory 


Over 100,000 of these wonderful vulcanizers sold last year with scarcely 


any advertising. 


HALER 


The demand is tremendous! 


Every motorist wants the 


o-MIN UTE 
VULCANIZER 


Manufactured under Low & Miles Patent 


It gives you a liberal profit on .the 
first sale and brings customers back 
into your store for supplies for use 
on the roau. 


We are just starting a large advertis- 
ing campaign that will send custom- 
ers to your store. Motor car owners 
know the Shaler and call for it by 
name. Get your share of the profits 
trom this advertising. 


Every Shaler user praises this handy 
outfit because it works so easily and 
safely and because it saves tire 
money. 


No car is equipped with a vulcan- 
izer, and your customers are going 
to buy the Shaler from some dealer. 
That dealer can be you! 


Write today for our new Catalog, 
dealer’s discounts and terms, or 


Ask Your Jobber’s Salesman About It 
C. A. SHALER CO., 119 Fourth St., WAUPUN, WIS., U. S. A. 
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It took one dealer just forty-eight 
hours to rid himself of every wrench on 
his Walden-Worcester display board. 
Forty-eight hours after he “hung-up 
his sign,’ mind you, the board was 
cleaned of thirteen combination 
wrench parts—and the cash rested 
safely in the till! 


Isn’t there a hint in this experience 
for you? Yours is a typical ,” 


¢ 


store ina typical town oftypi- ¥ 


cal Ford owners. Then ,’ 
why, by all that is logical, ” 
cannot you do the same? / 

? WALDEN- 
Or better: WORCESTER. 


Ine. 


The coupon is handy —#”_— Worcester, Mass. 
—use it! ’ 


o frentliemen 


W ld Ww o a am willing to be con- 
4 vinced that your No. 78 dis- 
alden- VW orcester, Jf play board” isa. goed ‘aro 


é bearing invest™eat 
Inc. - 


o Namr 


Worcester, Mass. y 
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Purchasing Power 2d Hardware Profits 


Every time a Christian Herald reader walks into a 
hardware store, it means a profit—to the dealer, his 
jobber, and to the manufacturer who advertises in the 
Christian Herald. 


There are 300,000 families who receive the Christian 
Herald each week and believe in it. They read it from 
cover to cover, including the advertising. They are 
the real people in the small towns. Thev have the 
power to purchase—and the willingness. 


That is why the consensus of expert opinion has 
placed the Christian Herald so high on advertising 
lists for automobile accessories, stoves, hardware 
specialties, seeds, paints, and the commodities pur- 
chased from the hardware stores by these substantial 
citizens in the small towns. 


Manufacturers who advertise are selfish. They do 
it to increase their business, and that is why hardware 
dealers and jobbers recognize the value of advertising 
which appears in the Christian Herald. 


HMA 
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{ the Advertising which is hel 
z=: en oe re Profi ts pins 


\cme White Lead 
American Seed Tape 
Berry Bros. Paint 
Bissell Carpet Sweeper 
Boss Stoves and Ovens 
Buckskin Tires 
Campbell’s Varnish Stain 
Champion Spark Plugs 
Congoleum Rugs 
Detroit Vapor Stoves 
Firestone Tires 
Florence Heaters 
Genco Safety Razors 
Gillette Safety Razors 
Jewel Stoves 
Johnson’s Carbon Remover 
Johnson’s Prepared Wax 
Keystone Varnish Co. 
King Air Rifles 
Klaxon Horns 
Knox Gelatine 
; Lucas Paints 
| ALAND 0 GDA {2 pie * or EE ? ual P* 1 Ge, Luxeberry White Enamel 
Nyse Sew oe ,. Oe National Lead 

O-Cedar Mops 
Perfection Oil Heaters 
Sharples Separators 
Sherwin-Williams Paints 
Smith Motor Wheel 
Sparton Horns 
Three-in-One Oil 
Tire-Doh 
U. S. Tires 
Vacuum Cup Tires 
Veedol Motor Oil 
Waterman Fountain Pens 


THE CHRISTIAN HERALD 


Whose readers help to make hardware business 
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New and Greater Profits 
For You 


Seldom before had such a fertile and unlimited source of profit 
been made available to hardware dealers—to you—as the sale of 
Warner-Lenz opens up. 


Every single owner of a car in your community is a prospect. Over 
300,000 pairs of Warner-Lenz have already been sold through our 
dealer organization to individual car owners. 


And fourteen of the greatest automobile engineers have staked 
their reputations on Warner-Lenz—have made them standard equip- 
ment on such cars as those indicated by the names on the left. 


What better proof of the wonderful success of Warner-Lenz in 
eliminating the dangerous glare and the weak dimmer—what stronger 
arguments could be advanced concerning the profits being made by 


Six dealers who are handling Warner-Lenz than the SALES—unqualified and 





tangible approval—to both manufacturers and individual automobile 
TWELVE 


OHIO 


eLcecteic 


Pte 


Chite 


WOOBLE 


STEAM CAR 


DANIELS 
EIGHT 


owners. 


IN ITS INFANCY 


Regardless of the present suc- 
cess of Warner-Lenz, the business 
is only in its infancy. Its present 
magnitude is the result of only a 
little less than a year's work— 
strenuous work, it is true—but 
this is all the more definite assur- 
ance of a remarkably successful 


future. 


Motorists all over the country 
have read and are reading of 
Warner-Lenz. And every month 
during the Spring and Summer we 
have planned big page advertise- 
ments in Collier's and The Satur- 
day Evening Post. 


Many more people would buy 
Warner-Lenz if they knew where 
to purchase them locally. Hun- 
dreds come direct to us—others 
write for the names of local 
dealers. 


EASY TO HANDLE 
It only takes a couple of min- 
utes to place Warner-Lenz in the 
lamps and there is no future serv- 
ice necessary. 


And every sale you make 
creates a booster. This will natu- 
rally bring many additional peo- 
ple into your store who would not 
ordinarily have come. New cus- 
tomers mean increased business. 


GOOD DEALERS WANTED 

We want good dealers in every 
city in the country who will help 
in the distribution of Warner- 
Lenz. 

Remember, we are doing more 
than our share to help dealers sell 
Warner-Lenz. We hope to do 
even more in the future. 

Write today and let us tell you 
what a great success some of our 
dealers are making. Full particu- 
lars will be sent by mail. 


CHICAGO 
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DAYTON 


PNEUMATIC 


“The Tire with a Pedigree’ 


Cg ag 


“agee tad 


ve 





Sell One—Y ou'll Soon Sell Four 


We have a real, big, money-making Permanently protected territory. 
offer to make to a limited number Liberal discounts. 

of the right kind of tire dealers. 
jobbers and distributors. dealers than we can serve promptly— 


And we will not contract with more 


A tire that sells on quality and repeats personally—carefully. 

on performance. An advertising plan 

that gives Dayton Dealers dominance in If you are the right dealer for a big tire 
their fields. proposition write or wire for the details. 


The Dayton Rubber Mfg. Co. 


Chicago Dayton, Ohio New York 
2011 Michigan Avenue 1764 Broadway 











THE DAYTON RUBBER MFG CO 
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This Carload o 


WONDER MIST 


| Going to 
SuppLee Bippe Hpw.© Puita.Pa. 


—- —. wy ee ce Poe 7 = ; ~ -- S om " 


From a $250 to a $6,300 Order | 


When Supplee Biddle Hardware Company placed their first order for | 
Wonder-Mist it was a small one—$250.00—but they bought because | 
the Wonder-Mist idea looked good to them. That was 12 months | 
ago. Today they know how the Wonder-Mist idea has taken hold | 
| of consumer and dealer. That is why they now order by the carload. 





The Originsd Gecaper Pali 


does what no other product does. It cleans and polishes the automobile and does it in | 
one operation without danger of scratching. You spray it on right over mud, dirt and | 
grease, then wipe dry with cheese-cloth. 


Puts an End to Soap and Water Washing | 


It penetrates and loosens all accumulation, acting as a lubricant between dirt and finish. f 
It feeds and protects the finish and maintains the luster. That's why it is good for furni- 
ture and fine floors. Because Wonder-Mist does all these things it is 


A Money Maker for Dealers 


It sells, repeats, carries a big profit and is advertised. If you haven't stocked Wonder- 
Mist, you ought to do it today. All good jobbers in automobile accessory and hardware 
fields sell and endorse Wonder-Mist. ! 


PUOhge] WONDER-MIST COMPANY 


wh ‘ BOSTON, MASS. 





=~ 261 Franklin Street 
NEW YORK, N. Y. 
1789 Broadway 


CHICAGO, ILL. 
140 N. Dearborn St. 
You Spray It On Then Wipe It Off—That’s All! 
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FEDERAL 


Business men know the value of a proven name. 
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They choose with 


confidence the article whose demonstrated worth can be identified by 


the name upon it. 


“emblem of efficiency.” 


ERAL Motor Trucks as certain a service as 


—something more than a “motor truck.” 


—‘Multigraph’”—associate with their respective products. 


When you buy FEDERALS, you buy something more than “specifications” 


That’s why the very name FEDERAL is a distinct asset to you—a real 


Unvarying past performance associates with FED 


“sé 


Burroughs’—‘“Addressograph” 


You buy what FEDERALS ‘can do 


for you as demonstrated by what FEDERALS have done for others. You 






E. L. Corfee, of Youngstown, Ohio, submits 
unusually convincing performance data on _ his 
Federal truck for the month of November. 

During the 25 working days of the month he made 
525 trips, carried loads totaling 118 tons, traveled 
880 miles, at an average daily cost of 17 cents per 
mile or 30 cents per delivery. 

Federalized delivery is reducing “haulage over- 





figure in known quantities when you figure on the FEDERAL. 


(S25 Trips—880 Miles—Cost 17c per Mile—30c per Delivery — 


FEDERAL MOTOR TRUCK CO., 40 Leavitt St., Detroit, Mich. 


head” in the hardware business in scores of in 
stances. Let our traffic experts tell you—specifi- 
cally—where and how these savings are being made, 
and submit data on your truck requirements. 


Also ask for “Federal Traffic News”—a 
monthly magazine of Haulage Facts. 
Sent regularly on request 
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 Siandad Safely Fi lep laie 


The Stanwood Safety Step Plate for Auto- 
mobile Running Boards absolutely 
destroys'the danger of slipping when 


alighting. 


It adds to the comfort of 


winter driving by keeping the driver's 
feet clean froi ice, slush, snow or 


A Summer 


Nicety 


Our dealers’ proposition 
is of interest to every 
wide - awake hardware 
man. 


436 Plymouth Court 


Chanslor & Lyon Co 
National Electric Supply Co 
Canadian-Fairbanks Morse (o 
Elyea-Austell Co. . 
Orr Iron Co 
The Gibson Co 

' Hearsey Co 
Keiser, Van Leer Co 
C. H. Foster Accessories Co 
Beckley-Ralston Co 
Central Electric Co 
Chicago Rubber Co 
Automobile Supply Co 
E. D. Kimball & Co 
Service Motor Supply Co 
Matador Tire & Vulcanizing Co 
Mutual Motor Stores Co 
E.. B. Collins 
Morehouse & Wells Co 
Cedar Rapids Pump Co 
Wm. Warnock Co 
Blish, Mize & Silliman Co 
Lee Hardware Co 
C. A. Hagberg Rubber Co 
Auto Supply & Tire Co 
Louisville Auto Supply Co 
Harbison & Gathright 
Shuler Ru over & Supply ¢ 
Automobile Equipment Co 
Automobile Supply Co 

A. Bowman Co 

Minneapolis Iron Store Co 
Motor Car Equipment Co 
Nicols, Dean & Gregg 
The Equipment Co 
Motor & yee Supply Co 
Kansas City Auto Supply Co 
Fred Campbell Auto Suoply Co 
Geller, Ward & Hasner Hardware Co. 
i: B. Sickles Saddlery Co 

immons Hardware Co 
Nebraska-Buick Auto Co 
Western Automobile Supply Co 
Thompson-Reilly 
Albany Hardware & Iron Co 
Alling Rubber Co 

. Tavlor Co 
James G. Barclay, Inc. ...... 
owe Motor Sunnly Co 
Weaver-Ebling Auto Co 
The Auto Suvply Co 
Motor Car Esuinment Co 
B. 5. Photne’ & Con Ue. 2 cccccccccccscscceces 


Lincoln, 


debris, thus aiding clutch and foot-control 


GA 


manipulation. 


serrated metal 


plate, rust-proof and containing re- 
placeable rubber segments, makes 
an effective foot-hold and foot- 


cleaner. 


Our prices and your 


profits are fair. 


Con- 


sult your jobber at 


once. 


Accelerator Heel Piate 


Stanwood Equipment Company 


WHOLESALE DISTRIBUTORS 


San Francisco, Cal 
Washington, D. ¢ 


Montreal, Quebec,Can. 


Atlanta, Ga. 
Evansville, Ind. 
Indianapolis, Ind. 


Bloomington, Ill. 
Chicago, Ill. 


Danville, “ 
Decatur, 

Cedar Rapids, lowa 
Sioux City, 
Atchison, Kansas 
Salina, 
Wichita, 
Louisville, Ky. 
New Orleans, La. 


Detroit, Mich. 


“ 


Minneapolis, Minn. 
St. Paul, 


Kansas City, 


Mo. 


St. I ouls, 


Neb. 
Omaha, “* 
Newark, N. J. 
Albany, N. Y. 
Buf -lo, 


New York ° 


Martin-Evans Co. 
John Van benschoten.... 
Severia Lire & Supply Co 
{ive J. Bantlin Co 
. J. Cooper Rubber Co 
Ohio Rubber Co 
M. & M. Co 
Mutual Motor Stores Co 
Fen Far Co.. 
es & Parker Co 
oledo Tire & Supply Co 
Geo. W. Nock Co 
Supplee-Biddle Hardware Co 
Simmons Hardware Co 
Pittsburgh Auto Equipment Co 
— h Woodwell Co 
right & Co 
Southern Auto Supply Co 
C. M. McClung & Co 
Ozburn Automobile Supply Co 
Gray & Dudley Hardware Co 
Ferris-Dunlap Auto Supply Co 
Electric Appliance Co 
oseph eyer C 
.. Frank Saddler 
Svencer Carroll Co 
Ben}. Crump Co 
A. J. Wilkinson & Co 
Burditt & Williams 
Iver Johnson Sporting Goods Co 
Ranno Spiers 
Post & Lester Co 
United States a Co. of N. E 
Linscott Suvvly 
Standard Tire & Ru! »ber Co 
Iver Johnson Soorting Goods Co 
Robinson Hardware Eo 
uncan & Goo lell Co 
Post & Lester Co. 
Tarbell & Watters Co 
Post & ter Co. 
Provi lence Auto Equipment Co 
Belcher & Loomis Co 
Waite Auto Sunnly Co 
Post & Lester Co 
Post & Lester Co 
Henry Horton 
C. S. Versick Co 
Post & Lester Co 
The I yon & <iguenane Ce.i: 
‘ost & Lester reat 
Alling Pubber Co 
Al.ing Rubber Co 


Chicago, Illinois 


Brooklyn, N.Y. 


..Poughkeepsie, N. Y. 


Oklahoma City, Okia 
Cincinnati, Ohio 


Cleveland, 


Columbus, 


oledo, $ 
Philadelphia, Pa. 


“ 


Pittsburgh, 


Reading, 
Chattanooga, Teno. 
Knoxville, 
Memphis, 
Nashville, 
allas, Texas 
Houston, 
San Antonio, “ 


Waco, 
.Richmond, Va. 


ton, Mass. 


“ 


“ 
Fitchburg, “ 
awrence, 
Worcester, “ 

“ “ 


Springfield,“ 


Providence, R. J 


Hartford, Conn. 
ew Haven, 
Bridgeport, 
Waterbury, 
Norwich 


New Britain, 


YMMGUUGUGGAA MLO UI 
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On Tuesday, Oct. 17, 1916 


At Atlantic City, N.J., Leaders of Hardware 
thought—in convention—devoted an entire 


Converse 


day to consideration of Tire and Accessory 
distribution thru the Hardware merchant. 


The Tire discussion was of vital importance 
— it crystallized the opinions of the trade 
formulated in fact a definite demand to be 
met by the Tire manufacturer. 


These were deemed 


Prime Essentials: 
1. Profits commensurate with actual cost 
of doing business. 


2. Exclusive Control. Power conceded the 
dealer to dominate competition on 
a, the product in his own district. 
Atitantic City N.J 
3. Dependability of the Product. Tire 
performance must enhance, not jeop- 
ardize, established quality prestige. 


4. Intelligent and intensive sales co-oper- 
ation. 


Frankly Desiring 


Your Business 


Serious consideration has been given by us 

° to these entirely resonable demands. Care- 

6,000 Miles Warrant ful investigation in the past months has led 
to revisions in our selling policy —- some 

quite radical. Wholesome results secured 

thus early prove these changes to be bene- 


“A Masterpiece of Mileage” ficial. 





Let Us Outline to You in 
Detail Just How 
Stauffer, Eshleman & Co., Lid., New Orleans, La. 


Stratton-Warren Hardware Co., Memphis, Tenn. Converse Ti res 


F. P. May Hardware Co., Washington, D.C. 


C. M. McClung & Co., Knoxville, Tenn. ere Ton 99 
Square-Up 
Nash Hardware Co., Fort Worth, Tex. Squa I 


William Stockho™, Louisville, Ky. With the Requirements of the 
HARDWARE 
MERCHANT 


Exclusive Distributors : 











Made by CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
142 Duane Street, New York City —— Service Branches —— 618 Jackson Boulevard., Chicago 
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“Those Are The 
Chains For Me 


—That’s the kind Jones 
has, and I’ve seen ’em 
work.” 


Here is just one instance of 
the selling-power of this 
wonderful accessory. The 
clever Display Stand, 
FREE to Dealers, clinches 


the sales. 


EASY-ON CHAINS 


“On Or Off In a Moment 
—Grip Like a Mud-hook 
—Ride Like a Bare 


Tire.” 


DEALER COUPON 
Woodwerth Manefacturing Corp., 
Niagara Falls, N. Y. 
Gentlemen ; 
Please mail me liferature regarding Easy-On 
Chains, -together with a quotation of your quan 
tity prices. 


Name 





Sell a set of these practi al all-purpose chains 
and you have a satisfied customer. Wherever 
he goes he boosts Easy-Ons; and whenever 
Easy-Ons are seen hundreds of new sales 
open up. 


EASY-ONS are the ideal chains—not 
only for steady use on ‘‘skiddy”’ streets, but 
also for emergency use in mud-holes. They 
fit on after you get stuck. That's a big talk- 
ing point—no bother as with mud-caked and 
unwieldy circumference chains. 


These snap on in a jiffy—four to each 
rear wheel. Packed in a small bag eight 
to a set. 


Made in Three Sizes 


Size 344 fits 3” or 314” tires $3.00 a set 
Size 414 fits 4” or 416” tires 
Size 514 fits 5” or 514” tires 

Made for truck tires as well as pneu- 
matics. 


This profitable seller is backed by a big 
advertising campaign now running in the 
best magazines in the country. If you want 
to know more about it, fill out Dealer 
Coupon opposite and mail. 


Woodworth Manufacturing Corp. 


(Successors to Leather Tire Goods Co., Established 1905) 
Whirlpool Street Niagara Falls, N. Y. 
New York Distributors 


Canadian Factory 
Niagara Falls, Ont. a te lg 
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‘S- TWO-STAGE AIR COMPRESSOR ():S- 


HERE are many different air compressors 

manufactured, but one stands out boldly from 

the mass because refined and improved in 14 im- 

Con- portant details, making it beyond comparison 


si de r with a | | 
The time was, when it was commonly said 
the 14 “an air compressor is an air compressor,” but 
Advan- this opinion is now exploded, because the 
United States Two Stage Air Compressor 
tages. has been on the market sufficiently long 
of U. S. to demonstrate its superiority beyond 


question. H-34 De Luxe, the finest 


Two The design and safeguards incorpor- sii aan 


Stage ated in this machine are quickly rec- 

H Ou 4 ognized as highly practical and 
Air tfits valuable, particularly by those fa- 
and You miliar with common practice in air 
Will Buy compressor design and the difficul- 


ties resulting therefrom. 
No Other One of the 14 improvements 


is the Intermediate Starting 
Tank which permits com- 
Jobbers, Att-ntion! pressor to start against no 
We are desirous of hearing from 
lobbers in a position to push this 
a ane” on ao a iF A Portable Two Stage Outfit 








The Single Stage 
Outfits 


ressure, thereby eliminat- 
P . y To meet the demand for smaller out 


ing the cause of burned out hts, of lower pressure than our Two 
Stage Air Compressors,-we have de 


motors. Another and vitally veloped a line of single stage air 
. ° compressors. 
important one is the two stage ese outfits do not contain all 
p : the features of our Two Stage Air 
feature, which permits the com- Compressors, but conform to the 
P ° P ° igh standard o ity Or m 
pressor to maintain higher effi- terial and workmanship adhered 
. ° ° o in nit tat 
ciency with less mechanical effort we recommend them as the 
: ‘ . t t tage 
Gott contained hy fo Stage and contributes to the quietness ‘bressors on the market Acie. 
sd . rT 
pressor Outfit and long life of the outfit. ‘complete line. er 
. weoe oe 
But every garage man will want 2a eee ap Seieeeniees Os 
to obtain the complete facts about ps eeetaaes @. ; 
° ° F P lease d 
this superior outfit. Our new litera- literature as mentioned in 
Hardware Age. 


Below, Singie 1 ; . . b. 

Beaah. tess ture explains them in the most com 3 - z 
lod 

< 


Inflation, Port- 3 2 
ae oot = and understandable manner. Send 2 
or it. 


See Our Exhibits at Auto 
Shows 
Chicago Colissum—Jan. 27—Feb. 3 
Boston— Mechanics’ Bldg.—March 1-10 


GET THE FACTS 


Fill in and mail the attached coupon, provided 
for your convenience, and we will promptly mail 


$s); 4eqqor AW 


complete information. 


[j.§; THE untTED states ain compressor co |}-S- 


CARNEGIE AVE., CLEVELAND, OH10. 
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Are You Ready 
To Control the Sale 





T Ss 


in Your Territory? 


The successful tire merchant of to-morrow must absolutely control in his terri- 
tory the selling of the goods he offers and be in a position to make a profit 
consistent with his efforts. The margin of profit now received from the quantity 
tire manufacturer does not exceed the overhead expenses of a well conducted 
distributing agency and he finds himself simply swapping dollars with the manu- 
facturer. { More and more service is being demanded by the tire buyer and in 
order to extend this necessary service the dealer mug@ receive a larger margin 
of profit. 


During 1917 it is estimated that over $350,000,000 will be gi the purchase of tires for 
pleasure cars alone. It will be the golden opportunity fg eginning of a permanent 
business with continuous profit for tire dealers who sell tri re at the right price and 
with a substantial net organization has estab- 
lished a fixed policy § i entire output through 





proposition for o become asso- 
ciated with us i imi fort behind their 
orial protection. 


J styles) prom- 

| be produced 

by Akron’s i i am manufactur- 

ing brains by the most expert labé rn of years’ 
service in fme perfection of tire making. 


If you are ready to accept this exclusive agency for the 
newest Star in tiredom, write us immediately. We pledge 
you the most liberal proposition ever made to tire dealers; 
we pledge the men who buy, a better tire—a value received 
in full; and the most perfect tire that money, brains, 
material and workmanship can build. The various styles 
of tires and tubes will be complete and with 


5000 MILES GUARANTEED SERVICE. 


Quick action necessary to secure your territory. 


THE RUBBER CO. 


DEPT. 63 
T AKRON, OHIO 
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New Auto Accessory 


That Means Much To You! 


Here is a splendid opportunity for you, the hardware dealer 


of Liquid Veneer 


LOK cd friend 


to double and triple your business on this article through 


the remarkable new auto cleaner and polish, 


AUTO 


VOD NEAR 


It saves washing with all its trouble, delay 
and harm to the finish. It is simply sprayed 
on in a fine mist with the L-V Sprayer, over 
dust, mud, road tar and grease, and then 
polished with a clean Dust Cloth. Instantly 
the car is as bright and clean as new. 

Think what it means for a man—or a woman 
—to clean a dusty, dirty car in ten minutes for 
5 cents, instead of $1.50, the cost of washing. 
Think what it means for the car owner to have 
his car always bright and clean—to save the 
expensive cost of refinishing. 


Thousands of motorists are buying these 
Outfits at $1.25 each ($1.50 in Canada), con- 
sisting of a handsome s50c brass finished 
sprayer and a $1.00 quart bottle of Liquid 
Veneer. This Liquid Veneer Outfit will be the 
one big seller because of its reputation and 


long standing. Get in on this. 
coupon today. 


Send the 
There is a liberal profit that 


will surely interest you. 


A big advertising campaign is now under 


way which includes leading magazines, bill- 
boards and demonstrations. 


Buffalo Specialty Company 


Buffalo, N. Y., U.S. A. 


Bridgeburg, Ont., Canada 


| ete teed tt ee) 


Buffalo Specialty Co., 
Buffalo, N. Y. 


Please send me full particulars and prices on Auto Liquid 
Veneer, as per your ad in Hardware Age. 


Address ..... 


Business . 
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Tl] SR 
iwew Bae 
VULCANIZAER 

















FOR CASING B= 


TUBE REPAIRS 


1 gee Marvel Sr. is as big an 





improvement over the ordinary 


type of vulcanizer as a “twelve” is over a “‘one-cylinder.” 
It is new in size. It 1s the big brother of the Marvel Jr.; works 
on the same principle but has a wider range of usefulness. 





Instead of gasoline or alcohol the 
Marvel Sr. uses a chemicalized heat- 
ing unit that furnishes just the right 
amount of heat at just the right point 
for a perfect repair. 


Marvel Repair Gum is an abso- 
lutely mew and better product than 
ever before furnished for the purpose. 
It is of the consistency of putty and 
works just as easily in filling a repair. 





EVERY MARVEL SR. OUT- 
FIT FURNISHED COM- 
PLETE WITH SUPPLY OF 
MATERIAL FOR LARGE 
NUMBER OF REPAIRS. 














issued. 


More than half a million Marvel Jr. Vulcanizers have 
been sold by dealers located in every part of the coun- 
try. Small in size, it is the biggest profit maker in the 
accessory field. There will be just as big a demand 
for the Marvel Sr. Order from your jobber today. 
Write us for the big line-up of selling helps we have 


Tread-cuts, sand-blisters and such 
repairs can be made with the 
Marvel Sr. without deflating or remov- 
ing casing from wheel. 


Repairs can be made at any time 
or place for there is no flame to scorch 
the tube or tire and the harder the 
wind blows the faster the Marvel Sr. 
works. A repair made with this new 
vulcanizer is permanent. 


MARVEL JR VULCANIZER 
FOR TUBE REPAIRS ONLY. 
COMPLETE WITH MA- 
TERIAL FOR HALF-DOZEN 
REPAIRS, $1.00. 














THE MARVEL ACCESSORIES MFG. CO. 


7251 St. Clair Avenue 


CLEVELAND, OHIO 
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° Rmncze is astrong sales argu- 
ment in the fact that in 
Thiefoil Ignition Locks you 
are selling your customers a 
thousand locks for the price of a 
single lock. 


And when, in addition to this, you show 
him that he dispenses once for all with 
the bother of carrying an Ignition key 
for his Ford—that in this lock lies abso- 
lute safety from theft—the sale is made. 








Hundreds of dealers in every section of the 


easiest selling accessory they have ever handled. 






For Ford 
Cars Only 
Price $3.50 
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IOOO LOCKS 


country rank Thiefoil Ignition Locks the 









THE CASKEY-DUPREE MFG. CO. 
MARIETTA, OHIO 


Thiefoil Ignition Locks are sold by all Jobbers 





HOUSAN DSfof Ford owners 

boost [their][merits—continu- 
ally send {new customers to “the 
dealer who handles them. 




















Every assistance is offered the dealer 
who handles Thiefoil Ignition Locks. 
Signs, circulars, window displays, and 
other proven business getters are fur- 
nished absolutely free. 



































If you haven’t already taken advantage of our 
offer—don’t delay longer. Someone is going to 
sell nearly every Ford owner in your territory— 


the opportunity is yours. Write us today. 










Easily 
Attached 
By Anyone 
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‘Hartford 


SHOCK ABSORBER 


artford 


BUMP ABSORBER 


— more than a Bumper 











ffarttord 


AUTO JACK 








will prove an unusually profitable line for 
you this season. 


OUR BIG DRIVE OF NATIONAL AD- 
VERTISING TO OVER 30 MILLION 
READERS 


is bound to stimulate the demand as never 
before. And last year our big factory was 
worked to capacity. 

We are ready for a tremendous business 
straight through 1917. 


You can and should get your share of it. 


The HARTFORD SHOCK ABSORBER. 
Pioneer shock absorber. Other devices 
have come and gone, but it is still first in 
demand and first in satisfactory perform- 
ance. Fits any make of car and is espe- 
cially effective with the present universally- 
used type of active, resilient automobile 
spring, which it controls perfectly. Attach- 
ment is simple—an attachment blueprint of 
any make, year and model of car being 
available. 

Never did this famous phrase possess 
greater force than now:— 


“Makes Every Road a Boulevard.” 
The HARTFORD BUMP ABSORBER 


\ has made an extraordinary impression. Not 


just a ‘‘bumper’’ but an absorber of bumps. 
Sturdily, substantially made of high-grade 
spring-steel, double-thick across its face, 
with powerful spring-steel double-loops at 
each end. Flexible, it gives when struck or 
striking—whatever the direction of the 
blow—not only protecting lamps, fenders 
and radiator, but absorbing the shock and 
saving all the car from strain. Vastly 
superior to the rigid type of “bumper.” 
Fast becoming 


“‘The National Guard for Motor Cars.”’ 
The HARTFORD AUTO JACK makes 


the strongest bid for a car owner's preference 
because it is the easiest-working auto jack. 
With a twist of his wrist he can lift his car, 
however heavy. Then, too, it looks the aris- 
tocrat—beautiful in lines, with a handsome 
black and gold finish. Has a tough mal- 
eable-i -iron case and solid steel working me- 
nism. Built for service. A jack that 
ll easily outlast the car it lifts. Deservedly 
hown as 


“The Best Jack Money Can Buy.” 


You can get literature on Hartford 
qguipment, and a dandy metal rack to hold 
Ask us. 


EDWARD V. HARTFORD, Inc. 


{Heretofore Known as Hartford Siieen atom Co. 


211 Morgan St., Jersey City, N. J. 


Biainews A the Marstond Shock Absorber, E. V. Hartford Elec- 
Brake, Hartford Auto Jack, Hartford Bump Absorber 


Branches: Now York, Boston, Chicago 


February 3, 


1917 
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sy Repair Parts 


cae okeyacVicM @hic-1ul-tele k @r- tat 


“A Tire Changed in 60 Seconds” 


IN I] DEMOUNTABLE 


We believe this the 


wesc feueye tuts me ~~ *One nut to unscrew— 


on the market to- 


a ewes.” that’s all you do’’ 


EW Ford Owners care to drive without some quick 
change tire device. Until recently the demountable rim 
was their only choice. Now at practically the same cost 
they can have the luxury of cars in the high price class 
and carry their tire on a spare wheel. Double protection, no 
soiled hands or clothes, no temper trying prying off of mud 
and rust encrusted rims, no delays when delays mean a marred 
trip, a lost appointment—these are a few of the advantages. 


Price Only $30.00 


Equipment_as shown at,left. Send for Booklet—‘‘The Minute,Wheel”’ 


Letts Manifold Heater 


Price $6.00 


Four Minute Wheel Hubs— 
to replace Ford Hubs 











FEATURES:— 


Now in two types for Ford and_Chevrolet 
cars—20 to 40 per_cent. more mileage 


Without a single exception two years of 
the most exacting tests proved excess 
mileage gains over the guarantee. As 
high as 35 miles to the gallon on a Ford 
car in an 800 mile trip was made, and 
three earned for one truck user price of 


Saves more than 
a fifth of gas. 
Prevents carbon. 
Stops boiling 
radiators in 
summer. 

Lessens spark 
plug trouble. 


Can be opened 
to clean an es- 
sential feature 
for the success 
of any manifeld 
heater. 


new truck ina year. Reorders coming in |} Put on in 30 
’ minutes. 


from every dealer featuring it. You || Dees not alter or 
” , interfere with 


should send for book, “Mileage,” Mr. || any part af en- 
Dealer, and particulars. 




















Dealer: H-S Accessories and H-S Repair Parts are sold througn H-S jobbers. 
Write for booklets on The Minute Demountable Wheel and H-S Letts Manifold 
Heater. 


Repair Parts—Ford—Overland 


Send for catalogue showing over 400 parts—the highest quality and perfect fit 
are guaranteed. Your customers will be glad to know you carry H-S parts. They 
are nationally advertised. Send to your nearest H-S jobber or write us for his 
name. 


= HILL-SMITH METAL GOODS COMPANY 


MANUFACTURERS OF MOTOR PARTS AND ACCESSORIES 
REPAIR PARTS FOR THE FORD AND OVERLAND CARS 
BOSTON, MASS 
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The Improve eolus 


+, 


TRADE 
Ds 


Head is a dense casting, with 
unusually liberal bearing surfaces 
for piston rods. 


t WLP 


Leakage at this important point 
is impossible. The leather pack- 
ing washer is easily oiled by un- 
screwing a milled brass cap. 





No danger of any air leaking 
out here. A stout clamp holds 
the hose firmly around the extra 
long heavily threaded hose con- 
nection. Similar connection on 
other end of hose. 


Barrels are seamless drawn brass 
tubing. Cannot leak, rust, cor- 
rode nor wear out the leather 
buckets. 


When you need a pump you 
want one that will be the fast- 
est and easiest working—no 
matter if your “time of need” 
is the day, month or year 
after you bought it. To satisfy 
that desire we have built the 
experience of millions of 
pumps into the Improved 
Aeolus, a pump guaranteed to 
last indefinitely when prop- 
erly used. 


] 
4 
g 
? 


SLLELLEPDAPPALL 


ee ee eee 


As the largest manufacturer 
in America of hand pumps 
the results of our experience 
are worth considering. 


Get an Improved Aeolus for 
your tool box today and be 
prepared for the emergency, 
no matter where or when it 
may happen. 


These specially tanned pump 
leathers, if oiled occasionally, 
will last indefinitely. 








Base is fine grain cast 
iron, into which the bar- \ 
rels are threaded. Yy 


Y) — 
Air passage be- Pes . 7 = a Se 


solid iron—not 
molded in. 


' 
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Manufactured by 


Bridgeport Brass Co., Bridgeport, Conn. 
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Mr. Hardware Merchant, do you want crowds lined up before 
your windows? Can you estimate the advertising value of 
such a machine operating in your windows ? 









































In addition, remember this machine is not an advertising device, 
but a Tire Repair outfit—a vulcanizing plant which produces a prod- 
uct upon which you make enormous profits. 


What a combination! A workman in your win- splendid book of instructions makes it all 
dow—a machine producing goods upon which you perfectly clear \ little practice on an 
make big money—crowds to watch him—advertis old casing or two will quickly educate you 

ing your hardware business as well as automobile Or come to our factory training school 


accessories! All you need is one of i 
Big Profits—The profits are truly un 


wo oD" if limited. Remember, we have been adver 

AY i tising for years—using as high as t2o 

— D. B. publications a month—the public knows 

VULCANIZING PLANTS —— 
wood machines 


Send for complete information today, and 
name of nedrest jobber. Get our literature 
—read it carefully. Don’t put it off—don’t 
delay. This is one of the best devices ever 
ffered for the purpose Fill out the 
coupon today 





A compact, simple, fast 
machine — designed es- 
pecially for just such a 
purpose—requiring | lit- 
tle space—easily goes 
into any window—and 
will, earn its cost any 
week, in profits, besides 
all the advertising. The Haywood Tire and 


Sold at an Unusual 








Price—It costs only Equipment Co. 
$45. One man and this 
machine will net more 1151 N. CAPITOL AVENUE 


than that every week 
Its operation is sim- 
plicity itself — without 
special training — our 


INDIANAPOLIS, INDIANA 
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plug that counts with a cus- 

tomer. Although beautifully 
finished, of remarkable workman- 
ship, carefully packed to pre- 
vent injury, if the business end 
failsk—your customer will buy of 
you no more but will look else- 
where. 


& the business end of a spark 


The electrodes in the business 
end of Viking spark plugs are 
about one-third heavier than those 
found in cheaper plugs—the cen- 
ter electrode is made of pure nickel 
—there is no chance of electrodes 
spreading, and they give many 
times the life and service of 
cheaper plugs. These arguments 
are of the utmost importance to 
your customer. 


| 


HN Mac 
BOSTON, 











rth 
| Lb pres 


| 


Better yet, and of most interest 
to you is the fact that the busi- 
ness end of Viking spark plugs 
in dollars and cents means quicker, 
easier sales and bigger proportion- 
ate profits. 


in| 
‘ 


What is business for you is busi- 
ness for us. We help ourselves 
most by helping you. Write to us 
or your jobbers for the details of 
how we do it. 


Sold only through legitimate 


ealers. 
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TRADE MARK REGISTERED 





Milristone 


1917 will be the greatest year for Red Head spark 
plugs—and a big profitable period for the jobbers who 
catalog and the dealers who feature the NEW Red 


Head Vilristone Plug. 
What is Vitristonie ? 


It's the artificial stone insulator that wil] supplant 
porcelain; it insures maximum service in the modern 
high-speed, high compression motors. Everyone knows 
that a porcelain cup may be cracked when the tea is 
poured in too hot, while a stoneware dish may be ex- 
posed directly to the fire of an oven without cracking. 


itris ome represents a great advanced step in 
perfecting the spark plug. 


Red Head Wifristone plugs will be liberally ad- 


vertised in the national mediums, including the prin- 
cipal farm papers. 


Prepare for the big demand. Write for prices and 
the Red Head Display Cabinet assortment proposition. 





LOHMANNIZED—RUST-PROOF 


The Lohmannizing process makes it possible to have 
the same bright nickel finish a year or more after the date 
of purchase, because a non-corrodible metal alloy is 
made to penetrate the pores of the metal—where rust 
starts on unprotected metals. 

Anyone who has used accessories with a nickel finish 
where excessive humidity exists, or near salt water, will 
appreciate the value of Lohmannizing. 

Lohmannizing 
will be the basis of 
a nation-wide ad- 
vertising cam- 
paign on the en- da 
larged line of Ever 
Good Bumpers. 

You make more 
profit on  Ever- f 
Good Bumpers— 
and you keep all 


you make. Double-Spring 


Bumper 











Big Boy Plug—$1.25 


Emil Grossman M’f’g Corp’n, Bush Terminal, B’l’d’g 20 
Brooklyn (New York City) U. S. A. 
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NDIANA LAMPS 


Popular Lamps with Certain 
Profits for Every Hardware Dealer 














HE Spotlight today is essential—in fact, 1917 will 
see it a necessity, and no doubt the next year will 


find it standard equipment on practically all auto- 
mobiles. 


The sales field is a large one. Every dealer is inter- 
ested, and there is an individuality about the Indiana 
Spotlight with its self-contained switch (just turn the 
handle to the right or left) that makes it doubly important 
in the Spotlight market. 


This switch proposition for spotlight use, you know, 
has been quite a problem to all producers of lamps, and 
for the first time in the history of spotlights a truly simple 
and satisfactory switch arrangement has been produced. 
We were forced to create it. 


As a measure of extra value a convex diminishing 
mirror is placed in the handle so that you can see rear- 
ward in the daytime. Thereby the lamp gives both day 
and night service. 


A long attaching cord is furnished, and the attach- 
ment bracket will fit practically every model windshield— 
which is a matter of great importance and convenience. 


There are other Indiana Lamps which meet different 
needs. In fact, the Indiana line on the whole has been 
designed and planned to fulfill all conditions and to be 
sufficient in itself for the up-to-date jobber. 

















Indiana Lamp Co. 


Connersville, Ind. 
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BETHLEHEM 


Five Point Spark Plug 


HE one topic of interest 

to the spark plug world. 

The Bethlehem 5-point plug 
sets a new standard of qual- 
ity in spark plug construction 
—and a new pace in spark 
plug advertising and dealer 


co-operation. 





Write for new dealer proposition 


Guaranteed for the 
Life of Your Car 


THE SILVEX COMPANY 


BETHLEHEM PRODUCTS 


SOUTH BETHLEHEM, PA. 
E. H. SCHWAB, President 
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Stock L-A Spark Plugs and 


Sell Every Possible Prospect at a Profit 


TULLE 


| = 


No matter what size or style Spark Plug your 
customer demands, you can say, “Yes, sir, we have 
it,” and pocket the profit every time, if you carry a 
complete line of L-A Spark Plugs. 

With the L-A line you have a suitable Spark Plug for every 
type of gasoline engine made. 


L-A Spark Plugs give continuous good service day in and day 
out the year round. You gain the good will of a satisfied 
customer with every L-A sale. 


Get this Counter Case Free 


Dealers every- L-A Spark Plugs 


where are finding 
that they double 
their sales and 
double their prof- 
its by displaying 
the L-A line in 
this attractive 
counter case. 


It is finished in 
full mahogany and 
the finely litho- 
graphed display 
board sets off the 
8 best sellers to 
added advantage. 


This counter case 
is also provided 
with a compart- 
ment containing 
a carefully se- 
lected stock of 


in all styles and 
sizes. 


This feature en- 
ables you to serve 
your customers 
easily and quick- 
ly without loss of 
time or patience. 


The L-A counter 
case comes abso- 
lutely free to 
dealers ordering 
an initial shipment 
of 100 assorted 
plugs. 

Get in touch with 
your nearest 
hardware or auto 
supply jobber or 
write us direct. 


LOCKWOOD-ASH COMPANY 


1453 Horton Avenue 
Jackson, Mich. 
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The Complete Line _AW_A4 
of » 
Special Radiators 


for 


FORD 


wv & 


FORD CAR, BULLDOG EQUIPPED 


The Livingston “Bulldog” 


Combination Radiator and Streamline Hood 
for 1915, 1916 and 1917 cowl dash Ford 
Cars, gives unequalled service, and beauty of 
design, usually obtained only in cars of much 
higher price. Genuine Livingston Honey- 
comb radiating section, most efficient; be- 
cause of all direct radiation. Pressed steel 
shell, which insures great strength and 
rigidity. Snub nose model. True stream- 
Black Enamel Finish $45.00 — line from dash to tip of radiator. 

With Nickel Plated Radiatot 50,00 To fit the new model 1917 


Ford car, special water con, $ 00 
nections are required. The 
“Bulldog” is so equipped. — 


The ALWAYS STATE THE ste 
Pointed YEAR OF THE CAR 

’ WHEN ORDERING. NEW ‘YORK 
Front 


Pointed and Straight Front Radiators 


Furnished for all Ford cars, up to and including 1916, 

; to be used in connection with the standard hood as 
Polished Brass ... $40.00 furnished by the Ford Company. Have regular Liv- 
ingston radiating section, with its exclusive features of 


= German Silver... 45.00 service and improved appearance. 
: Hardware Dealers! 


The “‘Bulldog”’ 


The In the sale of this live member of your auto accessory 

Straight department there is a real profit, a sizable profit, and 

alg every time you sell one it means another sale. Let us 

F t forward you our dealers’ proposition, discounts, ete. 
ron hoe sate : 
Won't you write now: 


Polished Brass . . . $35.00 Livingston Radiator & Mfg.Co. 


Ww 304 West 75th Street, New York City 
German Silver ee ae 40.00 ALL MAKES OF RADIATORS BUILT, and REPAIRED 


ie 
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Distinctive 


PLUG 


ASTER 


CALORITE SPARK PLUGS 


Distinctive— Because— 


—Adopted for the entire requirements of the U. S. Post Office 


Master Calotite Spark Pig. Department— 


Regular Length, $1.00 each 


—Improved in design—yet retaining every quality characteristic 
which has made them nationally famous and popular— 
—The Master Calorite Insulator is ultra sturdy. 
Master Calorite Spark Plugs will endure not only the severest 
requirements of legitimate service— 
But also anticipate the possibility of mechanical carelessness- 

And Because 
our plans for 1917 are designed to assist jobbers and dealers to 
the utmost. You can take pride in unreservedly recommending 
Master Calorite Spark Plugs to your customers as we do 
to you. 

Because 

Every user is protected thus— 
“We guarantee Master Calorite Spark Plugs against all defects 
of material or workmanship and will replace free of charge any 
Calorite Insulators broken by heat which are returned to us 
transportation prepaid.” 
The Master line provides a plug for every style and type of engine 
—six styles—Half Inch Regular—7%" Regular — Metric 
74," Long—Half Inch Long—Model “F” for Fords and Reos. 


The New Master Calorite Spark Plug Display Stand is ready. 
It is a silent salesman—placed in the window or on the show case. 


It will pay you to handle Master Calorites this year. The 
already heavy demand is rapidly increasing. Do you want your 
share? Write us now for full particulars, prices and our 
proposition to jobbers and dealers. 


MASTER CALORITE SPARK PLUGS 
Made in U. S. A. 


Manufactured and Guaranteed by 


HARTFORD MACHINE SCREW COMPANY 


488 CAPITOL AVENUE, HARTFORD, CONN. 
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Pays 25% and better 
To Dealers and Jobbers 


The demand is unlimited for 


TWIN-RIMS and 
TWIN-SAFETY CHECKS 


QUICK SERVICE FOR FORD AND CHEVROLET CARS 





Ford owners in your vicinity are going to buy 
these devices. Why don’t you get this trade? 
There are good profits, easy sales and no ser- 
vice required. Buyers understand on sight. 


Twin-Rim is a quick service rim that sells for 

$6.00. In case of tire trouble on either front or 

rear wheels, the Twin-Rim with inflated tire is 

clamped to the rim having the damaged tire in 

less than three minutes. Only one rim is required. 

A 30 x 3} tire is carried on the Twin-Rim inflated 

- and ready for any tire trouble. It fits either front 

i , or rear wheels. Twin-Rims on rear wheels give 
THIS IS HOW TO APPLY IT perfect dual tread and traction. 





Stiffen Your Wishbone 


TWIN-SAFETY CHECK—Any Ford car owner realizes 
the danger of driving his car over rutty or sandy roads. The 
Twin-Safety Check absolutely overcomes the mechanical 
deficiency of the steering mechanism of your car. It pre- 
vents all wobbling and side-sway. It makes your car 
steer as easily and steadily as a high priced 

$3.00 





THE TWIN-CHECK 


IF YOUR JOBBER DOES NOT CARRY 
THEM WRITE US DIRECT 


TWIN-RIM COMPANY, Inc., Mfrs., 
EVERETT STA. BOSTON, MASS. 
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DOLLARS FOR 
DEALERS 


Quick sales, substantial 
profits and the satisfaction 
of knowing that the goods 
are RIGHT. ‘Finds the Leak 


That’s what you get when and Fixes It’’ 
you handle 


“Chemically Correct” 
Automobile Accessories 


They are popular with 
motorists because they of- 
fer them short cuts in up- 
keep and save time and 
money. 


The line is uniformly [> P 
a¥ 74 good and well worthy of 
your study. 


A word will bring you the 
latest “Chemically Correct” 
catalog and put you in touch 
with jobbers in your terri- 
tory that can supply you. 


THE NORTHWESTERN CHEMICAL CO. 





HARDWARE AGE 





ho og g . “ 7 - %& s 
Fi WILTTTG Si / i@, 
af 
; 


fT O'E AX 


Garco 


—for both prove their worth through their ability to resist 
wear in the grind of steady service. But shoes may wear out 
without actual danger. Quality in Brake Lining 1s absolutely 
vital. 


GARCO is built to back your good For Safety’s sake, recommend 
workmanship. It isa firm foundation GARCO for every brake lining re- 
on which hundreds of dealers are : , 
buildinga reputation for quality work newal. W hen your customer leaves 
‘rd oresd nna of “ — _ the choice of brake lining up to you, 
is solidly woven. It holds ; : ; 
with the grip of a giant till the last 4S¢ GARCO. Clinch his future busi- 
shred is entirely gone. ness along this line for all time. 


GARCO is sold by all Jobbers. Write yours today for our 
fair-deal proposition. The GARCO Line of Asbestos 
Auto Specialties is complete. Investigate GARCO Trans- 
mission Band Lining for Ford Cars. 


General Asbestos & Rubber Company 
anp Factories: CHARLESTON, S. C. 


BRANCHES: 58 Warren St., New York; 311 Water St., Pittsburgh, Pa.; 530 Golden Gate Ave., San Francisco, Cal. 
106 West Lake St., Chicago 


~ ~~ — ~ 


SSGARCO 
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Diamond lires 


HARDWARE 


Diamond Tires 


All over the United States you will see these two 


signs together—Hardware—Diamond Tires. 


We could give you the names of hundreds of 
large first-class Hardware stores that would 
no more try to do business without Diamond 


Tires than without screw drivers. 


4 
Diamond Tires have proved themselves in the 


Hardware trade. 


Diamond advertising constantly sends new cus- 


tomers into Hardware stores. 


The 1917 campaign of Diamond advertising will 
advertise you and your business in your 
community just as much as it advertises the 


tire. 


Ask your jobber for the 1917 Diamond advertis- 


ing campaign book or write direct to 


DIAMOND TIRES 
Factories AKRON, OHIO 


Distributors Everywhere 





Kwiklite 


DESIGNED wirsSKILL 
BUILT sy EXPERTS 


Kwiklites are mechanically perfect 
and intensely practical. The Metal 
Tubulars telescope near the center 
with an easily engaged threaded 
joint, making renewal of batteries a 
simple matter. A separate screw 
end ring allows-for quickly replac- 
ing lamp or broken lens. The 
pocket types also have telescoping 
joint—not a hinge or clasp on the 
entire case. A variety of finishes 
not heretofore obtainable provide 
for a more attractive display, and 
a larger sale. 


james” 
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é 
i 
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Kwiklite is not made to sell on a price 
basis, nor to compete where price is 
the first consideration. Design, fin- 
ish, and efficiency of cases, batteries, 
and lamps; making for long, satisfac- 
tory service, are the features on which 
we base our claim for your business. 


At Madison Square Garden’ Exhibition 
February 6th to 9th. Space No. 211 


The USONA MANUFACTURING CO. inc. 


313 So. St. Clair Street One Hudson Street Wells Fargo Bldg. 
TOLEDO NEW YORK SAN FRANCISCO 
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“Unconditional Satisfaction” 





Any buyer of a Rayfield 
Carburetor has thirty days 


of service to decide whether 
he wants to keep it or get 
his money back. 








There’s never a risk in buying 








Every Rayfield Carburetor is guaranteed 
to render “unconditional satisfaction” to its 
user. Dealers are authorized to sell it 
under our guarantee, and to return pur- 
chase price without argument within 
thirty days from date of purchase 


Findeisen & Kropf Mfg. Co. 


2143 Rockwell Street Meet us at the 
B CHES: Ch ica go New York Automobile Show 
Spaces C-89 and 90 
1902 Broadway, New York , Chicago Show 
1140 Michigan Ave., Chicago : lin» - Space 36 (Gallery) 
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Champion X 
Special 44 Inch 
Price 75c 


Standard 
equipment on Ford 
Cars 


Champion O 
Special 44 Inch 
Price $1.00 


Standard 
equipment on 


Champion 
Conical 
‘4 in. 14-18, Metric 
Price $1.00 
Standard 


equipment on 
Studebaker Cars 


Toledo 


Dependable Spark Plugs 


There is a Champion Dependable Spark Plug 
specially designed, specially built, specially tested—for 
every type of motor. 

And that Champions meet the requirements of 
these various motors better than any other plug is 
evidenced by the fact that 


4 out of 5 


of all the motors built in 

this country and Canada 

are factory equipped with 
Champions. 


Stock the complete Champion line and profit by 
pr tremendous demand for these dependable spark 
plugs. 

The exceptional quality of Champions, backed by 
our huge national advertising campaign is sufficient 
assurance that they will ‘‘move.” 

And each plug is rigidly guaranteed. 


The Champion Guarantee 


Complete satisfaction to user, or free 
replacement, repair or your money back. 


A few of our biggest sellers are illustrated. 


Champion Spark Plug Company 
1520 Upton Avenue Toledo, Ohio 


Champion Heavy Duty 
\% in. %-18, Metric 
Price $1.00 
Standard equipment on Briscoe, 
Abbot, Jackson, King, Scripps- 
Booth, Stearns-Knight, Velie, 
Winton Cars 


= hampion 


Champion 
Regular 
14 in. \-18, 
Price $1.00 
Standard 
equipment on 
Maxwell cars 


€hampion Buick 
%-18 Long 
Price $1.00 

Specially Built for 
Buick Cars 


Champion Two- 
Piece Heavy 
tone 
14 in. %-18, 
Price $1.25 
Specially Built for 
High Powered Cars 
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Two Jacks 


in One 
Adjustable Foot Lift 


Badger Jack 


Here is a special member the Badger Jack family. He’s made out of 
the same good stock as his brothers. But he does all they do and more. 
For he’s specially endowed. He’s the jack-of-all-work. 


Adjustable Foot Lift Badger often saves you from carrying two jacks in the tool 
box. Many cars have a different height on front and rear axle. Brother Badger Adjust- 
able can be made any height you want him in a jiffy. You don’t have to remove any 
bolts or nuts. Slide the foot-lift up or down on the rack wherever you want it. 


And there’s another special feature about this fellow. Folks buy him for first aid 
when the going is rough. He’s touring insurance. When a car gets off the road, a 
jack with only one height is often useless. This special foot-lift insures quick application 
to any axle height, and this fellow will raise you out of a ditch without effort. 


When you’re mired—just note in the picture how he’ll work. You don’t have to run 
for shovel or ateam of horses. He’ll get under 
an axle that’s only four inches from the ground. 


Badger Jack Adjustable has the same iron 
constitution as his brothers. Always looking 
for a goodhard lift. His ratchet teeth, tough 
as a bulldog’s, never slip. He has an extra 
large flat base, for special work on muddy 
roads. No chance for him to topple over or 
sink in the mud. The adjustable foot is heavy 
ribbed and will carry nearly the same weight 
as the top of the jack. 


If the Badger Jack Adjustable doesn’t in- 
terest you, one of his brothers will. For there 
are eight ofthem. Allsizes andpurposes. And 
they’re all putting junk jacks out of business. 
For junk jacks are the cause of three-fourths of tire changing trouble. We've written a 
book about this unusual family. We want to send it to you. It's called ““The Story 
of a Jack.’’ If you’re interested in motor cars, you ought to have it. Write for it. 





Walker Manufacturing Company 


418 Wisconsin Street, Racine, Wis. 
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A doubly 
protective guarantee 


The service must be 5000 
miles or more—never less. 
The actual mileage is greater 
than the guarantee. The 
General distributors and 
dealers as well as users are 


protected by our liberal guar- 
antee. 
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What no tiremaker 
has ever done before 


We've established throughout the United States, in a year's 
time, a tire success from every standpoint of performance, 
popularity and sales—established it with distributor, dealer and 


user. 


And we've done what no tire- 
maker has ever done before, be- 
cause we did in the first place 
what no tire-maker fad ever done 
before. 


When we started, we knew what 
tire users wanted and needed— 
we knew how to make that kind 
of tire and we had the will to 
make it. 


We had no old methods of our 
own to cling to through senti- 
ment, stubbornness or economy. 
We had no old machinery or 
equipment that we had to get 
along with. 


We had no past of our own to 
handicap us and we did have the 
pasts and presents of others to 
warn us of pitfalls in tire making. 


In Akron we built a factory 
equipped with the very last word 
in tire making and perfecting 
machinery. 


As you know, Akron is the cen- 
ter of the tire brains of the world. 
We located the best of the tire 
brains of Akron and the world 
and put them to work in carry- 


“GENER 


The General Tire stands out as the tire that stands up. 








ing out our ideals. 


When you put to work the knowl- 
edge of a need—the know-how 
to fulfill that need—the machin- 
ery, equipment and materials to 
produce the results demanded by 
the know-how—the brains to see 
that results are produced, and the 
will to make a good tire, you 
can't make anything but a good 
tire. 


There's the whole reason for the 
success of The General Tire— 
unvarying quality produced by 
building into it the best of Akron 
and the best of ourselves. 


Now—after reading this, you are 
expecting the General to be a 
high-priced tire. It is not—it is 
moderate — you'll be surprised. 
And as to cost in service—the 


General costs less per guaranteed 
mile. 


Openings in a few territories still 
left for high class distributors. 
Write or wire. 


The General Tire & Rubber Co. 
Akron, Ohio 
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3 out of 4 spring breaks 
are at the center 


TUTHILL 
TITANIC 


Lubricated 


Getting en Share SPRINGS 


of Spring Business? 


—Says Mr. No-Worry-Springs 
iii OL YE coe MeenaTaR 
How many autos in your 
neighborhood? Listen! A big 
percentage of them are break- 
ing springs every year. All of guaranteed forever 
them probably will break a 
spring some time. Where 
are car owners buying their 


springs for replacement ? against center 


They will buy them of you—if you 

handle Tuthill Titanic Springs. g 

They are used for more replace- 

ments than all other springs put rea a e 
together. Why? Because the g 
Owner never wants to replace a 


broken spring with one of the 
same kind, and TUTHILL 


~wret | TUTHILL SPRING COMPANY 


There’s a Tuthill distributor not m 
far from you. Most live jobbers 760 Polk Street, Chicago, Ill. 


handle Tuthill Titanic Springs. 
If yours does not, write us direct. 
Also ask us for new booklet and 


1917 price list, the most complete 
spring price list ever published. S e e i h a t A r Cc h 


Glad to mail it to you. Just ask. 


Get Your Share - sii } No Center Bolt 
of This Big Business ‘A i ais ret No Center Nib 


More Tuthill Springs are sold for replace- 


ments than all other makes put together. - No Center Breakage 
Get your share of this big business. —— 
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GOGGLES 
4 $1Z0 


Patent Applied For 


The outlet for goggles 
— the inlet for profits 


It’s easy to sell a necessary article that’s made 
right; and it’s twice as easy when the article is 
well displayed and nationally advertised. 


Here’s the method of selling goggles the year ‘round, as 
protection from dust, sun, glare, wind, cold, and flying 
particles. The Willson Case displays samples of your 
entire stock and offers ideal styles for motoring, all 
sports, and for general eye protection. 


This handsome mahogany-finish showcase is given with either one of two 
goggle assortments on which you double your money. Assortment No. |. 
with this case, $16.00; goods sell for $30.50. Assortment No. 2, with this 
case, $25.00; goods sell for $51.00. 

if you already have a Willson Case, 

see that display tray shows samples T. A. WILLSON & Co., Inc. 
of your entire line, and keep up your Factory and Main Offices: 

stock. Order Willson Case, or refill READING, PA. 

stock for any style, from your job- Pe en 


ber now to insure immediate deliv- Chicago Toronto 
ery. San Francisco London 
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There’s Selling Power 
In the Name of Corbin 


[i IS a name that carries with it the good will and confidence of consumers 
everywhere. For almost half a century Corbin products have been scattered 
broadcast over all parts of the country. They have done good work and people 


recognize it. 


Therefore the Corbin market is established on a solid founda- 


tion of accomplishment, which fact qualifies them as the logical products for 
dealers to carry. 


Here are two articles that have enjoyed a consistent and widespread demand 
from the day they were first placed on the market: 


The 
<Orsin- Brown 


SPEEDOMETER 


A thoroughly dependable and all around 
satisfactory instrument. One that has proved 
its value on thousands upon thousands of 
automobiles and motorcycles. Through ac- 
tual work it has made friends and its remark- 
able service record is creating customers for 
it every day. 


There is a special model for Ford cars which 
is filling a long felt demand. Prepare for 
the open roads by getting in touch with us 
at once. 


Write for literature, price lists 
and discounts. 


Duplex Coaster Brake 


This brake needs no introduction. It is the 
acknowledged standard coaster brake equip- 
ment of the bicycle field. 


The majority of brake equipped bicycles 
carry the Corbin-Duplex. Year after year it 
has maintained its leadership. To-day it is 
more popular than ever before. 

Our national advertising campaign has now 
started. Readers all over the country will 
be hearing about the Corbin-Duplex. And 
so will you. Send now for your 1917 stock. 


Write to-day for catalog, price 
list and discounts. 


Quotations furnished on: Jack, Safety and Ladder Chains, Wood Screws, Machine 
Screws, Furnace Chains, Stove Bolts and Rods, Escutcheon and Hinge Pins and Special 


Screws milled from the solid bar. 


Catalog on Request. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN. | 
BRANCHES : New York, Chicago, Philadelphia 
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The Harley-Davidson Bicycle Is Here 


It’s the bicycle that riders all over the country have waited for, know- 
ing that when it came it would be worthy of its name—the name 
that has become another word for high quality and expert work- 
manship in motorcycle circles. 


There is now a full line of Harley-Davidson bicycles, including seven 
models. They are all that the most particular man or woman, boy 
or girl could wish in design, workmanship, material and finish. 


Within 10 weeks of announcing the line 
we sold 5,079 Harley-Davidson Bicycles 


We have given each Harley-Davidson motorcycle dealer the first 
opportunity to obtain a Harley-Davidson bicycle contract for his 
town, and now we are ready to talk business with other dealers. 


Harley-Davidson bicycles will build a bigger business for a great 
number of dealers who want to sell the best line on the market. 


Some of you dealers may be handling other makes of motorcycles 
or bicycles. That need not prevent you from taking on the Harley- 
Davidson line, because this line is creating a market of its own. 


We invite correspondence from dealers or prospective dealers who 
are interested in handling Harley-Davidson bicycles. Catalog de- 
scribing the complete line on request. Address Dept. “D,” Bicycle 
ivision. 


HARLEY-DAVIDSON MOTOR CO. 
Harley-Davidson Block Milwaukee, Wis. 


Producers of High-grade Motorcycles 
for More Than 15 Years 
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What “Goodyear” 


Means on Lawn Hose 





hse aps 2 the public wants to know all about 
the quality of the hose and wants to be sure of the 
guaranty behind it. 


For this reason Goodyear Wingfoot Lawn Hose 
is today meeting the popular demand for a hose of 
known value, backed by a manufacturer whose name 
stands for the highest quality everywhere. 


The name of Goodyear appearing on every five 
foot length of Goodyear Wingfoot Lawn Hose is an 
endorsement that satisfies millions of people everywhere. 


They know that no unworthy product can bear 
that name. 


They also feel that the dealer who sells an article 
bearing that name isa reliable, conscientious merchant. 


You can be sure that every time you sell Goodyear 
Wingfoot Lawn Hose you are making a friendly 
customer for other articles you carry in stock. 


And the Goodyear guaranty that this hose will 
not burst at any time within two whole lawn hose 
seasons is only another evidence of the confidence the 
manufacturers place in this product. 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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BLUE STREAKS 


Bicycle Tires With 
a Single Purpose 


The single purpose behind the manu- 
facture of Goodyear Blue Streak 
Bicycle Tires is: “Give the public the 
greatest possible value.” 


More profit could be made on these 
tires by skimping on material. This 
will never be done. 


For the principle of The Goodyear 
Tire & Rubber Company is, after all, 
business common sense. 


Briefly it is: ““We will be in business 
for many years to come. Our future 
success depends upon what we do 
now. We cannot afford to shirk the 
principle of giving the greatest possible 
value in whatever we manufacture.” _ 





And so, the single purpose behind 
Goodyear Blue Streak Bicycle Tires 


is the greatest dealer help any manu- 
facturer can give. 








@navantecd For it means a protection for the dealer 
that would be impossible were the 
product inferior in the slightest degree. 





The Goodyear Tire & Rubber Company 
Akron, Ohio 
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In firearms, as in everything else, 
theone thing that everybody under- 
stands and respects is service 


ENCE the note of peculiar regard 

H that comes into every sports- 

man’s voice when he speaks of 
Remington UMC shotguns and rifles. 


It is a wonderful series, this line of 
Remington UMC Sporting Arms—so 
well thought out that no matter what 
branch of the sport a man follows, he 
can go to any one of eighty thousand 
dealers and get exactly the arm for it in 


Remington UMC. 


Whether it is the Autoloading Shot- 
gun or Rifle, the Pump Gun, the Slide- 


action Rifles in all calibers or the little 


single shot .22's—these arms embody a 
mechanical skill and special knowledge 


found nowhere else in the sporting 


arms world. 


The up and coming dealer sees the 


signs of the times. 


He may still carry a few odds and 
ends for certain old-line customers. 
But more and more he is cleaning up 
his stocks—concentrating on the Rem- 
ington UMC arms and ammunition that 
the progressive sportsman wants—dis- 
playing the Red Ball Mark of Reming- 
ton UMC, the sign of Sportsmen's 
Headquarters in every town. 


Remington UMC 


Ammunition 


" and “Nitro Club”’ 
(smokeless) — the steel lined 
Speed Shells. , Made in a full 
line of g d loads, 
all proven = “popelar smoke- 
less powders. 
“New Club” (black powder)— 
the “‘old reliable yellow shells’’ 
for fifty years. Made in a full line of 
gauges, in standard loads; all proven and 
popular black powders. 

Metallic Cartridges in all calibers and 
loads, for every standard make of rifle, 
pistol and revolver used in the world of 
sport. 

THE REMINGTON ARMS UNION 
METALLIC CARTRIDGE CO. 
r= Manufacturers of Firearms 

and Ammunitien in the World 
Woolworth Building 





New York 





February 3, 1917 
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Announcing the 
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ROLLER SKATE 


“The Skate with the Back Bone’”’ 























The Sidewalk Roller Skate 
with all the features of 


the high price Rink Skate 


Here is the Roller Skate the dealer has long been asking for—a skate 
of the highest grade to sell at a reasonable price. The Conron 
Roller Skate has all the resiliency—all the free rolling qualities and 
the short turning radius of the best rink skates. Rugged strength 
is given by the Conron “Back Bone” construction and the Conron 
trussed axles. Ball Bearings, of course—|8 balls in each wheel, the 
bearing surfaces being heat treated high point carbon steel. 


; : 00 # in Heavy 
Selling r r 1C€, $3. Nickel Plate 
Ask Your Jobber for the Skate with ALL the Selling Features 
Only a limited quantity will be sold to any one dealer 


until we have secured general distribution. Order early 
to be safe. Big national advertising starts in March. 


Conron-McNeal Co., Kokomo, Ind. 
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Sporting Goods of a 
Dominating Quality 


Sportsmen who are looking for the dominant line of sports 
equipment will buy Union Hardware Company goods every 
time. You may sell sporting goods—Skates, Gunners’ 
Accessories, Fishing Rods—any kind of sportsman’s hard- 
ware—that will retail at higher prices (and probably yield 
no greater profits) than does our line, but we doubt whether 
you will sell as much high-grade merchandise to as many 
satisfied customers ready to return for “more of the same 
kind” as if you sold Union Hardware Company’s goods. 


We can make you the dominant sporting goods dealer in 
your community. 





enn 


Union Hardware Company 
Torrington, Conn. 


| TT WT i 
CT 
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THE SAMUEL WINSLOW SKATE MFG. CO. 


MAKERS OF 


WINSLOW'S 
Skates 
ICE SKATES ROLLER SKATES 








THE BEST MADE 


AS TO 


VARIETY 


UP-TO-DATE MODELS 
QUALITY 


PROOF—Sixty Consecutive Years of 
Successful and Constantly 
Increasing Production. 


FACTORY AND. ce-WORCESTER, MASSACHUSETTS 


SALES ROOMS—84 CHAMBERS ST., NEW YORK 
PACIFIC COAST SELLING AGENT—Phil. B. Bekeart Co., 717 Market St., SAN FRANCISCO 


| 
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“let Me Point Out to You Without Exaggeration a Big 


Retailing Opportunity.” 


MERICA has become, almost 

over night, a great playing na- 

tion. From the youngster stag- 
ing the Great National Pastime on a 
sand-lot to the millionaire taking his 
invited guests over his own private 
golf course, America is one vast 
recreation ground. 

The gun, the rod, the golf-club, the 
tennis-racquet —have become very 
significant symbols in our life. 

We have hundreds of thousands of 
square miles of rich hunting and fish- 
ing land. Hundreds of golf courses 
are today under construction to meet 
the almost incredible demand for ac- 
commodations. The parks and coun- 
try clubs and private homes even are 
multiplying tennis courts beyond com- 
putation. Trap-shooting—that Prince 
of sports—is gaining a tremendous 
following and is being aggressively 
popularized by the big firearm and 
ammunition concerns. 

In a recent article in the New York 
“Times,” it was estimated that the 
yearly cost of ammunition used in 
trap-shooting alone was $12,000,000- 
value of guns in use, $27,000,000— 
number of clay birds used yearly. 
36,000,000—number of trap-shooters 
in America, 675,000. 

The American people today are be- 
ing served in their recreative activ- 
ities by millions of dollars’ worth of 
capital invested in the manufacturing 
of and retailing of sporting goods 
alone. And, moreover, there are no 
surplus sporting goods stocks in 
America at the present time because 
demand has kept—and probably will 
keep for years to come—abreast of 
visible supply. 

Those people who are today making 
and selling sportsmen’s requisites will 
not be able to take care of all of to- 
morrow’s business. New manufactur- 
ers must arrive—new retailers, too. 
You know as well as I do that Amer- 
icans, once aroused, do everything 


right up to the hilt. 

So with American sporting life. We 
have now reached the period when 
sport accessories are as essential as 
Sugar, soap, coal and clothing. 

And more—more—more is going to 
be demanded. 


And people are going 





to be willing to pay for quality things. 

And now 1s the time to become a 
good, sound progressive sporting 
goods dealer in the full sense of the 
word—now is the time to get splen- 
didly ready for business that is actu- 
ally in sight, actually as plainly in 
front of you and ready to take hold 
of as the two handles to a wheel- 
barrow. 

If I were especially a hardware, 
motorcycle or bicycle dealer 1 would 
leave nothing undone in the building 
of a sporting goods line into my 
business. 

Whenever I see a hardware mer- 
chant carrying an indifferent stock of 





Frederic A. Baker 


sporting goods—or none at all—I 
know, and it is provable, that the rea- 
son must be that he has not thought. 
Same with the motorcycle and bicycle 
dealer. 

He has not analyzed. He has kept 
his mind shut from a group of facts 
that are plain-as-day guide posts to 
broader-gauged, better-paying busi- 
ness travel. 

There is no finer class of purchas- 
ers for the retailer to have than the 
men who buy sporting requisites. 
They will stretch their expenditures 
for the sake of quality. They are in- 
telligent. They will listen to discus- 
sions about fine points of guns, tackle, 
golf clubs or camp equipment. 

Satisfy them and they swear by 








you. They are not transient buyers 
—once they find the store and the 
goods that serve them efficiently. 
They are not inclined to shop around 
because they are seriously concerned 
about their sports equipment—and 
hence they grow to depend upon the 
merchant who earnestly protects their 
purchasing interests. 

Sporting goods are rarely affected 
by hard times. Men play when out 
of work because they can’t sit around 
doing nothing. Men play to get away 
from business worries. Men play, 
hard times or good times, because the 
play-habit, once it becomes fixed, is 
never given up. The good-fellowship 
of out-of-door pursuits is alone sufh- 
cient to keep men engaged in them 
in spite of the ups and downs of in- 
come. Men will economize in other 
matters rather than give up the ben- 
efits that wholesome sport gives them. 

Please do not think that the pur- 
pose of publishing these views of 
mine is to ask you to buy sporting 
goods of Baker, Murray & Imbrie, 
Inc. I have no such aim in mind. 

What I am hoping to bring about 
is the opening of your merchandising 
mind to a truly valuable chance to 
increase your business. 

Please think about the matter! 

Please dig into it! 

Please investigate — just as you 
would go at 4 real estate transaction, 
for instance! 

One thing more I would recom- 
mend your doing. Ask our salesman 
when he calls to tell you about the 
sporting goods successes that he has 
personally seen built up iri the various 
parts of his territory. Ask him ques- 
tions. Get his first-hand knowl- 
edge. Ask him to give you names of 
men who have grown to good mer- 
chants through the sporting goods 
line. Ask him to tell you how these 
men did it. 

Sporting goods are a BIG proposi- 
tion. They develop BIG retailers— 
BIG profits—BIG deep-down substan- 
tial rewards in the way of merchant 
pride as well. 


FREDERIC A. BAKER 


President. 


BAKER, MURRAY & IMBRIE, Inc. 
10-15-17 Warren Street 
New York City 
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_ The Gun That Brings The Boys To Your Store 


HE wonderful success of the Hamilton Rifles has been due, first to the accu- 
rate, reliable shooting qualities of the gun itself, and second, to the remark- 
ably low price at which it is sold. 


Everyone who has seen the Hamilton, and who Hardware and sporting goods dealers like to 
has given it a trial, wonders how such a thoroughly handle the Hamilton, because it practically sells 


well-made rifle can be sold for such a low price. itself. Put it in the window, or display it in the 
store, with the price where it will catch the eye of 


For years it has been known as America’s lowest the boy, and it will hit him “right 
priced dependable rifle. Straight-shooting, hard- where he lives.” 
hitting, and sportsmanlike in appearance, it meets 
the big demand that exists today for a high-grade, 
low-priced boy’s hunting rifle, 


No long-winded 

“selling talk” necessary. A boy 

and a gun are natural affinities, and when 

_the price of the gun is so low as the Hamilton, the boy 

doesn’t wait long until he has the rifle, and you have the money, 


The Hamilton Advertising Cultivate the Boy Trade— 
To increase the interest in Hamilton Rifles it’s worth while. Nothing better to 


among the boys of this country, we are backing start it coming your 


our dealers with a big national advertising : , 
campaign in the leading boys’ publica- _, way than by displaying 

tions, like the American Boy, Boys’ and pushing these two “The 
Magazine, and others, and in big hcitilieans mesiiehe. “ial Gan thet 


national farm papers, such as the . 
Country Gentleman, Successful the famous 22-caliber Mj — the 
oys’ 


Farming, etc. Hamilton. 


No. 27, with flat fore-arm Vi, No. 027, same as No. , Our No. 35, the military 

and stock, bronze barrel, j 27, except genuine Hamilton equipped with carry- 

jacketed with steel ; re- turned and polished ing strap and bayonet, is a big 

tail price walnut stock; retail favorite just now. Retails at 
price 


$2.25 4 $2.50 & $2.60 


Order now from your Jobber 

This is going to be a big gun year— 
even bigger than 1916—so get ready for 
your share of the profits. Full informa- 
tion on request. 


C.J. Hamilton & Son 


Sole Manufacturers of 
Hamilton Rifles 


229 Depot Street 
Ply mouth Michigaa 
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HERCULES 


Smokeless Shotgun _. <q — 


Specify Infallible or 
“E.C.” when ordering 
any of the following 
makes of shotgun shells: 


PETERS 
REMINGTON 
SELBY 
U. S. 
WESTERN 
WINCHESTER 


When You Order 
Loaded Shotgun Shells 


HE fact that you carry in stock some 

particular make, or makes, of loaded shot- 

gun shells need in no way prevent you 
from supplying your customers with the justly 
popular Hercules Smokeless Shotgun Powders, 
Infallible and ‘‘E.C.”’ 


These splendid powders, which are widely ad- 
vertised and widely used, may be obtained in 
any standard make of shell. 


Undoubtedly the shells you carry in stock are 
named in the list at the left. The next time 
you order, specify a Hercules Powder. The 
cost of the shells will be the same and you will 
make sure that you are selling your customers 
as good powders as can be made, in theif favor- 
ite brand of shells. 


If you are not familiar with the advertising service 
which we give to retail hardware and sporting 
goods houses it will pay you to drop us a postal 
asking about it. 


HERCULES POWDER co. 
3 West 10th Street 


Wilmington 4 Delaware 
Jf) 
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IVERJOHNSON 


IVER JOHNSON the Easiest 
Selling Revolver in the World 


Here are the four big Iver Johnson Revolver points for 
your salesmen to remember when firearms customers 
enter your store: 


I. “Absolute Safety’”—easy to demonstrate. 


II. “Unbreakable Wire Springs’—easy to 
show. 


III. ‘Perfect Alignment’”—improved cylinder 
stop assures it. 


IV. “Best Rifling’—patented Iver Johnson 
machines insure it. 

Swing into line and get your share of the handsome 
profit Iver Johnson dealers are making. It’s a wise move 
to stock a full line of Iver Johnson Hammer and Hammer- 
less Revolvers with Regular, “Perfect” Rubber, and 
“Western” Walnut grips. Order now! 


Iver Johnson’s Arms & Cycle Works 


332 River Street, Fitchburg, Mass. 
New York: 99 Chambers Street San Francisco: 717 Market Street 
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Their Many 
Selling Points 


make Novo Batteries the 
logical choice of not only wide- 
awake dealers and jobbers, but countless 
thousands of critical users as well. 
Some 'Novo Advantages 





RES QO = 


Se Sie wee (Roe 


Non-Corrosion and Non- 
Leakage: absolutely as- 
sured by our Iron-Clad 
Guarantee. 


Rigidly Double - Tested 
and Inspected before 
leaving the factory. 


Brightest Light: Patented 
Processes and modern 
methods give Novo Bat- 
teries uniform voltage and 
high amperage. 


Recuperative Power: They 
recover an_ unusually 
large percentage of con- 
sumed energy. 


Long Shelf Life: Really 
more than they need; 
Novo Batteries find their 
way into Flashlights 
quickly. 


Conveniently packed ten 
each in handy shelf con- 
tainers and may be tested 
without opening cartons. 


Novo Batteries will get you a fair share of the 
y \ 1917 Flashlight Battery Business, and 
will win you a constantly in- 
creasing number of satisfied 
customers. 
Send for our Cata- 


logue and discount 
sheet 
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Made+4.00 22 
Profii With the 


EVINRUDE 





DETACHABLE ROWBOAT & CANOE MOTORS 


LAST YEAR 


Sixty dollars in profits the first season—a jump to $200.00 
the second season—last year a total profit of $400.00! 
That’s what Ben King did with the Evinrude in Pensa- 


cola, Florida. 


All the way from the Gulf to Alaska 
and from coast to coast, dealers are 
“cleaning up” year after year with the 
Evinrude. The two big reasons are 
the motor itself and the Evinrude per- 


fected plan of dealer co-operation that 
means actual sales. 
This year the Evinrude is better than 


ever before, more power, increased 


speed, multiplied refinements. 


Write for 1917 catalog and interesting dealer’s proposition. 


Evinrude Motor.. Co. 


633, Evinrude Block, Milwaukee, Wis. 
Over 80,000 Sold—Used by 24 Governments 


69 Cortiandt St., New York, N. Y. 
214 State St., Boston Mass. 

436 Market St., San "branciece, Cal. 
211 Morrison st, Portland, Ore. 


DISTRIBUTORS: 
¢ Drolet, Montreal. 
Re Williams Mchy. Co., Toronto. 
. Sears, Victor a, 8. "c. 
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600 Sales from Here 


How a Little Store Made 
a Big Profit on Motor- 
cycles in Six Months 


The motorcycle was different. 
That’s the whole story. 


It couldn’t have been done with any other 
machine. 


It was done with the Cleveland Lightweight 
—half the weight and half the price of the 
average motorcycle. 


The same thing can be done again. All you 
need is a store, a window and a good demon- 
strator. 


For the Hardware Dealer who is asking him- 
self the question, “What about Motorcycles: 98 
we have the answer—The Lightweight is the 
only kind that will sell in quantities, and the 
Cleveland is the best of the Lightweights, by 
proof. Price, $160.00; with Kick Starter, 
$170.00, f.o.b. Cleveland, Ohio. 


The Cleveland Motorcycle Mfg. Co. 
7213 Platt Ave. Cleveland, Ohio 


to the gallon 


A Baker’s Dozen 
Selling Points 


- Straight Line Worm Drive. The 


only motorcycle in the world that has 
= simple, silent and advanced type 
drive. 


. Two Stroke Motor. Free from 


valves, cams, tappets; simplest motor 
made. 


. Lowest Center of Gravity. Safety 


and ease of control are obtained by studied 
design that results in the lowest possible 
center of gravity. 


- Lightness. Weight 150 pounds; half 


that of the average motorcycle. 


. Best Materials. Automobile specifica. 
2 


tions; every part the bes 


Beauty. Splendid, graceful lines; no 
clumsy parts. 


- Cleanliness. All motor parts ané 


starter enclosed. 


. Silence. Less noise than any other mo 


torcycle. 


. Detachable Power Pliant. Take 


out two belts and remove the entire power 
plant. 


. Fewest Number of Parts. Abso 


lute minimum. 


. Finest Specifications. Bosch mag- 


neto, Brown & Barlow Carburetor; Fire 
stone Non-Skid tires; Non-Gran bronge ; 
8. F. ball bearings ; aluminum cast 
ings ; ” drop forged frame fittings; heat 
treated alloy steels; everything ‘equally 
high in quality and workmanship. 


2. Easy to Ride. Light, low, easy te 


start, easy to handle, quick response, the 
Uleveland Lightweight can be ridden by 


any Lag rider after a few minutes’ ip 


Ghe Cleveland a. 
Lightweight Seance meee, 


of gasoline. - 


One -tenth 

of the Clevelande 

sold in six monthsfrom 

one little store in Los Angelee 


The Cleveland Motorcycle Mfg. Co. 
7213 Platt Avenue Cleveland, Ohio 


Please send full selling plan, dealer's contracts and 
discounts. 
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Automobile Tires 


and 


Accessories 


HARTFORD TIRES 


We have THE LINE for the 
Hardware Dealer 


Write for our new Catalog 


The Geo. Worthington Co. 


HARDWARE 
CLEVELAND 


Established 1829 
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TWOMBLY 


Tire-FOOT-Pump 
*450 


THIS CASE CARD IS FREE 


There is Money in The TWOMBLY for You 


F YOU already carry a line of automobile accessories, here is 
your chance to freshen it up with a brand new, revolutionary 
idea. If you do not carry them, the TWOMBLY Tire-FOOT- 

Pump offers the best chance in the world for you to make a profit- 
able start. Write for particulars. 
ABBOTT MOTOR EQUIPMENT CO., Broadway at 59th St., NEW YORK 


Phillips Distributing Co., Western Distributors, Federal Auto Equipment Co., Distributors, 
San Francisco, Calif. Maryland, Virginia, West Virginia and Washington, D. C. 
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KIND 


How in the world can 
a man put a ROPE 
THRU THE EYE 
OF A SMALL NEEDLE? Then—how can you put 
three barrels of air thru a small tire valve? Trying 
the one is as ridiculous as the other. 


Positive pressure, and a steady stream of air from 
A ROSE TIRE PUMP, with its PATENT VALVE 
makes pumping as easy under high pressures as under 
low pressures. 

“The Biggest Seller on the Market”’ 


Dealers! Order these pumps from your jobber. Or, we will send 
i ¥ you a sample at the regular dealer’s price, transportation charges 
; prepaid, if you will send us your jobber’s name. 
THE E-Z WAY 


ran ere ah J. H. HANEY & CO., —_ Hastings, Neb. 


MANUFACTURERS: ROSE PUMPS GREASE GUNS FAN BELTS AND LEATHER SPECIALTIES 















































Every car owner 


is a live prospect . : 
1 estin 
for you when the Allen An inter g 


y) 
specialties are in your y The booklet showing 


stock. Whether he the complete Al- 
drives a Ford or a #7 Allen Auto len line will be 


Picrce-Arrow, spare 
sent free on re- 


shoes must needs be Aj Specialty Co. 


carriedandthetru- # PRR Blin , quest—write for 
lyefficient method 4 1926 Broadway, New York \ it today,andask 
of protecting # 2007 Michigan Ave., Chicago about the new 


the deteriorat- sa) ‘ pF , Allen Tyro- 
ing effects of Ws -.... z=. | Beet meter, the 
sunlight, oil and . perfect ail 


water is to cover 
each shoe with the pressure gauge. 
justly famous Allen 


Tire Case. 
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Build Up Y Jack Busi 
Every motorist needs a good jack, and if you are handling motor 
on e accessories a good line of jacks is essential to your progress. 
Build up your business with the Standard line. It has a jack of 


every size at every price and for every requirement, 
The successful principle by which our jacks prosper is the lifting of 
the load on the down stroke only. A child can lift a heavy car with 
al i al our De Luxe jack without any exertion. 
These jacks are attractive in appearance and guaranteed over tests 
against defects in material and workmanship. 


You ought to investigate this opportunity for profits 


National Standard Co. 


' Niles, Michigan 












































PITIONAL.thoutand of car owners will 
cause the process is so simplified 1 


Carborundum Valve Grindi1 
3 Compound is used... 
és The opportunity is yours to share in the f 
- some profits bound to accrue from its selec 
‘combination can illustrated, contains half fig 
coarse compound, accessible from either: 
every accessory jobber and deal 
now experiencing a brisk demand for this coms 
poind because it is doing its work right. ee - 
those who have not had the op a Cote 
CF amining it, we will gladly sek a i “Soe “ Niagara Falls, N. Y. 
ve Sin: ahestaicly free. The « , _~ As per announcement in ‘' Hardware 
ee ym. na stock, and be prepared. Oo mex aol ae “Age, ** please send gratis, a combination 


Tear off and mail the coupon to-da -_ “ can of Valve Grinding Compound. 


he bee bormmdaee, 
_ Niagara 
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Garage Supplies and Equipment of Established Merit 


ALL MAKES 
Standard and Oversize 


4%” Overland Type 


Ford Connecting 
Rod and Main 


NO MORE SCRAPING 
A 


Cylinder oy . Bearing Reamer 
, FUSSY JOB 


Reamer and Jig Pm 
WU ALIGNING GUIDES FURNISHED MADE EASY. 


Take out that knock, WITH REAMER. 
save oil and gasoline. 


Clean out the cylin- ; ein Removes 





BUSHINGS 


ders, fit new pistons Seoetng Pacts in a JIFFY 


and have a motor as Spindle Arm 

good as when new. Spindle ‘ 

Made of Tool Steel and nicely 
finished. 

Indispensable to the repairman or 
the owner that does his own 
work, 

When removing Steering Knuckle 
3ushings it is not necessary to 
remove wheel. 

Pays for itself in a few minutes. 




















Write for General Catalogue and Prices. 


The G. H. Dyer Company, Cambridge, Mass. 


DAVIS PATENT 








ind Thrust 
BUMPERS 
Se 


An Easy Way 
To Double Sales 


Sell two bumpers every time instead of one. Car owners are quick 
to realize that they need a bumper on the rear end just as much as 
Gemco Bumpers pay a on the front. 
good profit on every 
sale. They are made on 
the correct End Thrust 


And every car owner knows that it’s cheaper to invest a few dollars 

in bumpers than to buy a pair of new lamps and a new fender every 
ics , nce in a while, to say nothing of having the car tied up for 

Principle, with channel — y 8 8 P 


. several days. 
or diamond bars, to fit : : : 
all cars. Ask your jobber about Gemco Bumpers, or write direct to 


GEMCO MANUFACTURING COMPANY 


672 SOUTH PIERCE STREET MILWAUKEE, WIS. 


Popular Automobile Accessories 
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Tungsten 
and Nitrogen 
Automobile Lamps 


It is not enough today to say that a lamp is 
serviceable, well-made and practical. It is not 
Cincinnati Branch : enough to state that there is profit in selling it. 

ee oo TOS Welnet at. A good lamp has all these qualifications, and we 
ch : : a 
ne > 4 a. 1469 Michigan Ave., claim them for on ore but ° 
Chicago. We go further. We guarantee all dealers in 
St, Louie Brameh isc Bids. Vac-U-Ray Lamps complete immunity from 
Poe ies. patent litigation. 
Tomes & Chapman, 687 Tork Street, Our lamps are manufactured under the license 
wen Prencees. of the General Electric patents. 














Vosburgh Miniature Lamp Works, Inc. 


WEST ORANGE, NEW JERSEY 
WANA 





SERVICE ™ 


A TYPICAL PAINT OIL GASOLENE INSTALLATION 
INSTALLATION AT CURB 


What it means to the Hardware Merchant 





The economical and safe storage and handling 
of expensive and often dangerous Paint Oils, Var- 
nishes, etc., is the problem that Bowser Service has 
solved for you. 


Bowser Paint Oil and Gasolene Storage Systems may be 
purchased for any capacity, from the small unit, that may 
be added to as increased storage necessity warrants, to the 
most comprehensive and complete system ever devised for 

CELLAR UNITS the handling of all kinds of Paint Oils, Varnishes, etc. 
For Paint Oils, ; ceits i : 
Varnishes, Etc. Tell your oil storage troubles to our Engineering De- 
partment—they’ll help you out. 


S. F. BOWSER & CO., Inc. 


Engineers, Manufacturers and Original 
Patentees of Oil Handling Devices 


FORT WAYNE, INDIANA “RED SENTRY” 


The pease, Sagctons 
Sales Offices in all Representatives Storage Ou'fit 
F FIRST FLOOR UNIT Centers verywhere Cut No. 241 
or Paint Oils, Varnishes, Etc. 
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The Compass Season is the Year Round 
All Jeweled AE TeeBies 
Cénteni Fitted With 
Stops 





No. 2913 
Litenite 


Flodial Floating dial, open 
No. 2910 Floating aluminum case. N. & S. points sees ——, 
Leedawl dial, open case. luminous at night. Maguagese 


Open Case. Has Bar needle, white 
features not found enamel dial, open 


‘ ’ eat 
in ty etver com-  There’s a Big Demand By =x. 
Aurapole Automobilists, Travelers, Tourists, Motor-Boaters, Fishermen, Meradial 
Same style as Mag- Hunters, Pedestrians, Motor Cyclists, Boy Scouts, Campers, Sailors, same style a» Fio- 


aad al f dial, but in hunte 
hunter case. Woodsmen, Farmers, etc., for a good Compass. al, te unter 


Why not sell them Zr Quality Compasses? 


They are the result of years of study and research in a factory with more 
than half a century of experience in the manufacture of metereological instru- 
ments, and with every possible device for the improvement of their product. 


Order a Ygver Quality Compass Assortment 


Spa 


consisting of the eight Compasses illustrated, fitted in velvet-lined, easel-back 
tray, 8” x 7%” (for either show case, counter or window display). 


Quick Turnovers—Long Profits—Interested ? 
Write today for trade discounts. No. 2014 


Gydawl 
Ceebynite Same style as Lee- 


Same as Litenite, Taylor /nstrument Companies ROCHESTER, N. Y. dawl, but in hunter 


bu ; ; 
sh alias ns Makers of Scientific Instruments of Superiority os 


FOUND! 


“The Tyre To Tie To” 


BRAENDER 


TIRES and TUBES 











give full value for the money. 


Jobbers—You can “tie up” your customers on 
BRAENDER Braender proposition. Have your purchasing 
BULL D2 G NON SKID agent write us. 


BRAENDER RUBBER © TIRE CO. 
RUTHERFORD, N. J. 
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One of Our Customers 


Took special note of our “DOCTOR’S 
STORY” advertisement running in 
the national magazine; figured that he 
could get the doctors in his section 
interested with direct sales benefit to 
him by mailing to each a special cir- 
cular; we prepared the circular. 


Why not try the scheme yourself? 
The Doctor's Story We will supply the circulars—any 


“That Colt is my Guantity—with your name and ad- 
friend. It proved its ? - 


worth—late one night dress thereon. 

when I was on a call 

” the - —_ - Or, if there is any other class you 
en miles out—an , eons on 
don’t think Iam over. WiSh to cover—AUTOMOBILISTS, 


stating it when I say PAYMASTERS, JEWELERS, 
Gat he CULT ered BANKS, SCHOOL TEACHERS, 


two lives—my own 


and my chauffeur’s.” WATCHMEN —let us know. 


Colt’s Patent Fire Arms Mfg. Co. 


HARTFORD, CONN. 
Pacific Coast Representative: PHIL. B. BEKEART CO., San Francisco 








LOUISVILLE SLUGGER sowie BALL BATS 


Let the choice of the base ball stars in their selection be your choice of 
the bats you handle. 


To Show Our Special Autograph Models Is to Sell Them 


Bats that are good enough for 
Tris Speaker, Ty Cobb, Eddie Col- 
lins, Joe Jackson, Jake Daubert, 
Hans Wagner and Hank Gowdy 
and all the other stars should meet 
the demands of the most critical 
customers. 


Mr. Dealer, ash timber is advancing rapidly. Supplies of every 
description has advanced from 10 to 200%. Protect yourself at once 
on the coming season's requirements. 


Louisville slugger on a bat implies as much as 
sterling on silver or U. S. on a government bond. 


Too early to hit, but not too early to order. 


Hillerich & Bradsby Co., Incorporated 
Successors To 


J. F. Hillerich & Son Co., 725-737 South Preston St. 
LOUISVILLE, KY. 
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SPECIFY aie 


on your 1917 Ammunition Order 


Wherever ammunition is used the name “Peters” is synonymous with quality. 
The high standards used in the production of these goods guarantee that every lot 
of shells or cartridges shipped under our labels embodies all the essentials of per- 
fect ammunition, such as accuracy, penetration, uniformity and general reliability. 


These qualities in the ® brand are well known to shotgun, rifle, revolver and 
pistol shooters throughout the country, resulting in a very large and rapidly 
increasing consumers’ demand. The dealer who takes advantage of these con- 
ditions by insisting that his 1917 stock of ammunition shall bear the ®) brand will 
be sure to satisfy his customers and enjoy a profitable volume of business. Orders 
placed with your jobber early will assure you of receiving your stock in ample 
time for the requirements of the trapshooting and hunting seasons. 


We take this means of assuring ®) brand dealers of our appreciation of their 
patronage, and extend best wishes for a Prosperous 1917. 


THE PETERS CARTRIDGE COMPANY 


CINCINNATI, U. S. A. 


NEW YORK NEW ORLEANS SAN FRANCISCO 
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Needham Tires 


A Quality Policy Bringing 
Quantity Results 


. - 


In selecting the tire for your 
store to push you consider pros- 
pects as well as immediate sales 
and profits. 


Exactly that consideration de- 
termines our policy of making 
the best tire that perfect material 
and splendid skilled workmen 
can produce. 


Needham tires are hand-made 
—every detail of each tire is per- 
fected as it is built. We don’t 
rely merely on inspection rejec- 
tion to keep the quality high— 
we build our tires right—step 
by step. That’s why our business 
is growing so rapidly and why 
our dealers report customers get- 
ting mileages of 100% in excess 
of our guarantee of 3,500 miles. 

We can take on a limited num- 

ber of dealers this Spring 
write us for details of our 
selling plan and let us see if 
we can help each other. 


NED AM=S 


TIRE CO. 


CHARLES RIVER MASS. 





The spot-light feature of the 
New York Automobile Show 
was the Pittsburgh Parabolite 


Pittsburgh Parabolite 


the new triple-curvature reflector lamp 
that concentrates all of the rays coming 
from the globe into a powerful beam of 
uniform intensity and great penetration. 


Due to the design of the Parabolite reflector, an exclusive 
feature (U. S. Patent No. 1153446), the light of the filament 
is gathered at four different portions of the sphere and di 
rected within the lamp in such a manner that the light when 
projected from the lamp issues in one solid beam of pene 
trating light. 


This eliminates the possibility of a dark center, and gives 
the full power of light wherever you want it without any 
glare beyond the area covered by the beam. 


This will be a Parabolite year, because the Parabo 
lite is the lamp that every driver has been looking 
for—that produces clearness of vision for him as 
well as keeps the glare out of the eyes of pedes 
trians and other drivers. 


Make your preparations now for a big business. 
Send for literature and discounts today. 


* 
The Parabolite is a seven inch lamp with nitrogen bulb— 
Cutler-Hammer switch in handle—and the new T-Swivel 


es 5007 50 degree bracket giving it the widest possible range 
rice 50 


Pittsburgh Electric Specialties Co. 
Pittsburgh, Pa. 


Manufacturers of a complete line of 
spot-lights of all sizes 








ae RE Se em 


RP SL pe CI A A AE eI EINE: 





346 HARDWARE AGE 


February 3, 19)7 





Ngens= 


B Standarc C, Yn 
forall = 
j 





Cycle 
Chains 


“BIKE 
RIDERS” 


want 
Efficiency 





Y) 
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‘y 


“Chainolene” is the Ans wer ~~ 'S. Chae 
This attractive THREE-COLORED ~—~“PH} 
DISPLAY BOX and TUBES will speed up your lubri- ~~ 
cant sales. No Bicycle Show Case is uptothe-minute 
without it. Get yours now. More bike riders this 
year than ever—here is the best service aid for 
** easier - riding"’ ever offered them. It’s a 
sure repeater — there is 
a big demand for it, 
and it’s highly pro- 
fitable to you. 
(You never sawa 


Tractors, 
Farm Implements, 
or any Machinery Owners 
using Chains or Sprockets need 

** CHAINOLENE.”’ 


How Much of This Business Can 
You Get in YOUR Territory? 


Write Your Jobber Today or direct to 


Chainolene Mfg. Co. 


617-19 Fulton Street, Chicago, Ill. 
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QCKTITE 


TIRE PATCH 


HE demand for Locktite canvas-back 

Tire Patch is bigger than ever—and 
each day shows an increase. Motorists are 
doing with it what has heretofore been both 
inconvenient and unsatisfactory. Also they 
are saving money. 


There’s a clean 100% profit for you in selling 
Locktite if you will place an order for $24.00 (re- 
tail price) at once. You will have but $12.00 
invested and you'll be surprised at the quick turn- 
over. Send your order for either of these three 
lots: Lot No. 10 includes 2 doz. Outfits No. 3 
(retails .50 each) and 1 doz. No. 2 (retails $1.00). 
Lot No. 11 includes 4 doz. No. 3 (retails .50). 
Lot No. 12 includes 1 doz. No. 3 (retails .50) 
and 2 doz. No. 2 (retails $1.00). Your discount 
on dozen lots is 40%. 


Locktite Household Patch now ready for de- 
livery. This opens another big, profitable field 
oe you. Liberal discount. Send for particu- 
ars. 


LOCKTITE PATCH COMPANY 


1022 Bellevue Avenue Detroit, Michigan 


A PROFITABLE SAFETY DEVICE 


The wind is treacherous. A swinging garage door 
is dangerous. 

A bent mud guard, a broken lamp or radiator hurts 
customer’s fepetet just as much as personal lalomn 
SAFETY FIRST—He must take certain precaution to protect 
himself, and so he must do with his machine. 


The Griffin Garage Door Holder 
No. 1914—Patented 

is a simple, strong, serviceable article designed ress! 
HOLD THE DOOR OPEN. ‘The only practical article A. 
placed on the market. Just throw the 
dinary way and it stays there, firm. 

Get ready to demonstrite; there’s money in it fer you. 

Made by 


THE GRIFFIN MAN’FG CO. 


37 Warren Street 17 E. Lake Se 
New York ERIE, PA. Chicago” 


oor open in the or. 
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The Shelby Garage Door Holders 


WHAT IT WILL DO—It will automatically catch the 
door as it is swinging open to ht angle position, or beyond, 
and hold it firmly until released by a slight pull on the chain. 
It will also lock the door as it is closed by the spear head of 
the latch entering the strike on top of the door frame. 

CONSTRUCTION—Made entire of wrought steel, no 
springs or frail parts to rust or break. Size of swivel or jamb 

ate, 3%3233 16 inches; door plate with locking device, 

x8%4x2x% inches; ‘ in. round x 323% In. long; strike, 
8%x8x1%x% inches; chain No. 13, 36 inches long. All parts 
are heavily japanned. 

INSTALLATION—Can be applied quickly; does not require 
a mechanic to do the work. 

OPERATION—A child can operate it. All that is required 
to release it is a slight pull on the chain. 

PRICE—The retail price, $3.00 per pair, will appeal to the 
consumer and the good margin of profit will surely interest you. 

Send your order TO-DAY. 


The Shelby Spring Hinge Co. 
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Quiets Rattling Doors 


Most auto doors get to rattling sooner or 
later—and motorists are sure buyers of a 
sure remedy. Here it is—a simple little 
affair of spring steel that can be screwed to 
the door jamb in a jiffy. Bye-bye, rattles! 
° Show it on our classy display card and it 
will make any car a sells itself—at 25c a pair. 
more powerful and de- 0 Order from Your 
pendable car. Because Jobber 
Sootless multi- wound 
mica insulation—Soot- 


less patented construc- the ~ 
tion—Sootless over- = \ Aime 
size and extra-strength = Se 

—make Sootless Plugs 

gas-tight, oil-proof, rernald 
practically indestruct- i i Ny 

ble -4 Auto Door 


Sell Sootless—for better prof- eA Anti-Rattler 
GB 
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its from your spark-plug trade SS] J Vf 


== Madeby — 
OAKES & DOW CO. i ~1-wr. 
16 Chardon Street ernald Mis:Co,_ 


BOSTON MASS. North East, Pa. 
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Sells at Sight 


Dupont, Ballistite or Schultze Powders are known 
EVERYWHERE—they sell at sight. Shooters know 
Dupont Powders are right. The name Dupont 
Ballistite or Schultze 


On the Top Shot Wad WITH TUNGSTEN, 


or on the box label is a guarantee of powder 

superiority. CARBON OR GEM 
pont Sporting Powders are widely advertised, 

sell quickly and always satisfy the most critical 

= LAMPS 

Specify Dupont, Ballistite or Schultze—Smokeless 

and Dupont Black Sporting—the powders which 

sell at sight. 


E. I. DuPont de Nemours & Co. Consolidated Electric Lamp Co. 


1802 
WILMINGTON, DELAWARE Danvers, Massachusetts 
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Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


in order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
= nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of the Loose-Leaf Editions were 
selected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 

The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


LOOSE LEAF 


Price Book E 2, 1014x10% inches. 
Multiple Index, 630 Pages $ 


Price Book 1, 10x10 inches. 
Leather Cover, 500 Pages, A-Z Index 


Price Book K, 414x7 inches. Flexible 
Leather Cover. Pocket Size, A-Z In- 
dex. Record parallel to hinge 


Price Book L, 4'4x7 inches. Very com- 
pact. Convenient as pocket price book 
Price Book M, 6x84 inches. For those 
who like a ring price book, but find 
K and L too small 

Price Book G, 3x6 inches. For Vest 
Pocket. Headings across two pages 
Price Book H, 3x6 inches. Less de- 
tailed record than Book G. Complete 
on one page 


"PERMANENT LEAF EDITIONS 
Price Book A, 4x7 inches. Goes into 


considerable detail. Arranged in ac- 
cordance with views of many experi- 
enced hardware men 


Price Book B, 4x7 inches. 
tailed than A. Provides for clear and 
concise record of prices 


Price Book D, 514x8 inches. For desk 


or store use and salesmen on the road 


Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 
Price Book F, 814x111 inches. Mul- 
tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 


Ine 


HARDWARE AGE BOOK DEPT. 
239 WEST 39th STREET, NEW YORK CITY 


El 
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HARRIS America’s | | RAJAH TERMINALS 
OILS Leading | For Ignition, Starting, Lighting 


Systems 


GREASES Lubricants iy Used by Bosch, Eisemann, 


; Remy, Atwater-Kent, Gray & 
Hardware Dealers Davis, Splitdorf, Pierce-Arrow, 

: i. Cadillac, Peerless, Dodge, Reo, 
Who handle these pure Products are rp Olds, Marmon, Haynes 


ing the reward from selli lit me 
os anBernite Sone ay ; Stearns, Davis, McFarlan, and 





many other leading manu- 


A LITTLE GOES A LONG WAY e yest lip” fectewene nae 


AND EVERY DROP COUNTS , Thrust Form ; Loop No. 1 
" : (% Actual Size) Actual Size) 


A. W. HARRIS OIL CO. ka lB RAJAH AUTO-SUPPLY CO. Bloomfield, N. J. 


: ‘ > John Millen & Son, Ltd., Montreal, Toronto, Winnipeg, Vane: 
326 So. Water St., Providence, R. I. Hughson & Merton, Inc. 


Branch—143 No. Wabash Ave. San Frenetecee Los Angeles, Portland, Seattle 











BANTAM Adams is Auto Top Holder 


Panel Running Board Mat “Stops the rattle saves 


your top”’ 
Neatest — Quickest — Strongest 


Dealers everywhere will find a ready sale 

for this best of all Top Holders. An 

ornament to any car. No unsightly pre 

jJecting arms, nor dangling straps Can 

be installed in two minutes, and operates 
Fig. 1020 . quicker than any other 

Send for sample dozen of this Panel Mat. It is the of Ow g Two sizes—%” holes for ~iull care 

last word in running board mats. Keeps car clean. 2 %” for large ones 

Prevents accidents by slipping. Easy to clean. sf 3 a 

Packed in cartons of 12 mats. C} dict teats ht 


BANTAM MFG. CO., 64 Pearl St., Boston, Mass. 


Write for discounts to dealers 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, IIL 


~ KING 
eliable turdy 
“HANDY-CAP” 2 eading ) a edend 
FORD RADIATORS 
ELIMINATES ALL QUALITY BICYCLES 


CAP TROUBLES 

SLIGHT PRESSURE AT BOTTOM OF CATCH ‘ . 
RELEASES CAP. List Prices $25, to $50. 
NO BURNT FINGERS—NEVER LOST Models to Suit Boys and Girls 


INTERESTING PROPOSITION TO ices ‘ = ee ;, 
DEALERS. SAMPLES POSTPAID $1.25 COMPANY, READING, PENNSYLVANIA 
COMPANY, READING, PENNSYLVANIA 


PALMYRA MANUFACTURING CO., INC. OUR DEALERS PROPOSITION VERY ATTRACTIVE 
PALMYRA PENNSYLVANIA GET NEW NINETEEN-SEVENTEEN CATALOGUE 






































. EVERYTHING IN  Pock KNIVES 
hammer Brand P Pock ket Knives SAMSON HORNS 
ppeitade By | SW OR Dena s ELECTRIC AND HAND OPERATED 


Line Up That Profitable Auto Accessory Business by Pushing 
These High Grade Products 





OLD SOL a 


r trade. One of twen 


NITROJECTOR NO IOO ASK yond LITERATURE AND DISCOUNTS 


Hawthorne Mtg. Co. Inc., Bridgeport, Conn. U.S.A ; 
wine pop to mime A mericats Gleclric *** sa ath Se. 


COMPANY 
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The Hardware Merchants’ 


Card Index Record 























VERY retailer and wholesaler owes it to himself 
to conserve his energy and time, and this com- 
plet: system has been prepared to enable him 

to do it. A glance at the illustration above will show 
what a big help it is. There is a division for everything; 
buying and selling prices, special quotations, reminders 


for future advertisements, window displays, special sales, 
follow-ups, stock wanted, etc. With this complete yet simple system 
at your elbow you can plan your work for a whole year and then 
give your entire time to carrying it out on time and reap the harvest. 











Complete Record in Quartered Oak Case 
14 inches long, 6 inches wide—$6.00 


Hardware Age Book Dept,,”"*Nav'faiscuy 
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COMPLETE ACCESSORY STOCKS 
DEMAND THESE GOGGLES 


The calls are many when you stock the new auto- 
mobile or shooting goggles which we manufacture. 
A flexible spring center piece prevents cutting and bind- 
ing behind the ears, the bows are covered with yellow 
fibre tubing, preventing metal from coming in contact 
with the skin, and they can be worn with comfort 
over glasses. 

Get our catalogs. For other styles, also workmen’s 
goggles, order through your jobber. 


Chicago Eye Shield Co. 


2300 WARREN AVE. Chicago, III. 

















Insert the jar with the narrow opening iz THIS SPRING. ORDER NOW TO INSURE 

get ie a YOUR SALES DURING THE REPAIR 
coil of the spring 43 SEASON. 

f-7] . A drop forged tool giving greatest strength. 

» 


Method of spreading the jaws gives quick and 
positive action. No chance of tool slipping. 





Pit ae 


The most popular Valve Lifter on the market. 


Use the jae with the wile cpening The VLCHEK TOOL CO. 


fo straddle this nut —— CLEVELAND, OHIO 











The Cups 


EMPRESS GRE EASE CU UPS shown repre- 


sent only a 
Lnvisible Retches >t “Om? part of our 


Plain No. 299 Leather Packed Short Pat. Marine line. 


_ BOWEN MFG. CoO. eB 
AUBURN, N. Y. Write for fall 
CATALOGUE ON APPLICATION 
information. 


8 q 9 @ an Ask for 
Style 


Se Style Style Sty 
Soc wo. “NOC. OC. “KOS. UC.  WOd. Catalogue L. 























GALVANIZED MALLEABLE 


BOAT HARDWARE 


We make our own castings—do our own galvanizing—handle everything from 


the pig iron to the finished product. 
u'll find our Folding Anchors, Row Locks, Boat Hooks, Belaying Pins, Boat 


Cleats and Clothes Line Hooks very good sellers. 
We stand behind everything we make with a guarantee which protects you 


fully. 


Send for catalogue which shows our Complete Line. 


MALLEABLE IRON FITTINGS CO., Branford, Conn. 
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This Stops the Ford Thief 


Theft insurance doesn’t stop Ford 
thieves but the Goodrich Yale Lock 
and Switch does. 


> 
Theft insurance doesn’t prevent joy- 
riders from racking your car to pieces 
and then abandoning it but the 
Goodrich Yale Lock and Switch does. 


Theft insurance doesn’t keep your 
business appointments and your social 
engagements but the Goodrich Yale 
Lock and Switch does. 


‘hecause 


it is the only positive protection against highway 
pirates and joyriding crooks. 


it is unlockable, unscrewable and unpickable. 


the Yale lock key cannot be duplicated—yours is 
the master key and there’s no other like it. 


one turn of that key locks the ignition and cov 
ers up the screw heads all in one motion 


the thief’s tools are rendered useless—the lock 
cannot be removed. 


metal shutters sliding over the screws which 
hold the Goodrich Yale Lock and Switch in 
place are the nemesis of the Ford thief. 


-only the owner of the key can remove this 
lock—anyone can install it in two minutes. 


Unprotected Fords encourage thefts. 


All the Mayor’s men and all the cops’ horses can- 
not do the work of this lock—it is the only safe 
and sane way to protect your car. 


All fear and thought of theft is cast to the four 
winds when your Ford is equipped with a Good- 
rich Yale Lock and Switch, internationally ad- 
vertised, internationally demanded, sold_ the 
world over. 


DEALERS: The many provable 
$ e 25 advantages of tile Goodrich Yale 
Lock and Switch make it the fast- 
Price est and most profitable seller in 
Complete the Ford accessory field. Write 
$4.50 in Canada or wire today for terms. 


Goodrich-Lenhart Mfg. Co. 


1123 Widener Building, Philadelphia 


Who's Going to Help 
You If You Don't Help 
Yourself? 


In these hard practical days you 
won't find many men. standing 
around waiting to extend a helping 
hand to the stragglers along the Road 
of Life. Every man is out digging 
for himself, trying to boost himself 
higher without much regard to those 


beneath him. 


But there’s one aid to success in 
sheet metal work at everyone's dis- 
posal, provided that he has ambition 


and initiative. 


Gray's School 
of Pattern Drafting 


offers you your best opportunity to 


secure the training and knowledge 


essential to future success. Are you 
going to pass by this opportunity, or 
are you going to take the time to in- 
quire into the methods by which this 
School makes better workmen and 
better-paid workmen. It will only 
take a minute to drop us a postal, and 
you'll save hours of time and worry 
later on. Write today. 


~ GRAY’S SCHOOL 
239 West 39th Street, | New York City 





Send Sample Drawings and Circulars to the 
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Department 4 


Farm and Garden Tools; Wire Fencing and 
Gates; Pumps and Gas Engines; Platform 
and Counter Scales; Paint and Varnish; 
Poultry Supplies; Barn and Dairy Equipment. 








AKE this your banner year. 


Cyclone 


Products have the sales-compelling attrac- 
tiveness and established reputation which make 


them winners. 









































Cyclone ‘Universal’ Walk 
Gate—Every home owner in 
your town can use one or 
more of these gates. Strongly 
built, heavily galvanized, with 
fittings for any style post. 


This demand has 
been created by the 
Cyclone national ad- 
vertising campaign 
acquainting every 
home with Cyclone 
Quality. 





























Because of distinctive design, 
manufacture and _ quality, 
discriminating buyers choose 
Cyclone Products over all 
competitors. 


Cyclone Dealer service is thor- 
ough and comprehensive in 
scope and puts you in touch with 
a big established demand. 


Cyclone Double or Sitgle Drive Gate combines 
strength and beauty. Frame of heavy high-grade 
tubular steel, with center-bar support. Heavy wire 
fabric closely woven. 


_ Cyclone Ornamental Fence 
is characterized by original 
designs, even picket tops, 
uniform _ spacing, deep- 
crimped, full No. 9 wire 
pickets, and triple reverse 
twist in weaving, which in- 
sures stability. More of this 
fence is sold than of any 
other make. 


Cyclone Ornamental Waik 
Gate suits the most particu- 
lar buyer both in appearance 
and durability. Frame of 
heavy tubular steel, fabric 
of large heavily galvanized 
wire, closely and firmly 
woven. Strong fittings for 
any style post. 


Cyclone Products 
will ‘‘bring home the 
bacon” for you — 
write for free illus- 
trated catalog and 
full information. 





. P Cyclone Flower Bed and Lawn Border is very popula! 
for both public and private grounds. Strongly built; easy 
to set up around any shape or size of flower bed or lawn 


SW et ten ee ee ne ee ee er ae 


Cyclone “National” Farm Gate is the low-priced ‘‘com- 
mon sense’ farm gate which every farmer will buy on 
sight. Simple, light and strong. Frame of high-carbon 
tubular steel; heavy wire fabric. 


Waukegan, Illinois 


CYCLONE FENCE CO., 
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STURGES 
STEEL CHURN 


ALL STEEL—not a piece of wood 


about it; handsomely finished with en- 
amel paint in exact colors shown here- 
in. Inside is heavily tinned; cork-lined 
cover; malleable iron trunnions. Steel 
welded frame, without bolts or rivets. 


The making of these STEEL CHURNS is an achievement never 
before accomplished, and promises to result in 
supplanting the wooden churn, just as steel cars 
and buildings have taken the place of wooden. 
'A STEEL CHURN is sanitary; milk cannot 
soak into steel; there is no place for microbes 
| to lodge; no seams to open up, or hoops to drop 
off in the sun. Steel makes it long-lived, for with ny 
care it will last a life-time. 


~DO NOT DELAY ORDERING SAMPLES—Be the first in 
_ line to show the latest! STEEL CHURNS. You will not have 
| to talk to sell them; all you will have to do is to place them 
' where they can be seen; they speak for themselves. 








MADE IN THREE SIZES (FOR FAMILY 
USE) FIVE, SEVEN and TEN GALLONS 


Write f Size No. 1—Five-Gallon 
rite for Churning Capacity VY, to 2'\4 gallons 


Shipping Weight 18 pounds 
Catalog Height to Trunnion 11 Inches 


No. 28 Code Word 
I ur) Galata ai det arc ONC tS! 5 aus ag alak aa ghee iat Wialasane $5.50 


Size No. 2—Seven-Gallon 


Churning Capacity 1 to 3Y% gallons 
Shipping Weight 30 pounds 
Height to Trunnion 

Code Word 

NI hahaa ea das 476 Reb hee RO abe ee ee ead e Oa $6.50 


Size No. 3—Ten-Gallon 


Churning Capacity 1 to 5 gallons 
Shipping Weight 36 pounds 
Height to Trunnion 24 Inches 
Code Word 

eas oivns 6laeks bwhs wees Madi pales ees OeeRe A $7.25 








MANUFACTURED BY 


Sturges & Burn Mfg. Co. 


CHICAGO, ILL. 


Nos. 2 and 3 50 Church Street, Hudson Terminal Bldg., New York City 
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PIONEERS 
or 
PURE PAINT 





E exclusive agency for Martin-Senour Paints is considered a 
valuable assct by the thousands of Martin-Senour Dealer- 
Agents, some of whom have stocked Monarch Paint 100% 
Pure, Senour’s Floor Paint, "The Old Reliable" and other Martin- 


Senour popular specialties for more than thirty years. 


The Martin-Senour exclusive agency proposition presents an opportun- 
ity that any shrewd, far-seeing merchant should examine carefully from 
a business standpoint, and with the probability of materially benefiting 
himself and his paint department. : 


Martin-Senour products are unexcelled. 


Martin-Senour ‘Sales Promoting Helps and Advertising Display 
Features are attractive, up-to-the-minute, intelligently designed an 
effectively carried out. 

We will gladly mail our 1917 Advertising Bulletin to any dealer who is interested in 
developing a more satisfactory, permanent and profitable paint business upon a foun- 


dation of QUALITY. Send for it now. 


THE MARTIN-SENOUR CO. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 























E manufacturers of Martin's Varnishes have always had as their 
first desire, the ambition to make the finest varnishes on the mar- 


ket. We believe that we have attained our ambition. 


We offer as unexcelled in their respective classes: 


THE BIG FOUR 


M N’S FLOOR VARNISH 

M N’S INTERIOR FINISH 

M IN’S OUTSIDE SPAR VARNISH 
AM -LYTE FLOOR OIL 


Superlatives in advertising have long since been exhausted. They may mean 
a great deal or very little when applied to the average brands of varnish. 





Facts pertaining to varnish quality are of. value to any dealer in varnishes. 


We wish to show you Facts. A postal will bring them. 


QuALITY VARNISHES 


TWENTY -FIFTH AND MARY STREETS 


CHICAGO 
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Here’s How They Sell— 


Bentley Light Co., Minneapolis, Minn.—‘“‘Sold the 25 
lanterns in a day and a half. Ship 50 more by first 
express.” 

Can't you see the profit-possibilities in a lantern like 
that? 

The AMERICAN DARK CHASER furnishes 400 C. 
P. of clear white light. Burns brightly in any weather, 
any wind. Costs less than 1-3 of a cent an hour to 
operate. It's a necessity on every farm, essential for 
the summer camp, houseboat, touring car, garage, 
logging camp. It's an ideal lantern for night watch- 
men, park policemen and railroad men. There's no 
limit to your sales. Write for discount today. 


American Gas Machine Co. 691 Clark St. 
Albert'Lea,"/Minn, 
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SILVA 


LAWN MOWERS 


W: are sending a package of counter litera- 
ture, booklets, hangers and trade aids to 


every dealer we know of, who has stocked any of 
the “PENNSYLVANIA” Quality Brand of Lawn Mowers. 


If you have not received yours, please notify us, stat- 
ing the brands carried and from whom purchased 





This trade mark will be 
found on the following : 


‘“‘Pennsylvania’”’ ‘‘Lawn Cleaner’’ 
‘Great American’’ **Golf’’ 
‘“*Continental”’ ‘Putting Greens’”’ 
“Pennsylvania, Jr.’’ ‘ 

‘“*Keystone’”’ ‘é — 

“Shock Absorber”’ ‘“‘Undercut Trim- 
‘“‘BraunGrassCatcher’”’ mer’’ and Others 
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This Advertisement Tells You How You Can 
cure The Water Supply Business in Your 


icinity, With The Least Possible Trouble 


In your immediate vicinity, right now, there are prob- 
ably a half dozen or so "prospects" for some kind 
of a water supply system. 


Perhaps you do not know a// of them, but it is a safe 
guess that you at least know one. 


Send us information in regard to any prospects you may 
know of; also the details as to the source of water supply; 
depth of well; distance from the surface of the ground to 
the water; how many people will use the water each day; 
power available to drive the pump. 


With This Data, We Can Recommend The 
Outfit Needed, ; 


quoting through you, of course. You carry no stock; do no "Typical Instal- 
; , ; 6 oa 
engineering work—you simply handle the account, and — 4 pom 


install the work. No. 25 General 
Catalogue. 


If you look around a little, we will venture that you will be 
surprised to see how many such "prospects" exist. Schools, 
villages, country clubs, suburban and country homes, country 
institutions, etc. all must have water. 


LETTING Water Systems 


will take care of all their needs in all respects. You uncover 
the prospect; give us the details, and we do the rest. It'sa 
good proposition for both of us and we want to co-operate. 


Our New 360-page General Catalog takes up 
the subject of water supply from every angle 


If you do not have a copy of our new 360-page General 
Catalogue No. 25, send for it to-day. And when you write, 
send along the first two or three names 

and specifications. 


. . : ‘ Ss x 
The price of such installations will vary potas Me, 2080 


from $50.00 to $600.00. Your profit on 


such sales is worth considering. /sn’t it? 


The Deming Company 


Hand and Power Pumps for all uses. 
Salem, Ohio 


General Agencies : 

Chicago: Henion & Hubbell 
Pittsburgh: Harris Pump & Supply Company 
Buffalo: Root, Neal & Company 
New York: Ralph B. Carter Company 

Agencies in all the Principal Cities The one illustrated in " Typical Installation" above 





*Close Up" View of one of vur nos popular Hydro-Pneumatic W ater Systeme- 
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uct &Datisfy is more than a slogan—it’s a service guarantee on 
ROYAL Paints and Varnishes. It means quality, purity, and every- 
thing else to the consumer. It is our assurance of ROYAL satis- 
faction to all users of ROYAL Paints and Varnishes—an obliga 
tion which does not cease until the service rendered has proved 
worthy of the price paid. 


Sure f Dabisly is our promise of satisfied customers to every 
ROYAL Dealer Agent—a fulfilled promise continuous since 1857 


—our assurance to you that every ROYAL sale widens the way 
for more sales to follow. 


PAINTS & VARNISHES 


Boce & PalistY is our promise of ROYAL advertising results— 
assured by dealer-made advertising comprising a complete program 
of real selling helps—the right-at-home kind—free local newspaper 
advertising, cartoon moving picture film reels, picture slides, me- 
chanical moving window displays, window trims, signs, cutouts, slat 
signs, field signs, fence signs, folders, letters, booklets, etc.—every- 
thing featuring your name prominently. 


Acquaint yourself with ROYAL Paint—Promotion and Price—all 
are sure to satisfy. 


Reading, Penna. 
Boston 
New York 





—_ 
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VARNISE | 
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|| ROYALITE 


MACHINE MIXEL 


LIQUID PAINT 
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BUILD BUSINESS} 


Here are some of the fastest sell- 
ing wire products you can stock for 
the Spring trade. The Wright Wire 
Company's poultry netting, wire and 
screen cloth and fencing will please 
your customers and bring you those 
desirable repeat orders. 


Build up a permanent good will by 
selling your customers goods from 
this widely varied line and watch 
your profits grow. 


Think of the wide demand that 





| 
| 





Screen Cloth, Worcester 
Brand, in Black, Galvex, and 
Bronze Finishes. 


Royal Worcester Brand 
Wire Cloth, Galvanized After 
Weaving. 
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WITH QUALITYGOODS 


awaits these high grade wire prod- 








ucts. Young poultry needs protec- 
tion; houses are building; gardens 
and lawns need fences; young trees 
need protectors; flower beds need 
guards; clothes lines are being raised 
in back yards; moving tenants de- 
mand picture wire—everyone is in 
the market for good wire products. 


Get your stock in early for the 
Spring rush. If your jobber cannot 
supply you, write us direct for cata- 
log and prices. 








‘ Poultry Netting, Excelsior Excelsior Poultry and Rabbit 
Brand, Galvani zed After Fence, Galvanized Before 


Sitadend tere Weeviess” Wri g ht Wir e . —_ 
Company 


Worcester, Mass. 


BOSTON 
. NEW YORK 
Branch Offices and | PHILADELPHIA 
Warehouses at | 
CHICAGC 
SAN FRANCISCO 


Worcester, Mass. 
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Some of the points of superiority of the 
NEW DE LAVAL 


HE new De Laval bowl design and the new method of delivering 
the milk into the discs give increased capacity without increasing 
the weight or size of the bowl or increasing its speed. The incom- 
ing whole milk is delivered beyond the cream wall, and this, in con- 
junction with the improved design of the bowl, makes possible closer 
skimming than ever before, especially under the more difficult condi- 
tions of separation, such as skimming a very heavy cream or separating 
milk below usual temperature. The much lower speed of the De 
Laval than other cream separators (in most cases from one-half to one- 





SKIM-MILK OUTLET 


The New Self-Centering De Laval Bowl 


Referri to the above illustration, the incoming milk is delivered into 
the central shaft at (1), whence it passes through tangential slots in the 
wall of the shaft into the enclosed gutters of the distributing device and 
from the lower ends of these gutters (2), which extend beyond the cream 
wall, is delivered into the neutral zone or separating disc space of the 
bowl, passing upward into the discs through a series of openings in same 
located above the as device inlets. Separation then takes place in 
the discs, the cream particles going toward the center and forming the 
cream’ wall (8), around the central shaft and (istributing device and 
mounting upward to the point of discharge through the cream outlet, while 
the skim-milk passes outward beyond the discs (4) and is carried upward 
— the wall of the bow! to the points of discharge through the skim 
milk outlets 


A bigger and better cream 







































third less) insures minimum wear 
of gears and much longer life of 
the machine. : 
The New De Laval concave bot- 
tom, self-centering bowl is so de- 
signed and so supported by the 
detached spindle that it will run 
true and do perfect work even after 
long wear, the great importance of 
which every separator user will 


appreciate. 

There are fewer discs in the New De 
Laval bowl, and all discs are unnumbered 
and are interchangeable. 

By reason of its simpler construction 
and the fewer number of discs, the New 
De Laval bowl is more easily washed and 
cleansed. 

All New De Lavals are automatically 
oiled, every moving part of the machine 
being bathed in a constant film of oil. 
There are no oil holes anywhere on the 
machine, and the sight feed oil cup on 
the top of the frame provides for a con- 
stant supply of fresh oil. 

The gears, pinions and other moving 
parts of the De Laval are exceedingly 
simple in arrangement, substantial in di- 
mensions and always interchangeable. 

The De Laval tinware is sturdy and heavily 
tinned, well suited for long and hard wear, 
and easy to clean. ; 

The low speed of the De Laval bowl, in 
combination With greater capacity for a given 
size and weight of bowl than is found in other 
separators and the automatic De Laval oiling 
system, make the De Laval the easiest sepa- 
rator to turn. 
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separator for the Same money 


The greatest improvement in cream separator 
construction in the last 30 years 


HE De Laval Company has always been the leader in cream sepa- 
rator improvement and development and the New De Laval is the 
culmination of nearly forty years of experience and development 

by the largest and oldest cream separator concern in the world. 

It is not the product of any one shop or any one country, but instead, 
of a dozen shops and as many countries; and the whole world’s experi- 
ence in the sale and use of separators. 

The New De Laval has been subjected to the hardest kind of actual 
use conditions, and its superiority to former types of De Laval Cream 


Separators has been fully and completely demonstrated. 

The increased efficiency of the New De Laval, in connection with its greater 
capacity, enables the dealer who sells De Lavals this year to give his customers 
bigger value for their money than ever before. 

Just think what that means to American cow owners in the face of rising prices 
on other cream separators, and on almost everything else the farmer has to buy. 
Only a worldwide organization and tremendous production has made it possible for 
the De Laval' dealer to give the farmer more for his money this year when others 
are giving less. 

The De Laval has always been a winner, both for the man selling it and the man 
using it; and if you want to win the cream separator trade in your locality, the first 
thing to do is to tie up with the winner. There is no better time than right now to 
send in your application for the De Laval Contract. 


Every NEW DE LAVAL equipped with a Bell Speed 
Indicator—the “warning signal” that 
insures proper speed 


_ The operation of a cream separator at the proper speed is of great 
importance in order to insure: (1), clean skimming; (2), cream of 
uniform thickness. 

The De Laval Separator Company has spent a great deal of time 
and money in a thorough investigation Mj the matter of properly 
regulating the speed of the separator. Nine people out of ten turn 

separator handle too slowly, and because this always means loss 
of cream and cream of uneven thickness, every cream separator should 
be equipped with a reliable speed indicator. 

og New De Laval is now so equipped. The De Laval Bell 
Speed Indicator is simple. It is accurate. It is reliable. There is 
nothing to wear out or get out of order. No matter who runs the 
New e Laval, the “warning signal” will tell you when the speed 
8 not right. You hear it and do not need to see it. 





THE DE LAVAL SEPARATOR COMPANY 


165 Broadway 29 East Madison Street 101 Drumm Street 
NEW YORK CHICAGO SAN FRANCISCO 
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THE 
McKINNEY 
DOOR 
LATCH 


aa 


No. 1920-—For Sliding or Swinging Doors 


You can now supply them 
with a real door latch 


inl a anaemia eee teeter aa eee aoa uote aca as nanaat nan nance nammaemaaeee ee ae 


This new wrought steel door latch when used with a dependable 
padlock affords that absolute security which every customer of 
yours has a right to expect. Being in all respects a McKinney 
Product it goes without saying that the material, workmanship 
and finish of this latch leave nothing to be desired. 

Important among the several salient features which distinguish 
this latch from the common barn door latch is the concealed-screw 
feature by reason of which the latch cannot be tampered with in 
any way or taken off when door is locked. 

Although made in only one size and style and consisting of but 
four simple parts the McKinney Door Latch can be used on right 
or left hand sliding or swinging doors of all kinds. It is easy to 
attach and locks automatically as the door closes. Another point 
of strong appeal is the fact that there are no springs to break or 
wear out. It is also adjustable to doors from 134” to 234” thick 
and has large curved edge handles, placed far enough from the edge 
of the door to preclude the possibility of pinched fingers. This 
latch is furnished regularly in japanned finish and is packed one 
latch in a box, with screws. 

It’s good business to suggest the McKinney Door Latch when 
selling hinges and door hangers. Think of the many old barns 
and buildings around you and the new ones in course of erection— 
here’s good latch business and we'll help you get it. Write for 
illustrated circular “L-1.” 


i 
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McKinney Manufacturing Co. 
Pittsburgh, Pa. 
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Better Barn Building Urged—- 
Hardware Dealers to Benefit 


Farmers and dairymen are coming to see oun 
that a wisely planned, well equipped barn ‘ 1 he 

pays bigger dividends than the cheap hit-or- 

miss shed of yesterday. Contractors and 7 

builders cate the importance of modern ¥. I LT L S B UR GH 
equipment if the barn is to be a success. . 

The leading farm and building papers, Trolley Hanger 
through their columns, are urging better “ 

barn building. and Track 


As a result of the better barn building 
movement the hardware dealer is going to 
find it much easier to sell good barn equip- 
ment. Better barns demand better hard- 
ware—better door hangers. Not necessarily 
more expensive hangers, but more efficient 
hangers—hangers that can be gepended 
upon to stay up when put up and to operate 
easily in all kinds of weather. 


The PITTSBURGH Trolley No. 50 is that 
hanger. In its construction every possible con- 
tingency is anticipated. Lateral and vertical ad- 
justments overcome the warping of doors and the 
settling of the building—hinged construction pre- 
vents doors being torn down when struck a severe 
blow—covered trolley track keeps out snow, rain, 
ice and birds’ nests, in addition to which protection 
the wheels and carriages are galvanized. The 
double drop straps are heavily enameled. These 
and other features are explained fully in illus- 
trated circular H1, a copy of which will be sent 
upon request. 


If you are not already selling PITTSBURGH 
trolley hangers and rack write now for particu- 
lars relative to circulars with your imprint, litho- 
graphed display cards, and other selling helps. 


McKinney Manufacturing Co. 
Pittsburgh, Penna. 
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Now is the Time to 


Stock These Goods 


Take advantage this spring of Fountain Lawn Sprinklers. 


Stock your store completely with ‘Original,’ “Baby,” 
“Shower” and “‘Half-Circle’’ Sprinklers. One of these sprinklers 
meets every conceivable use to which a sprinkler can be put. 


. They are packed attractively in lithographed display con- 
tainers, and to display them is to sell them. 


Our lawn sprinklers are the original of their type. The 
‘‘Mist-Like Spray’’ has made them known as the best from coast 
to coast, and nearly every jobber carries them in stock. 


When you order, be sure you get the ““Marysville’’ line. 


The Standard Stamping Co. 
Marysville, Ohio 


February 3, 1917 
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THE STANDARD SPRAY PUMP 





A Simple, Powerful, Low Priced Pump for Every Kind of 
Spraying, Whitewashing and Disinfecting 
MADE ENTIRELY OF BRASS—GUARANTEED 5 YEARS 


Standard Spray Pumps 


Push the fruit crop in your territory this spring by 
selling standard spray pumps during ‘“‘blossom-time.” 


Stock the standard as a bucket pump for small 
orchards; as a barrel pump for large ones and for 
“truck’’ crops with knapsack and “‘potato” attachment. 


Thus you will have a profitable, high-quality pump 
of great power for every spraying need. 

Spraying costs are cut a third with the Standard 
pumps. They save one-half the time taken by the 
next quickest methods. These are points which should 
help your sales. 


Send for our circulars and learn about our proposi- 
tion. 


The Standard Stamping Co. 


Marysville, Ohio 
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Don’t TIE UP Al] 


AKE this your slogan for 
1917— 


‘‘Invest less and sell more.” 


Why not? 


Lo et RR 











sn 9 


The line of garden hose that gives you a 
range of price and enables you to meet 
conditions as you find them, is the one 
you can sell to best advantage. 


If a line is strong because of greater mer- 

chandising possibilities, as well as estab- 

lished reputation—there is no need of 
. taking on miscellaneous brands. 


Sad SOOT WARREN EERIE Re re ene gee en NRE PRE FAR SE AN A TT S| EE TENE SN SA I REY PRR CARON tRNA = Pm 
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| BOSTON WOVEN HOSE 
| Largest Manufacturers of 


8 
Ga 
CAMBRIDGE, M 








The Line 


i 
| 
| SULL DOG .... : . dite cells Mim 
| MILO (Moulded Corrugated) it we ‘* 15 cents 
| coe seek. 6S >. “ 12 cents 


(Each 5% inch with standard % inch connection) 


Buy all three They cover the field 
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LOT OF MONEY 











There is world of wisdom in concentrat- 
ing your buying on one line. 


Our Advertised Line of Garden Hose 
for 1917 is strong enough not only to 
support our principle of concentrated buy- 
ing and selling, but to enable you to do 
more business in garden hose than ever be- 
fore and this with a smaller investment. 


Then too, our standardization of the 5/8" 
size (with 3/4" connection) enables you to 
calry one size where two would be neces- 
sary otherwise. 





& RUBBER COMPANY 


Garden Hose in the World 
MASSACHUSETTS 
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ONLY GENUINE 


‘PHILADELPHIA’ 


LAWN MOWERS HAVE 


Vanadium Crucible Steel Blades. 

The Master Alloy and Toughest Steel Known. 
Originators of the First Side Wheel Lawn Mower in 1869. 
Nearly a half century doing ONE THING WELL. 
Bearings bored with rifle barrel accuracy. 

The Standard by which other makes are measured. 


The Most Complete, 
Reliable and 
Efficient 


HAND, 
HORSE and 


Styles “Graham” and “A,” All-Steel. MOTOR Style “E,”’ Vanadium Crucible Stee! Blades 
Practically Indestructibic 





Lawn Mowers Manufactured 





STYLES -| 
“GRAHAM” All-Steel 
- a oe We employ the HIGH- 
**E’’ Removable Box Caps ? ‘ : 
“K’’ Plain or Roller Bearings EST GRADE materials 
“ALL DAY” High Wheel and workmanship to pro- 


“UNIVERSITY” 4 Blades 9” 
Wheels 

*“*INDEPENDENCE” Roller Bear- 
ing 9” Wheels 

“OVERBROOK” Roller Bearing 

**GOLP’”’ 6 or 8 Blades 

‘““EAGLE” Flexible Frame Horse 


Mower 


duce the most perfect 
lawn mowers. Known 
throughout the world 
since 1869 for their many 
superior features. 





Are incomparable in style, 


durability and results. Improved ‘Eagle’ Horse Mower, 
Flexible Frame 


ROLLER BEARINGS are acknowledged by Mechanical 
Experts to be far superior to OLD STYLE Ball Bearings. 


SEND FOR 1917 caTALoG 





Case and Cage of Roller 





Style “K"’—5 Blades—Plain or Roller Bearings, made of Case 
Bearings. Hardened Steel, used on 
Philadelphia Roller Bearings possess “K" Roller Bearing, 2 
many advantages over old style bal! ‘INDEPEN DENCE.” “Independence” Roller Bearings 
bearings. NDEF EE. N 4, 
“OVERBROOK. 


The Philadelphia Lawn Mower Co. 


31st and Chestnut Streets, Philadelphia, Pa., U.S. A. 
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HeN you sell a new pump, sell one that 
will last for years and give the best of 


pumping service all the while. When you 
install a new Hay Unloading Outfit in a barn 
be sure that it is one that can be depended 
on for hard usage through many harvests. When 
you equip buildings with sliding doors see to it 
that they are the storm-proof, push and pull easy 
—the all weather kind. When they are the 
MYERS you are assured of these things, and 
without hesitation will “Take Off Your Hat to 
the Myers” Pumps, Hay Unloading Tools and 
Door Hangers, for their quality and superior 
services. A New Year always brings with it 
many plans for changes and improvements for 
the home and about the farm. Myers Pumps 
for Every Purpose, Hay Unloading Tools and 
Door Hangers will fit into these plans nicely if 
modern water conveniences, better hay and grain 
unloading facilities or uniform, all year sliding 
door service for buildings are contemplated. The 








name MYERS has long been a guarantee of qual- 
ity—the best for the purpose intended. Every 
Dealer should have a complete line of the Myers 
factory products. 





| EVERY PURPOSE 


rede? 


te er 
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Dealers everywhere find that it pays to handle the complete MYERS LINE not only because of its 
uniformity of construction and high standard of quality throughout, but because the line in itself, 
from Power Pumps to the smaller capacity Hand and Windmill Pumps, Hay Unloaders to Hooks 
and Brackets, Door Hangers to Tracks and Fixtures, is so complete in every respect that a dealer 
can meet every demand of his trade with goods which he knows are right and which can be guar- 
anteed—built in one factory—identified by one trade name, MYERS—and catalogued for con- 
venience in one large Catalog—the No. 53. 

Catalog. Information on request. 


F. E. MYERS & BRO. 


ASHLAND, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 


MILWAUKEE CEDAR RAPIDS ST. LOUIS HARRISBURG ALBANY 
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Total Height 70 inches 
Spread at Base 29 inches 


An Opportunity to 
Double Your Sales 


DIETZ 


QUALITY 
LANTERNS 








ETZ Display Stand No. 
12, with its assortment 
of twelve popular Dietz Lan- 
terns shows the goods to per- 
fection in a very small space. 





Install one of these stands in 
a prominent place in your 
store. Mark the retail price 
on the “Quality Tag” attached 


to each lantern. 


This “silent salesman” will 
invite your customers to in- 
spect and handle the goods. 
Lanterns well displayed are 
half sold. 


This is the best “dealers’ help” that 
Dietz has ever offered. Sold ata 
special price, providing a generous 
profit for the retailer. Buy a Dietz 
Lantern Display Stand and watch 
results. 





WRITE YOUR JOBBER TODAY 


R. KE. DIETZ COMPANY 


SIXTY LAIGHT STREET 


DIETZ DISPLAY STANDS ARE SOLD THROUGH THE JOBBING TRADE ONLY 


NEW YORK, U. S. A. 











BTU 





February 3, 1917 
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TheBest Lantern Ever Devised 
For Use Around And In The Barn, House, 
Field, Garage Woods,Camp,Boat,Shop! 


Thousands of farmers, campers, miners, fishermen, 
watchmen, storekeepers, factories, blacksmiths, all kinds 
of men in all kinds of work have bought these famous 
lanterns during the past three years. 

Just imagine it! This lantern chimneys to clean. Not a par- 
gives as much light as 25 ticle of odor or smoke! Anyone 
ordinary lanterns or lamps com- C40 operate it with success. And 


bined! Simply floods the whole fe! Why, you can carry it 


surroundings with brilliant white — oe oS ~ 
light. 300 Candle power! on steadily—brilliantly lighting 


Simple! No wicks to trim. No you on your way 


BA ans s TheStorm King 


We Guarantee = 300CP Incandescent Lantern 
Our Goods 


to Sell and About 12 p% i This incandescent lantern is made to last—to give good service for 
nee Pasa | years and years. It is made of extra heavy metal—beautifully 

Stay Sold weighs | nickel-plated. Every part is built extra strong—most simple. Hasn’t 
y 8% J : I got a lot of ‘“‘gew-gaws” to “‘get out of whack.”’ You can light it as 

easy as you can any ordinary lantern. You can adjust it to as dim 
or as bright a light as you wish—Jjust as simple as tufning down a 


quart gasoline wick on an ordinary “coal oil lamp.” 


or kerosen - . 1 , , F * we ec 

erates iemésen It’s a really wonderful lantern. If it wasn’t we could not have sold 
for from 10 to 16 the tens of thousands of them that we have sold. Everyone who 
ours. buys one is delighted with it. Everyone who sells it finds that more 


and more people want a Storm King all the while 


Housewives No Longer Tied Up Ina Hot Kitchen On Ironing Days! 


This Invention Enables Them ToDo The lroning Out On The Cool Porch! 


—or ovt under the shady trees in the back yard—wherever they will 
No more slaving over an ironing board in a stifling kitchen. No more run- 
ning back and forth from a hot stove with hot, heavy irons! With a 
Comfort Two-Point Gasoline Flat Iron (Self-Heating) you aren’t even tied 
down to the length of an electric feed cord, as you would be if you used an 
electric iron. Furthermore, a Comfort heats in about one-tenth of the time it 
takes to get an electric iron at ironing heat. 
And low in operating cost! Merely costs one-half cent per hour! A half tea- 
nful of alcohol generates the iron in 30 seconds. Three-quarters of a 
nt of gasoline “runs” the flat iron for five (5) full hours! y, that is a 
whole lot cheaper than keeping the range going to do one day’s ironing—to 
say nothing of the difference in labor and discomfort. 
The thousands of housewives who now own Comfort Flat Irons know what 
it is to really enjoy comfort on ironing day—to keep cool and fresh despite a 
‘big day’s ironirg.” Thousands of other women—housewives—should become 
acquainted with the 


Comfort Two-Point 
Gasoline Flal-lron 


All that is needed is to show the Comfort and the result will be that scores 
and scores of people will want one—and will buy one. 

The Comfort is a fine looking self-heating flat iron as well as one that acts 
fine. It weighs 6% pounds—and is constructed of the finest materials, with 
Parts werd nickel-plated. Every part is interchangeable. Its entire design 
ig beautifully simple. No danger of clogging or of failing to operate. A 
Special extension needle keeps the orifice free of dirt at all times. 

An iron that we guarantee to the limit—just as we guarantee every article 
we make—a flat iron that needs but to be introduced in your community to 
sell by dozen after dozen. 


Dealers :—Order samples through your Jobber or 

F direct subject to return if unsatisfactory. 

obbers :—No better selling article exists than the 
Storm King Lantern and Comfort Iron. Send for 


_— and — ; Stock by Most 
National Stamping & Electric Works , of the Best 


416 South Clinton Street . 5 Jobbers 
CHICAGO, ILLINOIS pierre Everywhere 
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GRASS THO OK 
a sph dihamandall 


HAVE A LOOK Lawn King - - 


AT A HOOK Little Giant d 
Little Giant (Adjustable) . 
TO CLIP YOUR LAWN Komet (Adjustable) - 


SLICK AS A BOOK 


Quick Clerk Grass Hook Assortment 


Composed of | 


1 Quick Clerk Ad. Card 19” x 9”. 2 KOMET Adjustable Grass Hooks. 

2 Lawn King Grass Hooks. 2 Junior Grass Hooks. 

3 Little Giant Regular Grass Hooks. Making it possible for a retail dealer to have 
3 Little Giant Adjustable Grass Hooks. a complete line without an over-stock. 


“Your Pail is Leakin’, Mister!” 


Said a boy to a farmer who was carrying a pail of milk from 
the barn to the house. The farmer thought it an April fool trick 
and paid no attention, but when he got to the house he found 


he'd lost half his milk. 


“Your Pail is Leakin’,” ‘Mr. Jobber! 


When you get to next July you will find you've got just half 
as much grass hook milk as you would have had had you car- 


ried QUICK CLERK GRASS HOOK ASSORTMENTS in your 
pail. Particulars gladly furnished. 


Scythes, Grass Hooks, Corn Hooks, Corn 


Knives, Hay Knives, Bread Knives, etc. 


NORTH WAYNE TOOL COMPANY 


Hallowell, Maine 


Sales Office: 1409 Ford Bldg. DETROIT, MICH. 
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The Planet Jr line covers almost 

OMAN CRO Mm Clen(oeweli(mrta(oog: 

—big and little. Display Planet Jrs 
and you can’t miss selling them. 


From the small hand plow for the home 
garden to the large two-horse riding cultiva- 
tors for the:big farm, there is a Planet Jr. 

for nearly every different 
=" kind of crop cultivation. 


1 DEM} ‘ fv No customer need go 


=a ‘g.x | ne away from your store dis- 
s ' - % i appointed. He can hard- 


‘Sy IT Vy | ly fail to get the tool that 
Ni Bs i pal! Mh meets his requirements. 
See what opportunity 

Planet Jrs. offer 

you! They not 

only satisfy the 

customer by sup- 

plying his need, 

but they increase 

his satisfaction 

from the moment 

he starts to use 

them, by saving 

two-thirds his 

time, over half the work, and 

by helping to produce bigger. 


This increases his confidence in you and everything you sell. 


Planet Jr. Farm and Garden Implements have been sold by the millions. Thousands 
of hardware and implement dealers are selling them and making a good margin of pro- 
fit. The established Planet Jr. reputation coupled with our national publicity in 
the dealer’s behalf makes selling easy. The sooner and better you display them 
the sasier and bigger will be your sales this season. eG 


Write us now for prices, terms, discounts, and full information. 


S.L.Allen&Co. 


Established over 40 years. 
Box 1207-W 
PHILADELPHIA 
Manufacturers of 
Hill and Drill Garden Seeders 
Wheel Hoes Horse Hoes 


One and Two Row Riding 
Cultivators 


Two and Four Row Beet 
Cultivators 


Orchard Cultivators 
Celery Hillers veer Diggers 


Saginaw 


Los Angeles 


Planet Jr 


Farm and Garden Implements. 
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The Right Post to Use 
The Right Post to Sell 


As the price of wood posts grows high- 
er, and the quality grows poorer, and 
as concrete posts prove too brittle or too 
expensive, more and more men are seek- 
ing real service by using 


QUICK SET 
Steel Drive Posts 


These are more durable, more convenient, 
and more economical than any other post. 

They will not rust, will not rot, are not 
dislodged by frost and will not burn. 
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Every dealer can. make more sales and 
yreater profits by handling this line. Our 
booklet describing these posts is sent free. 
Why not write for it? 


Buffalo Steel Co. 


Tonawanda, N. Y. 
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The Most | Fe — io — q | The 
Extensively | See BL Successful 
Advertised ae Ap Incubator 

Line of ; A yet | a Is A Positive 

Incubators ae Dependable 

Sold To . Hatcher. 


Dealers It Stays Sold. 


The SUCCESSFUL line includes: Incubators, Brooders, Grain 
Sprouters, Brood Coops, Egg Crates, Water Fountains, Feed 
Hoppers, Egg Testers, Poultry Markers, Leg Bands, and a full 
line of Poultry Remedies, etc.,etc. THE SUCCESSFUL LINE 
IS SOLD BY THE DEALER ALMOST EXCLUSIVELY. 
There is some good territory still open. Write for our catalog 
and we will acquaint you with our co-operative selling plan, also 
prices and terms to dealers. THE BIG INCUBATOR SALES 
SEASON IS NEAR AT HAND. NOW is the time to reserve 
YOUR territory. 


DES MOINES INCUBATOR CO. 


DES MOINES, IOWA. 
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Floor Finishes 
White Enamel 
Spar Finish 


The Highest Quality 
Best Advertised 
and Quickest Selling Line 


Write for particulars of the Kyanize Exclusive Agency Plan 


BOSTON VARNISH CoO., 














Everett Sta., Boston, Mass. 
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>| Boston VARNISH Company j 
BOSTON - CHICAGO - MONTREAL 
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Largest Sandstone Quarry in the World. Quarry face two miles, depth 200 feet 


Prepare for Spring Farming 


“CLEVELAND GRINDSTONES” 
Take the Lead for Farm Use 


The winter season will soon be over and spring demand for sharp tools will begin. 
Have “CLEVELAND GRINDSTONES” on hand. The grindstones that Agricultural 
Implement Manufacturers choose. Provide yourselves with the only GENUINE Berea 
and Huron grindstones obtainable. We own and operate the largest sandstone quar- 
ries in the world. 


It is to the interest of every jobber and dealer to sell “CLEVELAND GRINDSTONES” 
which are recognized as STANDARD by everyone everywhere. 


Every Farmer, Butcher and Shop needs sharp tools. We have a particular grit for 
grinding every kind of tool and expert graders of many years’ experience to select the 
right grindstone for your trade. 


You need not fear competition if you stock ““CLEVELAND GRINDSTONES.” These 
are the grindstones that will keep customerg loyal to you. What is a more necessary 
Farm Help than a grindstone? 


We offer you 
“CLEVELAND GRINDSTONES” for QUALITY 


THE CLEVELAND STONE CO. for SERVICE 
Write for Catalogue and Prices 
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The Cleveland Stone Company 
Leader-News Bldg., Cleveland, O. 


SMT 
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How We Help You 
Sell Plymouth Rope 


MUSOU 


HENLITT 


HN til UAL 


“We appreciate the many things you are 
doing to co-operate with the merchants in 
furthering the sale of Plymouth Rope.” 


Thus runs a recent letter from a typical 
Plymouth dealer. And here are two of the 
forms of co-operation referred to. 


i 


ry 
a 


A free advertising service which enables 
you to show more people why they should 
buy Plymouth Rope and where they can 
buy it. 


ALCL REMAN 





A plan for retailing Plymouth Rope by 
the foot, which enables you to sell more 
people—and to do this with less effort and 
greatér profit per sale. 


LL A 


These two factors are helping thousands 
of Plymouth dealers to build larger and 
more profitable rope businesses. The same 
factors will do as much for you. 


NT OC 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. WELLAND, CAN. 


Distributors in All Big Cities 
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ALL STEEL HAME CHAINS PATENTED Shiv cnc cuatny the seer 


MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 





LOOPLEVER 


Simple and rapid 
in operation, the 


Simple. SE PREMAX DODSON ZENITH & 


Practical Work Easily. Can be hitched Stronger 


Never Yield, and unhitched in =< A apaa simplest and most 


Durable Slip or Break. much less time rior to any convenient lever 
Always Reli- than a leather leather hame fastener 
able. hame strap. hame strap. made. 


PRX 
REN 
Peeccies,. ALL STEEL CHAINS, SNAPS AND OTHER SPECIALTIES R 
Coll Chain Bit Chains Dog Leads Jockey Chains Steel Puzzle or Bolt Snaps 
Halter Chains Rein Chains Dog Chains Stallion Chains Rope Snaps and Chain Snaps 
Cow Tie Chains Hame Chains Dog Leashes Hammock Chains Wrought Steel Harness Snaps 
Tie-Out Chains Post Chains Dog Collars Spreader Chains Swivel Snaps and Lock Snaps 
Curry Combs Dog Couplers ross Rein Chains Shoulder or Carrying Chains 
Safety Hasps Rat Traps Harness Chain Sets Single and Double Rope Swivels 
Breast Chains Picket Pins Animal Traps Fish Stringer Chains Special Chains for Special! Uses 


KEY CHAINS, FLEXIBLE AND STEEL SPLIT KEY RINGS, IN GREAT VARIETY 


yy 


Y 


‘4 


YD: 


MMA 


Patented October 11, 1904 


OUcaaTAAAAAAAA .@ AAAAAAAAAABALL 
VY YOY LARA 
Very practical, strong, unique and attractive. 
If caught by accident, it stretches, which prevents breakage 
and pulling off of buttons. 


If watch is dropped from the hand it catches it like a cushion 
and no damage is done. 


Yyy 
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Key chains in Steel, Plain and Nickel and Brass Plated, in Solid Brass, Plain and Nickel Plated, in Aluminum, German 
Silver, Oreide and Mixed Links, panes Link and Expansbn Coil Key Chains and Arm Bands, Expansion Watch Chains, 
Fob Chains and Scissors Chains, all made of Solid Nickel Silver and Best Plated Music Wire, Flexible Key Rings with 
Puzzle Snaps, Twenty different Steel Split Key Rings, Railroad Key Chains, Key Rings with Advertising Tags, Etc., Etc. 


SHEET METAL LETTERS, FIGURES AND SIGNS, NUMBER AND NAME PLATES, ETC. 


N 
N 


We make separate embossed letters and figures in seven sizes, %”, 1”, 1%”, 2”, 3”, 4” and 6”. We make them 
all in polished aluminum and in brass in six different finisges. We make to use with them hands pointing right and left, 
$ and c. signs, periods, commas, dashes, etc. We make embossed sheet metal signs, also embossed number plates, in 
both brass and aluminum, with characters from %” to 3%” high. We also make brass letters in any of our six finishes 
flat only—not embossed—in sizes 8”, 10” and 12”. We make brass and aluminum number plates with numbers stam 
in, numbers from 3/16” to 1%” high. ! 


‘ Goods for Municipalities 
GOODS FOR CONTRACTORS AND BUILDERS CO saahacitiiies eneail 


Niagara and Niagara Junior Wall Plugs AYP, Sie rns House Numbers, 
Niagara Veneer Ties and 7%” Wall Ties po GC Dog Tags, License 
12” Single Width and Double Width Wall Ties , ! Plates, Tags, 
Niagara Major Veneer Ties 1 3/16” Wide ws \ - Signs, Badges, Etc. 
Sash Chain, Sash Pulleys, Sash Fixtures y) ih 

Brass Chain Window Shade Pulls with Rings 

Steel Chandelier Chain, Old Brass Finish 


HARDWARE SPECIALTIES AND NOVELTIES FOR OTHERS 


We make Hardware Specialties for others, Stamped and Formed from Sheet and Plate Steel, Brass, Tin, Copper, 
Zine and Aluminum, and from Steel and other Rods, Bars and Wire. We do Drop Forging and Screw Machine Work. 
We do Wire Forming, and make Specialties to order in Wood. We do Buffing, Polishing, Enameling and Electroplating 
in Copper, Nickel, Brass and Zinc. We make Cutting, Punching and Embossing Dies, make Tools and Models to order, 
and do Die Sinking and Engraving. We make all the Dies we use in our own business, and all the Dies and Tools for 
the Specialties we make for others. We also make Dies for our customers to use in their own shops, in many cases 
fitting them up with Presses and other Tools complete to do their own manufacturing. 


Our General Catalog No. 25-HA Sent on Request 
NIAGARA FALLS METAL STAMPING WORKS 


Manufacturers of Hardware Specialities 
NIAGARA FALLS, N. Y., U.S. A. 
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PRIEST’ 
Horse and 
Toilet 
Clippers 


Uris «: must be in fine fettle 
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this spring. They must be 

well-groomed for both com- 
fort and appearance. It has always 
been that springtime is the season 
for horse-clipper sales. 


UUUVNLONUULOUUUAUALV ANAL 


Barbers, on the other hand, need 
clippers all year ‘round. Spring, 
summer, fall and winter are all hair- 
cutting seasons for them. There- 
fore, when considering the line of 
horse and toilet clippers give care- 
ful consideration to the Priest Line. 


In completeness the Priest Line has kept 
pace with the times. During the past 
year we have made many improve- 
ments that you and your trade will 
appreciate. For instance, we consider 
the “Single No. 7,”’ illustrated, the best 
one man power machine available for 
horse clipping. 


In our complete assortment of hand 
and power instruments you will always 
observe that the utmost care has been 
given to grinding, tempering, cutting 
and finishing. 


{UNL LN Ae 


May we quote prices and send details? 


AMERICAN SHEARER 
MANUFACTURING | 
COMPANY 
314 Main St., Nashua, N. H. 


UUUNNNUULUULAULLAAOA LUE LUGAR 





Wiebusch & Hilger, Ltd., 
New York City 


SELLING AGENTS 
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How Many Farms in Your Vicinity 
Have Electricity ? 


HENEVER you find a farm using electricity, you can put down the 
owner as a progressive man. He believes in letting electricity do work 


that was formerly done by hand or by some inefficient mechanical means. 


Whenever you find such a farmer in your vicinity you can also put him down on your list as an 
excellent prospect for electric pumps—not only pumps for private home water systems; but pumps 
for irrigation (either overhead or drainage), pumps for fire protection, pumps for handling milk 
in the dairy and pumps for supplying water to cattle barns and stables: 

In most sections of the country the number of farms using electricity is steadily growing 
and thereby offering a larger and larger field for the sale of electric pumps. 


Make a list of the farms around your town or in the entire county which have electricity 
available and mail them copies of the circular shown below, a supply of which we will send on 
request. This circular shows three popular types of electric driven 


suitable for the above services—all of them profitable ones for you to sell. 


Make up your list now including also the names of mills, factories, hotels and schools which 
have electricity available and let us know how many circulars you need. 











Fig. 3025—Centrifugal Pump direct connected to 
electric motor—also furnished with pulley for bele 
drive from motor, engine or line shaft. 





Q outfit 
forma an 
Fit 1831 ot pressure for 
eleva ed with pull no or lt 
nish ,gouune DG 

















Fig. 1454—Deep Well Head. For 
elevated or pressure tank water supply 

Fig. 1657—Sanitary Rotary Milk Pump. For systems. Also furnished with pulleys 
belt drive from motor, engine or line shaft, for belt drive for operation from motor, 
engine or line shaft. 





The Goulds Mfg. Company <a 


Main Office and Works: Seneca Falls, N. Y. 


Branch Houses: Boston, New York, District Offices: Pittsburgh, Today 
° Philadelphia, Chicago - Atlanta, Houston 
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There’s 


Effecto Auto Finishes—a Strong Line all the Way Through 


1 Every Auto Owner is a Prospect. Effecto is a material with 
* which he can refinish his car himself, making it look like new 
in a short time and at a very small cost. J?’s not a wax or a poltsh 
— it’s a durable, beautiful evame/ made in black and colors, — 
including also the fast-selling Top and Seat Dressing. 


2 Effecto is Nationally Advertised. The same liberal 
* aggressive policy of advertising that has made ‘‘61”’ 
Floor Varnish and Vitralite Enamel familiar is being pursued 
in developing this new line. The Effecto Campaign this 
Spring will be entirely independent of our other publicity. 


3 Competes with Nothing Else You Sell. The Effecto 
¢ line is not an improvement on, nor a substitute for 
some article that has always brought you a good profit in 
the past. Money spent in your store for Effecto would 
otherwise vothave been spent there at all. \tis new profit. 


4 Brings You the Auto Trade. These are the 
* successful people — the kind whose other 
business is of real value toyou. They own homes, 
factories and other buildings. Their annual pur- 


Saye chases of your goods are enormous — and once 
Cfecto S inside your store, they'll come again. 
MUTO. . 


FINISHES y 5. Only a Small Investment Needed. 


Gach this Blfecto. Prep- ul The special One-Case Assortment 
osition, Mr. Dealer! Let b| 5 pis -afullline of E fecto, Otte RRNENY. 
& swing you over among gs ah Inquire about it today! 


the other successful 
Effecto Dealers. 


SAFE and SURE 
PROFITS PRATT & LAMBERT-INC. 


Varnish Makers ears 
wae Your Share 114 Tenawanda St., fi ve 
of the great and grow- ree “Btfalo ; 
sales from which non opus a 


Brid 
Dealers every- videobrs, Coneda 


EES Pratts ambert\arnishroposition 


er Proposition — and Quality Sales Profits Repeats-:- 


do it today — NOW! 





HARDWARE AGE 


February 3, 1917 


Os it 


Varnish 
Guarantee 


Absolute Uniformity 
Assured by Our 
Guarantee 


Thus Varnish has deen properly 
aged, and 1s composed of 


Fossil Gum 19 

Pure Linseed Oil 
and Dryer 33.% 
Pure Turpentine 498.% 
100.6 


and nothing else 


DEVOE 


FOUNDED 1/54 
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O—they’re not new—just re-enameled. 
And they weren’t such expensive screens, 


either. But I’ve taken good care of them. 


“Every Spring, before I put them up, I take a 
few minutes to give each of them a coat of Acme 
Quality Screen Enamel—made especially for this 
purpose. 

“Mr. Bank, the hardware dealer, suggested 
it and I certainly am indebted to him. 


“The cost is only a trifle and results are very 
satisfactory. I feel that I get years of extra wear.”’ 





































How Many Screens in Your Vicinity 


Need Re-finishing ? 


Spring is almost here. Screens on every side 
of you will soon come down out of the attics. 
They’ll look rusty—they’ll need a coat of enamel. 


Many will get it. W42// you sell the enamel? 


This suggests just one of the many household 
uses that people are continually discovering for 
paints, enamels, stains and varnishes. 


There’s the old chair—the scratched bed— 
the rusty radiator—the nicked bathtub—the 
foot-worn floor—the blistered kitchen cupboard, 
etc., etc. People no longer “put up” with these 
things—they re-finish them. 


They’ve been educated to do this in all the 
great magazines—the big paint manufacturers 
have told them how easily, quickly and inex- 


pensively it is done. And they are doing it! 


There is a large, steady and profitable all- 
year-round demand for paints and finishes for 
household use. It is growing all the time, too, 


and you can cash in on it if you will. 


Boston 
Chicago 

















We have two good booklets that we’d like to send you, ‘‘Home Decorating’’ and the 
“Acme Quality Painting Guide Book.’’ Send a postal tonight and the booklets will reach you promptly. 


ACME WHITE LEAD AND COLOR WORKS 
Detroit, Michigan 





Minneapolis 
St. Louis 
Pittsburgh 
Cincinnati 
TAINS 
Toledo Th RMS 





Nashville 
Birmingham 








Dealers selling Acme Quality Paints and 
Finishes have certain well-defined advantages. 


If you’re looking for the biggest paint makers 
in America— if you’re looking for real co-oper- 
ation and usable dealer helps—if you’re looking 
for the best advertised line under one depend- 
able established trade-mark —then there’s really 
only one thing to do. 


Tie up with the Acme White Lead and 
Color Works. 


No matter what the need, you can supply it 
fully and satisfactorily with Acme Quality 
Paints, Enamels, Stains and Varnishes. “There 
are more than 50 varieties in the HOUSE- 
HOLD line alone. 


Write today to our nezrest branch office 
and we'll give you fu// information. We can 
really show you how to maké more money— 
real money—in the paint business. A postal 
will do very nicely. 






Fort Worth 
Dallas 
Topeka 
Lincoln 

Salt Lake City 
Spokane 
Portland 

San Francisco 
Los Angeles 


ny 
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Profitable Poultry Equipment Ci 
THE Baga age + emia eer = 


Incubators, Brooders, Feeders, Founts, Chick Food, Remedies- 
ENABLES YOU TO TAKE ADVANTAGE OF BIG DEMAND FOR POULTRY SUPPLIES, 


BLUE HEN COLONY BROODER 
THE BIG BROODER AT THE LITTLE PRICE. 
$14.50 Size Large as many others rated as “thousand capacity.” 


Widely advertised in leading poultry journals and many farm papers, 


Pa ae ee ee a ay a 


Large, Powerful, Cast Iron Heater, with quick, sure, automatic control. 
Exclusive Curtain Feature gives fresh air but prevents floor draft. 


* ‘ No Overheating Brooder House. Heat held down around chicks’ backs. 
— a een wd Many Other Special Features illustrated in fine new 1917 catalog. 


NEW ‘‘ SELL-ON-SIGHT ’”’ FEEDERS AND FOUNTAINS 


BLUE HEN “‘UNIVERSAL” CHICK FEEDER BLUE HEN “VISIBLE”? FOUNTAIN 
1—Top one piece: bottom one piece. No seams, no joints, 1—Simply attach our base to any screw top jar. 
no leakage. 2—Corrugated sides prevent chicks from jumping in. 
2—Will not rust out. Made of heavy non-rusting gal- 3—Sits absolutely flat, chicks can not upset it. 


vanised iron. ; 4—Chicks can’t fall in or roost on 
3—Can’t be upset. It sits flat, chicks can not turn it over. edge. 


4—Chicks can’t climb thru holes. Edges perfectly smooth. 5—Can be boiled or scalded without 
5—Feed can’t be wasted. Chicks can’t spill it out. injury. 
6—Good for all kinds of feed. Grain, beef scrap, milk, etc. 6—Made of heavy galvanized iron. 


t i. t . Easy to Clean. 
pine Pasthons a , No Joints. No Rusting. No Wear Out. 


ACTUAL SIZE Dimensions of Base: 5 in. diam., 
9” long, 4%” wide, 1% in. high. 


2%” high Jars Are Not Included. 


These Feeders and Founts Sell Like Hot Cakes. 
Send 10c. postage and we'll send a sample of each. 


Let Us Mail Our Complete Catalog and 1917 Proposition 


WATSON MANUFACTURING CO. . - Liieoutter, Pa. 
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“Square Fountain" Bs aed 


AS GENTLE AND EVEX AS THE 


Nothing 
to be ee 
adjusted Ps 


Nothing 
to get 
out of order 
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You ought to meet Stuber & Kuck Brass Goods either 
in the line of Square and “Straight Away” Fountain 
Sprinklers, Improved Perfect Clinching Hose Menders 
and Perfect Clinching Hose Couplings or Superior Fly 
Traps and Baby Superior Fly Traps—a consistently 
high-quality line. 


ee Sg ae ere a. 


The better you know Stuber & Kuck brass the more 
sure you are that there is none superior to it in any 
way. Meet it this spring ; stock this spring, and reap 
your certain profits from it for all time to come. 


“ Bpemeaee ON, 
ip ae rare ont a 


poms 


Write for our catalog. It will prove helpful. 


Stuber & Kuck Co., sien Illinois 
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No, 4 
ALL STEEL 
GRASS HOOK 


No. 3 
ALL STEEL 
GRASS HOOK, 
TROWEL 
SHANK, FULL 
POLISHED 
BLADE 


No. 12 
ENGLISH 
PATTERN, ALL 
STEEL RIVET 
BACK 


OUR SCYTHE GUARANTEE 





WE GUARANTEE this blade to be one 
piece all steel, FORGED, HARDENED 
& TEMPERED by secret processes and 
absolutely warrant it against all defects 
of material and workmanship. 

BARTLETT ALL STEEL SCYTHE CO. 











No. 11 
FRENCH PATTERN SCYTHE 


Bartlett All Steel Scythe 


Company 
SALEM, N. Y., U. S. A. 
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The 
USN. DECK PAINT 
PROPOSITION 


and its 
rélation to 


Success in the 
Retail Paint 
Business 


“Seppe ate 


ene 
ata 


THE BHLLINGS-CLAPIN CO | An exceptional proposition 


pei lero we von for live paint dealers is thor- 
oughly explained in this 
new book—just drop us a 
card, today for details of the 
plan, offered on an exclusive 
agency basis. 











Makers of Finest Paints and Varnishes, since 1883. Boston CLEVELAND New York 











Show your customers the mod- 
ern, easy, popular way of fight- 
ing the Spring battle against 
| dandelions, and new and bigger 
profits will result for you—and 
. better lawns for your neighbor. 


WAS el: THE GEM 


fe nik 8a? i. DANDELION RAKE 
—————!_has proved itself the one perfect 
dandelion phate <iphaaln the blossoms wholesale before they go to seed—quickly, easily. 
The Gem Rake is a delight and a joy forever to those who like good lawns, the people who 
this Spring and Summer will be someone’s best customer for every sort of lawn and garden tools. 
If you want to catch and hold this worth-while class of trade, which will flock to the sign of the 
‘\. Gem Rake, our increased output now gives you an opportunity. 
me We're not guessing what the Gem Rake will do for your cus- iil: ei eats sei ciadliing 
ie tomers or you—we know what it has done. So, if you, Small Sise—-No. 1, clipping blossoms. 
Lay Mr. Dealer-Who-Doesn’t-Yet-Know-the-Gem Rake, will Large Size—No. 2, showing stripper cleaning teeth, 
\Q, detach and mail us the coupon, we will take all the 
risk of proving up our claims. 
mC But we can only take on a few more dealers this 
he > year, and we want those in time to benefit by 
RAS our complete line of selling helps. 
pag So remember — “He who hesitates” — and clip the 


coupon now, 
Ne ee 














%s 


> The Casement Hardware Company 
N™> Makers of the ‘Bull Dog’’ Casement Adjusters 
40 *, Specialty Division 5 So. Clinton St., Chicago 
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y Halter Chains-12 Sizes. — ai a To ¥ 


Is This Business Logic 


Concentrate and confine your buying to as few accounts as 
good material and prices will permit. Our line will practically 
cover all your chain requirements. Save yourself the extra 
labor and expense of buying odd lots here and there, and let 
us furnish you the complete line. 


Send for our catalogue and prices. 








yo ATRIUM Pit CHAIN, ™\ 
SASH I SZSSSGFOVI | f WELDLESS 
SAFETY =e ee WIRE CHAIN 


PLUMBERS A woune gee AND WIRE 
CHAIN ee a | SPECIALTIES 





THE BRIDGEPORT CHAIN CO. 


Bridgeport, : : : Conn. 
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The “High Cost of Varnishing” 4 §, 


\\ Mee CH@@@@E@E@E@@E@@@EEE@@@EEEqEEll@ CEEEEE@EEEEEEEEEEEEEEEE@E@E@EEEEEEEEEEE 


Like most other costs, painting and varnishing are 
going up. 

Saving 80% then, in interior dull varnishing is the difference 
for you and your customers between a small and a large profit. 


WEEEEEEEZZZEZEZZEZE 


Sryr#rirljr rw? 


ty 


ty 


Flat Finish 
is the popular dull-toned finish for mission woodwork and furni- 
ture. 
Everyone will see why it’s so economical. 
Anyone can apply it. 


Help reduce one cost for your customers—with Hilo 
Flat Finish. Try out a free sample. 


MOLLER & SCHUMANN CO. 


53 Years Making Hilo Varnishes, Japans, Enamels 


CHICAGO BROOKLYN, N. 7. SAN FRANCISCO 


Yj 


dd 
N 


ty 


Wl 


G, 


s 





Essential for safe disposal of Rubbish 


“CORCO” RUBBISH BURNERS 


the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can jp Every 
be seen, and very quickly you Hardware 
will be making deliveries of Stock 
others like it at a good profit. 


hy 


Corco Rubbish Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 
Needed sumies contents from bottom to top. 
Neede Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 


WHEELING CORRUGATING COMPANY, WareLine W.Va 


BRANCH OFFICES AND STORES: 

NEW YORK CHICAGO PHILADELPHIA 

ST. LOUIS KANSAS CITY CHATTANOOGA 
RICHMOND 
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Your Spring and 
Summer Stock 


will be incomplete without this 
pair of Luther ‘‘ Best Sellers ’”’ 


‘“*BEST MAIDE’”’ TOOL AND 
SICKLE GRINDER No. 264 


A big seller 

all year round. 

Requires only 

f) One person to 

use sticcess- 

fully. Easily 

attached to 

any mower 

wheel or bench. Sickle 

holder can be adjusted to 

hold any make of bar. Most convenient and 

easy-to-operate grinder for the purpose on the 
market. 


Clinch the Cream of the Spring Trade 
with this Pair of Luther Profit Boosters 


You'll not be making a buy “on speculation” if you 
include in your spring orders Luther “Best Maide” 
Tool & Sickle Grinders and Luther Foot Power 
Hummers—with extra Sickle and Disc Sharpening 
Attachments. 


When it comes to sure sellers these two Luther 
specialties are practically hardware staples. Both 
are individualized by the newest up-to-the-minute 
improvements—special Luther features typical of 
the supremacy of the entire Luther Line. Both 
are sure sales-clinchers and -big profit-boosters. 


Send for the Noted Luther Catalog 


Luther Steel Guide Vises 


Luther Vises come in a wide 
range of sizes and designs—enable 
you to offer your trade the right 
size and style for every job. 
Luther Vises can’t spring or get 
out of alignment, because 

the moving jaw slides on 

Steel guides supported by 

the bench. 


The Luther Hummer 


Rattling Shafts 
Mean Sales for You 


—if you carry Fernalds. These 
clever little couplers are a sure-fire 
rattle cure. Also they make shafts 
and pole instantly shiftable without 
tools. No wonder they sell so fast. 
Every rattling rig means a “pros- 
pect” for you—and a saleif the 

owner knows that you carry 


Fernald 
Quick-Shift 


Fernald sales aren't 

big in themselves, but 
they’re quick and they 
Carry a very neat profit. 
Also they keep customers 
coming into the store-which 
is “good medicine,” you know. 


A universal favorite on 
farms and in shops. Stands 
head and shoulders above 
all other tools of its kind. 
Has steel-shaft drive—long, 
dust-proof bearings—perfect 


Better get in a stock of Fernalds. 
They won't tie up much money and 
they sure are quick turnover goods. 
Your Jobber handles Fernalds— 


lubrication—enclosed gear- 
ing—patented tool rests— 
Dimo-Grit wheels. 3uilt 
entirely of iron and steel. 


Luther Grinder Mfg. Co. 


982 Point Street Milwaukee, Wis. 


have him add some to the next bill 
of goods he ships you. 


Fernald Mfg. Co. 


North East, Pennsylvania 


CASH IN ON THE TREMENDOUS 
TRADE PRESTIGE OF THE 


LUTHER 
=» LINE = 
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HOYT PUMPS 


Since 1875 
For the Discriminating Trade 


The best and most serviceable pumps in the field to-day. HOYT f | hat 
PUMPS are manufactured in two grades with the PREDOMINANT i Yt.) 
FEATURE that of giving a satisfactory and lasting SERVICE. Ai ‘ ! NY 
tubing is SPRUCE WOOD with long tapered connections and rein- 
forced end, ensuring a tight and durable tube. Reservoir pieces are RUBBER | 
eight feet long. Spruce wood imparts no taste to the water. Our | 
REVERSIBLE BUCKETS will outwear any on the market, besides 
acting as a water purifier. 

Our COTTAGE or BUCKET CURBS have stood the test of timé and 
for those who prefer this pe there is nothing better. 

If YOU HARDWARE DEALERS would explain the merits of our 


WELL EQUIPMENT it would mean satisfied customers, which means REISSUED HI 
more business. APRIL4 1/816 





We also manufacture heavy uge COAL CHUTES and SCREENS 
and sell the best canvas bags, baskets and car movers. 
You Can’t Get Better Goods. 
Why Waste Timef And We Make Prompt Shipments. 


HOYT PUMP COMPANY 


Selleck Street Dept. A STAMFORD, CONN. 
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Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 





The “Clipper” Mower 


This Clipper Mower is built on the right prin- 
ciple. It will not kill the grass as this mower 


does not touch the grass until it cuts it. Made a little different— 
The cutter bar is directly in front of the a little better than others, 


wheels. The wheels on a “Clipper” will never 


roli down the grass, as do the wheels on other easi and 
mowers. The small gauge wheels at the sides cost no mem, sell - 


are set at the height you wish to cut the grass. ner. Our ws 
The knives can be sharpened in the machine ofte catalog sho 


with a small file or whetstone or can be taken a lin makers 
out and ground. In fact we believe that this is long ss of profit 


the only lawn mower for you to sell. — pumps of special design 


Write for information and prices and learn construction and adapta- 
about our exclusive territory to dealers. bility 


CLIPPER LAWN MOWER CO. 
DIXON, ILLINOIS HAYES PUMP & PLANTER CO. 


GALVA , ILL. 





























CUSTOMER—"“Mr. Hardware Man, what makes 

this ‘rustproof’ galvanized hose clamp get rust stains 

on my hands?” Se Get the SHERMAN BRASS HOSE CLAMP—Brass 
HARDWARE MAN—"“Well, Mr. Jones, any gal- Metal CLEAR THROUGH—not a White-wash to 


vanized steel clamp will soon rust. Dragging around - i 
on the ground rubs off the galvanizing—then it rusts prevent rusting for a short time—The Ideal Clamp. 


mighty quick.” ECONOMICAL—DURABLE 
SOLD THROUGH JOBBERS EVERYWHERE ‘ 
Made only by H. B. SHERMAN MFG. CO. Battle Creek, Mich. 
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STOP YOUR 
CUSTOMERS 
From losing 
chicks with 
cheap incubat- 
ors. A Queen 
costs but little 
more, and the 
extra chicks 
that live and 
grow soon pay 
the difference. 











Full line from 2000-egg down to 65- 
egg. Retail prices $180 to $8. If you 
want a line that will never hurt your repu- 
tation, ask about the Queen. 


Queen Incubator Co. 


1081 North 14th St., 
LINCOLN, NEB. 





As Easy To Sell 
As To Use 


ee see the big selling talk 
that makes it so simple and so easy to sell the 


Pull-Easy 
Adjustable 
Garden 
Cultivator 


By simply turning two 
thumb screws this rake and 
cultivator can be changed to 
fully cultivate any width of 
garden rows from 7 to 18 
inches. It does the work 
easier and more thoroughly 
too than the ordinary rake 
or hoe. 

Dealers—stick your supply 
of Pull-Easy tools close up 
to the front window and see 
how fast they move. 

Truly—they are as easy to 
sell as to use. If you do not 
now sell them ask your 
jobber—and if he cannot 
supply you, write to the 
factory. 


Send for Our Special Spring Dealers’ Proposition 


THE PULL-EASY MFG. CO. 
125 Barstow Street WAUKESHA, WIS. 











‘PROTECTION’ 


To grown as well as little folks. Col- 
lapsible Porch and Stair Gates. Made of 
the very best hardwoods. 


Galvanized Rivets, Washers and Rods 
used Throughout. 


Made in the following sizes: 

3 Feet opened 5 Feet opened 
4 Feet opened 7 Feet opened 
10 Feet opened 
Our SLOGAN is “QUALITY SERVICE” 


Send us your inquiries 


Standard Novelty Works 


Duncannon, Pa. 


ALSO manufacturers of the FAMOUS LIGHT- 
NING GUIDER COASTING SLEDS 











The Rain Drop 
Lawn Sprinkler 


A sprinkler throwing a fan-shaped 
shower spraying 400 square feet. The 
outlet cannot clog. It can be held in 
the hand to spray shrubbery, and can 
be moved without turning off the 
water pressure. It is selling fast, so 
get your order in. 





The Ideal Bronze Company 
Manufacturers and Distributors 
CLEVELAND OHIO 
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Sold at Your Store? 


Wherever horseshoeing is done “Capewell” nails are needed. In the best 
shops throughout the Country they are used. There’s profitable business 
for the Dealer who stocks this brand. 


Shoers discovered long ago that to The best horse nail in the world at a 
get the best results—to get the nail fair price—not cheapest regardless of 
which drives easiest, holds best and is uality. Be sure of the brand—the 
safest they need The Capewell. Trade Mark is on each nail head. 


The Capewell Horse Nail Company 
Hartford, Largest Makers of Horse Nails in the World Conn., U. Ss. A. 














—— 
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Quality Goods 
Attractive Cans 


Make Quick Sales with 


PEERLESS 
Automobile Specialties 


For seven years the goods have pleased Automobile 
Owners and enough has been sold to finish over a 
million cars. 


Make Old Cars Look Like New 


A product made especially for each part of an auto- 
mobile. 












Every Dealer should stock 
LIBERTY ELASTIC ROOF AND 


Peerless Mohair Top Dressing Peerless Extra Fine Black Japan METAL PAI NT 

Peeren Lining De ay Peeren Ante Body Polish For all prepared roofing and metal surfaces. 
Noe na en ene T Peerless Aeid Proof Battery Box Black LIBERTY ASBESTOS-CEMENT 
Peerless Lamp Ename!l—Glass Peerless Ford Top Dressing co AT ING 

Peerless Cylinder Enamel—Black Peerless Anti-Rust Rim Paint : : 

pete io ak eke bee oe For resurfacing old worn-out roofs. 







LIBERTY ELASTIC-CEMENT 
For all patch work. 


LIBERTY RED-KOTE PAINT 
For all wood and metal surfaces. 
Ready Sellers. Good Profit. Ask Your 
Jobber. 


Manufactured by 








Over 8000 Automobile Painters have used and endorsed 
these goods. 


Peerless Specialties are sold by all leading Accessory 
Jobbers, Dealers, Garages and Hardware Stores thru- 
out the United States and Canada. 


Write for descriptive booklet and prices. 


The Columbus Varnish Co. 


Makers Columbus, Ohio Carter Paint Co. _Liberty, Indiana 











BRUSHES 


NOTHING GIVES A BRUSH USER THE FIDGETS 


so much asa brush which sheds hairs, « eee anon 1 inany way. WHITING- 
ADAMS BRUSHES prevent fi and irritability. 


Ask tly but firmly for p ang insist that you be supplied with 
Som col ont the benefit of the treatment. 7” 


SEND FOR ILLUSTRATED LITERATURE 
* John L. Whiting-J. J. Adams Co., ®0572" 


Brush Manufacturers for Over One Hundred ~~ gy 


Whiting-Adams Brushes Awarded Gold Medal and Official Blue Ribbon, the Highest — Te _. | 7 
Award at Panama-Pacific Exposition, 1915 
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en Samson, Bulldog, Hodell and 
Cleveland Chains 


31 Sizes 














can be used for over 130 purposes 


Stock them in 100 ft. Cartons, 250 ft. Reels 
and in Halters, Cow Ties, Dog Leads, Tie- 
Outs, etc., and let your customers know you 
have them. 








Increase 








Your 
Chain 
Trade 





Samples and prices on request 















NEW NORCROSS “rite'PLow witn No WaBBLe” 
Something new in Wheel Plow construction. Low center of gravity, does away with the top- 
heavy features in so many wheel plows. Pushes easy—and steady as a clock. You clean 
your wheel as you go along. Wing Nuts permit all adjustments without the use of a 
wrench. That's efficiency and convenience. Handles adjustable to suit the height of oper- 
ator. See the Truss-frame construction. Compact, light, strong and rigid. The 
No. | is all-metal, even to the handles. 16 and 18-inch Electric welded wheels. 


You can change attachments in 10 seconds actual time, and 


without a wrench. We guarantee the main attachment Write 


(Norcross 5-prong Cultivator of extra heavy steel prongs) to for 
be the greatest cultivating instrument ever designed. Circular 
and 


C. S. NORCROSS & SONS, Mfrs. ' 


BUSHNELL. ILLINOIS U.S. A. 


a Prices 


“Crescent” Fountain 
Sprinkler 


A Ring Sprinkler that does all that any Ring 
Sprinkler will do, and more. 




































y a Y BA a3 
The = Ait +t ne \} BR ES the walk ary. 
le— de Poh WhO debe Wh 1) y= 42) t covers evenly a very largg area. 
a Sty y y nbsan SS ais ie A ah Made of No. 2 gauge bent 8% inches wide; 
e gets wet ( The Crescent—No need of shutting highly finished and packed in a display box. 





unless he 
shuts it off. 


it off to change its position. L. R. NELSON, Manufacturer, Peoria, Ill. 


Send for Catalogue of Hose Accessories 


N 








ESTABLISHED A. D. 1830 


Do You Sell These JOHNSON Garden Tools? 





A GOOD VARIETY OF STYLES ONLY ONE QUALITY—THE BEST 
No. 217—Transplanter No. 2120—Socket--Long Handle No. 215—A Leader 
A Most Handy Implement Blade Polished and Enameled Red Finished in Blue Enamel 


Handsomest and best made implements on the market. THEY SELL ON SIGHT. 


ee 





No, 800—Spalding Fork No. 218—Wood Handle 
Tines Polished and Enameled No. 2500—Asparagus Knife Dibble Made with Iron or 
Blue. Polished handle Forged—Hardened and Tempered. Fine Finish Brass Points 








Wanufactaeaty WILLIAM JOHNSON, Hedenberg Works, NEWARK, N. J. “"Siowing is’Seyice** 
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HARNESS Sg COLLARS 


W. W. GLECKNER & SONS CO., Canton, Pa. 


Far Better Than Traps 


to Rats Rat Corn exterminates them in 

a : a safe and sanitary manner. It 
Mice and turns rats and mice to stone. No 
Gophers odor. 


Good profits for hardware dealers in 
this new discovery, Write for prices. 


BOTANICAL MFG. CO., Philadelphia, Pa. 


Sure Death 











Genuine NEY Haying Tools 
STANDARD FOR FORTY YEARS 

THE COMPLETE LINE WRITE FOR CATALOGUE 

THE NEY MFG. CO. Canton, Ohio 











You've a prospect in every owner of 
a country home for a 


COLDWELL 
HORSE MOWER 


WITH DEMOUNTABLE CUTTER UNITS 


Just point out to your customers the time and 
money saved by this patented device—found only 
in Coldwell mowers. 

We also manufacture Motor Lawn Mowers, both 
Walk and Ride types, single and triple horse 
mowers, and hand mowers in all sizes and varieties. 
Write for 1917 catalogue, fully illustrated. 


COLDWELL LAWN MOWER CO. 


Factory and Offices at Warehouses at 
Newburgh, New York Philadelphia and Chicago 











“Replaces The Hoe” 
NYO | etal sight and nets 


you a handsome 


ment a garden 

owner glimpses the 

brand new features of the 

“Gilson” —the new combination 

weeder—culltioator and rake—with its 

oscillating double-edged blade (which ‘‘clips’’ 

the weeds and loosens the soil on either Lenme | 
and its — reversible rake—the sale’s as go 

as made mesin four sizes, suitable to field, gar- 

den, truck patch or flower bed. Affords a liberal 


profit to the dealer. For Illustrated Catalog and 
complete information address: 


J.E. Gilson Co., Dept. 32, Port Washington, Wis. 





Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 
Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO. Racine, Wis. 


a=, = 


PATENTED JUNE 28, 1910 














Barnes’ 1 Pe il 
P ump 


is a splendid pump for private gar- 
ages. It has brass cylinder, safety 
locking device, brass plunger, and 
requires no priming. It is always 
clear of gasoline when not in actual 
use, 

There is a big demand for a pump 
of this kind. It is something that 
every owner of an automobile 
wants. 

Write for prices. 


THE BARNES MFG. CO. 
550 North Main Street 
MANSFIELD OHIO 


Manufacturers of 800 styles and sizes of 
Pumps for House, Farm and Power Use. 
Send for Catalog “‘D.” 











You Get the Biggest Return 


in all the desirable elements of Hose 
Service when you buy ‘‘YBRDON’S” 
CAST BRASS HOSE BANDS. 

Made of a Special RUST-PROOF, 
composition metal, exceptionally 
strong and durable, "they hold the 
hose firmly with a double, all-round 
“grip’’ assuring a permanently tight 
connection. They can be used re- 
——— and will be right on the 
job doing Efficient work long after 
other are scrapped and forgotten. 

LL sizes for hose %” O. D. up 
to — largest Section Hose. Most 
satisfactory on automobile hose _con- 
nections. Made in Fort Plain, U. 8. 

. Used everywhere. Unequalled by 


We solicit your stock orders. 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 


BOX 102 FORT PLAIN, N. Y~ 
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BALL JOINTS CLAMPS 


for Pump Hose Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


. fee" The 
Made in all stand- PG ay 42 am 
ard sizes at right nsign- 


CLAMP P.- P 
_— Made from Heavy Brass with , - Bickford 


Brass Screw for securing E a 
connections on Pump Hose. Co 
Sizes if 7-16", ww", %” 
inside dia, Simsbury, 


MORGAN MANUFACTURING CO. teh . Conn.,U.S.A. 
CHAPEL STREET $3 Hs NEWPORT, R. I. 
































STERN SN Se tees eH 


T may seem impossible that wire 


6s could be shaped like the human 
HOLD hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 

F ST” , prove to you that this Picker is so 
A — like the gee Hand that it 
shows at once the utility of the arti- 

Ask your Jobber i Tl cle. As a Fruit Picker it has no 


| equal. It is made of heavy Wire and 

ONE YEAR i | ee after made, and can be 
im 2) easily adjusted to any pole. 

GUARANTEE ay =» THE LOW PRICE AT WHICH 


P ; IT IS SOLD brings it within reach 
Double and stitched of those who have little fruit to 
of the heaviest j gather, as well as those who have 
Chrome large quantities. 
PRICE PER DOZEN, $3.00 
Retail Price - $1.50 It will gather Apples, Peaches, Pears, etc. 
MANUFACTURED ONLY BY 


E. T. RUGG & CO., Newark, O. y] Edward Darby & Sons Company,Inc. 


245 Arch Street PHILADELPHIA, PA. 


ow 











Ask Your Jobber | | the Ball-Bearing Lawn Mower 


Golf 
For Harness Snaps, Rope Mowers» ve" 
Snaps, Breast Chains, 
Horse and Cattle Ties, Horse 

Halters, Wagon Jacks, en 
Gate Hooks, etc. 


Trimmers 
MADE BY = =e 

All other manufacturers now make Ball-Bear- 

Covert’s Saddlery Works ing Mowers for their best grade, but Town- 

send still leads in design, quality and finish. 


INTERLAKEN, N. Y., U.S. A. S. P. TOWNSEND & CO., Orange, N. J. 














Iron Fence and Gates ICS TOGLS secsscn 


> L V b a by large harvesters, 
airymen, butchers, cream- 
oe awn Vases erles, etc.; also for peddling 
Settees and in hotels, restaurants 
and wherever ice is used. 


4 ’ RA) 484 General Iron Write for Catalog and prices. 


Fs * a 
ARRAN” RAR 
TTT THA ATUL & Wire Work Works: Hudson, N. Y. 

SHAY <<! | Gifford-Wood Co., “az. ““musih. 


Cincinnati, Ohio 














STERLINGWORTH 


DUPLEX CHAIN 18. 8) 7 on Eo} 8 82 
IS DIFFERENT Bordeaux Mixtures, Scale Killers, Sulphur Sprays, Bu 


"a Killers, Agricultural Sprays, Lice Powders, Powdere 
ene we ale ~ oye —_ Tobacco, Roach *Killers, Sulphur, Copper Sulphate, Ant 
possible strength with Killers, Bed Bug Killers, Weed Killers. 
ae re oe ase Send for Sterlingworth Bug Book (32 pgs.)and dealers price list 

The Hatheway Mfg. Company ; 
Bridgeport, Conn. STERLING CHEMICAL C° Cambridge,A Mass. 
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Abrasives 
Carborundum Co., Niagara Falls, 
N. ¥ 
Cleveland Stone Co., Cleveland, QO. 
Van Cleef Bros., Chicago, Ill. 
Valve Grinding 
Northwestern Chemical Co., Mari- 
etta, O. 
Adhesive 
Non-slip, for Rugs 
Ferdinand, L. W., & Co., 
Mass. 
Adjusters 
Corbin, P. & x. New Britain, Ct. 
Ives, H. B., Co., New Haven, Ct. 
Russell & Erwin Mfg. Co., } 
Britain, Ct. 
Agate Ware 
See Ware 
Agricultural Implements 
Myers, F. E., & Bro., Ashland, O. 
Stover Mfg. Co., Freeport, il 
Air Compressors, Garage 
U. 8. Air Compressor Co., Cleve- 
land, O. 
Air Pumps, Curb 
Black & Decker Mfg. Co., Balti- 
more, Md. 
Aluminum Ware 
ee are 
Ammunition 
wane 4 Murray & Imbrie, New York 


Boston, 


Du Pont De Nemours, E. 1., & Co., 
Wilmington, Del. 
Peters Cartridge Co., Cincinnati, O. 
temington Arms U, M. ©. Co., New 
York, } 
Winchester Repeating Arms Co., 
New Haven, Ct 
Angles, Channels and Tee 
ars, Galvanized 
Harold McCalla Co., Phila., Pa. 
Inland Steel Co., Chicago, HL. 
Anti-Rattlers 
Hill-Smith Metal Gds. Co., Boston, 
Mass. 
Fernald Mfg. Co., North East, Pa. 
Anvils 
Billings & Spencer Co., 


Ct. 

— Falls Co., Miller Falls, 
Ma 

Rock “Island Mfg. Co., Rock Island, 
Til. 


Hartford, 


Arbors 
Morse Twist Drill & Machine Co., 
New Bedford, Mass. 
Arches, Vines 
Ludlow-Saylor Wire Co., St. Louis, 
Mo. 
Wright Wire Co., 
Asbestos 
Sheet and Packing 
General Asbestos & Rubber Co., 
So. Charleston, 8S. C. 
Johns-Manville Co., New York City. 
Thermoid Rubber Co., Trenton, 


Worcester, Mass. 


N. J. 
Augers and Auger Bits 
Conn, Valley Mfg. Co., Centerbrook, 
Ct. 
Deuse, J. S., Chester, Ct. 
Irwin Auger Bit Co., Wilmington, 


0. 
bree Mfg. Co., W. A., Wallingford, 
Ct. 


Jennings, C. E., & Co., New York 
City. 

Jennings, Russell Mfg. Co., Ches- 
ter 


Lebation “Machine Co., Lebanon, 
H. 


Pe 4 Stow & Wilcox Co., Cleve- 
land, O. 
Pugh, Job T.. Phila.. Pa. 
Smith & Hemenway Co., N. Y. C. 
Snell Mfg. Co., Fiskdale, Maas. 
Automobile Accessories and 


Supplies 

Abbott Motor Equip. Co., New 
York, N. Y. 

Allen Auto Specialty Co.. York City. 

American Chain Co., Bridgeport, Ct. 

American Elec. Co.. Chicago, Il. 

American Oil Products Co., Buffalo, 


B.. Ee 
wt Murray & Imbrie, New York 
it 


y. 

Bantam Mfg. Co., Boston, Mass. 

Billings & Spencer. Hartford Ct. 

Black & Decker Mfg. Co., Balti- 
more, Md. 

Boston Woven Hose & Rubber Co., 
Boston, Mass, 

Braender Rubber & Tire Co., Ruth- 
erford, N. J. 

Bejdeeport Brass Co., Bridgeport, 





Buffalo Specialty Co., Budalo, N. Y. | 


Casky-Dupree Co., Marietta, O. 
Chainolene Mfg, Co., Chicago, Ill. 
Champion Spark Plug Co., Toledo, 


. 
Chicago Eye Shield Co., Chicago, 


Chicago Flexible Shaft Co., Chi- 
cago, 

Consolidated Elec 
vers, Mass. 

Converse Rubber Shoe Co., New 
York City. 

Crew Levick Co., Philadelphia, Pa. 

Dayton Rubber & Mfg. Co., Day- 


on, O. 
Delphos Mfg. Co., Delphos, O. 
Detroit Starter Co., Detroit, Mich. 
Dixon, J., Crucible Co., Jersey 
City, N. 
Dyer, G. H., Co., Cambridge, Mass, 
Eclipse Mfg. Co., Indianapolis, Lod. 
Edison Lamp Co., Harrison, N. J. 
Firestone Tire ‘& Rubber Co., 
Akron, O. 
Fisk Rabber Co., 


Ma 

Friestedt Rim Contractor Co,, Chi- 
cago, Ill. 

Gemco Mfg. Co., Milwaukee, Wis. 

General Asbestos & Rubber Co., 
Charleston, 8. C. 

Goodrich, B. F., Co., Akron, O. 

Goodrich-Lenhardt Mfg. Co., Phil- 
adelphia, Pa. 

Goodyear Tire & Rubber Co., Akron, 
oO 


Lamp Co., Dan- 


Chicopee Falls, 


Grossman, Emil, Mfg. Co., Brook- 


H., & Co., Hastings, 


Harris, A. W., Oll Co., Providence, 


Hawthorne Mfg. Co., Bridgeport, 
Conn. 

Haywood Tire & Rubber Co., In- 
dianapolis, Ind. 

Hill-Smith Metal Gds. Co., Boston, 


Mass. 
Imperial Bit & Snap Co., Racine, 
Wis 


Imperial Brass Mfg. Co., Chicago, 
Til 


Indiana Lamp Co., Connersville, 
nd. 

Johns-Manville, H. W.. Co., New 
York City. 

Livingst« n - Speaaaaed Mfg. Co., New 
York 

Lockwood ‘Anh Motor Co., 
Mich. 

McKinnon Dash Co., Buffalo, N. Y. 

MeQuay-Norris Mfg. Co., St. 
Louis, Mo, 

MacGregor, John Co., Boston, Mass, 

Marvel Accessories Mfg. Co., Cleve- 
land, O. 

Merchant & Evans Co., Philadel- 
phia, Pa. 

Miller Rubber Co., Akron 

Mossberg Frank Co., 
Mass. 

Morgan Mfg. Co., Newport, R. 

National Rubber Co., Pottstown, 

National Standard Co., Niles, Mich. 

New Era Spring & Spec. Co., 
Detroit, Mich. 

North & Judd Mfg. Co., New Brit- 
ain, C 

Northwestern Chemical Co., Mari- 
etta. O. 

Pittsburgh Elec. 
burgh, % 

Rajah Auto Supply Co.. 
field, N. J. 

Raybestos Co.. Bridgeport, Ct. 

Schatz Mfg. Co., The. Poughkeep- 


sie, N. 
Shaler, C. Waupun, Wis. 
Shapleigh uletboase Co., St. Louis, 
Mo. 


Jackson, 


Attleboro, 


Lptls. Co., Pitts- 


Bloom- 


Sharp Spark Plug Co.- Cleveland, O. 

Silvex Co., So. Bethlehem, Pa. 

Sparks-Withington Co., Jackson, 
Mich. 

Stanwood Equipment Co.. Chicago, 
Til. 

Star Rubber Co.. Akron, 5 

Templeton, Kenly & Co., Chicago, 

Thermotd Rubber Co.. 


Tuthilt “Spring Co., Chicago, Tl. 
Twin-Rim Co., Boston, Mass. 
U. S. Air Compressor Co., 
land, O. 
Van Cleef Bros., Chicago, 11. 
Viechek Tool Co., The, Cleveland, O. 
Vosburg Miniature I. Lamp Co., 
West Orange, N. J. 
Wee Worcester, Inc. 


walker’ Mfg. Co., Racine, Wis. 


Trenton, 


Cleve- 


. Worcester, 





Warner-Lenz Co., Chicago, Ill. 
Whittier Sales Co., Chicago, Ill. 
Woodworth Mfg. Corp., Niagara 
Falls, } + a 
Worthington, Geo., Co., Cleveland, 
pom od Automatic Stitching 
Stewart-Skinner Worcester, Mass. 
Axes 
Arcade Mfg. Co., Freeport, Ill. 
Peck, Stow & Wilcox Mfg. Co., 
Cleveland, O. 
a - “aaa Hardware Co., St. Louis, 
Worthington, Geo., Co., Cleveland, 
VU. 
Babbitt Metal 
Merchant & Evans Co., Philadel- 
phia, Pa. 


Bags 
Johnson, William, Newark, N. J. 
oal 


Hoyt Pump Co., Stamford, Ct. 
Tool 
Excelsior Bag & Mfg. Co., Inc., 
Troy. KH. k. 
Osborne, C. 8., & Co., 
Balers 
Galesburg Paper Press Factory, 
Galesburg, Ill, 
Bands, Garden Hose 
Yerdon, Wm., Fort Plain, N. Y. 
Barn Equipment 
Hunt, Helm, Ferris & Co., Har- 
vard, Ill 
Bars 
Iron and Steel 
Inland Steel Co., Chicago, Ill. 
Interstate Iron & Steel Co., Chi- 
cago 
MeCalla, Harold, Co., Philadelphia, 


Sash 
Corbin, P. & F., New Britain, Ct. 
Russell & Erwin Mfg. Co., New 
Britain, Ct. 
Barometers 
Taylor Instrument 
Rochester, . - 
Baskets 
Wire 
Clinton Wire Cloth Co., Clinton, 
Mass. 
Darby, Edw., & Sons Co., Ine., 
Philadelphia, Pa. 
Ludlow-Saylor Wire Co., St. Louis, 


Newark, 


Companies, 


MO. 
Parker Wire Goods Co., Worcester, 
ass. 

‘Bathroom Fixtures 

American Ring Co., Waterbury, Ct, 

Parker, Chas., Co.. Meriden, Ct. 
Bats, Baseball 

Hillerich & Bradsly Co., Louisville, 


y. 
Batteries 
BD 


ry 
Beacon Electric Works, New York. 
Johns-Manville Co., New York City. 
Novo Mfe¢. Co., New York City. 
Usona Mfg. Co., New York City. 
Electric 

Beacon Electric Works, New York. 
Novo Mfe¢. Co., New York City. 
Usona Mfg. Co., New York City. 
ella 


Door, Tea, Call, 
. East Hamp- 
Automobile Fan 
General Tire & Rubber Co., 
Akron, 0. 
neew, se: kz. 8 Co., 
N 
Nathan ey Mfg. Co., New 
t 


Hastings, 


Hyfeld Mfg. Company, New York 


Rouse 
aeeere 
snetes ringer Co., New York 
it 


y 
Lovell Mfg. Co., Erie, Pa. 
Manual Training 
~~ E. C., & Co., 


nd. 
wane Mfg. Co., Aurora, 


Indianapolis, 


Bevels 
Carpenter 
sag? es es Mfg. Co., Provyi- 
enc 
— Stephens Co., Pine Meadow, 
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Stanley Rule & Level 
ritain, Ct. 
Bicycles 
Baker, Murray & Imbrie, New York 
City. 


Harley-Davidson Moter Co., Mi. 
waukee, Wis. 

Iver Jobnson’s Arms & Cycle Wks, 
Fitchburg. Mass. 

Reading Cycle Mfg. Co., Reading, 


"a. 
Shapleiah Hdwe. Co., St. Louis, 
Worthington, Geo., Co., Cleveland, 


Bins. Nail 
Eclipse Mfg. Co., Wellston, 0. 
Weare J. D., Mfg. Co., Chicago, 
Il 


Seed 
Eclipse Mfg. Co., Wellston, 0, 
Bits 
Extension 
Conn. Valley Mfg. Co., Centerbrook, 
Cc 


t. 
— & Bishop Co., New Haven, 


>. os Machine Co., Lebanon, 
N. 


Russell, Jennings Mfg. Co., Ches- 
ter. Ct. 
Gimiet 

Deuse, J. 8., Chester, Ct. 

Sash, Pulley, Mortising 

Grand Rapids Hdw. Co., Grand 
Rapids, Mich, 
Screw Driver 

Johnson, William, Newark, N. J. 

Millers Falls Co., Millers Falls, 
Mass. 

Peck, Stow & Wilcox Co., South- 
ington, Ct. 

Stanley Rule & Level Co., New 
Britain, Ct. 
Track 

Whitman & Barnes Mfg. 6, 
Akron, O. 

Blacklead 

Dixon Crucible Co., Joseph, Jersey 

City, N. J. 
Blades 

Hack Saw 

4Gios E. C., & Co., Indianapolis, 
D 


D‘amond Saw & Stamping Co., 
Buffalo, N. 

Disston, eae & Son, Phila., Pa. 

Simonds Mfg. Ce., Fitchburg. Mass 

| & Hemenway Co., New York 
it 

Starrett, L..8., Co., Athol, Mass. 
Safety Razor 

Factory Sales Co., New York. 

Hyfield Mfg. Company, New York 

Penn A. C., Inc., New York 

Blasting Sunplies 

Du Pont De Nemours, E. L., & Co. 
Wilmington, e 

Ensign-Bickford Co., Simsbury Ct. 

— lin, Thos., Co., Portland, 
e. 


Bobs, Plumb 
Dietzgen, Eugene Co., Chicago, Ill. 

Bolts and Nuts 
Corbin Screw Corp.. 


Ct. 
Inland Steel Co., Chicago, Il. 
McCalla, Harold, Co., Phila., Pa. 
Oliver Iron & Steel Co., Pittsburgh, 


New Britain. 


Bolts, Door Sliding 
Allith-Prouty Co., Danville, Ct. 
Arcade Mfg. Co., Freeport. Tl. 
Bommer Bros., Brooklyn, N. Y. 
Champion Hardware Co., Geneva. 


0. 
a cg Spring Butt Co., 


Corhin, P. & F., New Britain, Ct. 

Griffin Mfg. Co.. The, Erie. Pa. 

Ives Co., The H, B., New Haven. 
t 


Russell & Erwin Mfg. Co., New 
Britair. Ct. 
Stanley works, New Britain, Ct. 
Expansion 
Ankyra Mfg. Co., Philadelphia, Pa. 
Rommer Bros., Brooklyn Y. 
Parker Supply Co., New York eg 
Star Expansion Bolt Co., N. Y. 
tove 
Amer. Screw Co., Providence. R. I. 
ar Screw Corp.. New Britain, 
t. 
Tire 
Amorigen Screw Co., Providence. 
om Screw Corp., New Britain. 


Chicago, 
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Ey 
Togg i ae ninth Pout Go Danville, 1 | 
ly Co., N. Y. C. Stee ' Allith-Prouty Co., aville, I. 
pene i Bolt Co., New York. Coleeee Spring Butt Co., Chicago, | > rb > ies oe a ee a 
° sichare leoy p Z. o., 4 7) a 
Griffin Mfg. Co., Erie, Pa. Til. : | 
Books, Hardware and Tech- National Mfg. Co., Sterling, Il. Russell & Erwin Mfg. Co., New | 
ft Se Co., David, 239 W. 39th Stanley Works, New Britain, Ct. sritain, Ct. | 
ams : 2: ec 
St.. New York City. Cabinet Hardware ‘a wre ae Denville, I! | 
Allith-Prouty Co., Danville, s au — woe es . 
~~ Corbin, P. & F.. New Britain, Ct | 
Bottles, Vacuum 3 . Berbecker & Rowland Mfg. Co., Pp . Wilco . South- | 
. ‘ Mfg is *hila- > - ‘ . eck, Stow & ileox Co South 
a a ' x” on cane. Sa ante Ge , Britain, Ct. ington, Ct 
— " . a Te . Russell & Erwin Mfg. Co., New 
Britain, Ct. 
ox Straps & Strapping Cabinets tain, 
oi Steel Goods Co., Chicago, I11. _ Screw Bolt Suit and Show Case | 
Cary Mfg. Co.. Brooklyn, N. Y. Warren, J. D., Mfg. Co., Chicago, Corbin, P. & F.. New Britain, Ct. | 
Stanley Works, New Britain, Ct. Ill. Peck, Stow & Wilcox Co., South- | 
‘ ngton, Ct. | 
Openers Cages, Bird 
4 fool Co., Louisiana, Mo. Lindemann, 0., & Co., New York bi ae , NX Britet 
City. Corbin, P. & F., New Britain, Ct. | 
Boxes Ludlow-Saylor Wire Co., St. Louis, Ives Co., The H. B., New Haven, | 
Cash Mo Ct | 
The Standard Stamping Co., Marys- Call Russell & Erwin Mfg. Co.. New 
lle. ©. alipers Britain, Ct. 
oan nt = Mach. Co., Athol, es | ; Stanley Works, New Britain, Ct. 
tandard Stamping Co., Marys- grown & Sharpe Mfg. Co., Provi- 
a oar _ dence, R. I ' Ceilings & Walls, Metal 
Wm. Johnson, Newark. N. . Miiwaukee Corrugating Co il 
ein ne ig ll Peck, Stow & Wilcox Co., Cleve waukee, ris 
—— ” ’ . land, O. Wheeling Corrugating Co., Wheel 
al . = . . on | - > } 
The Standard Stamping Co., Marys- Starrett. L. S. Co., Athol, Ma ing. W. Va. 
ville, O Calks, Horseshoe . | Cement 
Miter American Steel & Wire Co., Chi- | Coating 
Millers Falls Co., Millers Falls, cago, Ill ; Carter Paint Co., Liberty, Ind. 
Staniey Rule & Level Co., New| Candlesticks } Linoleum 
Britain, Ct. Aneneen Ties Os, Waterbury, Ct. | Ferdinand, L. W.. & Co.. Boston, | 
Union Hardware Co., Tarrytown, Stover Mfg. Co., Freeport, Ill. | Mass | 
Ct. Cans Radiator | 
Braces Milk Atlas Auto Supply Co., Chicago 
t #6.4C Indi it Sturges & Burn Mfg. Co., Chicago, pe nv mg °o 7 ~< yes * ;' 
Atkins, E. C., ‘o.. Indianapolis, 1. | orthwestern vemica 0., ari- 
com c Olling Van Cleef B Chicago, Tl 
Russe ~_ Jennings Mfg. Co., Ches- Delphos Mfg. Co., Delphos, O ¥ , sros., ricago, : 
Eagle Glass & M ifg. Co., Wells- 00 
Miers ‘Falls Co., Millers Falls, burg. W. Va Philip Carey Co., Lockland, O. 
’ Hammer Co., Branford, Ct. Tire Repair 
ove. , Meee & Wileox Co., Cleve- Wall, P., Mfg. Co., Pittsburgh, Pa. Atlas Auto Supply Co., Chicago. 
Stanley Rule & Level Co.. New| Carbon Remover B. F. Goodrich Co., Aare, “a | 
Britain, Ct (See Compounds). Firestone oiite & Rubber Co., 
° . - Akron, 
Ratchet Carburetors _ ‘ ’ Goodyear Tire & Rubber Co., 
Atkins, E. C., & Co., Indianapolis, Findeisen & Kropf Mfg. Co., Chi- Akron, O 
Ind. cago, Ill. lier Rubber Co., Akro 
Jobns-Manville Co.. H. W., New Miter Rubies be aT oe 
Motor Car Supply Co., Chicago, I 
Brackets York City. 7 , oie Obl os, c 
Adjustable Canad du : 7 4 M ity tubber 0, hila 
orle: Sle , delph ' 
American Electric Co., Chicage, eaters Van Cleef Bros., Chicago, Il. 
Griffin Mfg. Co., Erie. Pa. Arcade Mfg. Co., Freeport. Ill _ Vulcanizing ’ 
Stanley Works, New Britain, Ct. ee a eeseiieen. | Van Cleef Bros., Chicago, IIL. 
Folding Scaffold Armstrong Cork o., Pittsburgh, | 
Ric hards-¥ Wilcox Mfg. Co., Aurora, Pa. | Chains 
Carriers Anti-Spreader 


Coe and License 


Arcade Mfg. Co., Freeport, Ill 

Gemeo Mfg. Co., Milwaukee, Wis. 

Grossman, Emil, Mfg. Co., Brook- 
lyn, } 

Peck, Stow & Wilcox Co., South- 
ington, Ct. 

Russell & Erwin Mfg. Co., New 


Britain, Ct. 
Stover Mfg. Co., Freeport, Il. 

Shelf 
Atlas Mfg. Co.. New Haven, Ct. 
Corbin, P. & F.. New Britain, Ct. 
Griffin Mfg. Co., Erie, Pa. 
McKinney Mfg. Co., Pittsburgh, Pa. 
Piqua Bracket Co., Piqua, O 
Russell & Erwin Mfg. Co., 


Britain, Ct. 
Stanley Works, New Britain, Ct. 
Wire Goods Co., Worcester, Mass. 
Sink 
Barnes Mfg. Co., 
Griffin Mfg. Co., 
Stanley Works, 


New 


Mansfield, O. 
Erie, Pa. 
New Britain, Ct. 


Tool 
Herrick, F. A., Co., Toledo, O. 
Brake Linin 
om Grossman, Mfg. Co., Brooklyn, 
a. Rubber Co., 


Asbestos & 
Cc 


Charleston, 8. C, 
Jobns i” Co.. H. W.. New 


ork C 


Raybestos Zo. Bridgeport, Ct. 
Thermoid Rubber Co., Trenton, 


Brazers, Gasoline 
Ashton Mfg. Co., Newark, N. J. 
Clayton & Lambert Mfg. Co.. De- 
troit, Mich. 


Brooms 
Lee Broom & Duster Co., 
ep, 

Osborn Mfg. Co., Cleveland, O. 


Brushes 
Osborn Mfg. Co., Cleveland, O. 
J. L. Whiting & J. J. Adams Co., 
Boston, Mass. 


Lincoln, 


Micholeen File Co., Providence, 
Buckets 
Hoyt Pump Co., Stamford, Ct. 
Builders’ Hdwe 
Vonnegut Hardware Co., 
apolis, Ind. 
Bulbs, Electric 
Consolidated Elec. Lamp Co., Dan- 
vers, Mass. 
Edison Lamp Co., Harrison, N. J. 
Vosburg Miniature I. Lamp Co., 
West Orange, N. J. 


Indian- 


mpers 
Emil Grossman Mfg. Co., Brooklyn, 


Chain Co., Bridgeport. 


Feed and Litter 
Hunt, Helm, Ferris 
vard, Ill. 


American 
& Co., Har- . 


Chain Co., Bridgeport. 


Bridgeport 
ct 


Cleveland Galvanizing Wks. Co 
| Cleveland, 
! | Automobile Tire 


American Chain Co., 


ay 
Myers & Bro., 
Overhead 
Allith-Prouty Co., 


F. E., Ashland, O. 


Danville, I Bridgeport, Ct. 


— Wilcox Mfg. Cc., Aurora, Marvel Accessories Mfg. Co., Cleve 
7 land, 
Cartons Woodworth Mfg. Corp., Niagara 
Corrugated Paper Falla, N. Y. 
Sefton Mfg. Co., Chicago, TI. Bird Cage 


Cartridges Chain Co., Bridgeport, 


American 
See Ammunition Ct 


Carts . “me 0 Eagge Mfg. Co., Bridge- 

ee Mfg. Co., Cedar Falls, val Grass, Bronze and Alumi- 

PR Ng A ay a Case Co.. | Bridgevort Chain Co., Bridgeport. 
Dayton, O Chin & Breast 


American 

Waterville, Ct. ct ei : : 

Universal Caster & Fdry. Co., American Steel & Wire Co., Chi 
Newark, N. J. eago, Il 


i Corbin Screw 
Catchers, Grass Britain, Ct. 


Corp... The, New 


Philadelphia Lawn Mower Co., . C 7 port 
Philadelphia, Pa. Sag © Rabe Site. Op. Besiaenent, 
Richards-Wilcox Mfg. Co., Aurora, Key 
Specialty Mfg. Co., St. Paul, Minn. American Chain Co., Bridgeport. 
Catches Bridgeport Chain Co., Bridgeport, 
oor Cc 
Allith-Prouty Co., Danville, Tl. Hatheway Mfg. Co., The. Bridge- 
Champion Hardware Co., Ge- port. Ct : 
neva, O. Niagara Falls Metal Stpg. Wks., 
Corbin, P. & F., New Britain, Ct. Niagara Falls, N. Y. 
Peck, Stow & Wilcox Co., South- Picture 
ington, Ct American Chain Co., Bridgeport, 
Russell & Erwin Mfg. Co., New Ct 
Britain, Ct Piumbers’ 
Wagner Mfg. Co., Cedar Falls, Bridgeport. 


American Chain Co., 
Iowa. Ct 





Gemco Mtg. Co., Milwaukee, Wis. 
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Duluth Show Case Co., Duluth, Niagara Falls Meta Stpg. Wks., 
Minn. Niagara Falls, ym e 
Revolving : : Detachable Link 

American Bolt & Screw Case Co., Stowell Co., Sfitwaukee, Wis. 
Dayton, 0. Dog Lea 

Cash Registers Cleve Rand Gal. Wks. Co., Cleve- 

National Cash Register Co,, Day- land, O. 

ton, O. Niagara Falls . Stpg. Wks., 
Casseroles Niagara Fa Me ue 

Guernsey Earthenware Co., Cam- Fender 

bridge, Ct. Bridgeport Chain Co., Bridgeport. 
Casters Ct. 
Furniture and Truck Halter and Harness 

Clark, Geo. P., Co., Windsor Locks, American Chain Co., Bridgeport, 
Ct. Cc 

Footie ss Caster Co., Evansville, Bridgeport Chain Co., Bridgeport, 

Ct 
Schata, Mfg. Co., Poughkeepsie, Cleveland Gal. Wks. Co., Cleve- 
land. O 
Se oot 9 M. B. Co., Meriden, Ct. Niagara Falls Metal Stpg. Wks., 
Universal Caster & Fdry. Co., Niagara Falls, N. Y. 
Newark, N. Heel and Hydrant 
Rubber Tired American Chain Co., Bridgeport, 
Ylastic Tip Co., Boston, Mass. Cc 

Faultless Caster Co., Evansville, Bridgeport Chain Co., Bridgeport, 

Ind. Ct. 
Silent Slide Jack 
Berbecker & Rowland Mfg. Co., Chain Co., Bridgeport, 





Bridgeport Chain Co., Bridgeport, 
Ct 


Hatheway Mfg. Co.. The, Bridge 
port 


Smith & Egge Mfg. Co.. Bridgeport, 
ct 


Pump 

Cleveland Galvanizing Wks. ( 
Cleveland, O 

Hoyt Pump Co., Stamford, Ct 
Sash 

ar rican Chain Co., Bridgeport, 

B rida port Chain Co., Bridgeport, 

Cc hamp jion Hardware Co., Geneva, 

Cc orb in Screw Corp., New Britain, 
ct 

Hiatheway Mfg. Co., The, Bridge 


port, Ct 

Corbin, P. & F New Britain, Ct. 

Ives Co The H B.. New Haven, 
‘t 

Mort Thomas, New York City. 

tiaemee Falls Metal Stpe Wks... 
Niagara Falls, N. Y. 

Russell & Erwin Mfg Co., New 
Britain, Ct 

Smith & Egge Mfg. Co.. Bridge- 
port, Ct 

Stimpson, Ed. B., Brooklyn, N. Y 
Swing: also Porch 


—- Chain Co., Bridgeport, 


Bridgeport Chain Co., Bridgeport, 


( ‘le ve Sines Galvanizing Wks Co.. 
Cleveland 


a) 
Weldiess Wire Coll 


Cleveland Gal Wks. Co., Cleve- 
land O 
Chairs, F ae Auto 
Imperial Bit & Snap Co., Racine, 
Vis 
McKinnon Dash Co., Buffalo, N. Y. 


*ks, Door 

Corbin, P. & F., New 

Richards-Wileox Mfg. Co., 
Til. 


Britain, Ct 
Aurora, 


Mfg. Co... New 





ell & Erwin 
Britain, Ct 

Sargent & Co., 

Superior Spring & 
cago, Il 


New Haven, Ct 
Hinge Co., Chi 


Chests, Tool 


Jennings, C. E., & Co., New York 
City 


Sts arrett. L. S.. Co., Athol. Mass. 
Chisels ; 
Smith & Hemenway Co., N. Y. C. 
Box 


tridgeport Mfg. Corp., 
tridgeport, 

Osborne, CC. 8S., & Co., 
N. dg 

Peck, Stow & Wilcox Co.. 
land, O 

Union Hardware Co., 


Hdw. 
ct. 
Newark, 
Cleve 
Torrington, 
Cape 
Buffum Tool Co., 
Smith Co.. H. D., 


Carpenter 
Chapin-Stephens Co., Pine 


Louisiana, Mo 
Plantsville, Ct 


Meadow, 


Jennings, C. E.. & Co.. New York 
City 

Peck, Stow & Wilcox Co., Cleve- 
land, O 

Whitman & Barnes Mfg Co.. 
Akron, O 

bed ted Edge Tool Wks., Winsted, 


Cold, Calking 
Johnson, Wm., Newark, N 
Smith Co., H. D., Plantsville. Ct 


Choppers, Food 
Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa 
Jacobs Bros. Co., Inc., N. Y. C. 


Sargent & Co.. New Haven, Ct. 
Churns 
Glass, Metal, Power 
Dazey Chorn & Mfg. Co., St. 


Louis, Mo. 


Sturges & Burn Mfg. Co., Chicago, 
Ill. 


Chutes, Coal and Wood 
Majestic Co., Huntingdon, Ind, 


Clamps 
Hammer & Co., 





Branford, Ct. 


= J. H., & Co., Brooklyn, 
Y 
ew Rack 
Myers & Bro., F. E., Ashland. O. 
Hose 
Morgan Mfg. Co., Newport, R. I. 
—— rte Co.. H. B., Battle 
7 ‘ William, Fort Plain, N. ¥ 


~ 


‘leavers 
Chatillon, J., & Sons, N. Y. C. 


Climbers, Linemen’s 


Klein, Mathias & Sons, Chicago, III. 
Smith Co.. H. D., Plantsville. Ct 
Clippers 
Bolt 


Porter, H. K., Wverett. Mass 


Roberts Mfg. Co., Somerville, Mass. 
Horse 

Amer. Shearer Mfg. Co., Nashua, 
N. FE 

Chicago Flexible Shaft Co., Chi- 
engo. Til. 
Toilet 


American Safety Hair Cutter Co., 
Pittsburgh, Pa 


Amer Shearer Mfg. Co., Nashua, 





H. 
eu H. C., Co., Ansonia, Ct. 






| 
| 
| 
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HARDWARE AGE 
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Wire Rivet 
Roberts Mfg. Co., 
Clips, Paper 
Cook, H. C. 
Parker Wire 
Mass. 


Somerville, Mass. 


. Co., Ansonia, Ct. 
Goods Co., Worcester, 


Hose 
Hill-Smith Metal Gds. Co., 
Mass. 


Clock 


+ 
Sessions Clock Co., Forestville, Ct. 
Western Clock Mfg. Co., La Salle 


Boston, 


Cloth Novelties 


Troy Carriage Sun Shade Co., Troy, 
Ohio. 
Clothes Dryers 
Victor Dryer Co., Worcester, Mass. 
Clothes Hangers 
The Taplin Mfg. Co., New Britain, 
Ct. 
Clubs, Golf 
Hillerich & Bradsly Co., Louisville, 
Ky. 
Coal Chute 
Gifford Wood Co., Hudson, N. Y. 


Hoyt Pump Co., 
Coasters 
Kangaroo Mfg. Co., 
Coaster Brakes 
Corbin Screw Corp., 
Ct. 


Stamford, Ct. 
Chicago, Il. 
New Britain, 


Cobbler Outfits 
Arcade Mfg. Co., Freeport, Il. 
Root-Heath Mfg. Co., Plymouth, O. 
Sacks, Louis, Newark, N. J. 
Stowell Co., Milwaukee, Wis. 

Coffee Mills 
Arcade Mfg. Co.. 


Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa. 


Parker, Chas., Co., Meriden, Ct. 
Cold Rolled Screw Stock 
McCalla, Harold, Co., Phila., Pa. 
Cold Rolled Steel 
Acme Steel Goods Co., 
Griffin Mfg. Co., Erie, Pa. 
McCalla, Harold. Co.. Phila.._ Pa. 
Stanley Wks., New Britain, Ct. 


Collars 


Freeport, Hl. 


Chicago, Il. 


Union Hardware Co., Torrington, 
Ct. 


Metal Ornament 


Ed. B, Stimpson, Brooklyn, N. Y. 
Compasses 
Taylor Companies, 


Instrument 
Rochester. N. Y. 
Compounds 
Anti-Freezing 
American Oil Products Co., Buffalo, 
N.Y 
Co., Mart- 
etta, O. 


Van Cleef Bros., Chicago, Il. 
Carbon Removing 


Ms Es 
Norrhwestern Chemical 


—_ an Oil Products Co., Buffalo, 
Z | 

Atise Auto Supply Co., Chicago, 

Northwestern Chemical Co., Mari- 
etta. O. 

Van Cleef Bros., Chicago, Ill. 
Cleansing 

American Oil Products Co., Buffalo, 
ms ee 

Atlas Auto Supply Co., Chicago. 


Northwestern Chemical Co., Mari 
etta, O. 

Van Cleef Bros., Chicago, Ill. 
Radiator Cleaning 

we Chemical 
etta, 

Van Cheet Bros., 
Tire Repair 

Atlas Auto Supply Co., Chicago, Tl. 


Co., Mari- 


Chicago, Ill. 


Firestone Tire & Rubber Co., 
Akron, O. 

Goodrich, B. F., Co., Akron, O. 

Locktite Patch Co., Detroit, Mich. 


New Era Spring & Specialty Co., 
Detroit, Mich. 

Van Cleef Bros., Chicago, Ill. 
Valve Grinding 

Carborundum Co., Niagara Falls. 

Van Cleef Bros... Chicago, Ill. 


Compression Bibbs 


Sberman Mfg. Co., H. 
Creek, Mich. 


B.. Battle 


Cooking Utensils 
See Ware 


ord 
Picture Wire 
Turner & Stanton Co., 


Wright Wire Co.. 
Sash 


Norwich, 
Worcester, Mass. 


Silver Lake Co., 
Estes Mills Co., 
Morton, Thos., 
Samson Cordage 
Mass. 
Cordage 
Columbian Rope Co., Auburn, N. ¥. 
Estes Mills Co., Fall River, Mass. 


Newtonville, Mass. 
Fall River. Mass. 
New York City. 

Works, Boston, 


ioughiin, Thos., Co., Portland, 

Plymouth Cordage Co., North 
Plymouth, Mass. 

Rugg. E. T.. & Co.. Newark, O. 

Samson Cordage Works, Boston, 
Mass. 


Silver Lake Co., Newtonville. Mass. 


orks 

os “aed Cork Co., 
"a, 

Cork Screws 
Arcade Mfg. Co., Freeport. Ill. 
Parker, Chas., Co., Meriden, Ct. 


Co., Newark, 


Cotton, Was 


Cultivaters 
Allen & Co., 8S. L., 
Pa. 
Cups 
Grease and Oil 
Bowen Mfg. Co., Auburn, N. Y. 


Philadelphia, 


Curbs, Well 
Hoyt Pump Co., Stamford, Ct. 
Cuspidors 


nameled 
Volirath Co., Sheboygan, Wis. 
Cutlery 
Butler Bros., Chicago, Il. 
Chatillon, John, & Sons, New York 
City. 
Empire Knife Co., Winsted, Ct. 
Jacobs Bros. Co., Inc., New York 
sity. 
Murphy’s, R., Sons Co., Ayer Mass. 


Parker, Chas. . Co., Meride nm. Ct. 
Shapleigh Hdw. Co.. St. Louis. Mo. 
Silver Plated 


International Silver Co., Meriden, 
—: Community, Ltd., Oneida, 
Cutters 

Bolt 

Greenfield Tap & Die Corp., Green- 
fleld, Maas. 

Smith & Hemenway Co., N. Y¥. C. 
Electric Wire 

Porter, H. K., Everett, Mass. 


Glass 
Fletcher Terry Co., Forestville, Ct. 
satis Falls Co., Millers Falls, 
Mass. 


Smith & Hemenway Co., N. Y. ©. 
Storage Battery 
Porter, H. K., a 

Cylinders, Pum 

Myers & Bro., F. "n., Ashland, O. 
Dampers, Pipe 

Arcade Mfg. Co., Freeport, Il. 
Stover Mfg. Co., Freeport, Ill. 


Mass. 


Taylor & Boggis Fdry. Co., Cleve- 
land, O. 
a and Fenders, Car- 


McKinnon Dash Co., Buffalo, N. Y, 

aid = for Window Venti- 
a 

Stanley *yorks, New Britain, Ct. 

Dies, Sheet Meial Working 

~~ J. Swaine Mfg. Co., St. Louis, 
0. 

Dimmers 

aa Eye Shield Co., Chicago, 
1. 

Dividers, Wing 

Johnson, Wm., 


Doors 
Fir 


& apenyeoe 
Rewer . Jv. 


Allith-Prouty Co., 

Merchant & 
phia, Pa. 

Ric harde- Wilcox Mfg. Co.. 
Til. 


Russell 


Danville, Tll. 
Evans Co., Philadel- 


Aurora, 


& Erwin Mfg. Co., 
Britain, Ct. 

Stanley Works, New Britain. Ct. 

Vonnegnt Hardware Co., Indian- 
apolis, ee 
Scree 

Chicago ‘Spring Butt Co., Chicago, 


New 


Drapery Hardware 
Berbecker & Rowland Mfg. 
Waterville, x 

Drawing Materials 

Dietzgen, Eugene Co., 

Dixon, Jos., 
City. N. J 

Keuffel & Esser Co., Hoboken, N. J. 

Lufkin Rule Co., Saginaw, Mich. 

Dressing 

Belt 


Co., 


Chicago, Ill. 
Crucible Co., Jersey 


Dixon, Jos., 
City, N. 

Drills 

Autom 


Crucible Co., Jersey 








Whitlock Cordage Co., New York 


atic 
Goodell Pratt Co., Greenfield, Mass. 
Goodell-Pratt Co., Greenfield, Mass 


Pittsburgh, 


— & Hemenway Co., New York 
ity. 
Williamson, C. T.. ; jee & Novelty 


Cotter Pins, Spring me 
Whitman & Barnes Mfg. Co.,| Dry Cleaner 
Akron, O. Carter Paint Co., Liberty, Ind. 


Estes Mile. Fall River, Mass. Enerny Slevator Co., Pistia. Pe, 
Sedgwick Mach. Works, New York 

Royal Mfg. Co., Rahway, N. J. Sidney Elevator Mfg. Co., Sidney, 
Countersinks O. 

Deuse, J. 8., Chester, Ct. Dynamite 
Coupling, Hose “aa a t, & Ge. 

L. R. Nelson, Peoria, Ill. Havthewwan . 

Sherman Mfg. Co., H. B., Battle 

Creek, Mich. See Ware 
Stuber & Kuck, Peoria. I Edgers 


3 
Yerdon, William, Fort Plain, N. Y. 


Crayon 
Dixon "Crucible Co., Joseph, Jersey 
City. N. J. 


Hill-Smith Metal Gds. Co., Boston, 
Mass. Elevators 

Merchant & Evans Co., Philadel- Energy Elevator Co., Phila., Pa. 
phia, Pa. Gifford-Wood Co., Hudson, N. Y. 

Sherman Mfg. Co., H. B., Battle Se _—" Macbine Wks., New York 
Creek, Mich, 


Hand, Breast and Bench 
Goodell-Pratt Co., Greenfield, Mass, 
Kilborn & Bishop Co., New Haven, 


Ce. 
Millers Falls Co., Millers Falls, 


Mass. 

North Bros. Mfg. Co., Philadelphia, 
a. 

Stanley Rule & Level Co.. New 


Britain, Ct. 
Syracuse Twist Drill Co. ., Syracuse, 
z, 


Duamb-Waliters 


awn 
Imperial Bit & Snap Co., Racine, 
Wis. 


Eee Beaters 

Taplin Mfg. Co.- New Britain, Ct. 
Elastic Cement 

Carter Paint Co., Liberty, Ind. 


Electrical Supplies 
ss aed Fuse & Mfg. Co., Chicago, 
1. 


Cit 
sidney Elevator Mfg. Co., Sidney, 
0. 


Emery Cloth 
Baeder, Adamson & Co.. Phila., Pa. 
~ & Sandpaper Co., Williamsport, 
‘a 
Enameled Ware 
See Ware 
Enamels 
Acme White Lead & Color Wks., 
Detroit, Mich. 
Boston Varnish Co., Boston, Mass. 
*. W. Devoe & C. T. Reynolds Co., 
New York City. 


Martin-Senour Co., Chicago, Tl. 


=, * Schumann Co., Brooklyn, 
Pratt “& Lambert, Inc., Buffalo, 


A. Wilhelm Co., Reading, Pa, 

ingines, Rowboat 

Evinrude Motor Co.,, 
Vis. 


Extinguishers, Fire 

Childs, O. J., Co., Utica, N. Y. 

Johns-Manvilie Co., New York. 

Laughlin, Thos., Co., Portland, Me. 

Northwestern Chemical Co., Ma- 
rietta. O. 

Eye Protectors 

=—" T. A., & Co., Inc., Reading, 


Milwaukee, 


Syshote, Brass, Copper and 
Ed. B. Stimpson, Brooklyn, N. Y. 
Fans, Electric 
Gilbert, A. C., Co., New Haven, Ct. 
Fasteners 

Corrugated 
Acme Steel Goods Co., Chicago, IIL 
Cary Mfg. Co., Brooklyn, N. ¥. 
Stanley Works, New Britain, Ct. 


’ Drawer 
Acme Steel Goods Co., Chicago, Ill. 
ame 
Niagara Falls Metal 


Stamping 
Works, Niagara Falls, ° 


Snap 
Ed. B. Stimpson, Brooklyn, N. Y. 
Storm, Sash and Screen 
Phenix Mfg. Co., Milwaukee. Wis. 
Stanley Works, New Britain, Ct. 


Window 
Allith-Prouty Co., Danville, Ill. 
Griff: Mfg. Company, The, Erie, 


Pa. 
Stanley Works, New Britain, Ct. 
Faucets 
es ah John, Faucet Co.. Newark, 
aN. . 


Fences 
Iron and Steel 
Ludlow-Saylor Wire Co., St. Louis, 


0. 
Stewart Iron Works Co., Cincinnati, 
oO. 


Wire 
= 4 Steel & Wire Co., Chicago, 


Greene sa “nce Co., Waukegan, Ill. 
RA Wire Cloth Co., The, Tren- 


N. J. 
wright Wire Co., Worcester, Mass. 
Fence Posts 


See Posta. 
Files and + 
Barnett, G. = Phila., Pa. 
Delta File Works: Phila., Pa. 
ston, Henry, & Sons, Phila., 
McCaffrey File Co., Philadelphia, 
a. 
Nicholson File Co., Providence, 
Rex’ File & @aw Co., Newcomer- 
own, O. 
Simonds Mfg. Co., Fitchburg, 





SEE ALPHABETICAL 


| Fillets. Wood and Reotnis 
— Galv. Wks., Cleveland, 


Firearms 
Colt’s Patent Firearms Mfz. Co., 
Hartford, Ct. 
. & Son, Plyiouth, 
ich 
Iver Johnson’s Arms & Cycle Wks, 
Fitchburg, Mass. 
Remington Arms U, M, C. Co. 
Firepots 
Gasoline and Kerosene 
Ashton Mfg. Co.. Newark, N. J, 
Clayton & Lambert Mfg. Co,, 
Detroit, Mich. 
Fishing Tackle 
— Murray & Imbrie, New York 
Yity. 


. New 


Fixtures 
Bathroom 
Parker, Chas., Co., Meriden, Ct. 
Fireplace 
Stover Mfg. Co., Freeport, I. 
Garage 


arag 
Duluth Show Case 
Minn. 
Lighting 
American Gas Machine Co., Albert 
Lea, Minn. 
Flashlights 
Beacon Electric Works, New York. 
Novo Mfg. Co., New York. 
Usona Mfg. Co., New York City. 


Co., Duluth, 


Flatware 
. Silver Plated 
International Silver Co., Meriden, 
Oneida Community, Ltd., Oneida, 
N. Y. 


Floor 
Spring 
Coleone Spring Butt Co., Chicago, 


Fly Swatters 
Atlas Mfg. Co., 
Osborn Mfg. 

Rubber 


New Britain, Ct. 
Co., Cleveland, 0. 


A. W. Drake Mfg. Co., Hazleton, 
‘a. 
Fly Traps 
Darby, Edw., & Sons Co., Ine., 


Philadelphia, Pa. 
Ludlow-Saylor Wire Co., St. Louis, 


Mo. 

Safety Wi Wire Gas Glebe Co., Colum- 
pus, O. 

Stuber & Kuck Co., Peoria, Ill. 


Forged Hardware 
Kilborn & Bishop Co., New Haven, 
Ut. 
Frames 
Hack Saws 
Millers Falls Co., Millers Falls, 


fass. 
Smith & Hemenway Co., N. Y. C. 
— Hardware Co., Torrington, 
t. 


Freezers, Ice Cream 


ass 
Dazey Churn & Mfg. 


Go, &. 
Louis, Mo. 


an 
wa Se Bros. Mfg. Co., Philadelphia, 
‘a. 


Power 
—— Bros. Mfg. Co., Philadelphia, 
a. 


Funnels 
Delphcs Mfg. Co., Delphos, O. 
Sigley, Wm. H., Mfg. Wks., Syl- 
van Grove, Kans. 
Laughlin, Thos., Co., Portland, 
e, 
Fuses 


a ed Fuse & Mfg. Co., Chicago, 


Til. 
Ensign-Bickford Co., Simsbury, Ct. 
Galrenteet Ware 
See Ware 


Garage Door Equinment 
Hunt, Helm, Ferris & Co., Harvard, 


Stanley Works, New Britain, Ct. 


Garnet Paper Cloth 
Baeder, Adamson & Co., Philadel- 


phia, Pa, 
a a Co., Niagara Falls, 


United ' States Sand Paper Co., 
Williamsport, Pa, 


Gas Globes 
Wire 


Safety * Wire Gas Globe Oo., Co- 
lumbus, O. 

Gas Engines 

Sharples Separator 
Chester, Pa. 

Gaskets, Cork 

“owes Cork Co., 
a. 


Co., West 


Pittsburgh, 


Gates, Farm 
Iron and Steel 
American Steel & Wire Co., Chit- 
cago, IN. 
Cyclone Fence Co., Waukegan, I!!. 
Stewart Iron Works. Cincinnati. 0. 
Wright Wire Co., Worcester, Mass. 
Gauges, Mechanical 
Brown & Sharpe Mfg. Co., Provi- 





Mass. 
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dence. R. I. 
Chapin. Stephens O©o., Pine Mead- 
ow, Ct. 
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Greenfield Tap & Die Corp., Green- 
field, Mass. 


Peck, Stow & Wilcox Co., Cleve- 
land, O. 
Stamiey Rule & Level Co., New 


Britain, Ct. 

Starrett, L. 8., Co., Athol, Mass. 
Tire 

Allen Auto Spec. Co., N. ¥. 


lass Boards 
a Kule Co., Saginaw, Mich. 


1 ware 
* “See Ware 


4 Adamson & Co., Phila., Va. 
Fe > gaa L. W., & Co., Boston, 


Mas 
Waterproof 
Ferdinand, L. W., & Co., Boston, 
Mass. 
Goggles 
Auto 
Chicago Eye Shield Co., 
lL. 
Willson, T. A., & Co., Inc., Reading, 


Pa 

Weldin ng : 
Chicago Eye Shield Co,, Chicago, 

Ill. 


Chicago, 


Gone N. N., Brass Co., East Hamp- 
ton, Ct. 


Grain Sprouters 
Des Moines Incubator Co., Des 
Moines, Iowa. 
© igae 


raphite 
“i a Specie Co., 
City J. 
Van Bieet Bros., Chicago, Il. 


Grease 
Crew Levick Co., Philadelphia, Pa 
Dixon, — Crucible Co., Jersey 


Jos., Jersey 


City, N 

Harris, A. W., Oil Co., Providence, 
RB. i. 

Grense Guns 

Haney, J. H., & Co., Hastings, 
Nebr. 

Townsend, S. P., & Co., Orange, 
N. J. 


Grinders 
Foot and Hand Power 
American Grinder Mfg. Co., 
waukee, is. 
Carborundum Co., 


Fry, B. L., Mfg. Co., St. Louis, Mo. 
— Grinder Mtg. Co., Milwau- 


kee, 
Wilcox Mfg. Co., 


Wis 
Richards- 
lik. 
Star Specialty Co., Chicago, Ill, 
Wells, F. E., & Son Co., Greenville, 


Mil- 


Niagara Falls, 


Aurora, 


Mass. 
Grindstones 
American Grinder Mfg. Co., Mil- 
waukee, Wis. 
Cleveland Stone bom Cleveland, 0, 
Fry, B. L., Mfg. . St. Louis, Mo. 


micnards- Wileox Mite. Lo., 
Grist Mills 

Root-Heath Mfg. Co., Plymouth, O. 
Geemapete, Brass, Copper 

and 

Stimpson, ‘ed. 
Guards 

dD 


aurora, 


B., Brooklyn, N. Y. 


oor 
Superior Spring Hinge Co., Chi- 
cago, Ill. 

Drawer 
os oe Brass Mfg. Co., Chicago, 


il. 
Skylight 
Cyclone Fence Co., Waukegan, Ill. 
Snow and Ice 
Berger Bros. Co., Philadelphia, Pa. 
Tree and Flower Bed 
Cyclone Fence Co., Waukegan, Il. 
on “etna Wire Co., St. Louis, 


Mo. 
Stewart Iron Works, Cincinnati, O. 
Wright Wire Co., Worcester, Mass. 
Window 
Cyclone Fence Co., 
Ludlow-Saylor Wire Co., 


Mo. 
Wright Wire Co., 


Guns and Rifle 
—_— Murray & a New York 


Waukegan, Il. 
St. Louis, 


Worcester. Mass. 


City. 
Hamilton, C. J., & Son, Plymouth, 
Mich. 


Iver Johnson's Arms & Cycle Wks., 
Fitchburg, Mass. 

Parker, Chas., Co.. Meriden, Ct. 

Remington Arms U. M. C. Co., New 
York, N. ¥ 

Winchester Repeating Arms Co., 
New Haven, Ct. 
Automatic Rapid Fire 


Colt’s Patent Firearms Mfg. Co., 
Hartford, Ct. 
ho 

Postee Co., Chas., The, Meriden, 

Remington Arms U. M. C. Co., 
New York City. 
Sight 

Lyman Gun Sight Corp., Middle- 
fleld, Ct. 

Halters 


Rope 
tugg, E. T., & Co.. Newerk. O. 
Hammers 


— & Spencer Co., Hartford, 


| 
| 
| 














Buffum Tool Co., Louisiana, Mo. 


David Maydole Hammer Co., Nor- 
wich, N, Y. 

Peck, Stow & Wilcox Co., Cleve- 
land, 
Smith Co., H. D., Plantsville, Ct. 
Co opper . a 
Stanley Rule & Level Co.. New 
Britain, Ct. 
Granite Cutters 

Trow & Holden Co., Barre, Vt. 
Magnet and Tack 

Robertson, Arthur R&., Boston, 
Mass. 

Hammocks 
Bxcelsior Bag & Mfg. Co., Inc., 


‘Troy, N. ¥. 
Palmer, yi "B., Co., Middletown, Ct. 


llandcuffs 
Peerless Handcuff Co., Springfield, 


Mass. 
Union Hardware Co., Torrington, Ct. 


Handles 
Cork 


Armstrong Cork Co., Pittsburgh, 
Pa, 


Tool 
Atkins, E. C., & Co., Indianapolis, 
lod. 


Philadelphia, Pa. 
Nashua, N. H. 
Co.. Millers Falls, 


Berger Bros. Co., 
Grover File Co., 
Millers Falls 
Mass. 
Nicholson File Co., Providence, R.I. 
Piqua Handle & Mfg. Co., Piqua, O. 


Hangers 
Barn and House Door 
Allith-Prouty Co., Danville, Il. 


Chicago Spring Butt Co., Chicago, 
Ill. 

Griffin Mfg. Co.. Erie, Pa. 

Hunt, Helm, Ferris & Co.. 
vard, Ill. 

McKinney Mtg. Co., Pittsburgh, Pa. 

Myers, F. E., & Bro., Ashland, QO. 

National Mra Co., Sterling, Ill. 

Ney Mfg. Co., Canton, O. 

Porter, J. E., Co., Ottawa, Il, 

Richards-Wilcox Mfg. Co., Aurora, 


Ill. 
Wagner Mfg. Co., Cedar Falls, Ia. 
Eaves Troug 
Berger Bros. Co., 


Garage Door 
Richards-Wilcox Mfg. Co., 
Il. 


Har- 


h 
Philadelphia, Pa. 
Aurora, 


Storm Window and Screen 
Allith-Prouty Co., Danville, Il. 
Fernald Mfg. Co., Northeast, Pa. 
National Mfg. Co., Sterling, IL. 
Phenix Mfg. Co., Milwaukee, Wis. 
Stanley Wks., New Britain, Ct. 


Harness and Saddlery 
Worthington, Geo., Cleveland, O. 
Shapleigh Hardware Co., St. Louis, 

Mo. 


Hasps, Safety, Hinge, Hook 
Allith-Prouty Co., Danville, Ill. 
Griffin Mfg. Company, The, Erie, 


ra, 
McKinney Mfg. Co., Pittsburgh, Pa. 
Stanley Works, New Britain, Ct. 


Hatchets 
Arcade Mfg. Co., Freeport, Ill. 
Burgess-Norton Mfg. .Co., Geneva, 


Ill. 
Peck, Stow & Wilcox Mfg. Co., 
Cleveland, O. 
Shapleigh Hdw. Co., St. Louis, Mo. 
Smith Co., H. D., Plantsville, Ct. 


Hay Unioaders 
Myers & Bro., F. E., Ashland, O. 


Heaters 
Char 
Chicago 
cago, 
Electric 
American 
Detroit, 


coal 
ee Shaft Co., Chi- 


Electrical 
Mich. 


Heater Co., 
Tank 

Hunt, Helm, Ferris & Co., Harvard, 
Ill. 


Headlights, Auto 
Perrin Mfg. Co., Detroit, Mich. 
High Pressure Covering 
Armstrong Cork Co., Pittsburgh, 
Pa. 


Hinges 
Box 
Stanley Works, New Britain, Ct. 
oor 
Allith-Prouty Co., Danville, TL 
Yommer Bros., Brooklyn, N. Y. 
Chicago Spring Butt Co., D. 29, 


Chicago, > 
Cerbin, P. & F., New Britain, Ct. 
Stanley Works, New Britain, Ct. 
Floor 
Allith-Prouty Co., Danville, TI. 
Champion Hdw. Co., Geneva. 
Chicago Spring Butt Co., Chicago. 
Til. 


P. & F.. New Britain. Ct. 
Shelby, O. 


Corbin, 

Shelby Spring Hinge Co., 
Garage 

Stanley Works, New Britain, Ct. 
Invisible 

Soss Mfg. Co., Bklyn, N. Y¥. 
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Jamb 
Ceieons Spring Butt Co., Chicago, 


Lawson Mfg. Co., Chicago, Ill. 
Lavatory Spring 

Bommer Bros., Brooklyn, N. Y. 
Mortise Floor 

Lawson Mfg. Co., Chicago, Ill. 
Pivot 

Bommer Bros., Brooklyn, N. Y. 

Lawson Mfg. Co., Chicago, Ill. 
Screen Door 

Allith-Prouty Co., Danville, Ill, 

Bommer Bros., Brooklyn, N. Y. 

Grittin Mfg. Company, The, Erte, 
‘a. 

Lawson Mfg. Co., Chicago, Ill. 

30 ‘Ueig MeN ‘sytOM Avjunig 
Screw and Strap 

McKinney Mfg. Co., Pittsburgh, Pa. 

Stanley Works, New Britain, Ct. 
Spring 

Allith-Prouty Co., Danville, Il, 

Arcade Mfg. Co., Freport, Il. 

Chicago Spring Butt Co., Chicago, 
lil. 


Shelby Spring Hinge Co., Shelby, O. 
Stover Mfg. Co., Freeport, Ill. 
Superior Spring Hioge Co., Chi- 
cago, Ill. 
Spring Butt 
jommer Bros., Brooklyn, N. Y. 
Spring Floor 
Allith-Prouty Co., Danville, » 
bommer Bros., Brooklyn, N. 
Corbin, P. & Fs New Bettas. Ct. 
Strap and T 
iriffin Mfg. Company, Erie, 
Pa. 
Pittsburgh, Pa. 


Britain, Ct. 


The, 


McKinney Mfg. Co., 
Stanley Works, New 

Surface Floor 
Allith-Prouty Co., 
Lawson Mfg. Co., 


Danville, Tl. 
Chicago, ll. 


Hinges and Butts 
Corbin, P. & F.. New Britain. Ct. 
Griffin Mfg. Company, Erie, Pa. 
MeKinney Mfg. Co., Pittsburgh, Pa, 
National Mfg. Co., ‘Sterling Ml. 
Stanley Works. New Britain, Ct. 

Wrought Brass 

Sargent & Co., New Haven. Ct. 
Stanley Works, New Britain, Ct. 


Hinges and Strikes 
Lavatory 
Chicago Spring Butt Co.. 


Chicago, Ill. 


Chicago, 
ll. 
Lawson Mfg. Co., 


Hods, Mortar and Brick 
Cleveland Wire Spring Co., Cleve- 
Hoists 
row 
Ps 4 Machine Works, N. Y¥. 
Rope 
Hunt, Helm, Ferris & Co., Har- 
vard, 
Tackle Block 
Ney Mfg. Co., Canton, O. 
Holders 
Door 


Bommer Brothers, Brooklyn, N. Y. 
Grittin Mfg. Company, Erie, Pa. 
National Mfg. Co., Sterling, Ul. 
Richards-Wilcox Mfg. Co., Aurora, 
Ill. 
Russell & Erwin Mfg. Co., New 
Britain, Ct. 
Sargent & Co., 
Stanley Works, 


New 


Haven, Ct. 
New ct 


Britain, 


Superior Spring Hinge Co., Chi- 
cago, Ill. 

Garage Door 

Gritlin Mfg. Co., Erie, Pa. 

Stanley Works, New Britain, ct.” 
Tire 

Grossman, Emil, Mfg. Co., Bush 


‘Terminal Building 20, Brooklyn, 
. &. 


Hollowware 


See Ware 
Hooks 

Beit 

Jenckes, E., Mfg. Co., Worcester, 
Mass. 
Bird Cage 

Berbecker & Rowland Mfg. Co., 
Waterville, Ct. 
Bush 

= Wayne Tool Co., Hallowell, 
Ceiling 

Atlas Mfg. Co., New Haven, Ct. 

Williamson, C. T., Wire Novelty 
Co., Newark, N. J. 

Wire Goods Co., Worcester, Mass. 


Coat and Hat 
Allith-Prouty Co., Danville, Tl. 
Atlas Mfg. Co., New Haven. Ct. 
Peck, Stow & Wilcox Co., Cleve 


land, Ohio. 
Stimpson, Ed. B., 
Stover Mfg. Co., 
Williamson, C 
Co., Newark, x 
Wire Goods Co., 
t 


Brooklyn, N. Y. 
Freeport, ul. 
1 Wire Novelty 


J. 
Worcester, Mass. 


ate 
Acme Steel Goods Co., Chicago, Ill. 


Grass 
North Wayne Tool Co., Hallowell, 
Me. 
Harness 
Areade Mfg. Co., Freeport, Tl. 
Corbin, P. & F., New Britain, Ct 
Peck, Stow & Wilcox Co., Sonth- 
ington, Ct 


Russell & Erwin Mfg. Co., New 
Britain. Ct. 


Stover Mfg. Co., Freeport, Ill. 





| 





Picture 

Turner & Stanton Co., Norwich, Ct. 
Screw and Cup 

Brooks, M, 38., & Sons, Chester, Ct. 


Hoops 
Hot and Cold Rolled 
Cary Mfg. Co., Brooklyn, N. Y. 


Grittin Mfg. Co., Erie, Pa. 

a ‘alla, Harold, Co., Philadeiphia, 
Pa. 
Wire 

Amer. “Steel & Wire Co., Chicago, 
lll 


Horns, Bieotete & Hand 


Amer wiee. Co., Chicago, IL 


Jolus Yunville Co., li. W.. New 
York City. 
New Era Spring & Spec. Co., 
Detroit, Mich. 
Co., Jackson, 


Sparks-W ithington 
ch. 


Hose, Rubbe 


Boston Woven a & Rubber Co., 
Buston, Mass. 

Goodrich Company, B. F., The, 
Akron. OU. 

Goodyear ‘Tire & Rubber Co., 
Akron, UO. 

Thermoid Rubber Co., Trenton, 
N. J 


Hose Fittings 


Boston Woven llose & Rubber Co., 


Boston, Mass. 
Sherman Mfg. Co., H. B., Battle 
Creek, Mich. 
Stuber & Kuck, Peoria, Ill. 
Hose Reels, Metal 
McKinnon Dash Co.. Buffalo, N. Y. 


Hydrometers 
Taylor Instrument 
Rochester, N. Y. 
Ice Breakers, Power 
White Mountain Freezer 

Nashua, N. H. 
lee Chippers 
Alaska Freezer Co., 
Mass. 
Gifford-Wood Co., Hudson, N. Y. 
Peerless Freezer Co., Winchenden, 


Companies, 
Co., 


Winchenden, 


1058S 
White Mountain Freezer Co., 
N. H. 


Nashua, 
Ice Cream Fr reezers 
Alaska Freezer Cvo., Winchenden, 
Mass 
Auto Vacuum Freezer Sales Co., 
New York City. 


Peerless Freezer Co., Winchenden, 
Mass 
White 
Nashua, 
Ice Shredders 
Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa, 
Ice Tools 
Gifford-Wood Co., Hudson, N. Y. 
Implements, Agricultural 
liayes Pump & Planter Co., Galva, 
Ill. 
Norcross, C. 8S., & Sons, 
Ill. 


Mountain Freezer Co., 
N. H. 





Susboell, 


Incubators 


Jes Moines Incubator Co., Des 
Moines, Iowa. 
Queen Incubator Co., Lincoln, Neb. 


Watson Mfg. Co., 
Insoles, Cork 
Armstrong Cork Co., 
Pa. 
Insecticides 
a Mfg. Co., 


Lancaster, O. 


Pittsburgh, 


Philadelphia, 


Is 
Ste ees 
Mass. 
Instruments 
Drawing 
Dietzgen, Eugene Co., Chicago, Il. 
urveying 
Dietzgen, Eugene Co., 
Irons 
Branding 
Sepwerdite Stamp Co., 


Chemical Co,, Cambridge, 


Chicago, Il. 


Bridgeport, 


Electric 
American Electrical 
Detroit, Mich 


Heater Co., 


Chicago Flexible Shaft Co., Chi- 
cago, Tl. 
Gasoline 


American Gas Machine Co., Albert 
Lea, Minn. 
Sad 


Enterprise Mfg. Co. 
delphia, Pa. 
Self-Heating 


of Pa., Phila- 


Royal Iron Mfg. Co., Big Prairie, 
Waffle 
Stover Mfg. Co., Freeport, Ml. 
JIncks 
Gemeo Mfg. Co., Milwaukee, Wis. 
Luther Grinder Mfg. Co., Milwan- 
kee, Wis, 


Myers, F. E.. & Bro., 

National Standard Co., 

Richards-Wilcox Mfg. 
1M 


Ashland. 0, 
Niles, Mich. 
Co., Aurora, 


Walker Mfg. Co, Racine, 
Templeton, Kenly & Co., 
Il 


Wis 
Chicago, 


Japans 
Moller & Schumann Co., Brooklyn, 
N. Y. 
Pratt _& Lambert, Ine., Buffalo, 
Key Machines, Automatic 


Precision Key Mch. 
Pa. 
Kick Plates 
Imperial Brass Mfg. Co., 
Til. 


Co., Allentown, 


Chicago, 
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Knives 
Brea 
} North Wayne Tool Co., Hallowell, 
; Me. 
He Butchers’ 
Hi Chatillon, John, & Sons, New York 
rt City. 
a Corn, Hedge & Cane 
73 Bishop, Geo., H., Co., Lawrence- 
burg, Ind. 
iH North Wayne Tool Co., Hallowell, 
| Me 
aif Drawin 
ai Peck, Stow & Wilcox Co., Cleve- 
i land, Ohio. 
nt Smith Co., H. D., Plantsville, Ct 
HG Winetes Edge Tool Wks., Winsted, 





, Scraper 


. Atkins, E. C.. & Co., Indianapolis, 
Ind. 
Hay and Straw 
J Ney Mfg. Co., Canton, Ohfo. 
" North Wayne Too! Co., Hallowell, 
a Me. 
Kitchen 
iy Chatilion, John, & Sons, New York 
E City. 
3 Murphy, R., & Sons, Ayer, Mass. 
North Wayne Tool Co., Hollowell, 
4 ; Maine. 
r Pocket 
By Chatillon, John, & Sons, New York 
‘ City 
New York Knife Co., Walden, 
¢ N,. ‘ 
Pruning 
Murphy's Sons Co., Robert, Ayer, 
Mass 
Saddiers 
Rose & Bros.. Wm., Sharon Hill, 
Pa. 
Shoe 
Murphy's Sons Co., Robert, Ayer, 
Mass. 
Silver Plated 
International Sliver Co., Meriden, 
Ct. 
Knobs, Wood 
Piqua Handle & Mfg. Co., Piqua, 


Ohio. 


Knockers, mper 
Corbin, P. & F. 
Russell & erwin Mfg. 

Britain, Ct. 
Sargent & Co., New Haven, Ct. 
Stover Mfg. Co., Freeport, Ill. 


New Britain, Ct. 
Co., New 


Ladders, Store 
Allith-Prouty Co., 
Berger Bros. Co., 


Danville, Il. 
Philadelphia, Pa, 





— Step Ladder Co., Chicago, 
Milbradt Mfg. Co., St. Louis, Mo. 
q Myers, F. E., & Bro., Ashland, O. 
ey) Richards-Wilcox Mfg. Co., Aurora, 
E Il 
a] Lamps 
v4 Automobile 
i «aaa Brass Co., Bridgeport, 


Die -- Co., R. E., New York City. 
Hawthorne Mfg. Co., Bridgeport, 








a Co 
1 Indiana Lamp Co., Cornersville, 
“+e In 
: ein Jehne- Manville Co., New_ York. 
“ath Pittsburgh Elec. Lptls. Co,, Pitts- 
; oe burgh, Pa, 
Bi Bicycle 
‘3 Bridgeport Brass Co.. Bridgeport, 
te 
EI Car riage 
m+ Dietz, R. E., New York City. 
‘S Electric 
; Beacon Electric Works, New York. 
Consolidated Elec. Lamp Co., Dan 
vers, Mass. 
Edison Lamp Co., Harrison, N. . 
General Electric Co., Sc henectady, 
mi Be 
Jobns-Manville Co.. New York City. 
py Usona Mfg. Co., New York City. 
t Vosburg Miniature I. Lamp Co., 
West Orange, N 
: Gasoline & Kerosene Vapor 
American Gas Machine Co., Albert 
Lea, Minn. 
Coleman Laiap Co., hes gg Kan, 
King Light Co., Peoria, Il. 
Me Motorcycie 
; Indiana Lamp Co., Connersville, 
Ind. 
he Portable 
$i Dietz, R. E., New York City. 
et; National Stamping & Elec. Co., 
Me Chicago, Ill 
; Warren Stamping Co., Warren, O. 
Street 
Coleman Lamp Co.. Wichita, Kan. 
Lanterns, Oil 
‘i Coleman Lamp Co., Wichita. Kan. 
4 Dietz, R. E., Co., New York City. 
#4, Johns Manville Co. New York City. 
‘) Laughlin, Thos., Co., Portland, 
°% Me. 
i Warren Stamping Co., Warren, O. 
Latches, Barn Door 
Allith-Prouty Co., Danville, Il. 
Corbin, P. & F.. New Britain, Ct. 
43 Peck, Stow & Wi'cox Co., Cleve- 
7 land, O. 
aay Porter, J. E., Co., Ottawa, Tl, 
oy Richards-Wilcox Mfg. Co., Aurora, 
ll 
Russell & Erwin Mfg. Co., New 


Britain. Ct. 
Stanley Works. New Britain, Ct. 
Wagner Mfg. Co., Cedar Falls, Ia. 


1 
Wheeling Cooreiins Co., Wheel- 
. ee 


ing, 








Wire 
American Wire Fabric Co., Chicago, 


IL. 
Clinton Wire Cloth Co,, Clinton, 
Mass. 
N. J. Wire Cloth Co., The, Tren- 
ton, - J. 
Wright Wire Co.- Worcester, Mass. 
Lathe Dogs 
Williams, J. H., & Co., Brooklyn, 
nN. ¥. 
Lathes 
Wells, F. E., & Son Co., Greenville, 


Mass. 


Lawn Mowers 


an 

Clipper Lawn Mower Co., Dixon, 
Ill. 

Coldwell Lawn Mower Co., New- 
burgh, N. Y. 

Pennsylvania Lawn Mower Co., 
Philadelphia, Pa. 

Philadelphia Lawn Mower Co., 
Philadelphia, Pa. 

Townsend, 8S. P., & Co., Orange, 
| Ree 2 

Worcester Lawn Mower Co., Wor- 
cester, Mass, 
Motor 

Coldwell Lawn Mower Co., New- 
burgh, N. Y. 

Pennsylvania Lawn Mower Co., 
Philadelphia, Pa. 

Philadelphia) Lawn Mower Co., 
Philadelphia, Pa. 

Leaders, Rain 


Dieckmann, F., Co., Cincinnati, O. 
Lens, Auto 
Warner-Lenz Co., Chicago, Il. 


Letters & Figures, Metal 


Cleveland Galvanizing Wks., Cleve- 
land, O. 
Niagara Falls Metal ‘ee Works, 


Niagara Falls, 


Level Line, Alaminum 
Frank Hall Co., Newton Falls, O. 


Levels 
 & eagle Stephens Co., Pine Meadow, 
Ct. 


Chicago, Ill, 
Philadel- 


Dietzgen, Eugene, Co., 
Henry Disston & Sons, 
phia, Pa. 


Goodell-Pratt Co., Greenfield, Mass. 
Stanley Rule & Level Co., New 
Britain, Ct. 
Life Preservers 
Armstrong Cork Co., Pittsburgh, 
Pa. 
Lifters 
Sash 
Allith-Prouty Co., Danville, Ill. 
Champion Hardware Co., Geneva, 
0. 
Corbin, P. & F., New Britain, Ct. 


Mfg. Co., The. 
The H. B., 


ct. 
McKinney Mfe. Co., Pittsburg, Pa. 
Peck, Stow & Wilcox Co., Cleve- 
land, O. 
Russell & Erwin Mfg. 
New Britain, Ct. 
la. 


Britain, Ct. 
Stanley Works, 

Wagner Mfg. Co., Cedar Falls, 
Stove 


Areade Mfg. 
Stover Mfg. 


Erie, Pa 
New Haven, 


Griffin 
Ives Co., 


Co., New 


Freeport, Ill. 
Freeport, Ill. 


Co., 
Co., 
Electrical 


Lighting Plants, 
Detroit, Mich 


Waterman Motor Co., 


Newtonville, Mass. 
Norwich, Ct. 


Silver Lake Co., 

Turner & Stanton Co., 
Clothes 

Columbian Rope Co., 

Estes Mills, Fall River, 

Samson Cordage Works, 
Mass. 

Silver Lake Co., Newtonville, 


Auburn, N. Y. 
Mass. 
Boston, 


Mass. 
Linoleum 


Armstrong 
Pa. 


Cork Pittsburgh, 


Co., 


Linoleum Cleaner 
Ferdinand, L. W., & Co., 
Mass, 


Boston, 


Lockers 
Clinton 
Mass. 
Darby, Edw., & Sons Co., 
Philadelphia, Pa. 


Locks 
Casky-Dupree Co., 
Goodrich-Lenhardt Mfg. 

adelphia, Pa. 
New Era Spring & Specialty Co., 
Detroit, Mich. 


Wire Cloth Co., Clinton, 


Inc., 


Marietta, O. 
Co., Phil- 


oor 
Corbin. P. 
Laughlin, 


& F., 
Thos., 


New Britain, Ct. 
Co., Portland, 


a & Wilcox Co., Cleve- 
Aurora, 


Me. 
Peck, 
land, Ohi 
Richards- Wilcox Mfg. 
Ill. 


Russell & Erwin Mfg. Co., 
Britain. Ct 

Sargent & Co., 

Slaymaker Lock Mfg. Corp., 
easter, Pa. 

Taylor & Boggis 
Cleveland, O. 
Hasp 

Allith-Prouty Co.. 
Ignition Switc 

Casky-Dupree Co., 


Co., 
New 


New Haven, Ct. 
Lan- 


Foundry Co., 


Pees Ti. 
Marietta, O. 





Danville, Il, 


as 
Allith-Prouty Co., 
Pittsburgh, Pa. 


McKinney Mfg. Co., 


National Mfg. Co., Sterling, Ill. 
Window 
Allith-Prouty Co., Danville, Ill. 
Safe-Tee Novelty Co., Inc., New 
York. 
Lubricants 
Dixon, Jos., Crucible Co., Jersey 
City, N. J. 
Harris, A. W., Oil Co., Provi- 
dence, R. L. 
Cycle Chain 
Chainolene Mfg. Co., Chicago, Ill, 
Mallets 
Wooden 
Osborne, C. 8S., & Co., Newark, 
Union Hardware Co., Torrington, 
Ct. 


Manifolds 
Whittier Sales Co., Chicago, Ill. 


Mantles, Gas & Gasoline 
American Gas Machine Co., Albert 
Lea, Minn. 
Coleman Lamp Co., Wichita, Kan, 
King Light Co., Peoria, Ill. 


Steel 
N. Y. 
Clinton, 


Mats and Matting, 
Cary Mfg. Co., Brooklyn, 
Clinton Wire Cloth Co., 

Mass. 
Cyclone Fence Co., Waukegan, II. 
—e Saylor Wire Co., St. Louis, 


Mfg. Co., 


Auto Running Board 
Bantam Mfg. Co., Boston, Mass, 
Cor 
Armstrong Cork 
Pa. 
Door 
Acme Steel Goods Co., Chicago, Ill, 
Rubber 
Goodyear Tire & Co., 
Akron, O. 


Mechanical Rubber Goods 
Goodyear Tire & Rubber Co., 
Akron, O. 


Mender, Ho 
Fort Siesiers” Mfg. Co., 


Me -_ Pittsburgh, 
Pa 


Co., Pittsburgh, 


Rubber 


Sterling, 


Ill. 
Morgan Mfg. Co., Newport, R. L 
L. R. Nelson, Peoria, Ill. 
Sherman Mfg. Co., H. B., Battle 
Creek, Mich. 


Perforated 
Wire Cloth Co., 


Ed. B., 


Micrometers 
Brown & Sharpe Mfg. Co., Provi- 
dence, R. I 
The L. 8S. Co., Athel, 
Mass. 
Milk Clarifiers 


De Laval Separator Co., New York 
City. 


Metal, 
Clinton 
Mass, 
Stimpson, 


Clinton, 


Brooklyn, N. Y. 


Starrett 


Milling Cutters 


Brown & Sharpe Mfg. Co., Provi- 
dence, R. I. 

Morse Twist Drill & Mach. Co., 
New Bedford, Mass. 

Mirrors, Adjustable 

— Electric Co., Chicago, 
hi 

Grossman, Emil, Mfg. Co., Brook- 
lyn, N. Y. 


Dis 
Floor, Dish and Dust 
Arcade Mfg. Co., Freeport, IIL. 


Eagle Woodenware Mfg. Co., Ham- 
ilton. e 
Estes Mills, Fall River. Mass. 


Polly Prim Sales Co., Chicago, Ill. 
Mortise 
Floor 

can Spring Butt Co., Chicago, 


Motorcycles 
Baker, Murray & Imbrie, New York 


Cleve- 
Mil- 


City. 
Cleveland 
land, O. 
Harley-Davidson 
waukee, Wis. 
Iver Johnson's Arms & Cycle Wks., 
Fitchburg, Mass. 


Detachable 
Motor Co., 


Motor Cycle Co., 
Motor Co., 


Motors, 
Evinrude 
Vis. 


Motor Trucks 


Milwaukee, 


Federal Motor Truck Co., Detroit, 
Mich. 
Service Motor Truck Co., Wabash. 


Ind. 
Stewart Iron Wks. Co., Cincinnati, 
0. 


ails 
Cobblers’ 
— = Shelton, Ct. 
Cop 
Pe of Steel & Wire Co., Chi- 


cago, I 

Hussey, C. G., Pittsburgh, Pa. 
—- Ed. B., Brooklyn, N. Y. 
MeCalia, Harold, Co., Philadelphia, 
Shelton Co., Shelton, Ct. 

Stimpson, Ed. B.. Brechive. M.. oe 
Union Horse Nail Co.. Chicago, Tl. 


SEE A! PHABETICAL INDEX—PAGE 414 






Rubber Headed 
Elastic Tip Co., Boston, Mass, 
hoe, Horse, Ox, Mule 


Ca “gy Horse Nail Co., Hart. 
or t. 

Fowler Nail Co., Seymour, Ct. 
Upholsterers 


Berbecker & Rowland Mfg. Go, 
Waterville, Ct. y 
—— Ed, B., Brooklyn, 


& Wire Co., 


N. ¥, 


re 
American Steel Chi- 


cago, Il 


Hassall, John, Inc., Brooklyn, N.Y, 

Interstate Iron & Steel Co., Chi- 
cago, Ill, 

Laughlin, Thos., Co., Portland, 


McCalla, Harold, Co., 


a. 
Shelton Co., 
Stimpson, Ed. 
Wickwire 


Philade!phia, 


Shelton, Ct. 
B., Brooklyn, N. Y, 
Bros., Cortland, N. Y, 


Netting, Poultry (Wire) 
5 Steel & Wire Co., 


Chi- 
cago, Ill. 
Clinton Wire Cloth Co., Clinton, 
as 
ant & Bennett Mfg. Co., New 


ty. 
Ludlow. Saylor Wire Co., St. Louis, 
New a yt Wire Cloth Co., Tren- 


ton, N. 
Wickwire Bros., Cortland, N. Y. 
Wright Wire Co., Worcester, Mass. 
Nozzles 
Hose 


Boston Woven Hose & Rubber Co., 
Boston, Mass. 

L. R. Nelson, Peoria, Il. 

Sherman Mfg. Co., H. 
Creek, Mich. 
Spraying 

Deaing Co., Salem, O. 

Coke pe ‘Company, Seneca Falls, 


B., Battle 


Nut 
Bowls 
Parsons Bowl Co., Indianapolis, Ind, 

Crackers 
Arcade Mfg. Co., 
Bridgeport Hardware Mfg. Corp., 
The, Bridgeport, Ct. 
Osborne & Co.. C. S&S., 
N 


Freeport, Ill. 


Newark, 
Parsons Bowl Co., Indianapolis, Ind, 


uts 
Machinery Screw 


— Screw Corp., New Britain, 


Square Machine Screw 


Progressive Mfg. Co., The, Tor- 
rington, Ct. 
Stove Bolt 

Corbin Screw Corp, New Britain, 


Ct. 
Tire Bolt 
Corbin Screw Corp., 


New Britain, 


oi 
Lubricating 
American Oil Products Co., 


M.S. 
ie, A. W., Oil Co., Providence, 
g. 


Buffalo, 


Ollers 
mee aa & Mfg. Co., Wellsburg, 


me. Co., Branford, Ct. 
= eae Metal Gds. Co., Boston, 


Leone Pulley 
Wall, P., Mfg. 
Pittsburgh, Pa. 


Supply Co., N. 


Openers 
Box ° 
Morrill, Chas.. New York City. 
Osborne, C. S., Co., Newark, 
N. J. 
Can 
Onareee. Cc. 8.. & Co., Newark, 
Schatz Mfg. Co., The, Poughkeep- 
sie. N. Y. 


Ornaments, Glass 
Lancaster Glass Co., Lancaster, 0. 


Ovens 
Huenefeld Co., Cincinnati, O. 


Overalls 
Globe Shirt & Overall Co., Abing- 
don, Ill. 


Packing 
Asbestos 
General Asbestos & Rubber Co., 
Charleston, S. C. 


Johns-Manville Co., New York. 

— Rubber Co., Trenton, 
Rubber 

General Tire & Rubber Co., Akron. 

Goodrich Co., B. F., Akron, O. 

Goodyear Tire & Rubber Co., 
Akron, O 

Padlocks 
Allith-Prouty Co., Danville, Il. 
Russell & Erwin Mfg. Co., New 


Britain, Ct. 


Sargent & Co., New Haven, Ct. 


Slaymaker Lock Mfg. Corp., Lan- 
caster, Pa. 
Smith & Egge Mfg. Co., Bridge 





port. 
L Union Hardware Co., Torrington. 





Fel 
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ds 
~ Electric Heating 
American Electrical 
Detroit, Mich 


Heater Co., 


Waupun, Wis. 


Shaler, C.-A 
Horse Shoe 
Firestone Tire & Rubber Co., 


Akron, O. 


int 
ay ae White Lead & Color Wks., 
Detroit, Mich. 


Cleveland, O. 


mating» Chapin Co. 
Libe “rty. Ind. 


Carter Paint Co., 
F. W 


Devoe, F. , & Reynolds, > 
Co.. New York City. 

Dixon, Jos., Crucible Co., Jersey 
City. J. 

Ferdinand, L. W., & Co., Boston, 
Mass. 

Harrison Bros. & Co., Inc., Phila- 


delphia, Pa. 
Johns-Manville Co., 
Martin-Senour Co., 
Moller & Schumann Co., 


New York City. 
Chicago, Il. 
Brooklyn, 


N. 
Montauk Paint Mfg. Co., Brooklyn, 





lespeh wontons Chemical Co., The, 
Marietta, O. 
Peet & Lambert, Ine., Buffalo, 


Y. 
A. NWilhetm Co., Reading, Pa, 


Pans 
Dust 
Delphos Mfg. Co., Delphos, O. 


per 
Emery 
Baeder, Adamson Co., Philadelphia, 
a. 
U. S. Sand Paper Co., Williams- 
port. Pa. 
Paper Balers 
Davenport Mfg. Co., Davenport, 
lowa. 
Patches 
Rubber 
Firestone or & Rubber Co., 
Akron, 
General Tire & Ss ey Co., Akron, 
Goodrich Co., B. F., Akron, O. 
Goodyear “tire & " Rubber Co., 
Akron, 
Hood Rubber Co., Watertown, Mass. 
Locktite Patch Co., Detroit, Mich. 


Marvel Accessories Mfg. Co., Cleve- 
land, O. 

Miller Rubber Co., Akron, 

New Era Spring & Bpeclatey Co., 
Detroit, Mich. 

Thermoid Rubber Co., Trenton, 


N. J. 
Van Cleef Bros., Chicago, Ill. 





Pedals 


Grossman, Emil, Mfg. Co., Brook- 
a. Bs 
Percolators 
Buckeye Aluminum Co., Wooster, O. 
Electric, Coffee 
American Electrical Heater Co., 
Detroit, Mich 
—s intect le Co., Schenectady, 
N. Y 
Pickers, Fruit 
Darby, Edw., & Sons Co., Ine., 


Philadelphia, Pa. 


Picks, Ice 
Areade Mfg. Co., 
Chatillon, John, & Sons, 


Freeport, Ill. 
New York 


ity. 
Gifford-Wood Co., Hudson, N. Y.; 
ston, Mass.; Chicago, Ill. 
Osborne, C. 8., & Co., Newark, 


Stanley Rule & Level Co., New 
Britain, Ct. 
Stover Mfg. Co., ‘Freeport, Iil. 
Pincers 
Peck, Stow & Wilcox Co., Cleve- 
land, Ohio. 
Pins 
Escutcheon 
Corbin Screw Corp., New Britain, 
t. 
Hassall, John, Inc., Brooklyn, N.Y. 
Push 
me Push Pin Co., Philadelphia, 
a. 
Taper 
Eclipse Mfg. Co., Indianapolis, Ind, 


Pive Fittings 
Rerger Bros Tt. 
Malleable 

ford, Ct 
Merchant 


Philadelphia, Pa. 
Iron Fittings Co., Bran- 


"& Evans Co., Philadel- 


Phia, Pa. 
Walworth Mfg. Co., Boston, Mass. 
Pipe 
Conductor, Galvanized 
Dieckmann, F., Cincinnati, O. 
werchate & Evans Co., Philadel- 
phia 


. Pa. 
Milwankee 


Corrugating Co., Mil- 
wankee, Vis. 
Wheeling Corrugating .Co., Wheel- 
ing. W. Va. 


Copper 
Hussey, C. G., Pittsburgh, Pa. 
Elbows and Shoes 
Dieckmann, F., & Co., Cincinnati, O, 
Hussey, C. G., & Co., Pittsburgh, 
> 
Milwaukee Corrugating Co., Mil- 
waukee, Wis. 
New, Second 
McCalla, Harold, 
Pa. 
Stove 
Dieckmann, F., Co., 


s 
Co., Philadelphia, 


Cincinnati, O. 


Milwaukee Corrugating Co., Mil- 
waukee, Wis, 

Pipe Cutters 

sa «Sane Mfg. Co., Bridgeport, 


Ct. 
Trimont Mfg. Co., Boston, Mass. 


Pipe Straps 


The Smith & Egge Mfg. Co., 
Bridgeport, Ct. 
Pistols 
(Also See Revolvers) 
Automatic 
Colts Patent Firearms Mfg. Co., 
Hartford. 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Winchester Repeating Arms Co., 
New Haven, Ct. 
Piston Rings 
G. H. Dyer Co., Cambridge, Mass. 


Mc sguey- Norris stg. Co., St. Louis, 


Planes 
Bench 
— Stephens Co., Pine Meadow, 


a. & Co., New Haven, Ct. 


Stanley Rule & Level Co., New 
Britain, Ct. 
Plates, Heel 
Root-Heath Mfg. Co., Plymouth, O. 
Sacks, Louis, Newark, N. J. 
Pliers 
Billings & Spencer Co., Hartford, 
Bridgeport Hdw. Mfg. Corp., 


sridgeport, Ct. 


Buffum Tool Co., Louisiana, Mo. 

Kilborn & Bishop Co., New Haven, 
Ct. 

Klein, Mothine, & Sons, Chicago, 

Osborne, & Co., Newark. 


Smith & Ne “menway Co., New York 
Smith Co., H. D., Plantsville, Ct. 


Plow 


4) 
8. L. 
Pa. 


Allen & Co., Philadelphia, 


Hndson, N. Y. 


Ice 
Gifford-Wood Co.. 
Co., Ine., 


Independent Harvester 
Plano, I. 


Plumbago 
Dixon Crucible Co., 
N. 


d. 


Jersey City, 


er: Sam Stephens Co., Pine Meadow, 


Ct. 
Disston, Henry, & Sons, Phila., Pa. 


Pokers, Stove 


Arcade Mfg. Co., Freeport, Il. 


Poles, Windo 
Pigus Handle & Mfg. Co., Piqua, O. 


Polish 
Wood and Metal 


Atlas Auto Supply Co., Chicago. 
Black Silk Stove Polish Works, 


Sterling, Ill. 
Buffalo Specialty Co., Buffalo, N. Y. 
Crew Levick Co., Philadelphia, Pa. 
Harris Oil Co., Providence, R. I 
Johns-Manville Co., New York. 
Morgan Mfg. Co., Newport, R. I. 
Northwestern Chemical Co., Mari- 
etta, O. 
Polly Prim Sales Co., Chicago, Il. 
Van Cleef Bros., Chicago, Il, 
Stove 
Black Silk Stove Polish Works, 
Sterling, Ill. 


Poppers, Corn 
Delphos Mfg. Co., Delphos, O. 


Porch Base 
Cheney, S., & Sons, Manlius, N. Y. 


Posts 


Fence 
Amer. Steel & Wire Co., 
1 
Buffalo Steel Co., 
Cyclone Fence Co.. 
Inland Steel Co., Chicago, Il. 


Pots, Tea and Coffee 
Buckeye Aluminum Co., 


Poultry Supplies 
Watson Mfg. Co., Lancaster, O. 








Chicago, 


Tonawanda, N. Y. 
Waukegan, Ill. 


Pots 
Tallow 
Eagle Glass & Mfg. Co., Wellsburg, 
W. Va. 


Wooster, O. 
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Presses 
Baling 

Davenport Mfg. Co., Davenport, 
lowa 

Galesburg Paper Press Factory, 


Galesburg, Ill. 

Fruit, Wine and Jellies 
Enterprise Mfg. Co. of Pa., Phila- 

delphia, Pa 
Palmyra Mfg. 

Meat 


Co., Palmyra, Pa, 





Osborne, C. 8S., & Co., Newark, 
N. J 
Punching | 
Swaine, Fred., Mfg. Co., St. Louis, 
Mo 


B., Brooklyn, N. Y. 


Stimpson, Ed. 


Priming Plugs 
Grossman, Emil, Mfg. Co., Brook- 
1 N. ¥. 


yn, 


Protractors 
Brown & o ye Mfg. Co., 


deuce 4 e 


Provi- 


Vallers 


Nall 
Bridgeport 
B ridge port, 
Morrill, Chas., 
Smith & Heme nway Co., 
City 


Union Hdw. Co.. 


mngovens Mfg. Corp., 


how York City. 
New York 


Torrington, Ct. 


Spike 

Morrill, New York City. 
Tack 

Goioene. Ge &. @& Ga, 
J 


Chas., 
Newark, 


smith Co., H. D., Plantsville, Ct. 


Palleys 


Axle 
Grand Rapids Hdw. Co., Grand 


Rapids, Mich. 
Clothes Line 


Allith-Prouty Co., Danville, 11, 

Peck, Stow & Wilcox Co., Cleve- 
land, O 
Hay 

Myers & Bro., F. E., Ashland, O. 
Sash 

Grand Rapids Hdw. Co., Grand 
Rapids, Mich. 

Niagara Falls Metal Stpg. Wks 
Niagara Falls. Te # 

Russell & Erwin Mfg. Co., New 
Britain, Ct. 

Smith & Egge Mfg. Co., Bridge- 
port, Ct. 

Palls 





Danville, I. 


Allith-Prouty Co., 
Freport, Dl. 


Arcade Mfg. Co., 


jommer Bros., Brooklyn, N. Y. 
Champion Hardware Co., Ge- 
neva, O. 


Corbin, P. & F., New Britain, Ct. 

Ives Co., The H. R., New Haven, 
Ct 

Peck. ee & Wilcox Co., South- 

ington, C 


Richards- Wiicox Mfg. Co., Aurora, 
I. 


Russell & Erwin Mfg. Co., New 
Britain, 

Stanley Works, New Britain, Ct. 
Drawer 


Danville, I. 
Erle, 


Allith-Prouty Co., 
Griffin Mfg. Company, The, 
> 


McKinney Mfg. Co., Pittsburgh, Pa. 
National Mfg. Co., Sterling, Il. 

Stanley Works, New Britain, Ct. 

Stover Mfg. Co., Freeport, Il, 


Pump Leathers 


Sherman Mfg. Co., H. B., 
Creek, Mich. 


Battle 


Pumps 
Foot 
Abbott 
York, 
Gasdline and Oil 
Bowser, S. F., & Co., Ft. 
Ind. 
Deming Co., Salem, 
Goulée Mfg. “Company, Seneca Falls, 


Meter Equip. Co., New 
Y. 


Wayne, 


sae Bros., F. E., Ashland, O. 
Hand 

Barnes Mfg. Co., Mansfield, O. 

Deming Co.. Salem, O 

Goulds Mfg. Co., Seneca Falls, 

Hayes Pump & Plaster Co.. Galva, 
Til. 

Hoyt Pump Co., 

Myers & Bro., 
Hydraulic 

Deming Co., 

Goulds Mfg. Company, 


Stamford, Ct. 
F. E., Ashland, ©, 


Salem, O. 
Seneca Falls, 


y 
Myers & Bro., F. E., Ashland, 0, 
Hydro-Pneumatic 
Deming Co., Salem, 6 
Pneumatic 
Gouts Mfg. Company, Seneca Falls, 


Y 
sabes & Bro., F. E.. Ashland, O. 
Power 


Deming Co., 
Myers & Bro... F 


Salem, O. 
E. Ashland, O. 
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Spray 
Barnes 
Deming ¢ 
Goulds M 
My¢ rs & 
The Stan 

ville, ¢ 

Tank 
Boweer, 


Ind 
Myers & 


Bridgepor 
ct 


S. F., & Co. Ft. 


{fg. Co., Mansfield, O. 


‘o., Salem, O. 


fg. Company, Seneca Falls, 
Bro., F. E., 
lard Stamping Co.. 
) 


Ashland, O. 
Marys- 


Wayne, 
Bro., F. E., Ashland, O. 
Decker Mfg. Co., Balti- 
i 


t Brass Co., Bridgeport, 


Goulds Mfg. Co., Seneca Falls, 
N. ¥ 
Haney, J. H., & Co., Hastings, 
Nebr. 


Punches 
Belt 

The — 
port, 


aetee 
Bemis & 


Springfield, 
Eyelet Tool Co., 


Osborne, 
N. J 
Hand 

Morrill, 

Schatz m, 


sie 
Union c aliper Co., 


Sprin 


Johnson, 


Punches 





owe 
MeCalia, 


a & Egge Mfg. Co., Bridge- 
Call Hdw. & Tool Co., 
Mass. 
Boston, Mass. 
c. S., & Co., Newark, 


Chas, New York City. 
ifg Co., The, Poughkeep 


Orange, Mass. 


ng 
Wm., Newark, N,. J, 


& Shears, Wand & 


r 
Harold, Co., Phila., Pa. 


Ratchets 


The Chas 


Racks 
Glass 


American Ring Co., 


Parker Co., Meriden, Ct. 


Waterbury, Ct. 


Warren, J. D., Mfg. Co., Chicago, 
Tl 
Display 

John H, Best & Sons, Galva, Il. 

Herrick, F. A., Co., Toledo, O. 
Towel 

American Ring Co., Waterbury, Ct. 
Wire Cloth 

New Jersey Wire Cloth Co., Tren- 
ton. N. J. 

Racke 
J. E. Gilson Co., Port Washington, 


Wis 


Radiators, Auto 


Livingst« 


York 
|R alling, 


Ludlow-Saylor Wire Co., St 
lo 
Wright Wire Co., Worcester, 
Railway 
Shapleigh Hardware Co., St. 


Mo. 
Worthington, 
oO. 


m Radiator Mfg. Co., New 
City 

Bank and Office 
Louts, 


Mass. 


Mill Supplies 
Louis, 


Geo., Co., Cleveland, 


Rakes, Lawn 
Piqua Handle & Mfg. Co., Piaua, 0. 
Ranges 
Engman-Matthews Range Co., South 
tend. Ind 
Globe Stove & Range Co., Kokomo, 
Ind. 
Razor Hones 
Carborundum Co., Niagara Falls, 
m. Fe 
Razor Strops 
Carborundum Co., Niagara Falls, 
x. ¥. 
Kokens Barber Supply Co., St. 
Louis, Mo. 
Razors 
Safety 
Factory Sales Co., N. Y. C. 
Penn, A. C., Inc., New York City. 
Reamers 
Butterfield & Co., Derby Line. Vt. 
Cleveland Twist Drill Co., Cleve- 
land, O 
Detroit Twist Drill Co., Detroit, 
Mich 
Greenfield Tap & Die Corp., Green- 
field, Mass, 
Morse Twis. Drill & Mach. Co., 
New Bedford, Mass, 
Whitman & Barnes Mfg Co., 
Akron. O 
Cylinder 
G. H. Dyer Co., Cambridge, Mass. 
Refrigerator Hardware 
Allith-Prouty Co., Dunville. Tl 
Grand Rapids Refrigerator Co., 
Grand Rapids, Mich 


McKinne 


Stanley 


y Mfg. Co., Pittsburgh, Pa. 
Works, New Britain, Ct. 
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Refrigerators 
Manufi acturers 





Refrigerator Co., sur: 
Vt 
City Refrigerator Co., 
City, Mich. 
Jobe: rs 
Shapleigh-Hardware Co., St, Louis, 
M 


Worthington, Geo., Co., Cleveland, 


Reservoirs, ios nameted 
Volirath ¢ 


Revolvers 
(Also See Pistols) 


Colt’s Patent Firearms Mfg. Co., 


Hartford, Ct 


Iver Jolusor Arr & Cycle Wks., 


iting Arms Co. 





Rim ¢ ontrac tors 


Friestedt KR tractor Co,, Chi 
cago, Ill 
Rims 
Automobile 
Fi tone rire «& Rubber Co., 
Al ‘ a) 
Cwin-Rim Ce I ton, Mass 


Riugs 
Ke 








y 
Bridgeport Chain Cc Bridgeport 
Ct 
Hathaway Mfg Co Bridgeport 
ct 
Siaith & I Mfg. Co Bridge 
t, ¢ 
W t ( I Wire N ty 
( Ne J 
Piston 
i ‘ th Met (y lo Boston, 
Via 
Mi (juauy-N Mfg. Co., St. Louis, 
Mo 
was ae t Squeezers 
*orter, Ll. erett, Ma 
Rivets 
Americar I Ce Provider 
I I 
Jo! I B klyn 
I ! { rh 1 r 
n & ( Pittsburgh 
imy Ed. B., Br Y 
Pubular Rivet & Stud ¢ Boston, 
Ma 
Bifurcated 
St } n, I Itr kiwr N y 
Thor I Jj I Mfg « 
Waltl M 
Pubula Rivet & tnd ¢ Boston 
Ma 
Copper 
rt Brass Co., Bridgeport, 


Bridgepor 
Ct 


*rogressive Mfg. Co., Torrington 





Thomson Judson L., Mfg Co., 

W: ith an Ma 
—* Tinners 

Tusse Cc. G., & Co 
” 


Richards-Wileor Mfg. C+ Aurora, 
Tl. 


Pittsburgh 





Stimpsor kd. B 


Rods 
Fishing 
Union Hardware Co., Torrington, 
Ct 
Wire, Steel 
American Steel & Wire Co., Chi 





1) 
la, Harold, Co., Phila., Pa. 


Rollers, Stay 
Allith-Prouty Co., Danville Ill 
McKinney Mfg. Co., Pittsburgl 
National Mfg. Co., Sterling, Ill 





Rolls 
Galvanized Ridge 
Whitaker-Glessner Co., 
nouth, © 
Rubber Wringer 
merican Wringer Co., New York 


Ports- 


City 
Lovell Mfg. Co., Erie, Pa. 


Roof Ac “as & Fittings 
Wheeling Corrugating Co., Wheel- 
ing, W. Va 


sssOri 






Roofing & Siding 


Asbestos 

General kapanton & Rubber Co., 
Charlest« §. C 

John Manville. H. W., Co., New 


York 


City 
Thermoid tubber Co., Trenton, 
N. J. 


Corrugated 
Delphos Mfg. Co., Delphos, O 


Sheboygan, Wis 


| 


Brooklyn, N. Y. | 


Galvanized 
Inland Steel Co., 
Whitaker-Glessner 

mouth, O. 

Tin 
American Sheet & 

Pittsburgh. Pa 
Merchant & Evans 





Rope Meters 


| ville, Tenn, 
| Rope 


Covert’s Saddle ry 
laken. N. 

Rugg, E. T., & Co., 
Manila 


Plymouth 
Plymouth, Mass 
| Whitlock Cordage 
| City. 
Sisal 
Columbian Rope Co., 
Piymouth 
Plymouth, Mass 
itlock Cordage 
City 
Wire 





Amer. Steel & Wire Co., 


iil 
Laughlin, Thos., 


Me 
Wright Wire Co., Worcester, 


Rubber Cement 
Van Cleef Bre 
Rubber Goods 
Mechanical 

Wove 


Rubbers, Fruit J 
5 n W en llose¢ 
Bostor M 


Rubbing Stones 
irborundum = Co., 
N. Y 


| Rubbish Burners 





Chumbley, John E., 


Columbian Rope Co., 
Cordage 


Cordage 


Chicago, Ill. 
Po 


ee 


Tin Plate Co., 


Co., Phila., Pa. 


& Co., Nash- 


Horse & Cattle Ties 


Works, 
Newark, O. 


Inter- 


Auburn, N. Y. 
Co., North 


Co., New York 


Auburn, N. Y. 
Co. North 


Co., New York 


Chicago, 
Co., Portland, 


Mass. 


ar 


Niagara Falls, 


Serapers 


Floor 


longa, Thos., Co., 


Foot 
Griffin Mfg. Co., Er 
National Mfg. Co.. 


Screens 
Perforated Metal 


Atlas Mfg. Co.. New Haven. Ct. 
Clinton Wire Cloth Co., Clinton, 


ie, Pa. 
Starling, Il. 


Mass. 
Hoyt Pump Co., Stamford, Ct. 


Serew Drivers 
Bridgeport Hdw. Mfg. 
Bridgeport, Ct. 
Cc _ Stephens Co., Pine Meadow, 
C 


Corp.. 


eae 
Goodell-Pratt Co., 


Mass 


North Bros. Mfg. Co., Phila., Pa 














Clinton Wire Cloth Co., Clinten 
Mass | 
( re ar Wa in, Wh | 
Ludlow Wire (« t. Loui | 
Mi | 
WwW! ng ¢ gating ¢ Wheel. | 
ing, W Va 
| Rules 
Donia hy rs Spring Joint, Steel 
Chapin phens ‘ Pine Meadow, 
Ct 
I kin Rule Co., Saginaw Mich 
Stanley Rul & Level Co New 
Isritair Ct 
Slide 
Dietzgen, Eugene Co., Chicago, 11. 
Keulfel & Esser Co., lioboken, 
N ° 
Stee! 


Starrett, L. S., Co., 


Saddlery 
See Harness 


| Safety = lasses 





Will: T. A., & Co 
P 


Sandpaper 


sneder, Adamson & Co., 
U. S. Sandpaper Co., 


Sash Cord 
Est Mills Co., Fa 


Mort rr New York City 
Sar I Cordage Works Boston, 
Ma 
S r Lake Co Newtonville, 
Ma 
Saws 


« 





Disston Henry, & So 
Millers Falls Co., 


Hand. Panel, e 
s EF & Co 

ind 

Bishop, Geo. H., & 
burg, Ind 

Disston, Henry, & Se 

Jennings, C. E., & 
City. 

Simonds Mfg. Co., F 


Sentles 
Chatillon, John, & S 
City 
Detroit Au tomatic 


Jacobs Bros. Co., I 


Co., Lawrence 


‘itchburg. Mass 


Athol, Mass. 


, Inc., Reading 


Phila., Pa 
Williamsport, 


Il River, Mass 





Millers Falls, 


Indianapolis 


Stampir Co., 


ns ila.. Pa 
Millers Falls, 


Athol, Mass. 


tc. 
Indianapolis 


Co., Lawrence 


1s, Phila., Pa 
Co., New York 


itchburg, Mass 


ons, New York 
Scale Co 


ne., New York 











Page-Storms Drop Forge Co., 
Chicopee, Mass. 
Sargent & Co New Haven, Ct. 
Smith Co.. Hl. D., Plantsville, Ct. 
Snell Mfg. Co., Fiskdale, Mass 
St ey Rule & Level Co., New 
Britain, Ct. 
Screw Machine Products 
Corbin Screw Corp., New Britain 
Ct 
Eelipse Mfg Indianapolis, Ind 
Progressive Mfg Co., Torrington 
Ct 
Screw Plates 


Butterfield & Co., Derby Line. Vt 


Portland, 


Henry, & Sons, Phila., Pa. 
Greenfield, Mass. 


Russell, Jennings Mfg. Co., Ches- 
ter, Ct 

Johnson, Wm., Newark, N. J 

Millers Falls Co., Millers Falls, | 


Settees, Steel, Iron and Wire 
Snipe iaater Wire Co., St. Louis 
0. : 


Shafting, Cold Rolled Stee} 


American Steel & Wire Co.. Chi. 
eago, Ill. 
McCalla, Harold, Co.. Phila., Pa. 





Sharpeners 
Knife 
American 
waukee, 
Fry, B. ha Mfg. Co., St. Louis, Mo. 


Grinder Mfg. €o., Mi 
Wis 


Luther Grinder Mfg. Co., Milwan- 
kee. Wis. 
Shaving Supplies 
Kokens Barber Supply Co St. 


Louis, Mo. 


Shears and Scissors 


Bridgeport Hdw. Mfg. Corp. 
Bridgeport, Ct. 





Sheet Metal Machinery 
| Fred J. Swaine Mfg. Co., St. Lonis, 
Mo. 
} 


Sheets 
Black and Galvanized 
American Sheet & Tin Plate 
Pittsburgh, Pa 
Inland Steel Co.. Chieago, 1 
Merchant & Evans Co I} Pa 
Wheeling Corrugating Co., Wheel- 
| ing, W. Vi 
| Whitaker-Glessner Co., Forts 
| mouth, ; 
Copper and Brass 
t Merchant & Evans Co., P lel 
phia, Pa 
| Corrugated = 
| American Sheet & Tin Pla cr 


Pittsburgh, Pa. 





ot . Ae - | niand Steel Co., Chicago, Ill 
? h eo a & Die Giep., Gees | Metatha, Harold, Co., lad i 
Wells, F. E., & Son Co., Greenville, | yy iant & Evans Co., Philadel 
Ma } pag m, Vi 
Milwaukee Corrugating Cer M 


Screws 


Machine 
American Screw Co., Providence, 
Corbin Screw Corp New Britain, 
Hil-Smith Metal Gds. Co., Boston, 
18 
Pris sive Mfg. Co Torrington, | 
t 


Wood 


un Serew Co., 





I 

Bridgeport Screw Co., Br 
Ct. 

Corbin Serew Corp New 
Ct 


idgeport, 
Britain, 


Parker, The Chas., Co., 





, & Co., Cleveland, O. 
Timber 
Bemis & Call Hdw. & Tool Co. 


Springtield, Mass. 
Seythes 
Bush, Grain, Grass, Lawn 


and Weed 
Jartiett All Steel 
Salem, N. Y 
North Wayne ‘Tool Co,, 
Me 


Seythe Co., 


Hallowell, 


Seals, Notary, ete. 


Schwerdtle Stamp Co., Bridgeport, 
Ct 


Seats 
Chair 
American Fibre Chair Seat Corp., 
Long Island City N. ¥ 
United Chair Seat & Novelty Co., 
New York City 


Seats, Portable 
McKinnon Dash Co., Buffalo, N. Y¥ 
Richards-Witvox Mfg. Co., Aurora, 
Ill 


Separators, Cream 
De J aval Separator Co., New York 





iW ae Mfg. Co., Columbus, O 
Sharples Separator Co., 
Chester, Pa 


West 


Sets 
Nail 

Goodell Pratt Co., Greenfield, 
Mass 

Morrill, Chas., New York City. 

Stanley Rule & Level Co., New 
Britain, Ct 

Syracuse Twist Drill Co., Syracuse, 
N. ° 

Union Caliper Co., 
Screen Door 

Rommer Bros,.,. Brooklyn. N - 

Fernald Mfg. Co., Northeast, Pa 
— Mfg. Company, The, Erie, 
Pe 


Orange, Mass 


Russell & Erwin Mfg. Co., New 
Britain, Ct 
Stanley Works, New 
Soldering 
Arcade Mfg. Co., 
Millers Falls Co., 


sritain, Ct. 


Freeport, 


Ill. 
Millers Falls, 


Mass. 
Peck, Stow & Wilcox Co., Cleve-: 


land, O. 
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Providence, | 


Meriden, Ct. 


| waukee, Wis 
| Wheeling Corrugating Co., W 
| ing, W. Va. 


Shelf, Boxes 
| Duluth Show Case Co., Duluth 
' Minn 


Shellers, Corn 
| Rock Island Mfg. Co., Rock Island 
| 111 
| Root-Heath Mfg. Co., Plymouth, 0, 
| Sacks, Louis, Newark, N. J. 
Shells, Shot 
Peters Cartridge Co., Cincinnat 0 
Remington Arms U, M, C. Co., New 
York, N. Y 


Shelving, Store 
Duluth Show Case Co., Duluth 
Minn. 
Green, A. H., Co., New York 
Heller, W. C., & Co... Montpelier, 0 
Richards-Wilcox Mfg. Co., Aurora, 
Ill. 
| Warren, J. D., 
eago, Ill. 


Mfg. Co., Inc., Chi 


Shingles, Metal 

Corrugating Co., Mil 
Wis ; 

vant & Evans Co., Phila,, Pa 
; “ugating Co., Wheel 
iT 


Milwaukee 





Merc 
Wheeling C 
ing. W 





| Shock Absorbers 
Johns-Manville Co., TH. W.. Ne" 
York , 
New Era Spring & Spec. Co., De 
| troit, Mich. 
| Ricbards-Wilcox Mfg. Co., Aurcra 
| Ill. 
| Shoe Lasts & Stands 
Root-Heath Mfg. Co., Plymonth, O 
Sacks, Louis, Newark, N. J 
Stowell Co,, Milwaukee, Wis 


Shoes 
Horse ; 
American Steel & Wire Co.. Chi 
cago, 


Shotguns 
Remington Arms U, M. C. Co., New 
rork, N. Y. 
Shew Cases 
Duluth Show Case Co. Dy 
Minn, 


Shutters, Fire 
Merchant & Evans Co., Phila., | 
Sifters, Ash 
Ludlow-Saylor Wire Co., St. T« 
Mo 


Flour 
Eagle Glass & Mfg. Co., Wellsturg 
Ww. Vee 


cnameled 


Mansfield. © 
Sheboygan, W1s 


Sinks, 
Barnes Mfg. Co., 
Vollrath Co., The, 


Sirens, Bicycle 





Grossman, Emil, Mfg. Co., Brook- 
lyn, N. Y. 
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Skates, Ice and Roller 


Ccoron-MeNeal Co., Kokomo, Ind. 
Union Hardware Co., Torrington, 
Ct b | 
Winslow, Sam’l, Skate Mfg. Co., | 
Worcester, Mass. 
Sleds, Steering 
tichards-Wileox Co., Aurora, II1. 
Standard Novelty Wks., Duncannon, 
Pa. 
Snaps 
Harness 
Covert’s Saddlery Works, Inter- 
ken, N. Y¥. 
Imperial Bit & Snap Co., Racime, 


Wis 
North & Co., New Brit- 


ly 


Judd Mfg. 
t. 


Snips, Tinners’ 





Bridgeport Hardware Mfg. Corp., 
the, Bridgeport, Ct. 
J on, Wm., Newark, N. J. 
Osborne & Co,, C. S., Newark, N. J. 
Peck, Stow & ‘Wilcox Co South- 
ington, Cf. 
n, A. C., Inc., New York City. 
Smith & Heme nway Co., New York, 


Socket Wrench Sets 
See Wrenches 
Solder 


Merchant & 
phia, Pa. 


Evans Co., Philadel 


Soles and Heels 
Rubber 

Goodyear Tire 
Akron, O 


& Rubber Co., 


Plugs 
Spark 


Spark 
Champion 


Plug Co., To- 
Co., Andiapapolis. Ind. 


Emil, Co., Bush Termi- 
c 





Screw Co., Hart- 


rd, Ct 
s-Manville, H. W., Co., New 


ork. 
Lockwood Jackson, 
Mich 
MacCivegor, John, 
iss. 
Oakes & Dow Co 
Kajab Auto-Supply 
N. J 


Ash Motor Co., 


Co., Ine., Boston, 
, Boston, Mass 

Co., Bloomfie ld, 
Cleveland, O, 


Sharp Spark Plug Co. 





Silvex Co., So. B thienem, Da. 
Speedometers 
oe Screw Corp., New Britain, 
Johns Manville, H. W., Co., New 
fork. 
Splicers, Lineman’s 


Wood, Brass & Stee 
Mathias Klein & Sons, 
Spikes 
Amer. 
Hil. 


Steel & Wire Co., Chicago, 


and Forks, Silver 
Silver Plated 


Silver Co., 


Spoons 
and 
International Bridge- 
) Ia 


a 2 


Community, Ltd. Oneida, 


Spoons, Stamped Tinned 
Camp 
Atlas Mfg. 

Parker, Chas., 


Co., 
Co., 


New Haven, 
Meriden, Ct. 


Ct. 


Sporting Goods 
Baker, & Imbrie, 





Murray New York 


Bros., Chicago, Tl 


! erich & Bradsly Co., Louisville, 


<y. 
leigh Hardware Co., St. Louis, 
Vl 


Worthington, Cleveland, 


Geo., Co., 
Auto 


Elec. Lptls. 
rgh, Pa, 


Spotlights, 
Pittsburgh 
b 


Co., Pitts- 


Sprayers 
Hand, 
Gonld Mfg 
N.Y 
Haves P 


and Power 
Seneca Falls, 


Barrel 
Company 
ump & 


Planter Co., Galva, 


My & Bro., F. U., Ashland, O 


Spr ings 


Steel & Wire Co Chiesgo 
( lon John «& Sons, New 
Cits 
( land Wire Spring Co., Cleve 
nd 0 
Smith Metal Gds. Co., Boston, 
Bros, Co., Ine., New York 
ty 
Liudlow-Saylor Wire Co., St. Louis, 
M 
Morgan Spring Co., Worcester, 


Spring & Spec. Co., De- 
oit, Mich, 
° 


11 Spring Co., Chicago, Il. 


1 
Chicago, Ill. 








Door 

American Steel & Wire Co., Chi- 
eago, Il. 

Bommer Bros., Brooklyn, N. 


Chicago, 


Chicago Spring Butt Co., 
Ill. 

Morgan Spring Co., Worcester, 
Mass. 
Floor 

Chicago Spring Butt Co,, Chicago, 
Ill. 
Lavatory 

Chicago Spring Butt Co,, Chicago, 
Ill. 
Vehicle 

Tuthill Spring Co., Chicago, Ill. 

Sprinklers, Lawn 

foston Woven Hose & Rubber Co., 
toston, Mass 

Enterprise Mfg. Co. of Pa., Phila- 
deiphia, Pa. 

Ideal Bronze Co., Cleveland, O 
k. Nelson, Peoria, Ill 

Standard Stamping Co Marys- 
ville. O. 


Stuber & Kuck Company, Peoria. 
Ill. 


Squares, Machinists’ 


tjrown & Sharpe Mfg. Co., Provi- 
dence, R. 
Sargent & Co., New Haven, Ct. 
Stanley Rule & Level Co., New 
Britain, Ct. 
Stalls, Steel 
liunt, Hfelm, Ferris & Co., Har- 
vard, Ill 
Stamping, Sheet Meta 
Hutheway Mfg. Co., Bridgeport, 
ct. 
Morgan Spring Co., Worcester, 
Muss. 
Parker Wire Goods Co., Worcester, 
Mass : 
Stimpson, Ed. B Brooklyn, N. Y. 
Fre’ J. Swaine Mfg. Co., St. Louis, 
Mo 
Stemps and Dies, Steel 


Schwerdtle Stamp Co., Bridgeport, 
Ct. 
Stanchions, Cattle 
Hunt, Helm, Ferris & Co,, Har- 
vard, Ill. 
Stand 
Display 
Eclipse Mfg. Co., Wellston, O. 
Staples. Wire 
Amer. Steel & Wire Co., Chicago, 
Clinton Wire Cloth Co., Clinton, 
Mass 
Laughlin, Thos., Co., Portland, 
Me 
McKinney Mfg. Co., Pittsburgh, 
Pa 
National Mfg. Co., Sterling, Tl! 
Wright Wire Co.. Worcester, Mass 
Starters, Auto ; 
Detroit Starter Co., Detroit, Mich, 
Steel, Hot and Cold Rolled 
Strip 
Griffin Mfg. Co Erie. Pa 
Stanley Works, New Britain, Ct. 


Step-Plates 
I 








Stretchers 


Wire Fence 
Richards-Wilecox Mfg. 
lil 


Strips, Leather 


Co., Aurora, 


Allen’s, N. R., Sons Co., Kenosha. 
Wis. 
Stuffers, Sausage 
Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa. 
Sweepers, Vacuum 
Bissell Carpet Sweeper Co., Grand 
Rapids, Mich. 
Hoover Suction Sweeper Co New 
Berlin, O 
National Sweeper Co., Torrington, 
Ct 
Swings, Lawn 
Myers & Bro., F. E.. Asbland, O 


Switches, Auto 
Casky-Dupree Co 


Blocks 


, Marietta, O. 
Tackle 


Union Hardware Co., Torrington, 
Ct 
Stowell Co., Milwaukee, Wis. 
Tacks 
Amer. Steel & Wire Co., Chicago, 
Ii! 
Shelton Co., Shelton, Ct. 
Thumb 
Ken ffel & Esser Co., Hoboken, 
J. 


Solidbed Tack Co., New York City. 


Tan ik s 


| 
| 


Stanwood Equipment Co Chicago 
Ill. 
Stock and Dies 
Armstrong Mfg. Co Bridgeport 
ct 
Rutterfield Co., Derhy Line Vt 
Greer ! Tap & Die Corp., Green 
field, Ma 
Stone rs, Fruit 
Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa. 
Stones 
oil 
Carbornndum Co., Niagara Falls, 
N 
Luther Grinder Mfg. Co., Milwau- 
kee, Wis 
Grinding and Sharpening 
American Grinder Mfg. Co., Mil 
wu e Wis 
Carborundum Co Niagara Falls 
N. ¥ 
Luther Grinder Mfg. Co., Milwau 
kee, Wis 
Store Fixtures & Furniture 
Green, A. H., Co., New York | 
Co., Montpelier, 


Heller, W. C., & 
) 


Warren, J. D., Mfg. Co., Chicago, 





Ill. 
Stoves 
Heating 
erican Gas Machine Co., Alt 
NI 
in-Mattl Range Co., Sout 
‘ Ind 
ilobe St & Rew ( K 
ly 
Il feld Co., Cir nnati, © 
Repairs 
Atwood, G. P., & Co., Manchester 
N. H 
Taylor & Boggis Fdry. Co., Cleve 
ind, O. 
Vapor | 
American Gas Machine Co., Albert | 
Lea, Minn 
Taylor & Boggis Fdry. Co., Cleve- 
land, O 


Leather 
Hardware 


Straps, 
Union Co., Torrington, 
Ct. 


Rajah Auto Supply Co., Bloomfield, 
J 
| Thermometers 
lavlor Inst nent Companies, 
Rochester 
Ties 
Bale 
{eme Steel Goods Co., Chieago, Tl 
in Steel & Wire Ce Ch 
’ Ill 
I Sauvlor Wire ¢ St. Louis 
Stanley Works, New Britain, Ct. 
Cow and Horse 
See Chains 
See Halters 
Tile 
pare 
At mg Cork Co., Pittsburgh, 
Pa. 
Metal 
Mer int & Evans Co,, Philadel 
phia Pa 
Milwaukee Corrugating Co., Mi 
vaukee, Wis, 
Tin Pinte 
Ame? 1 Sheet & Tin Plate Co 
Pittsburgh, Pa 
Merchant & Evans Co., Philadel- 
phia, Pa. 
Tip 
Rubber 
Elastic ip Co Boston, Mas 
| Tire Cases 
Allen Auto Specialty Co., N. ¥. C. 
Tires and Tubes 


Gasoline and Oil 
B 


r, F., & Co., Ft. Wayne, 








Tapes 
Measuring 
Dietzgen, Eugene Co., Chicago, Il. 
Keulfe & Esser Co., Hoboken, 
N. J 
if Rule Co.. Saginaw. Mich 
Starrett, L. S., Co.. Athol, Mass 
Taps and Dies 
Entterfield & Co., Derby Line, Vt. 
Greenfi . Corp (;reen- 
fel 
Morse Mach. Co 
Ww lls. Greenville 
Ma 


Tennis Balls 


Goodrich, B. FP., Co., Akron, O. 
Goodyear Tire & Rubber Co, 
Akron, O. 
Terminals 
Champion Spark Plug Co., To 
ledo, O 
Gr nan, Emil, Mfg. Co., Brook 
yn, N. ¥ 
Primary 
ih Auto Supply Co., Bloomfield 


oie ond: ary Clip 


Pneumatic 


Baker, Murray & Imbrie, New Yor 


Braender Rubber & Tire Co., Rut 


| 
| 








ford, N. J 
Converse Rubber Shoe ¢ Ne 
York Cit 
Darton 1 Mf ( Da 
Firestone I «& Rubber ( 
Akron, © 
Fisk Rubber Co, ¢ pee, Ma 
General Tire & Rubber Co., Akron 
0 
Goodrich Co.. B. F., Akron, O 
Goodyear rir & Rubber ¢ 
Akron, ©O 
Hood Rubber Co., Watertown, Mass. | 
Miller Rubber (« Akron, O | 
National Rubber ¢ Pottstown, } 
Pa 
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Star Rubber Co., Akron, O. 





Thermoid Rubber Co., Trenton, 
N 

Woodworth Mfg. Corp., Niagara 
Fal N. Y. 

Toasters 

Electric 

American Electrical Heater Co., 
Detroit, Mich 

Blectric Co., Schenectady, 


General 
N. ¥ 
Tongs 
Ice 
Gifford-Wood Co., 
Tool Kits 
Atlas A , 


Hudson, N. Y¥. 





- 4 , Athol, 
rhe v1 Tool Co Cley ‘ 
Worthingt Co Geo., Cleveland. 


Tool Sets 
Hollow Handle 





Bridgeport lidw. Mfg. Corp.,. 
ridgeport, Ct 
Tools 
Boring 
iger Bit Co., Wilmington, 


Irwin A 
0. 


Millers Falls Co., Millers Falls, 
Mas s 

Ur ( Co., Orange, Mass. 
Box Guanien 

Bridgeport Hadw. Mfg Corp.. 
i geport, Ct 

Kilborn & Bishop Co., New Haven, 
ct 
Bricklayers’ 

Rose & Bros., Wm., Sharon Hill, 
Pa 
Butchers’ 

Atkins, E. ¢ & C Indiana 
In 
hor Geo I! Co Lawrence 
t Ina 

Chati I John, & Sor New York 
City 

Disston, Henry, & Sons, Philadel 
' Pa 


Carpenters’ 


Atki kk. c., & Co., Indianapolis. 


rhe L. S. Starrett Co., Athol, Mass 


Cement Workers 


B fier If., Co., Lawrenee 
! rg I 
r I Co Louisiana, Me 
Draftsmen's 
I ugene Co., Chicago, fl. 


Dietzgen 
i i Starrett Co.. Athol. 
I 


Dropped Forge 


Wil . Jd H.. Co.. Brooklyn 
N Y 
Edge 
I Stow & Wilcox Co., Cleve 
and o 
ee 
Ky ol Co.. Boston, Mass. 
‘aan 
Allen & Co., S. I, Philadelphia, 
Ps 
Hiayes Pomp & Planter Co., Galva, 
1 
Norer Cc. S.. & Sor BR hnell, 
Ill. 
Granite Workers’ 
olden, Barre, Vt 
Harness 
Ostbe S.. & Co... Newark 
~ J . 
Hay 
ly | | 4 rr 4 land ie) 
Mfe. ¢ ( t o 
Ice Harvesting and Handling 
\t I ( . I t 
ae 
Gi WV ‘ Hudson, N. ¥ 
Jewelers’ 
The J Starrett Co Athol 
M 
Linemen’s 
Klein Mathias & Co., Chieago, TI. 
& He way ¢ ‘ rk 
Mac miniate’. Mechanic Etc. 
Rillings & Spe tartf rd, 
ct 
Ihre ha Mfg. ¢ Provi- 
I I 
| | ( 1! 
‘ I ID ‘ I Green- 
, ow 
( I> Plantsville, Ct 
t 1 ~ ( Athol, Mass 
t Iidw. ¢ Torrington, Ct 
Millwrights” 
tarrett Co Athol 
M 
Pipe 
Wal rth Mfg. ¢ Poston. Maas 
Ww F. I & Son ¢ G nville 
, 
Bn... Chain 
ims, J. H., & Co., Brooklyn, 


Y 








ry 








Trellis, 


Trough, 


Trowels 
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Piasterers’ 

& de Ww haror 
Pa 
Plumbers’ 
hnson, W 
) ri ( 
x. J 
Preotston 





aa Gas io rs’ 


Steam 
Ari 
Ct 


Mfg 


strong 

Tinsmiths & Sheet 

Workers 

Peck, Stow & 
ind 
Tire 

Atlas Auto Sur ( 

Friested tin ntr 


Trimmers’ 
Osborne ( S 
\ 
Upholsterers’ 
Osborne, ». & C 
N 
Gasoline, Kere 
Alcohol 
Newark 


Torches, 
sene and 
t \ ( 


faplin Mfg. Co., The 


Hill, N. N bra ( I t bawttry 
ton oe 

Ka oo Mig 
Construction 

Arne in’ Fy Mfg. ¢ ( 


Hil 
Glass 


Lancaster Glass Co., Lancaster, O 


Track 


Steel for Store Ladders 
Allith-Prouty ¢ Danville 
Milbradt Mfg, Co., Louis, 

Trolley 
Allith-Prouty ¢ 

Wood 
Milbradt 


st 


Danville il 


St. Louis, Mo 


Mfg. Co., 


Traps 


same 
Oneid 





Sarg ; Ct 
Rat and Mouse — 
well Mfg. Cc 





Ornamental Wire 
Co., Wauke 
Wire ¢ 


clone Fences Il 


w-Saylor 


gat 


Mo 
Wright Wire Co., Wor Mass 
Faves 
Delphos Mfg. Co 
yieckmann, F., 


iwrence 











Turnbuckles 


Screen Door 


National Mfg. Co., Sterling, Il 
Twine 
Samson Cordage Works, Boston, 
Mass. 
Binder 
Columbian Rope Co., Auburn, N. Y. 
Cotton 
Estes Mills, Fall River, Mass 
Flax 
Columbian Rope Co... Auburn, N. ¥ 
ail 
Columbian Rope Co., Auburn, N. Y. 


Hill, 


Metal 


Newark 


Newark, 


I 
Mo. 


imping 


uls, 





igeport, | 


! 
Wrapping Metal 
Columbian Rope Co., Auburn, N. ¥ Lalar & Grosjean Mfg. Co., New 
¥ City 
Twist Drill« Stover Mfg. Co., Freeport, I 
Cleveland Twist Drill ¢ Cleve Silver Plated 
land, O Butler Bros., Chicago. Il 
Detroit Twist Drill ¢ Detroit International Silver Co., Meriden, 
M ch cr 
Mor fwist D & Mel Co One ‘ iy, Ltd., Oneida, 
| New Bedford M N. ¥ 
Syracuse Twist D ‘ Syracus Wire Kitchen 
Wire Goods Company, The, Worces 
Mfg Co ter, Mass 
Washers 
Cleaners Brass, Copper and tron 
' Sweeper Grand Stimpsen, Ed. B., Brooklyn, N 
Rapids, Mich, — . Cork 
~ volt oe Sweeper Co., New Armstrong Cork Co., Pittsburgh, 
serlin Ia 
if il Sweey (% Porrington Wrought 
‘ Henry Disston & Sons, Philadel 
| nl 1 Pe 
| Vacuum Washers | Griffin Mfg. Company, The, Erie, 
| Stewart-Skinner Co.., Worcester, | a” 
| Mass Hill-Smith Metal Gas. Co Boston, 
Muss 
Valwes Laughlin, Thos., Co., Portland, 
| Idea tronze ¢ Cleveland, O Me 
i McCalla, Harold Co., Philadelphia, 
| alve Grinding Compcund la 
| Carb d er Niagara ills McKinney Mfg. Co., Pittsburgh, Pa 
N Oliver Tron & Steel Co Pitts 
} Marvel rie Mfg. ¢ Cl burgh, Pa 
land, Stanley Works, New Britain, Ct 
| vere Lifters > | Washing Machines 
chel ol ¢ ] Clevelar 
pone Hand and Power 
Varntshen Automath Electric Washer Co 
Acme White Lead & Color Wks Newton, Iowa. 
Detroit, M Dexter Company, Fairfield, Iowa, 
. ‘ 7 Vari ‘ Io .oM I Woodenware Mfg. Co., Ham 
Columbus Varnish Co. Columbus, 0 Kiel Mfg. Co., Albert I Mi 
| eros | W.. & Reynolds ( I oe 1g. oe 7 é ng ean, 3 So 
| Co New York City I " \ — ng achine 0., 
: >. : . ils eh, 
| Harrison Bro & Co., Ine., Pilla One Minute Mfg. Co., Newton, Ia 
ade a, w ‘o Jorceste 
j M a & Sc mann Co Brooklyn, | e Masa Skinn : Ce Worcester 
Martin-Sénour Co Chicago m Voss Bros Mfg. Co., Davenport, 
Montank Paint Mfg. Co., Brook la 
vn y 
7 , eon The lw aste Paper Baler 
ya oer ™~ hemical rhe, Davenport fg. Co. ” Davenport. 
Pratt & Lambert, Inc Buffalo, lowa. 
N.Y : 
Wilhelm, A., Co., Reading, Pa Watches . , 
| ’ | Western Clock Co., La Salle, Il 
| 
Ventilators, Reet Ph Inet. | | Weaners. Calf and Colt 
nia. P ae es — Imperial Bit & Snap Co., Racine, 
| phia, Pa Wis 
\ eaters Auto ” és m | Weed Killer 
pl Fe P , Casement Hdwe. Co., Chicago, 1. 
Vine | Welding Machines 
| Athol Mech. Co., Athol, Mass Oxy- go tg ; 
| Millers Falls Co Millers Falls Imperial Brass Mfg. Co., Chicago 
ibd Ill. 
{| Parker, Chas.. C Meriden, Ct 
| Rock Island Mfg. Co., Rock Island. | Whistles and Calls 
Hl | Union Uardware Co., Torrington, 
Stanley Rule and Level Cc New Ct 
| Brita Ct 
Willi ns J. H., & Co Brooklyn Vire 
N. ¥ McCalla, Harold, Co., Philadelphia 
Hinged Pipe Pa 
Armstrong Mfg. Co.. Bridgeport, Ct 
Stationary Bench Wire, Barb 
Luther Grinder Mfg. Co., Mil Amer. Steel & Wire Co., Chicago 
waukee, Wis Tl ; 
Interstate Tron & Steel Co., Chi 
eago, Ill. 
| & Rubber Co,, In : 
| dianapolis, Ind Wire Brads 
| Shaler, C. A., Co., Wanpun, Wis Amer. Steel & Wire Co., Chicago 
| | I! ; 
| Wagon & Pole Line Mate-| ‘ Interstate Iron & Steel Co., Chi 
rials eago, Ill. 
Oliver Iron & Steel Co., Fitts. | 
burgh, Pa. | Wire, Broom 
Amer. Steel & Wire Co., Chicago, 
Wagons 
oy 
Hunt. Helm, Ferris & Co., Har- | Wire, Cloth : 
vard, Hl American Wire Fabrice Co., Chicago, 
Palmyra Mfg. Co., Palmyra, Pa Til al 
| Wagner Mfg. Co., Cedar Falls, Ia Clinton Wire Cloth Co., Clinton, 
| Mass 
rn - Nant Co Louisiana, Mc Ware | Darby Edw. & Sons Co., In 
Disston, Henry, & Sons Vhila- | Agate _ Uhilade Ipbia, Pa ‘ ‘ 
delphia, Pa. | Lalance & Grosjean Mfg. Co., New Gilbert & Bennett Mfg. Co., New 
Johnson, Wm., Newark N. J | York Clty. York City - . . 
» & Bros... Wm Sharon Hill, | Aluminum Ludlow-Saylor Wire Co., St. Louis, 
} sue inu ‘ Fooster, | - Pe , tn 
a Aluminum Co., Wooster, New Jersey Wire Cloth Co., Tren 
P — ( N 
Trucks, Portable | Butler Bros., Chieago, Il | , (00. N. J. ‘ 
Arcade Mfg. Co Freeport, Il | Cleveland Metal Products Co a ey 8 Wire Cloth Co., New 
seo , 0 "inds evelanc Pde * . — 
( re , Se P..  ¢ Windsor santo aoe’ ne Freeport, Ii Wickwire Brothers, Cortland, N. ¥ 
Me inner Mfg. Co., Pittsburgh, Sturges & Burn Mfg. Co., Chicago, Wright Wire Co Worcester, Mass 
Duivers al Caster & Fdry Co., | West Bend Aluminum ¢ West | Wire Fence 
Newark, N. J. Ber Wis | Woven : 
Earthen Amer. Steel & Wire Co., Chicago, 
Tubs Guernsey Earthenware Co Cam- | 1 " — 
Cordley & Hayes, New York bridge, Ct makeretate Tot oe as oe 
: bites ; Enameled »Cako, - — ee 
Butler Bros.. Chicage. mI. . Wickwire Bros., Cortland, N. Y. 
| alance ¢ iros jes Z o Ww , - . 
York City ‘ ow | Wire. iF lat. Cold Rolled 
. ’ : ”" Stee 
Vollrat ( Sheboyg: s . - . 
oe. oS Amer. Steel & Wire Co., Chicago, 
Ce ae & oo New York Grifin Mfg. Co., Erie, Pa 
Wh 2 Nagy; ‘ Ww) ! Stanley Works. New Britain, Ct. 
¢ g orrugt , ‘0 hee 
ing, W. Va | Wire, Flat. Round & Square 
Glass | MeCalla, Harold, Co., Philadelphia, 
Corning Glass Wks., Corning, N. ¥ Pa 
u wonew a . Wire Goods 
Toe tie Ifg. ©o.. New preoks, 3 S., & Sons, Chester, Ct 
Me Aid . . larby. Edw & Sons Co., Ine., 
Volirath Co., Sheboygan, Wis. Philadelphia, Pa . P 
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st ay E Mfg. Co rcestes 
Ludlow-Saylor Wire Cy Louis 
lo 
Morgan Spring Co Worcester 
Mass 
N. J. Wire Cloth Co . 
ton, N. J ates 
Parker Wire Goods Cx ester 
ass 
Stimpson, Ed. B Brow v N.Y 
Wire Goods Ce Wor Mas« 
Wright Wire C« Wor Mass 
Wire, Picture 
Turner & Stanton Co., Norwich. (¢ 
Wright Wire Co.. Wore: Mass 
Wire Rope Fittings 
Amer. Steel & Wire Cx Chicago 
Ill. ‘ 
Wire Stretchers 
Hunt, Helm, Ferris & (Co., Har. 
vard, Ill 
Ney Mfg. Co., Canton, O 
w La Fillers 
W. Devoe & C. T. Reynolds Co 
New York City 
4. Wilhelm Co., Reading, Pa 
Wrenches 
jemis & Call Hidw. & Tool Co 
Springfleld, Mass 
aeons & Spencer Co., Hartford, 
Ct. 
Coes Wrench Co., Worcester, Mass 
Hill-Smith Metal Gds. Co., Boston 
Mass. 
— & Bishop Co., New Haven 
st. 
L ohanies Forge Co., Erie, Pa, 
Smith, H. D., Ce Plantsville, Ct 
Trimont Mfg. Co., Boston, Mass 
Union Caliper Co.. Orange, Mass 
Viechek Tool Co., The, Cleveland, 0 
Walden Worcester, Inc Worcester 
Mass. 
Walworth Mfg. Co., Boston, Mass 
Whitman & Barnes Mfg. Co., 
Akron, O. 
Automobile 
Bemis & Call Hdw. & Tool Co, 
Springfield, Mass 
Mossberg, Frank, Co., Attleboro, 
Mass. 
Peck, Stow & Wilcox Co., Cleve 
land, O 
Trimont Mfg. Co.. Boston, Mase 
Vichek Tool Co., The, Clevelane 
Walden Worcester, Ine Wo 
Mass. 
Chain 


Mass 
rooklyp, 


Trimont Mfg. Co., Boston 
wise. éd H.. & Go. B 
Y. 


ae Forged 


Lakeside Forge Co.. Erie, Pa 
Vichek Tool Co., The, Cleveland, 0, 
J. u Co., Brooklyn, 


Williams, 
m 2 


Engineers and Machinists 


Page-Storms Drop Forge Co., 
Chicopee, Mass. 
Malleable 

Allith-Prouty Co., Danville, I 
Monkey 

semis & Call Hdw. & Tool Co 
Springfield, Mass 

Coes Wrench Co., Worcester, Mass 

Lakeside Forge Co., Erie, Pa 

Peck, Stow & Wileox Co., Cleve 
land, O 

Trimont Mfg. Co., Boston, Mass 

Viehek Tool Co., The, Cleveland, 0 

ut 

Trimont Mfg. Co., Boston, Mass 
Pipe 

Peck, Stow & Wilcox Co., Cleve 
land, O 

Trimont Mfg. Co., Roxbury, Bos 
ton, Mass. 

Walworth Mfg. Co., Boston, Mass 
Ratchet 

Walden Worcester, Inc Worcester, 
Mass. 
Screw Pipe 

jemis & Call Hdw. & Tool Co., 
Springfield, Mass 
Socket 

Vichek Tool Co., The, Cleveland, 0 

Walden Worcester, Inc Worcester, 
Mass. 
Spark Plug 

Champion Spark Plug Co., Toe 
ledo, O. 

Vichek Tool Co., The, Cleveland, 0 
Tap and Reamer 

tutterfield & Co., Derby Lit Vt. 

Greenfield Tap & Die Corp., Green- 
field, Mass. 

Ve F. E., & Son Co., Greenville, 





Mass. 


Wringers 
Clothes 


Amer. Wringer Co... 99 Chambers 
St.. New York City 

Lovell Mfg. Co., Erie, Pa 
Mop 

White Men Wringer Co., Fulton- 
ville. N. Y. 

Eagle Woodenware Mfg. Co., Ham- 
ilton, 

Yern 

Lath 

Columbian Rope Co., Auburn, N. Y. 
Tarred Sisal 

Columbian Rope Co., Auburn, N Y. 


Vokes, Leather Center Veck 
Covert Saddlery Works, Inter- 
laken, N. ¥ 
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Advertising Cuts that Sell Goods 


These are just a few 





of our line of snappy 
hardware cuts. Try 
them in your news- 


paper ads, circulars, 





price tags, etc. They 


'T ake Your are heavy copper elec- 





tros blocked on wood Ni ag g 
. \ ~ts/ 
Ld . ° $ - ys 
Pick » ee and the illustrations “iv 
Our Store Is the Place to Pick Up are actual size. Traps for Mouse, Rat, Fox or Any 
Bargains. Old Animal. 


No. 68. Price 50 cents. o. 56. Price 50 cents. 


CUTLERY 7 
CARVERS-TABLEKUUS | 
SCISSORS eR 


















No. 38. Price 50 cents. 


a ae 


No. 70. Price 35 cents. No. 77. Price 75 cents. 








(A 
7 





SSWARE. ie 
; CGE AGERE, 
7 # » WY Ait ¥ Ws 
No. 87. Price 50 cents. No. 88. Price 50 cents. No. 52. Price 50 cents. 


Sent Prepaid at Prices Given Under Cuts 


David Williams Company, 239 West 39th Street, New York 
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The Neverip Stitcher 


The greatest invention with which the un- 
skilled man can repair leather goods or any 
heavy material. 


A Miniature Sewing Machine 


Packed %4 dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 










February 3, 1917 
A TIME AND MONEY SAVER 
Set of needles 
in handle 


( ee 


ready waxed thread 
in handle. 





yyy 





Lawn Mower 


Patent Thrust, Ball Bearing, guaranteed in 
Every Way, and Dust Proof. Both the upper 
Wheels 


are 10 in. high and the gear is on the inside 


and lower knives are crucible steel. 


rim of the wheels, giving great power and 
speed. The reel knife is 614 in. in diameter; 
has four blades. The lower bed knife is cru 


cible lip steel fastened to floating knife bed. 





This bed knife bar rests on tie rod that holds 


the back ends of the mower rigidly together. 


Clipper Lawn Mower Co. 
DIXON, ILLINOIS 


PUONTOUOIVENOCDEEN OA 





PTR RULE 


EMULE 








of Quality 





CULTIVATOR-HOES 
That wonderful little tool that fills practically every 
need in cultivating and weeding. 
More than a million of them are digging their way 
through the gardens of America and many Foreign 


CULTIVATOR-HOES have come to stay. 
Some will stay longer than others. 
Quality governs this largely. 

Mr. Jobber and Dealer: 


You are looking out for price, but you do demand 
Quality. 


200 
= 2 
= = 
E = 
= Fy, z= 
= This Mower will cut grass 7” high z= 
| The Di Rotary : 
= = Countries, 


) Then settle upon the “Norcross” 
oy) Line when it comes to Cultivator- 
Hoes—and know that you have 
bought the best to be had. 


From the Tip of the Handle to its 
Shovel Points a Norcross shows its 
excellence. 

Write for our Special Sample 


proposition to Jobbers and Dealers 
not familiar with Norcross Tools. 


wu C. S. Norcross & Sons 


Sole Manufacturers 





+4 


23 Bushnell, Ill. U.S.A. 


























oy / 


Auto Torch Pint, No. 48— 











The AMERICAN 


Gasoline Blow Torch 
Nos. 32, 38 and 48 


have 100% more heating power, and are 
fitted with such features as regulating 
valve, filling lid on top instead of bottom, 
needle valve self cleaning, pump rod does 
not force back, and a specially constructed 
handle. The Highest Grade Torch made 
and Lowest in Price Consistent with 
Quality. 
Order through your jobber. 


Henry W. Peabody & Co. 
17 State Street, New York, N. Y. 






Quart, No. 32 
$5.50 
Pint, No. 38 
$4.60 
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EDISON MAZDA 


AUTOMOBILE LAMP ASSORTMENT 


Put this assortment on your counter or anywhere it will be seen and 
begin to do a business that will surprise you with its rapid and profit- 
able turnover. 

Here’s an accessory that has to sell. The law says lamps—lighted 
lamps. This means new lamps for every motorist, now and then. 
Lamps get hard usage in automobiles. 


























The demand is steady = out—6 at a time—after 
and_ increases’ with EDISON MAZDA ascertaining the make 
every purchase of a DEALERS: and model of your cus- 
motor car or truck. Werte fer new, 1917 tomer's car. Your Edi- 
Somebody in your Edison Mazda Auto son Mazda Auto Book- 
vicinity has to supply Booklet, listing lamps let tells you: or your 
this demand. Do you for all makes and mod- clerk at a glance ex- 
els of 1915, °16 and ’17 ; 

know that you can do jesing actly what lamps in 
it at an investment your assortment stock 
about equal to the price are correct fér his car. 
of a tire? You don't have to sell Your customers will appreciate this 
Edison Mazda Lamps. They sell service. You can re-order automat- 
themselves wherever they're in sight. ically. 

All you have to do is to hand them Write for Agency Plan. 


EDISON LAMP WORKS 


OF GENERAL ELECTRIC COMPANY 
HARRISON, N. J. 


Sales Offices in Principal Cities 
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and willing servant. 


send a copy, it does just 


Help Wanted 


Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col 
umns, as they are frequently mislaid 
and lost. A copy of the reference 
will serve the purpose. 





IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers  Self-Calculating 
Scales, something that every carpen 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Address R. 
ol Smyers, Mt. Union, Pa. 

WANTED—Salesmen to sell on 
commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. S ommission 
large Address Hercules Baler Co., 
Miff inbt irg, Pa, 

HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 


HARDWARE AGE 


Experienced Help 


in specialized lines of business is always hard to secure. The best way 
to get it is to advertise in publications that these men read. 
ware trade, it is HARDWARE ACE. °: Try it for any kind of hardware —$1 
help. Distance is no disadvantage to these classified columns. Here the 
East meets the West and the North the South, and Uncle Sam is a speedy 


There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 
Note: In answering ads do not send original letters of reference— 


as well. 


Help Wanted 


Help 


In the hard- Adve: 


Situations Wanted 


Business Opportunity 


Situations Wanted 


2c. per word—50c. minimum. 


Allow seven words for keyed address 


Di. 


February 3, 1917 





Wanted and 


rtisements 2c. per word 
-00 minimum rate. 


splay rates on request 








Business Opportunities 








TRAVELING SALESMAN 
wanted by New York City wholesale 
hardware jobbing house, experience 
in selling hardware to retail trade 
within radius of 100 miles of New 
York necessary. A good opening for 
the right man, Address “R. R., 
care Harpware Acz, New York. 





SALESMAN WANTED to _ sell 
the famous “SANITARY WIRE 
DOOR MAT.” Also “SANITARY 
WIRE AUTO RUNNING BOARD 
MAT.” Sells for less than any 
other metal mat. Larger profit to 


._j|dealer than any other al, Good 


commissions. Full commissions on 
repeat orders. Sanitary Wire Door 
Mat Co., 1755 Van Buren St., Chi- 
cago. 


WANTED—A few good salesmen 
to sell on commission Rainf fall Lawn 
Sprinklers. A new fast seller. Fits 
on any nozzle. Fine side line. Good 
commission. Territory given. No 
competition Write now. Hard 
ware Specialties Co., Springfield, 
Jhio. 








WANTED 
YOUNG MAN WANTED, 
PREFERABLY FROM 18 T¢ 
20 YEARS OF AGE, WITI 
RETAIL OR WHOLESAL 
HARDWARE EXPERIENC 
TO TAKE POSITION WITI 
LARGE M: E 
OF HARDWARE. 

THE POSITION WILL 
LEAD TO OPPORTUNITIES 
FOR IMPORTANT  POSI- 


TION IN THE SALES 
FORCE OR AT THE FAC- 
rORY. APPLICATIONS 
FROM NEW _ ENGLAND OR 
VICINITY WILL ALONE 


BE CONSIDERED. 
ADDRESS DRAWER Q, 
NEW HAVEN, CONN. 














SIDE LINE SALESMEN, every- 
where, calling on hardware store, de 
partment store and china and crock 
ery store trade, can make $2 to $6 
per day selling our High Class 
Household and Kitchen Specialties 
Give references, territory covered, 
ine now handled, in first letter 
lhe Ifome Craft Shops, Specialists 
n Specialties, Toles lo, Ohio. 


vse ae Pag WANTED 

\ *h grade men who are 
lis ure and sporting 
handle a widely ad 
on a commission 
isis Product is well known both 
o the trade and consumer and _ will 
wove a good side line. Address 
Rox 371-A, Harpware Ace, 1505 
~< ‘hicago, Til. 





W ANTE dD An experienced man 


to do plumbing, heating and sheet 

metal work. To come at once, steady 
ployment for the right man 

\lkire & Flagg, Hoopeston, Ill 








WANTED — Bright ntelligent 

ng man, age 23 to 30, at least 

rs’ experience in the hardware 

t . to assist in compiling hard 
catalogs. Apply in own han 
writing, give full particulars . 
erning self and salary wanted Ay 

plicants only considered who live in 


icinity of New York City Address 
“R. Z.,.” care Harpware Ace, New 


WANTED—CUTLERY SALES 
MAN to cover the Southern States. 
One who has had experience in bot} 
cutlery and hardware Address 

Pp.” 


with reference, “R. P.,’’ care Harp 
ware Acre, New York 


WANTED—Salesmen for Michi- 
gan, Wisconsin and Minnesota. 





Traveling experience not necessary. 
State age, salary expected and ref- 
erence Address The Huenefeld 
Co., Cincinnati, Ohio. 


WANTED—A young single man 
with two to three years’ experience 
in hardware and sporting goods; 
$15 will be paid at start. A first 
class opening and fine future for 
a live man. Address “S, I.,” care 
Harpware Acr, New York. 





WANTED—A stalin trimmer 
and card writer; one capable of tak- 
ing entire charge of the newspaper 
and store publicity of one of the 
most up-to-date hardware stores in 
New England. Address Box 1104, 
Springfield, Mass. 





\ FEW LIVE wire salesmen in 
ill grain producing States, to sell 
our Smut Kure to hardw: are and im 


plement dealers, Commission basis 
A good seller, as every farmer has 
got to use it sooner or later Don’! 
delay: write now Smut Chemical 


Co., Dept. A, Saline, Mich 


Situations Wanted 


SAT F SMAN OF EXPERIENCE 
nd ability wants position with man 
ufacturer. Eleven years’ experience 
he Middle and Southwest calling 
vholesale and retail trade. Best 
eferences; age 38, and well ac 
tainted Address “B. R.,” care 
HlarpWARE Ace, New York 


THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 


ATTENTION 
TO RETAILERS 
A hustler and wide awake 1 
re man, age 27, acquainted ith 








ill sides of the hardware field, 
vat position as manager, with 
1 retail hardware merchant Am a 


irewd buyer, a capable executive, 


t rganizer and producer Will 


nly consider an association that 

ers a career as well as a fair com 
pensatior Address “P. A.,”’ care 
TarpwareE Acre, New Yorl 





YOUNG MAN with four years’ 
experience in retail hardware desires 
position. Twenty-four years of age, 
single, and can give best of refer- 
ences. Address Re E.,” care Harp- 


ware Ace, New York. 





YOUNG man, 16 years’ experience 
in hardware, desires advancement. 
Has executive ability and a knowl- 
edge of builders’ as well as general 
hardware. Pennsylvania or Ohio 
referred. Address “S. A.,” care 
[arDWARE Ace, New York. 





AN EXPERIENCED BUSINESS 
MAN endowed with a fair share of 
common sense, energy, tact and fore- 
sight, has been doing a number. of 
beneficial things to an old time 
wholesale and retail hardware_busi- 
ness. I would recommend him to 
any employer looking for a forceful 
and experienced executive. Address 
“S_C.,” care Harpware Acg, New 
York 





YOUNG MAN with five years’ re- 
tail experience, desires position as 
inside or road salesman with good 
up-to-date firm. Employed at pres- 
ent: can give best of references. 
Address “S. D.,” care HarDWARE 
Ace, New York. 





4 Business Opportunities 


ing business combined. Did $35,000 
business last year Must be cash 
leal Address “B. F.,” care Harp 


I WANT A POSITION as sales- 
man in an Eastern territory. I am 
a married man of proven ability. 
Experience includes five years among 
the building trades of Long Island, 
New York City and State and vicin- 
ity. Now traveling West Virginia, 
Pennsylvania and Maryland. Can 
fernige best references. Address 

E.,”” care HarDWARE Ace, New 





¥ es. 


- 

SITUATION WANTED—Compe- 
tent saddlery man with a complete 
knowledge of wholesale manufactur- 
ing, jobbing buying and _ selling, 
whose record is a proven success, 
also some knowledge of the shoe 
business, desires connection with an 
up-to-date concern. May take an in- 
terest. Address “S. L.,” care Harp- 
wawe Ace, New York. 








IF YOU WANT A_ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 








FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in a 
large dairy section, nearest busfness 
of the kind in ten miles. Have been 
here fifteen years; .poor health rea- 
son for change. An excellent op- 
ortunit o take up a well estab- 
ished te Bo itt inventory 
$5,000. Address “‘C. L., care Harp- 
ware Ace, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT Is 
wae TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC. 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





FOR SALE—In Central Florida 
in the best agricultural district, a 
well established hardware, imple- 
ment and plumbing business, in- 
voicing over forty thousand dollars. 
Stock has been turned five times 
annually. Reason for selling due to 
death of principal owner. Win sell 
business as a whole, or the hard- 
ware and implement business sepa 
rately, or vice versa; or will sell con- 
trolling interest in the whole busi- 
ness. Will consider trading for 
good city business properties or real 
estate investment (not farms). Ad 
dress “L, C.,” care Harpware Ace, 
New York, 





FIRMLY ESTABLISHED, nice 
clean stock of groceries, hardware, 
paints, auto supplies and sporting 
goods situated in the best business 
town in northern Michigan. susi- 
ness established eighteen years. Rea 
son for selling—wish to retire. Stock 
will inventory $19,000.00, can be re- 
duced. Address “R. F.,” care Harp- 
ware Ace, New York. 





.TO EXCHANGE for merchan- 
dise, 40 acres irrigated land in the 
great Rio Grande Valley; well 
leased, on the Mission tract, and 80 
acres on the San Benito tract; als 
some city lots, all clear of incum 
brance. Will exchange all or 
for a stock of merchandise. 
estimate size of stock, price of t 











IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of whe are we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section 0 f the U nited 
State Address “R, W. S.,” care 
Harpware Acer, New York. 





FOR SALE Long established 

hardware business, located in the 
heart of the corn belt in Illinois. 
St »ek and fixtures will invoice about 
¢13.000 $25,000 vearly business 
Good clean stock. Will give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long Reason for sell 
ing, failing health. Address “E. D.,” 
care Harpware Ace, New York. 


PROSPEROUS STORE in up-to 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
ete.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 


ings, or rent, etc., when writing 
NV. D. Beatty, McAllen, Texas. 


=- 





FOR SALE—A prosperous, grow- 
ing hardware business in one of 
the best sections of South Carolina; 
an excellent opportunity for anyone 
seeking an investment. Apply t 
S. H. Wilkinson, 10 South 14th St., 
Richmond, Va. 





FOR SALE 


A fine old Established Hardware Busi 
ess— 


THE BARNEY-CAVANAGH HARD- 
WARE COMPANY, MOBILE, ALA 
Established 1835—Incorporated 182 
Wholesale and Retail 

Offers its entire stock of Merc! 
dise and Book Accounts (or will sell 
separately) for sale. Firm one of 
the best known in the South. ‘Terr 
tory Alabama, Mississippi and |} 
ida Fine opening for a live fr 
with a capital to develop the al« 
territory, also Mexico and the ( 
tral American countries. 

Best location in the city for 
Jobbing business, having free store 
delivery from all rail lines entering 
city, and faces wharves Mobile 
River. For further particulars ad- 


dress 
G. R. VAUGHAN 





ware Ace, New York 





President 





eee 


eo wee 6 oe ae ee oe 


mim thick Qhaad Gh uk ees 





pres 3, 1917 


Business Gisimnnttiies 


FOR SALE—About 300 No. 16, 

4, ft.; 200, 7 ft.; 10 each No, 10, 

x HA end and corner American steel 
fence posts, at 35 per cent off list 
f.0.b. Spencer, N. Y. Present dis- 
t is 22 per cent. Cheap chest- 








ane 
ae osts here make steel posts slow 
sellers H. Emmons, Spencer, 
m. &- 





Manufacturer’s agent desires sev- 
accounts for the territory 


ral good 
* i on a 








of Philadelphia and vicinity 
strictly commission basis, Hardware, 
electrical and automobile sup lies. 
Address 522 W. Ashdale St., Olney, 
Philadelphia, Pa. 

FOR SALE—Hardware, tinning 
and plumbing in connection. Best 
mand in Central Michigan. Popu- 
lation 3,000. Best farming section 


in State. Also railroad junction. 
Store is considered one of the best 
Invoice about $8,000. 


in county. 

No re ad stock. Good partner con- 
‘SS 2 " 

sidered Address “S, B.,” care 

Harpware Ace, New York. 





FOR SALE—Old established wood 
with all machinery, 


handle factory 
handles, blanks, etc. Also black- 
smith shop with tools to rent or 


il. Reason for selling is death of 
eee Inquire of Mrs, H. G. Jones, 
Deep River, Conn. 








FOR SALE—$7,000 stock of hard- 
ware. The stock is absolutely 
“clean.” Concrete store, situation 
couldn’t be better. In a Northwest- 
ern city of 6000 with 1000 on fac- 
tory payroll. Good opportunity for 
the right man. Have to sell whole 
or managing tnterest in the com- 
pany. This isa “rush” proposition. 
Address “S. F.,” care HarpDWARE 
Ace, New York. 





WANTED TO PURCHAS.. - 

tablished hardware and implemen 
Sptiness in town of from 10,000 to 
30,000 nulation, situated in one 
of Middle WwW Jestern States, preferably 
Eastern Nebraska, Iowa or Illinois. 
Will pay cash up to $12,000, Ad- 





vr? W. W. Philpo, 425 W. 6lst 
, Kansas City, Mo. 
MANUFACTURERS, ATTEN- 


TION—Salesman of experience and 
ability with office in Great Falls, 
Mont., and covering both jobbing 
and retail hardware and general 
trade of Montana, Idaho and Wy- 
form connection 


oming, wishes to 

with manufacturers for distribution 
of their products on commission 
basis. Adicon * “S. G.,”? care Harp- 


ware Ace, New York. 





MANUFACTURERS, ATTEN- 
TION—A Chicago retailer and job- 
ber of builders’ and general hard- 
ware wants exclusive agency of spe- 
cialty or staple line for Chicago and 
oods and 





vicinity. Can stock your 
deliver to Chicago trade. What have 
you to offer? Make us a confiden- 
tial proposition by return mail. Ad- 
dress Box 375-A, Harpware AGe, 
Otis Bldg., Chicago. 

FOR SALE—One-third of the 


capital stock of a going hardware 
and implement business in Southern 
, with position. Will sell 
only t acc eptable person, who can 
match energy and ability with the 









two other interests. Will take from 
$3,000 to $4,000 to handle. Other 
business requires my attention. Ad- 
dress “S. K.,” care Harpware Ace, 
New York 

FOR SALE—For cash, no trade 
considered, a clean, well selected 
hardware stock in the best location 
ind best building in a city of 6000 
in Northeastern “.— > Will sell 






s of Jan. 1916, prices for 
sale. <A gees established 


juick 
business and all contracts are placed 





for new merchandise which will go 
tock if wanted. This stock 

r I sold to settle a partner- 
ry Will invoice about $10,000. 
“R. N.,” care Harpware 


Acr, New York. 


XPOR T TRADE—An English 
se with representatives and show- 
ms in Australasia, Africa, West 





Indi 








8 desirous of acting as manu 
facturers’ exclusive export agents in 
above markets Commission basi 
AM Payments from own New Yo Me 
ee Address “‘S. M.,” care Harp 
ware Ace, New York. 




















HARDWARE AGE 413 
Simplifying Your Bookkeeping 
BERNHARDT’S DATE NUMBER INDEX SYSTEM 
AND BILL BOOK enables you to keep track of your a es 
debts, stock and bills; instantly recognize your slow 
moving stock from your quick sellers. Tell when you 
bought it, on what bill number and what you paid for 
it, by a glance at the index number and code on the 
stock. Price 60c. M. Bernhardt, 31 Curtis Pl, New a 
Brighton, N. Y. 
ettering business by| 4N9. 
h Elb | h 
FILES) 
Ce OF FF 


You may recall the story of the front 








line soldiers face to face with the 
enemy in the present war. Theentire 
line had an instant of stage fright 
because everyone knew that the ma- 
jority would soon be dead. Seeing 
their state of mind the Captain reached| 
out his elbow and touched that of the 
soldier next to him. The soldier | 
understood the act, reached out his. 
elbow and touched his neighbor, and’ 
so they did all along that first line. 
The effect was instantaneous and the 
men plunged forward thrilled with the! 
courage of the Captain’s touch. 

In just this way business is bettered. 
One fellow with the nerve to reach out) 
and do something touches elbows with 
the fearsome fellow next to him.| 
Fear closes no contracts. How can 
the man who shrinks from advertising| 
expect that advertisement readers will| 
credit him with courage and ability | 
which he does not possess? 

Have you the nerve to reach out? 
Isn't the building of business by con- 
sistent advertising far more profitable 
than waiting for something to turn up? 


In meeting the buying movement of 
1917 where will your courage place 
you? 

Let us tell you how Hardware Age 
can help you. 





Consider the 
Machinist 





After you have 
grouped the men 
in your vicinity 
into the proper 
classes you can 
consider the file 
requirements of 
each group. 

Take the ma 
chinist he uses 
files—lots of them 


But the greater 
part of his files 
are furnished him 
by the shop in 
which he_ works. 
Therefore, sell to 
the shop. 

Find out what 
files are used 
most of and get 
after the man who 
does the purchas- 
ing. Tell him that 
unless he is using 
Deltas he is not 
getting full file ef- 
ficiency. 

A few words 
about the Delta 
Crucible Steel 
File and the Delta 
Guarantee of 
“Money Back If 
Not Satisfied” will 
convince him that 


he is considering a 


real proposition 
And the pronts on 
repeat sales—man 
alive! 


The Delta 
File Works 


Philadelphia 
U. S. A. 








a ye ee ee 





HARDWARE AGE 





February 3, ‘917 





The Classified Directory appears in this issue on page 400 
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—a good, solid, honest-value 
tire at a reasonable price? 


Though low in price, this NATIONAL “Speed- 
way’ Tire has the strength, the stamina, the 
appearance, the workmanship and the plus 
value you want in a tire. 


It wins buyers and keeps them because it con- 
sistently delivers more than the average 
amount of mileage and successfully stands 


more than the average amount of punishment 


During the past year the NATIONAL “Speed- 
way” Tire has established a great name for 
itself. 


From the first day it was introduced it created 
a demand that completely overtaxed our ca 
pacity and has been the cause of increasing 
NATIONAL production ten-fold—all within 
the short space of a year. 


HARDWARE DEALERS 


Our sales plan will enable you to sell these tires 
with more satisfaction, cleaner profits and a 
more permanent basis of business-building 


It is conceded by successful tire dealers that an 
exclusive territory for a well-advertised tire 
that has proved its worth and sells at a rea 
sonable price is the very best tire proposition 
obtainable. 


We can offer you just such a proposition. You 
will not have to compete for business against 
cut-rate competitors, curbstone brokers, and 
the factory itself, selling the same make of 
tire. 


Get an idea of what we can do for you 


Let us tell you about the good things in store 
for our dealers. Write us to-day. 


We are making contracts for 1917 NOW 


National Rubber Company, Pottstown, Pa. 
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